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. and. only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’? 
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We are proud to be an advertiser in your 
Golden Anniversary issue. For your untiring 
efforts through the years in behalf of improved 
distribution of industrial equipment, we salute 
you. Your efforts have benefited not only the 
distributors you serve, but the manufacturers 
whose products they sell, and all the users of 
those products. 

We are grateful for the strong and vigorous 


medium you have maintained in which to state 
our policy to the distributors of the nation. 





It is a policy we adopted in the beginning, as 
indicated by these quotations from our adver- 
tisement in your first issue — quotations that 
outline the four points of basic Dodge policy: 
(1) “the prime requisite of the Dodge line is 
mechanical excellence of the goods themselves” ; 
(2) “‘a complete line of regular transmission 
appliances from one factory” ; (3) “‘a line which 
is wide in order-filling availability ... What is 
generally regarded as a factory order is thus 
filled at once from the dealer’s stock”; (4) 
“most important of all is the cooperation we 

entanetiol 4s give dealers.” 
: Backlog of Your Business ia 
2 That was in January, 1911. It is the same 
THE VERY FIRST ISSUE OF MILL SUPPLIES; NOW INDUSTRIAL DISTRIBUTION today. Here, then, is to the next 50 years, and 
CARRIED THIS DODGE ADVERTISEMENT to industrial distributors still unborn, who will 
learn these truths about Dodge as we repeat 
our policy again and again in future issues of 
INDUSTRIAL DISTRIBUTION. 


The QR L ine Is Made for the Supply 
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Evolution of the industrial supply and equipment distributor from heterogeneous 
wholesaling operations into an identifiable entity introduced a new and potent 
factor into industrial marketing. Its early development and growth, current 


accomplishments and its future prospects are presented in the following pages. 


THE MARCH OF DISTRIBUTION 82 


Development of steam and electric power contributed to expansion of all industry 
“— and distributors grew with it. Mill Supplies, now ID, was created to facilitate 


; ae Ie communication within the industry in 1911. Industry associations, organized 
anes | Lt to bring order into chaotic marketing, promoted, with ID, selective distribution 


_ > 


2 my 


Tae ileomn and supplier-distributor “partnership.” Specialized distribution got its start in 


the 20's. The depression of the 30’s gave the acid test to distributors’ resiliency, 
and the huge industry expansion following World War II ushered in a new era. 


CREATIVE DISTRIBUTION 88 


Today the distribution industry as a whole is getting rapidly oriented to the 
promising but hotly competitive markets of the 60’s, but some firms are way 
ahead of others in adjusting their aims and actions to the new conditions. 
Many firms can be expected to make prodigious efforts in the next few years to 
cure their basic problems: the need for more professional marketing, crippling 
weaknesses in management, and need for improvement in communication. 


m Evidence of trends to upgrade marketing and sales techniques is seen in 
companies that, within the past five years or less, have instituted new market 
research plans, retrained salesmen and turned away from the “product orienta- 
tion” of the past to the vitally necessary attitude called “customer orientation.” 


@ Progressive firms have re-appraised their management problems, concluded 
that they can’t survive in the future unless they provide for management succes- 
sion, or cure their profit squeeze, unless they change their ways of operating. 
One recent innovation: some suppliers are now providing management aids. 


@ In communication, there’s growing awareness that the problem is too subtle 
to be solved by just more “contact.” The distributor-supplier partnership can 
only be strengthened if both partners come to believe that it’s a working partner- 
ship, adopt new programs such as training suppliers’ salesmen to understand the 
ins and outs of running a supply business, and stress mutual objectives. Both part- 
ners will have to demonstrate a willingness to give up acting unilaterally so often. 
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NEW HORIZONS FOR 1975 106 


There’s no doubt about the long range potential for most industrial supplies, or 
the future of a distribution system based primarily on local stocks. The conclu- 
sion is, though, that the general line distributor in major centers will have to con- 
vert to key-line or departmental operation to provide the service industry wants. 


In attracting capital and personnel, the large firm may well have the advantage. 


gw There will be more growth through merger, and more stockholder companies. 
But plenty of uncovered market space will be available for small distributors. 
Specialists will doubtless grow in numbers, but they too must one day—and prob- 
ably soon——face the “twilight zone” where the sales volume—overhead expense 


ratio demands better organization and more capital to grow and attract talent. 


@ Suppliers lucky or alert enough to maintain “key-line” standing of their 
products in the distribution channels won't have worries, unless more alert 
competitors for customers’ and distributors’ attention begin to pose a threat. 
Holding this position will require continual innovations in marketing and 
products. The field has many new suppliers, and many more will be attracted. 


@ The o.e.m. today is full of products whose replacement potential has yet to 
be exploited once initial acceptance is gained. Expensive direct selling may have 
to be resorted to by some suppliers who have no choice. Chances are, however, 


that these manufacturers will constantly try to adapt their line to distribution. 
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Vext Month: BRINGING UP THE “YOUNG MEN” 


Continuing the series of articles discussing possible ways in which distributors 
can assure the survival of their business, ID takes a look at a “reorganization” 
plan which has been used by several firms to pass control and ownership on to 
younger executives. The plan entails reorganization in the sense that the older 
stockholders’ equity is protected by issuing them preferred stock for their 
common stock, then permitting the younger men to acquire the common stock 
and eventual control of the company. The ultimate success of the plan will depend, 
naturally, on whether or not senior management has made enough construc- 


tive effort to bring up junior executives who can take over the company. 
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Atlanta—R. H. Powell, Jr., 1375 Peachtree St. N.E. 
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Factory warehouses are well stocked with our standard INDUSTRIAL DISTRIBUTION: Member of ABC and 
. >. (F Mill S 

taps. And SOSSNER has 120,000 blanks on hand just solldated INDUSTRIAL SELLING, INDUSTRIAL DIS. 

° ° ° TRIBUTORS AND SALESMAN and MILL SUPPLY 

for special taps. We make normal unexpedited delivery SALESMAN. Founded by Ernest H. Smith.) 


j i ithi ! j SUBSCRIPTIONS: Available only by paid subscrip- 
of simple special taps within two weeks! Special taps SUBSCRIPTION veasrven, the iy be peid out son. 
that have to be made from bar stock take longer but only from persons engaged. in t yy ® Fy 

e,° ale of industrial equipment, tools and supplies. 
not nearly as long as you may be used to waiting. And, POSITION AND COMPANY CONNECTION MUST BE 
INDICATED ON SUBSCRIPTION ORDERS. Send to 


best of all, you and your customers can count on our address shown in box below 


H ; OFFICERS OF THE PUBLICATION gover Nelson 
delivery estimates! L. Bond, President; Shelton Fisher, Wallace F 
Traendly, Senior Vice Presidents; John R. Callaham, 
Vice President and Editorial Director; Joseph H. 
Allen, Vice President and Director of Advertising 
Sales; A. R. Venezian, Vice President and Circula- 


It’s this service and cooperation from the plant that an Cuendicehen. 








makes SOSSNER Dealers, happy dealers. Why not join OFFICERS OF THE CORPORATION: Donald C. Me- 
Graw, President; Joseph A. Gerardi, Hugh J. Kelly, 


? ; j Harry L. Waddell, Executive Vice Presidents; L. 
our team: Drop me a line for full details. Keith Goodrich, Vice President and Treasurer; John 


J. Cooke, Secretary. 

UNCONDITIONAL GUARANTEE: Our primary aim is 
to provide subscribers with a useful and valuable 
ae. Your comments and suggestions for 
— a are encouraged and will be most 
welcome. The publisher, upon written request from 


any subscriber to our New York office, agrees to 
refund the part of the ‘ene price applying 
to copies not yet mailed 


TAP RB ) 3-4-1061) -7: SL | SUBSCRIBERS: Send subscription correspond- 
ence and change of address to Fulfillment Man- 

INDUST IAL DISTRIBUTION, 330 West 

; P . ’ . Y NE K NV Y 42 s » New York 36, N. Y. nan? ape 


should notify Subscription Manager promptl 
any change of address, giving old as wel 
FACTORY WAREHOUSES IN NEW YORK © LOS ANGELES « ST. LOUIS * DALLAS Pans if eee "oplgaancddron 
from a recent issue of the Please 
allow one month for change to yoy ‘effective. 
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Need High Capacity 
In Compact Space? 
DA 358 V-BELTS. This major design improve- 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA POSITIVE ORIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 





Whatever your 
V-Belt needs, 


DURKEE- 


ATWOOD 
meets them 


What do you want in a V-Belt? You want 

consistent performance, long trouble-free life 

and full-rated power transmission. That 

means the belts must be made of the finest . 
quality materials, with careful attention to 40% Extra Cap acuy 
engineering details, manufacturing processes in Regular V-Belts? 


mm gs ne ta Sg ar aan tall RED SHIELD MULTIPLE V-BELTS. Increased 
: Pcrgcar capacity at no increased cost. Available in oil and 

synthetic fibres to assure length stability in heat resistant and static dissipating constructions. 

storage. The exclusive Durkee-Atwood 

“Iso-Dynamic” Vertical Matching Machine 

eliminates the “sag error” that develops when 

V-Belts are matched on horizontal equipment. 

This assures equal power transmission from 

all belts on multiple drives . . . Look to 

Durkee-Atwood for quality, service and savings 


...the most complete line of industrial V-Belts. Top Performance in 


Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 
DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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HE 

FOUR 
CLASSIC 
RULES OF 


SELLING 


TTENTION: get your customer’s attention quickly 
by talking about his needs ...a good stock 
of hacksaw and band saw blades, for example. 


|| NTEREST: talk about meeting his blade needs 
with the Nicholson or Black Diamond line— 
two of the best promoted, most trusted brands in industry. 


me 

J ESIRE: tell him why these 
top-quality cutting tools mean longer shop 
life, better, faster metal separation 
and savings in labor time and shop costs. 


PN crion: pull out your order pad. 
Get him to order a complete Nicholson 
or Black Diamond blade stock 

to meet his particular needs. 


© /oX* GOEIETEE ''* 4. atsc movreveum 


<ex2 NICHOLSON Se 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World of Business 





Closing the Loop 


Spread out before us as large as a 
night-club menu is a graphic piece of 
work McGraw-Hill’s 
pret ociously probing be onomics De- 
titled The 
Economy. In a sweep of pages and 
charts, the 


presents the United States’ growth 


turned out by 


partment, and American 


uptrending publication 
prospects from now until 1975. As- 
fistsfull of facts 


showing that we are indeed “moving 


sembled are many 
forward,” as Jonathan Winters imi- 
tates someone as saying we must. 
We want to talk about this state- 
ment made in the brochure: “In the 
factory more and more of the work 
will be 


plants, 


handled automatically. In 


some electronic computers 
will direct the complete production 
operations.” 

Actually, this possibility will be 
a reality this year or next. One of 
the steel companies is setting up a 
hot strip rolling mill which will be 
completely computer-controlled, even 
to the point of having an electron- 
ically-actuated unit stamping out a 
metal tag identifying the completed 
coil of metal, and an output unit 
punching a tabulating card contain- 


ing inventory data. The computer 
will register continual measurements 
of the hot billet’s temperature and 
dimensions and adjust the rollers’ 
speeds and pressures as the billet 
moves through the mill. 

This rolling mill will approach 
the ideal being sought by designers 
of other plants—automatic control 
so complete that the computer will 
be able to read regulating gauges 
and automatically make compensat- 
machines 


kinds of 


plants this ideal presents enormous 


ing adjustments in the 
or process. In some 
technical problems, requiring elec- 
tronic equipment fully as capable as 
a human operator of discerning for 
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example, when or when not to turn 
this or that valve. 

But 
reached we will have what is known 


when this ideal has been 
as a “closed loop” system. Its rami- 
fications are quite startling. For in- 
stance, an official of U.S. Steel fore- 
sees the day when a closed loop 
system will not only encircle the 
complete operation of the plant, but 
the office as well. In other words, the 
system will be able not only to control 
each production operation, but will 
data 


(cost data, inventory data, etc.) to 


also feed back “accounting” 


the electronic machine processing the 
firm’s business data. 

Thus, as products are completed 
in the automatic factory and are con- 
veyed automatically to the shipping 
area, devices will be signalling data 
back to the data processing depart- 
ment for the automatic preparation 
of invoices, shipping papers, and the 
whole sequence of accounting records. 
And it is not at all unlikely that, 
working the other way, the input of 
customer order data (or even sales 
forecast data) in the data processing 
department will trigger the auto- 
matic factory into production. 

And consider what this could mean 
to the distributor. The closed loop 


His 


chase order, for example, could be 


could embrace him, too. pur- 
transmitted in punched card form or 
over long-distance phone in coded 
form and become direct input into 
his supplier’s data processing sys- 
tem. Here, along with similar data 
received from other distributors, 
they could actuate production in the 
factory. And on completion of pro- 
duction and shipping, billing and 
other data would be transmitted back 
to each distributor’s data processing 
system, there to be processed into in- 
ventory and accounts payable records. 


We should 
Yet it'll mean that old 


Fascinating future? 
think so. 


joke will have to be reworked or dis- 


carded know, the about 
“don’t 


by hand any more?” 


you one 


you Americans do anything 


Purchasing 


While it’s hardly news that the job 
of purchasing, as now conducted by 
numerous 
different 
ago, we thought that Allegheny Lud- 


companies, is markedly 


from what it was years 
lum’s vice-president in charge of pur- 
chases, E. F. Andrews, summed up 
the job’s character pretty well in a 
talk to the Cutting Tool Manufac- 
“No 


has 


turers’ Association recently: 


area of business management 
grown faster in responsibility and 
authority than purchasing in the past 
ten years. Purchasing know-how and 
experience has moved into the areas 
of value analysis, standardization, in- 
ventory control, vendor performance, 
vendor rating, and many others. The 
percentage of men with graduate 
degrees and advanced training has 
increased greatly in the purchasing 
field.” 

Andrews foresaw the P.A. getting 
more recognition from his own man- 
agement in these respects: 


P.A. de- 


veloping in these directions: 


Andrews foresees the 
*He will be an improved negoti- 


ator, bringing together essential 
economic data and improved specifi- 
cations meeting the business’ needs. 
“He will have personal skill in in- 
terviewing and persuading, well be- 
yond the routine soliciting of quota- 
tions.” 

*He will become schooled in the 
art of “raise himself 
above the thinking that purchasing is 
an end itself.” 


*He will take the 
adoption of new 


management, 


lead in the 
scientific methods 


continued 





Ow to get 
feet in the 


SOCKET SCREWS 


PATENT NO. 2,923,340 


PATENT NO. 2,884,038 


EXCLUSIVE with Blue Devil 
... the perfect seal for hydrau- 
lic applications, air and all 
gases. Ideal for all minor vibra- 
tion problems. Preassembled... 
all standard socket screw sizes. 





ALSO ... Socket Cap Screws 
Socket Set Screws + Flat Head 
Cap Screws + Button Head Socket 
Screws + Socket Shoulder Screws 
Socket Pipe Plugs «+ Dowel Pins 
Socket Screw Keys & Kits 











EXCLUSIVE with Blue Devil 
...the answer to severe vibra- 
tion problems requiring high 
torque. Choice of locking in- 
serts—brass, bronze, aluminum, 
stainless for high temperatures. 


SOLD ONLY THROUGH AUTHORIZED 
INDUSTRIAL DISTRIBUTORS 


MEMBER ASMMA 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue - Chicago 31, Illinois « Telephone ROdney 3-2020 
WAREHOUSES AT:LOS ANGELES + DETROIT - NEW HAVEN + NEW YORK CITY 
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Ideas and Opinions 
starts on page 7 





of data processing (see “Closing the 
Loop” item elsewhere in this section) . 

*He will make decisions that go 
beyond habit, precedent, and emo- 
tional considerations. 


Patent Pirates 


Just in case you're not depressed 
enough with the internation] situa- 
tion this morning, here’s a cheerless 
item to further blacken the hue of 
your gloom: Blatant foreign infringe- 
ment of U.S. patents. 

If these foreign violators—Russia 
and Japan—unloaded their copycat 
junk on their own populations, we 
would perhaps be less spleenish about 
the subject, though not much. But 
when they flood our own market with 
imitations (on which they pay no 
royalties whatsoever), we shudder 
to think of the grip which a sort of 
mercantile Gresham’s Law will get— 
the bad goods driving out the good, 
right here at home. 

To diverge for a moment, a repre- 
sentative of a big manufacturer of 
electrical photographic equipment 
showed us recently a battery-powered 
flash-lamp unit about the size of a 
cigarette pack and capable of throw- 
ing twice as much light as bigger 
units now available. We recognized 
this little unit as a remarkable break- 
through in photography, something 
photo-journalists and others have 
been waiting for. 

But, said the man, this unit is not 
for sale either now or in the future. 
“Why should we,” he asked, “go to 
all the trouble of making this device 
so that a Japanese manufacturer can 
copy it and ship it back here to the 
States for half the price?” 

So, because of the foreign patent 
pirates, the public here at home is 
being deprived of a first-class, needed 
product. 

For individual manufacturers vic- 
timized by foreign imitators, the task 
of seeking redress is virtually impos- 


continued on page 14 
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how are you fixed for files? 


Mr. Distributor — how are you fixed for a line of files —- a line that gives 
you prestige and profits not trials and troubles? Do you reach your profit 
potential in the growing market for industrial files? You should have a line that's 
known and respected, a line that is truly complete with files for every purpose 
. . . Swiss Precision Files, Rifflers, Needle Files... American Pattern Files... 
Countersinks . . . High Speed Steel and Tungsten Carbide Rotary Files and many others. 


Grobet'’s files are backed by extensive research and development .. . a line 
that opens new doors .. . builds sales and repeat business. . . with 
revolutionary new advances such as FACET TOOTH* and BI-DEX* Tungsten 
Carbide rotary files that give up to 25-fold increase in life and efficiency 
over ordinary rotary files; a line that offers attractive new packaging 
... prompt deliveries ... sales aids . . . strong advertising support. Find out 
more about what we can offer you. Write today for complete information. 
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GROBET FILE COMPANY OF AMERICA, INC. 


CARLSTADT, NEW JERSEY 
Offices and Warehouses: Chicago: 311 North Despiaines St.—CEntral 6-1489 Los Angeles: 3314 Fruitland Avenue—LUdlow 8-1778 
Atlanta: 1475 Spring St., N.W.—TRinity 6-1064 New York: 129 Lafayette St—WOrth 6-0030 


S 
— 





bScern wncay IVAN SES 


PRE-SOLD MARKET...GREATER POTENTIAL 


The MARVEL name is well known to the majority of your prospects 
because it has been closely identified with metal sawing leadership for more 
than 50 years. More metal sawing equipment at work today bears the 
MARVEL name than any other. Every MARVEL Sawing Machine 

offers an opportunity for blade business, and this pre-sold market gives 
MARVEL Blade Distributors a big advantage. The location, type, 

and size of every MARVEL Sawing Machine is known. We can tell a 
MARVEL Blade Distributor exactly where his potential market is located. 
Armed with this information, the Distributor is able to concentrate 

his efforts for more productive and profitable selling. 


QUALITY OF PRODUCT 


MARVEL invented the unbreakable high-speed-edge hack saw blade many 
years ago to provide a cutting tool capable of matching the speed and 
efficiency of MARVEL Sawing Machines. Since then, a continuous blade 
development program, including test and evaluation on the heavy duty 
machines they are designed for, has kept MARVEL High-Speed-Edge 
Hack Saw Blades in a foremost position. Only MARVEL — with its many 
years of machine and blade experience — can offer a blade exactly 
matched to the capabilities of the modern hack sawing machine. 
MARVEL Distributors have complete confidence in the blades they sell. 
There are none better in the market. 


SPECIALIZED SALES ASSISTANCE 


MARVEL maintains a large field engineering staff concentrating 
exclusively on metal sawing machines and blades. Through years of 
training and experience, these qualified experts can help develop for 
MARVEL Blade Distributors an opportunity to sell machines by showing 
prospects how to improve their sawing operations. Every customer or 
prospect welcomes the chance to get better, faster, lower cost metal 
sawing. MARVEL men know how to obtain it through the 

proper use of blades and machines. 
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OFFERS THE DISTRIBUTOR 


UNEQUALLED DISTRIBUTOR POLICY 


The MARVEL Cutting Tool Sales Policy limits the number of stocking 
distributors according to the market potential in the area, thus 
keeping the MARVEL line an extremely profitable one. 


Under the MARVEL Machine Sales Policy — a unique and realistic plan 
which is neither “exclusive” nor “open”, but better than both — 
MARVEL Blade Distributors are encouraged to seek out prospects for 
any sawing machine in the extensive MARVEL Line, and the Policy assures 
that each Distributor will gain full benefit from his direct sales efforts. 
In point of fact, MARVEL Blade Distributors, because of their effort in 
selling MARVEL Hack Saw and Band Saw Blades, are in an ideal 
position to identify and cultivate the prospects for sawing machines. 
The MARVEL Machine Sales Policy is fair to all Distributors because it 
recognizes and rewards individual initiative and effort. Investigate 
MARVEL — the opportunity for a Distributorship may be 

available in your area. Write us today. 


Write for details on the Marvel Distributor Sales Clinics. These unique monthly in- 
plant training seminars are expressly designed to help Distributor sales personnel 
capitalize on the sales advantages of Marvel Sawing Machines and Blades. 


Better Machines- Better Blades 





“WE 

SHELL = 
ONLY 

ONE 


VALVE! sa 
is there . 
any 





...that’s a distributor 
talking about the one 
gereat name in valves 





He knows that now, as always, he can depend on Lunkenheimer 
for incomparable product quality ... unmatched distributor support. 


There’s no substitute for reliability 
in a product—in a manufacturer—in a distributor... 


e ...one of the many reasons the greatest names 


among industrial distributors... 
e ... sell the one great name in valves! 


LUNKENHEIMER’ 


ONE ROOK NAME IN VALVES 
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NEW |YOSSERIE 


DOUBLE-ACTING 


NEW 
DOUBLE-ACTING, 10,000 P.S.I. 
50, 75, 100, 150 TONS, HEAVY DUTY 
BORES: 3%", 4%", 54%", 6%" 


10,000 P.S.1., 8, 15, 25 TONS 


BORES: 1%", 2 


CENTER 
HOLE 


m NEW [YOT-SERIES) 
DOUBLE-ACTING 
10,000 P.S.1. 
17, 30, 50 TONS 


BORES: TWO 1%”, 
TWO 2", TWO 24" 


CENTER 


Y-SERIES 
SPRING R 
10,000 P.S.1. 
17%, 30, 50, 
100 TONS 


SPRING RETURN 
7-9,500 P.S.I. 

2, 4, 7, 10, 20, 

50 TONS 


PRECISION HYDR 


et F*Ro 
e nd 373 Cedar St. 


DESIG 


" 24" 


New OTC, 
10,000 p.s.i. 
Hydraulic 
Cylinders 


@ PRECISION BUILT, POWERFUL, 
COMPACT, LIGHTWEIGHT 


@ THE FIRST ADVANCES FROM 
OTC’S NEWLY FORMED “PRECI- 
SION HYDRAULICS DIVISION’ 


OTC 10,000 P.S.I. hydraulic cylin- 
ders open new possibilities in “hi- 
pressure’ designing by meeting 
high force requirements with com- 
pact, lightweight components. 
Cylinders are precision built for 
dependable, continuous perform- 
ance. Choice of stroke length and 
standard or tie-rod extension 
mountings for YD, YDS and 
YDT series cylinders. Requests 
for quotations invited. 


ETURN 


New two-stage and single-stage 
10,000 P.S.I. hydraulic pumps and 
power packages also available. 


WRITE FOR FREE 
ENGINEERING DATA 
FILE CATALOG 


Distributorships open in some states. 


AULICS DIVISION 


OWATONNA TOOL CO. 


+ Owatonna, Minn. - Cable: TOOLCO 


TOS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYDRAULIC COMPONENTS 
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sible. Through involved court pro- 
cedure, they might be able to force 
an importer to stop importing, or 
stop a Japanese manufacturer from 
manufacturing. But it’s like sowing 
dragon’s teeth—no sooner is one 
imitator disposed of than 10 others 
spring up in his place. 

We would make the suggestion that 
this international shady behavior (it 
includes copyrights as well as 
patents) could well be something de- 
serving permanent United Nations 
policing. The UN is, after all, deep 
in the international regulation of 


narcotics, labor standards, human 
rights, and so on. Why shouldn’t the 
international 


observance of patent 


and copyright conventions come 
under UN scrutiny, even become a 
condition of membership in the world 
body? 

The millions of dollars and years 
of original research lost to American 
industry to these mischievous foreign 
manufacturers would, we are con- 
vinced, make it perfectly legitimate 
for our UN ambassador to question 
the good intentions of certain coun- 
tries at the highest level of diplomacy. 

(Have you, as a distributor, felt 
the effect of this patent pirating? If 


so, let us know.) 


Vendor/Lender 


“Today, the consumer realizes that 
credit is not just a favor that is con- 
ferred on him by the lender or the 
vendor. It is something he establishes 
himself, that he owns and preserves 
by his own integrity and intelligence, 
and something that he uses when and 
with whom he pleases.” 

This is the opinion expressed by a 
zone manager of B. F. Goodrich tire 
division. Although it refers to selling 
to the so-called “consumer” market, 
this opinion has relevance to the in- 
dustrial market (Cf. view expressed 
by John C. Pye in I&O for January 


on importance of credit in distributor 


continued on page 18 
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: istributor you need this kind of factory support 


to make money on hose and belting. 


You need the kind of help you can get from Bill and Harry Sayen at Mercer 
Rubber. You know that when you need action you can get it. You know that this 
family owned business will back you 100% — and not back-bite you in the field. 


Your orders are not lost in a complex chain of command. At Mercer Rubber they 
are handled with respect. And if you must, you can talk direct with Bill or Harry 
in person. 


Count these benefits to you and your profits and you'll agree — now is the time to 
look into a Mercer Rubber distributorship. It costs you nothing to get full details. 


por acne har yet MERCER RUBBER CO. 
136 Mercer St., Trenton 90, NJ 
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Add profitable volume to your operations with these 


famous Pittsburgh brushing tools. They’ve been de- 
signed for long wear .. . with long profits for you men 
who handle them. 


e It’s a most complete line, comprising both power driven 
and hand operated brushes for any job in any industry. 


e Write for full details. Pittsburgh Plate Glass Company, 
Brush Division, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 
BRUSHES 





BRUSHES - PAINTS + GLASS - CHEMICALS + PLASTICS + FIBER GLASS 


PITTSBURGH PLATE SPLASS COMPANY 
(IN CANADA: CANADIAN INDUSTRIES LIMITED 
INDUSTRIAL DISTRIBUTION 








if you really 
THINK 
Pole) et: it i oe 


you'll see why 
4 


DRILL BUSHINGS 


outsell all others 


7 
j DRILL BUSHING CO. 5107 PACIFIC BLVD., LOS ANGELES 58, CALIFORNIA LUdlow 3-1122 
FAX LOS ANGELES — TWX LA 1315 


WORLD'S LARGEST INVENTORY OF PRECISION DRILL JIG BUSHINGS 


--&. 3. A. and American Standard Sizes---.. 


DioIVI7 ase8ascee 


DELT-A SERR-A 
suiP LINERS FIXED SERR-AGRIP DELT-AGRIP HEXA-GRIP HEX-AGROOVE REDSKIN CERM-AGRIP THERM-AGRIP 
PRESS FIT RENEWABLE a a. GROOVE GROOVE ELT ALINER 


May 1961 17 














ANOTHER 


ST 


Sane 


NEW we-aus 


LOWER | (CREATES) 


PROFITS 
FUMES FASTER | yen 


RATCHET WINCH-HOIST 
With Each hej 
Stroke o aN 
Of The l 


HANDLE 


=— - : (Through 
6 | | Cuctomer 
J Satiefaction ) 


Superior to anything on the 
market. Simplified design with 
fewer parts. Detachable high- 
speed cable wind-up handle. 


f Highest quality flexible aircraft 

NOTHING ELSE LIKE IT cable. Safety handles design 
tested for overload to protect 

ON THE MARKET! operator. Guaranteed one 
year against defective parts. 

Over 10 Years Experience Also especially corrosion- 


Pioneering Aluminum proofed models for use in 
Cable Ratchet Hoists! chemical plants, mines, etc. 


eka aE 


Sb Re aS 











Stock And Sell The Most Asked 
For Cable-Ratchet Hoist 

© Lightweight 

© Versatile 


© Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 
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selling). The man said, further: 
“Salesmen no longer can take the 
attitude they are doing a customer a 
favor when they allow him to buy on 
credit. They must assume the cus- 
tomer is doing them a favor when he 


uses his credit to buy from them.” 


That Tired Feeling 


Couple of industrial relations experts 
named Donald and Eleanor Laird 
have written a book, Tired Feelings 
and How to Master Them (McGraw- 
Hill), containing this statement 
among others: “The white-collar per- 
son should not be ashamed of tiring 
out. The evidence is overwhelming 
that a ‘soft job’ in an office or store 
can be definitely tiring.” 

Apparently soft jobs produce the 
most insidious kind of tiredness be- 
cause this tiredness seems the most 
unaccountable and therefore most 
worrisome. The authors suggest that 
if no physical reason for tiredness 
can be found, one should ask himself 
these questions: 

Does my job give me varied and 
interesting tasks? 

Does it demand skill? 

Can I use my own initiative in 
working it out? 

Is my work useful to my neigh- 
bors? 

Can I look ahead? Is it steady 
work with no layoffs? 

Are increased earnings and promo- 
tion in store for me? 

Am I optimistic about the future 
in general? 

Questions answered with a “No” 
may suggest an underlying cause of 
tiredness. 

The authors believe that hard, satis- 
fying work can be less tiring, then, 
than a‘drab job that is continually 
generating frustrations in a person. 
“The heart and soul of the new view 
of tiredness,” they say, “is that 
threats to the inner self bring on most 
of the tired feelings in our modern 


Ww orld.” 


D.A.C.M. 
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is telling the story of ALLEN quality control in advertisements 
like this now appearing in a wide list of publications 

reaching your customers. Each advertisement is also directing 
readers your way .. . pointing out that ALLEN products 

are available only through ALLEN Distributors . . .. telling about 
the valuable services that you offer ALLEN customers. 


ALLEN® 


MANUFACTURING COMPANY Hartford 1, Connecticut, U.S.A. 


Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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Bucyrus-Erie Heavy-Duty Crane 


a 


* 
i 


¢ 


Sell Bower Roller Bearings eae 
for all industrial replacements 


Give your customers Bower original equipment quality! 


Bower is the line that builds high volume busi- 
ness in the machine tool replacement field. 

The extensive use of Bower close tolerance 
tapered and straight roller bearings by 
leading machinery builders makes this line 


particularly important to bearing distributors. 


Bower bearings are always readily available 
for both heavy-duty and high-speed applica- 
tions. Contact your Federal-Mogul Service 
branch for the full particulars. 


FEDERAL-MOGUL SERVICE 


/ BOWER ROLLER BEARINGS 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. * DETROIT 13, MICHIGAN 
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DoALL Zephyr Band Saw 











Giddings & Lewis 
Bickford 
Drilling Machine 
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SUPREME CHUCKS 
The finest! All sizes. 
Plain or ball bearing. 


VersaTAPPER 
Drill press tapping 
unit. Low price. 


“ACCUTAP” CHUCK 
For drill press or 
impact tool tapping. 


“PRECISIONIST” Chuck 
World’s most ac- 
curate. Keyless. 


IMPAK CHUCK 
For drilling with 
impact wrenches. 


MERCURY MARK Ii 
New! Light weight, 
keyless, 1/4” cap. 


PUSH-PULL TAPPER 
Tapping unit for 
all portable drills. 


Supreme VERSAMATIC 
Speed reducer for 
1/4” portable drills. 











FROM SUPREME... 
YOU GET THE DETAIL 
AND TECHNICAL AID 
THAT HELPS YOU 
GET THE ORDER! 


FROM SUPREME... 

YOU GET MORE 
ADVERTISING ... 

IN MORE 

MAGAZINES... 

PLUS ACCEPTANCE OF 
ALL MAJOR CHUCK USERS 


' 


Z FROM SUPREME ... 
* , AWARD-WINNING 


a CATALOGS AND 


Se’ “9\ PRODUCT LITERATURE... 
IMPRINTED FOR YOU! 


<Tl LT VISIT SUPREME AT 
BOOTH 810... TRIPLE INDUSTRIAL 
SUPPLY CONVENTION ... ATLANTIC CITY. 


SUPREME PRODUCTS CORPORATION 
PRECISION Jase’ PRODUCTS 
2222 S. CALUMET AVE., CHICAGO 16, ILLINOIS 





Save time, increase production, reduce costs... 


THOR ELECTRIC 
ASSEMBLY TOOLS 


Mechanize your assembly lines 
by switching from slow hand 
operations to quick, easy Thor 
methods. Thor’s Uni-Tork nut- 
setter, on the job here, provides 
the ultimate in automatic torque 
control for electric tools. 

















Hand assembly methods slow production and squeeze profits. 
Thor, inventor of electric screwdriving, has a complete range 
of assembly tools for threaded fasteners (over 75 models of 
screwdrivers and nutsetters alone) to speed production, 


multiply profit. Screwdrivers, nutsetters, impact wrenches in 


a variety of handle and front end styles. Sold only through 


industrial distributors and serviced by a nationwide network 
of factory experts. See the Yellow Pages or write Thor Power 


Tool Company, Aurora, Illinois. 


Thor Screwdriver-Nutsetter 
Clutch Attachments 


FINISHED WORK requires a screw- 
driver which is always under con- 
trol. Thor’s clutch attachments dis- 
engage bit after fastener is seated. 
Thor screwdrivers and nutsetters 
handle up to No. 24 (%”) capacity 
threaded fasteners. 


THOR UNI-TORK CLUTCH The ulti- 
mate in electric tool torque con- 
trol. Tools with Uni-Tork require 
no operator judgment. Snaps in- 
to engagement when applied to 
work, out when exact torque has 
been reached. 


THOR POSITIVE CLUTCH Two 


clutch jaws are manually en- 
aged by operator pressure. 


ihen pressure is released, the 
clutch disengages, stopping the 
rotary motion of the bit. Degree 
of tightness depends on operator 
judgment. 


THOR DOUBLE SLIP CLUTCH Clutch 
can be pre-set to drive any size 
screw to uniform tightness, auto- 
matically slipping when desired 
torque has been reached. Clutch 
cushions impact to tool and op- 
erator, reducing spoilage and 
stripping of threads. 


THOR KICK-OUT CLUTCH Similar 
in action to the double slip 
clutch, except it does not sli 
when pre-set tension is sengheed. 
Clutch automatically kicks out 
when fastener seats and bit 
makes one full revolution in dis- 
engagement. 


EASY DOES IT with a lever activated Thor nut- 
setter. Tool is sure and fast, mighty easy on 
the lady too. Thor balancer above poises tool 
exactly where she wants it. 


—__—_——_> 
BIG ASSEMBLIES need big power, and Thor impact 
wrenches deliver. These are heavy duty tools 
to %” capacities. Reversible. Available with 
a wide range of accessories. 


a 
TIGHT CORNERS are no 
problem for Thor right 
angle tools. Imagine doing 
this by hand! America’s 
leading furniture makers 
increase their production 
with Thor assembly tools. 


THOR POWER TOOL COMPANY 
AURORA, ILLINOIS 


ATLANTA « BIRMINGHAM ¢ BOSTON «+ BUFFALO « CHICAGO 
CINCINNATI « CLEVELAND « DENVER « DETROIT « HOUSTON 
INDIANAPOUS « KANSAS CITY, MO. « LOS ANGELES « MILWAUKEE 
NEWARK « NEW YORK CITY © PHILADELPHIA « PITTSBURGH 
RICHMOND « ST.LOUIS ¢ SAN FRANCISCO «= SEATTLE 
TORONTO, ONT., CAN. © EXPORT DIVISION, NEW YORK CITY 








people- 
power 
plus good 
communications 


moves _ 
merchandise 


In our 77th year, Keystone congratulates ‘Industrial 
Distribution” on its 50th anniversary. 1961 is also 
the 30th year of our distributor plan. In 1931, 
30 distributors handled the Keystone industrial 
lubricant line. Today, over ten times that number 
attest to our belief, and theirs, in the effectiveness 
and profitability of the distributor franchise. 


We believe, too, in the strength of communications 
we have established between ourselves and our dis- 
tributor organizations. Through, for example, the 
pages of ‘‘Industrial Distribution’ we have presented 
news of product and packaging development, appli- 
cation ideas, merchandising helps. All designed to 


make the distributor salesman of maximum profit- 
ability to himself and his company. We believe in 
passing these messages along to the salesman’s cus- 
tomers through advertisements in the trade press . . . 
to bring the customer closer to a buying decision. . . 
to bring the salesman closer to a sale. We believe in 
this communications network as an_ industrial 
“lubricant”’ in itself... to assist industry to meet its 
needs swiftly ...to help move equipment smoothly, 
profitably. 


Industry grew quickly in the ’50’s. In metal- 
working alone, 8700 plants employing 50 or more 
people, have come into existence... a healthy 41°; 
increase. Industrial equipment is being sold at the 
rate of $200 billion annually. To serve the American 
“plant” well, with goods and services on this scale, 
clearly calls for greater effort on the part of 
all of us to use all the creative selling of which we 
are capable. The reward will be the improvement 
and strengthening of the 3-way confidence between 
Keystone, our distributors and our customers. 


There’s so much ahead, so only one backward look 

. we wish to thank all Keystone Distributor people 
for your enthusiastic cooperation in bringing Key- 
stone Lubricants to industry. 


KEYSTONE LUBRICATING COMPANY «© 21st, Clearfield and Lippincott Sts. « Philadelphia 32, Pa. 


TRAOE MARKS BEG. U5. PAT. © 


SPECIALIZED 
LUBRICANTS 
ESTABLISHED 1884 
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KEYSTONE 
DISTRIBUTORS 


ALABAMA 
Birmingham, 
Co., Inc 
Dothan, Davis-Dyar Supply Co., Inc. 
Mobile, Marine Specialty Company 
McGowin-Lyons Hdwe 
Moore-Handley Hdwe. Co., Inc. 
ARIZONA 
Kingman, Central Commercial Co, 
Phoenix, Pratt-Gilbert 
ARKANSAS 
Littl Rock, Hollis & Company 
CALIFORNIA 
Coalinga, Pacific Mill & Mine Supply 
Co. Inc 
El Centro, Winn Supply Company 
Fresno, Federal Pipe & Supply Co. 
Pacific Mill & Mine Supply Co., Inc 
Los Angeles, Pacific Mill & Mine Supply 
Co., Inc. 
Parker Supply Company 
Utilities Supply Company 
Victor Belting & Rubber Company, Inc 
Warren & Bailey Company 
Oakland, General Machinery Supply Co 
Pacific Tool & Supply Company 
Sacramento, The Van Voorhies- 
Phinney Co 
Salinas, Seaboard Equipment & Sup. Co 
San Diego, C. J. Hendry Co. 
Winn Supply Company 
San Francisco, C. J. Hendry Co 
Marwedel, Division of Garrett Corp. 
Pediey-Knowles & Co., Inc 
San Pedro, C. J. Hendry Co. 
South San Prancisco, Marshall-Newell 
Supply Co. 
COLORADO 
Denver, M. L. Foss, Inc 
Johnson Supply Company 
CONNECTICUT 
Bridgeport, Bobker Bearings 
indents Hardware Company 
Hartford, L. L. Ensworth & Son, Inc. 
New Britain, Smith & Klebes, Inc 
New Haven, The C. S. Mersick & Co. 
North Haven, Page, Sceel & Flagg Co 
South Norwalk, F. G. DeWaters & Son 
DELAWARE 
Wilmington, Hudson Supply Co. 


DISTRICT OF COLUMBIA 


Moore-Handley Hdwe. 


Washington, Carey Machinery & Sup. Co. 


FLORIDA 

Fort Lauderdale, Duncan-Edward Co, 

Jacksonville, The Cameron & Barkley Co. 
Georgia Supply Co 

Miami, The Cameron & Barkley Co. 

Orlando, The Cameron & Barkley Co. 

Tallahassee, Holley, Inc 

Tampa, The Cameron & Barkley Co. 

GEORGIA 

Atlanta, Pye-Barker Supply Co. 

Augusta, Augusta Mill Supply Co. 

Columbus, Columbus Iron Works Co. 


Macon, Taylor Iron Works & Supply Co. 


Savannah, The Cameron & Barkley Co. 
Georgia Supply 
IDAHO 
Boise & Branches, Western Bearings, Inc. 
Wallace, The Coeur D' Alenes Company 
ILLINOIS 
Chicago, Chicago Pulley & Shafting Co. 
Great Lakes Supply Corp 
O. Iber Company 
Inter-Ocean Oil Company 
Mid South Supply Co. 
Martin E. Thiele & Co. 
Christopher, Hoe Supply Company, Inc. 
Danville, Danville Industrial Supply Co. 
Decatur, The Field & Shorb Company 
E. St. Louis, Ulinois Electric Works Inc. 
Peoria, Hagerty Bros. Co 
Transmission Supply Company 
Quincy, E. Best Plumbing & Heating 
Supply Co. 
Rockford, Mid-States Industrial Corp. 
Rock Island, Transmission Supply Co. 
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& Supply Co. 


INDIANA 

Bedford, Service Sales Company 

Brazil, \ndustrial Supply Company 

Evansville, Evansville Sup ly Co, 

Fort Wayne, Central Supply 
National Mill Supply, Inc 

Indianapolis, Indianapolis Belting & 


Sup. Co 

Plumbers Supply Corp. 

Transmission Supply Company 
Lafayette, Biggs Pump & Supply, Inc. 
Richmond, The Queen City Supply Co 
South Bend, General Equipment & 

Machine Co 

National Mill Supply, Inc. 

Terre Haute, Industrial Supply Company 
IOWA 
Davenport, Globe Machinery & Sup. Co. 

Industrial En acuring Equipment Co. 
Des Moines, Globe 

Quarry Supply Company 
Sioux City, United Wholesalers, Inc 
Spencer, Globe Machinery & Sup. Co. 
Waterloo, Winterbottom Supply Co. 
KANSAS 
Great Bend & Branches, Scheufler 

Supply Co., Inc 
Salina, The Salina Supply Com 
Wichita, Murdock Electric & 
KENTUCKY 
Loutsville, Bearings, Inc 

Neill-La Vielle Supply Co 
Paducah, Henry A. Petter Supply Co 
LOUISIANA 
Alexandria, Brown-Roberts Hdwe. & 

Sup. Co., Ltd. 
Baton Rouge, Dixie Bearings, Inc. 
Monroe, Weaks Supply Co., Lre 
New Orleans, Dixie Bearings, Inc 

Marine Specialty & Mill Sup. Co. 

Whitman-Holloway-Olivier 
Shreveport, Hollis & Co. 

MAINE 

Portland, W. L. Blake & Company 
MARYLAND 

Baltimore, Bearings, Inc. 

Carey Machinery & Sup. Co. 
Cumberland, Bearings & Transmission, Inc 
Hagerstown, Bearings & Transmission, Inc. 
MASSACHUSETTS 
Boston, Bearing Specialty Company 
Cambridge, Cutter, Wood & Sanderson Co. 

Lewis E. Tracy Company 
Holyoke, The Chase & Cooledge Co 
Lawrence, Treat Hardware Corp 
New Bedford, Machinery Sales Corp. 
Pittsfeld, Berkshire Mill Supply Co. 
Somerville, Curry Oil Company 
Springfield, W. J. Foss Co. 

Worcester, Brierly, Lombard & Co., Inc 

MICHIGAN 

Battle Creek, Kendall Industrial 
Supplies, Inc. 

Bay City, Jennison Hardware Co., 

Benton Harbor, Kendall te sc 
Supplies, Inc 

Detroit, The Boyer-Campbell Co. 

w. C. DuComb Ce., lac. _' 

Grand wo Manufacturers Supply Co. 
Jackson, C Hamlin Company 
Kalamazoo, Kendell Industrial 

Supplies, Inc 
Lansing, ~—4 7 Hardware Co. 
Muskegon, Factory Su 
Menominee, Northern SS . Sup. Co. 
Pontiac, Oakland Mill Supply Co., Inc 
Saginaw, Flack-Pennell Company 
MINNESOTA 
Duluth, The Satterlee Company 
Hibbing, F. H. Bathke Company 
Minneapolis, Duncan Co. 

Minnesota Bearing Co. 

St. Paul, Minnesota Bearing Co. 
MISSISSIPPI 

Natchez, Weaks Supply Co., Led. 
MISSOURI 

Joplin, \ndustrial Equipment Co. 
Kansas City, Associated Bearings Co. 

St. Joseph, Ross-Frazer Supply Cases 
St. Louis, Handlan, Inc. 

Te-Co., Inc. 

Spring held, \ndustrial Equipment Corp. 
of Springfield, Mo. 

MONTANA 

Billings, Hall-Perry Machinery Company 

Butte, Hall-Perry Machinery Company 

Great Falls, Hall-Perry Machinery Co. 

Missoula, Hall- Perry Machinery Co. 

NEBRASKA 


Lincoln, Port Huron Machinery & Sup. Co. 


Omaha, Interstate Mach. & Sup. Co. 

NEVADA 

Las Vegas, Standard Wholesale Sup. Co. 

Reno, Reno Mercantile Co. 

NEW HAMPSHIRE 

Manchester, Cohen Machinery Co., 

NEW JERSEY 

Belleville, Johnson-Mandeville Co. 

Clifton, Kennedy Foster Co., Inc. 

Hoboken, C. Muzzi & Company 

Jersey City, Bobker Bearings of 
Jersey City 

Millville, \ndustrial Supplies, Inc 


Inc. 


Newark, Dodge-Newark Supply Co., Inc. 
Passaic, ‘Industrial Pipe & Supply Co., Inc. 


Machinery & Sup. Co. 


upply Co. 


Perth Amboy, Elizabeth Hardware & 
Supply Co., Inc. of Perth Amboy 
Madsen & Howell, a 
Trenton, Trenton Bearings 
Wiley -Hughes Sung ¢ S. , Inc. 
Woodbridge, Hansen & 
NEW MEXICO 
Albuquerque, The Cornelius Co, 
Roswell, Clowe & Cowan Inc. 
NEW YORK 
Binghamton, Charles Millar & Son Co. 
Brooklyn, Petty & Wherry, Inc. 
Buffalo, ene = Corp., Subsidiary of 
Bearings, Inc. 
Beals, M cCarthy & Rogers, Inc. 
J.A. ‘Webb Belting Co., Inc 
Hicksville, George Malvese & Co. Inc 
Long Island City, Bobker Bearings, Inc. 
Newburgh, L. Smith Co. 
New York City, Bobker Bearings, Inc. 
A. P. Dienst Co., Inc. 
General Chain & Belt Co 
Hansen & Yorke Co., Inc. 
Frank Tracy, Inc. 
The Williams & Wells Co 
Niagara Falls, Balanrol Corp., Subsidiary 
of Bearings, Inc. 
Rochester, ? omy M. Forster Co. 
The Sidney B. Roby Co 
Sroem, Syracuse Supply Co. 
Troy, The Troy Belting & Supply Co., Inc. 
Utica, Charles Millar & Son Co 
We sthury, Long Island, Bobker Bearings of 
Nassau, Inc 
NORTH CARQLINA 
Charlotte, Dillon Supply Company 
ot yy & Textle Supply Co 
ham & Raleigh, Dillon Supply Co. 
roth 3 ah Dillon Supply Co. 
Greensboro, ith-Courtney Company 
Hickory, Smith -Courtney Company 
High Point, Kester Machinery Co., Inc. 
Rocky Mz., Dillon Supply Co 
W i/mington Mill & ee Sup. Co. 
Winston-Salem, Kester Machinery Co., Inc. 
NORTH DAKOTA 
Fargo, Western Bearing & Supply Co 
OHIO 
Akron, The Hardware & Supply Company 
Canton, Bearings, Inc. 
Cincinnati, Bearings, Inc 
e Queen City Supply Co 
Cleveland, Strong, Carlisle & Hammond 
George Wostklagnoe Company 
Columbus, Bearings, Inc. _ 
The Ross-Willoughby Co. 
Dage, , Peering Inc. 
Kiefa - + ed 
Hanibes, Bearings, 
W. H. Kiefaber teases 
Lockland, po Inc 
Massillon, The Hardware & Supply Co 
Springfield, The Ross-W illoughby Co 
Mary ,fecpesven Supply Company 
Toledo, Mill & Factory Supply Co. 
Youngstown, Somers, Fitler & Todd Co 
Stambaugh Supply 
Zanesville, rings, Inc. 
The Roekel Company 
OKLAHOMA 
Oklahoma City, Mideke Supply < Co. 
Picher, Consolidated Supp! 
Tulsa, Industrial Equipment Company 
OREGON 
Eugene, American Steel & Supply Co. 
Medford, American Steel & Supply Co. of 
Medford, Inc. 
Portland, J. E. Haseltine & Company 
PENNSYLVANIA 
Allentown, Wm. H. Taylor & Co., Inc. 
Altoona, Pittsbur iS Go & Sup Co. 
Chester, Johan Bri 
Erte, Bearings, Inc 
Harrisburg, alshe Bros. & 
Whittaker Co. 
Hazleton, Hajoca Corp 
Lancaster, Reilly } ang ‘& Raub 
Philadelphia, Charles Bond Co 
H. David Siegfried Co. (Graphic Arts) 
Theo. C. Ulmer Inc. 
Pittsburgh, Bearings, Inc 
Pittsburgh Gage & Su a. 
Somers, Fitler & Tod 
Reading, Brown E Se ‘Co 
Scranton, The Bittenbender Company 
Sharon, Pittsburgh Ga  & Supply Co. 
Titusville, Piesboreh ¢ age & Supply Co. 
Wilkes-Barre, Eastern Penna. Supply Co. 
Holmes Merallic Company 
Williamsport, E. Keeler 
York, York Miochitery 5 ‘Supply Co, 
RHODE ISLAND 
Providence, Providence Mill Supply Co. 
Rayhill & Greene Supply Co. 
W consocket, Woonsocket Supply Co. 
SOUTH CAROLINA 
Charleston, The Cameron & Barkley Co. 
B. L. Montague Co 
Clinton, Industrial Sepely Co. 
Columbia, Columbia ply Company 
Greenville, Carolina Supply Company 
B. L. Montague Co. 
Sumter, B. L. Montague Co 


SOUTH DAKOTA 


Sioux Falls, Western Bearing & Supply Co. 


TENNESSEE 
Chattanooga, Hajoca Corporation 


orke Co. of N.J. 


Johnson City, Summers Hdwe. & Sup. Co. 
Kingsport, Refrigeration Equipment Co. 
Knoxville, Tennessee Mill and Mine 


Sup 
Mem, he, The Bjatane Crosby 


s Co., 
Nashville, Nocbwatie Machine & Sup. Co. 
TEXAS 

Amarillo, Clowe & Cowan, Inc. 
eee Briggs-Weaver Machinery Co. 

Conroe, Conroe Mill Supply 
Corpus Christi, San howe Machine & 

Supply Co. 
Dallas, Bearing, Chain & Supply Co. 

Briggs-Weaver Machinery Co. 

E/ Paso, Roger Brown Company 

Fort Worth, lees: Weaver Machinery Co. 

Harlingen, San Antonio Machine & 
Supply Co 

Houston, Briggs-Weaver Machinery Co. 

Hollis & Co. of Texas 

Houston Belting & Supply Co. 

Texas Marine & Industrial Supply Co 
Lubbock, Clowe and Cowan, Inc. 
Lufkin, Lufkin Supply Company 
Marshall, E. B. Hayes Machinery Co. 
San Antonio, San Antonio Mach. & 

Sup. Co. 
Tyler, Bearing Chain & Sup +> . 2”. 

Tyler Machinery & Supply Cc 
Waco, San Antonio Machine & Sup. Co. 
Wichita Falls, Meissner Industrial 

Supplies, Inc. 

UTAH 

Salt Lake City, The Galigher Co. 
VERMONT 

Barre, Smith, Whitcomb & Cook Co. 

St. Johnsbury, Reed Supply Co 
VIRGINIA 

Bristol, Refrigeration Equipment Co. 
Newport News, Noland pany, Inc. 
Norfolk, Empire Machinery & Sup. Corp. 

Noland Company, Inc. 

Richmond, Smith-Courtney Co. 
Roanoke, Noland Company, Inc. 
Staunton, Johnson Electric Corp. 
WASHINGTON 

Seattle, Cragin & Company 

J. E. Haseltine & Co. 

Industrial Products Co. 

Spokane, Carter-Miller Mill 
Furnishing Co. 

J. E. Haseltine & Co. 

Washington Machinery & Supply Co. 
Tacoma, Reel Machinery Co., Inc. 
Yakima, Yakima Hardware Company 
WEST VIRGINIA 
Blueheld, Bluefield Supply Company 
Charleston, Bearings, Inc. 

Capital City Supply Co. 
Huntington, Bearings, Inc. 
Parkersburg, Bearings, Inc. 

Pittsburgh Gage & Supply Co. 
Wheeling, rings, Inc. 
WISCONSIN 
Green Bay, W. E. Thew Supply Co., 
Madison, Richard E. Ela Cc 
Manitowoc, The Hechdheuses Co. 
Milwaukee, Shadbolt & Boyd Co. 
Racine, Mohr-Jones Hardware Company 
Sheboygan, Honold & LaPage, lac. 
ALASKA 
Anchorage, The Carrington Co. 
Fairbanks, The Cosring ton Co. 

Main Office, 91 91 Columbia St., 

Seattle, W 
ALBERTA 
Edmonton, Electrical Industries, Led. 
BRITISH COLUMBIA 
Prince George, Mainland Eng. 


Sup. Co., Ltd. 
Marshall-Wells (B.C.) Ltd., Gordon 
& Belyea Division 
New Westminster, Marshall-W elis 
) Led., Gordon & Belyea 
Division 
Vancouver, Mainland Eng. Sup. Co., Ltd 
Marshall-Wells (B.C.) Led., Gordon 
& Belyea Division 
Victoria, Marshall-Wells (B.C.) Led., 
Gordon & Belyea Division 
MANITOBA 
Winnipeg, The J. H. Ashdown 
dwe. Co., Led. 
Kipp Kelly, Led. 
NOVA SCOTIA 
Halifax, Foulis Engineering Sales, Led. 
ONTARIO 
Chatham, J. T. Wing & Company, Ltd, 
Hamilton, H. C. Burton Company, Ltd. 
London, J. T. Wing & Company, Ltd. 
Ottawa, om Bearing Service, Led. 
Sarnia, 3. T. W = & Seay Led. 
Sault Ste. Marie, C. Burton Co., Led. 
Sudbury, H ‘Burton Company, Ltd. 
Swastika, H. C. Burton Company, Lrd. 
Toronto, H. C. Burton Company, Ltd. 
Windsor, J. T. Wing & Company, Ltd 
QUEBEC 
Montreal, H. C. Burton Compan 
Consolidated Pool Supply, Led. 
General Bearing Service, Ltd. 
Quebec, General Bearing Service, Ltd. 
Seven Islands, Consolidated Pool 
Supply, Ltd. 
Sherbrooke, General Bearing Service, Ltd. 


Inc. 


, Led, 
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Midura men 


lead a double 


They’re not just representatives for Valdura 
Heavy-Duty Paint Division of American-Marietta 
Company but “Field Ambassadors” for you—to 
help you sell and service your customers. They know 
how to swing a paint brush... use spray equipment 
. recommend the individual paint that best solves 
your customer’s problems—always working closely 
with A-M laboratories. They'll make demonstrations 
on your behalf, and show your customers all the 
advantages of using over forty Valdura products. 

These Valdura Technical Paint Specialists know 
the difference between selling a distributor and 
selling through a distributor. They’re thinking more 
of your turnover and profit than the volume of 
paint they sell you. Because Valdura’s only source 
of distribution is through its distributors, Valdura 
men think, know and talk “mark-up” for you—net 
profit rather than gross profit. Everyone is talking 
“profit squeeze” these days but unlike many lines 
handled by industrial distributors, Valdura products 
still give a 29% to 32% gross profit with an 
average net profit of 9%, 

Valdura Paints are not ordinary paints 
good only for home and light industrial use .. . 
but heavy-duty coatings formulated to withstand 
unusual punishment of abrasion, corrosion, 
and hard knocks. If you’re not handling the 
Valdura Heavy-Duty Maintenance line of paints, 
you may be missing a chance to solve all the 
painting problems of your customers. 

If you’re looking for a high net-profit line—one 
that moves faster because each order is more 
quickly filled—one that solves your customer’s year 
‘round needs—your best answer is Valdura 
Heavy-Duty Maintenance Paints. And a Valdura 
“Field Ambassador” will lead a “double life” to help 


you serve your customers better and more profitably! 


life... 


JAMES STANSBURY 
General Sales Mgr. 


LYNN F. BUCHANAN 
Southwestern Div. Mor 


: 


OLIVER MANTER 
Technical Service Manager 


WILLIAM H. SPANGLER 


CHARLES A. PRICE 
Pacific Coast 


JAMES D. WILLIAMS 
West South Central 


WILLIAM ©. SMITH 
East North Central 





WILLIAM E. SAYRE 
North Central 


A 


7 ERNEST C. DAVIS 
ROY G. DANIELS South Atlantic HARRY P. DIETZ 
North Central North Central 


* ra 


JOSEPH H. GRADY 
Middle Atlantic 


G. L. FUYTINCK 
Pacific Coast 


JOHN P. McPHAUL 
East South Central 


‘lig. BERT A. OLSON 
WILLIAM R. MYERS ‘ West Central 
Middle Atlantic ‘ 


PAUL W. SCHMITZ : ‘ LEONARD E. ROBBINS 
Northwest Middle Atlantic 


, a) ’ 
cain euim VALDURA IMPROVES YOUR NET PROFIT PICTURE! 


Although some product lines display an impressive gross profit picture, 
as a distributor you know that overhead factors can play havoc with the 


all-important net profit. In a comparison of several products with paint, 


our survey revealed that many lines which had a high gross profit, 


actually ended up with a net loss. One line showed a shrinkage from a 
33% gross profit to a 1% net loss! 

It’s a different story with Valdura Heavy-Duty Paints. Because they 
are not seasonal, they'll ring up sales for you all year ‘round, assuring 
constant turnover and a continuing high percentage of net profits. 

Distributors report from 29% to 32% gross profits and around 9% 
net profits on Valdura Paint—considerably above average! To improve your 
net profit picture, now’s the time to stock Valdura Paints, the 

—, non-seasonal “key line” that gives you more than twice the average 
6 / percentage of net profits. Write today, on your letterhead, for facts 
ROBERT HULTQUIST that can mean higher net profits for you. 


North Central i : 4 3 - 4 
It’s profitable to sell paints—particularly Valdura Heavy-Duty Paints! 


A VALDURA “f4¥" PAINT DIVISION 
i AMERICAN-MARIETTA CO. 


101 E. Ontario St., Chicago Ul, Illinois 
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Abrasive Products, Inc. 


Alemite Div., Stewart-Warner Corp. 


Allen Mfg. Co. 

Allis-Chalmers Mfg. Co. 

Alloy Steel Products Co. 
American Cable Div., American 

Chain & Cable Co., Inc. 
American Chain Div., American 

Chain & Cable Co., Inc. 
American Saw & Mfg. Co. 
American Steel and Wire Div., 

U. S. Steel Corp. 
Armstrong-Blum Mfg. Co. 
Armstrong-Bray & Co. 

Arro Expansion Bolt Co. 

Atkins Saw Div., Borg-Warner Corp. 
Barnes Co., Inc. W. 0. 

Bassick Co. 

Beaver Pipe Tools, Inc. 
Behr-Manning Co., Div. Norton Co 
Belmont Packing & Rubber Co 
Bethlehem Steel Co 

Billings & Spencer Co 

Black & Decker Mfg. Co 
Blackhawk Mfg. Co 

Bonney Forge & Too! Works 
Boston Woven Hose & Rubber Co 
Brown & Sharpe Mfg. Co 

Bunting Brass & Bronze Co 
Calder Mfg. Co 

Carson-Newton Co 

Catawissa Valve & Fittings Co 
Campbell Chain Co 

Clark Bros. Bolt Co 

Clemson Bros., In 

Cling-Surface Co 

Coffing Hoist Div.. Duff Norton Co 
Collis Co 

Columbian Vise & Mfg. ( 


YEAR-OR MORE- 


Columbus McKinnon Chain Corp. 


Corning Glass Works, Inc. 
Dart Mfg. Co. 

Dayton Rubber Co. 
Desmond-Stephan Mfg. Co. 
Diamond Expansion Bolt 

R. & J. Dick Co., Inc. 


Dietz Co.. R.E 

Disston Div., H. K. Porter Co 
Dixon, Joseph, Crucible Co. 
Dixon Valve & Coupling Co. 
Duff-Norton Co 

Dumore Co 


Eagle Manufacturing Co. 
Essex Brass Corp 

ttco Tool and Machine Co. 
Fairbanks Co, 


Faultless Caster Corp. 
Fitler, Edwin, H., Co 
Flexible Steel Lacing Co. 


Globe Woven Belting Co. 
Goodyear Tire & Rubber Co. 
Greene, Tweed & Co. 

Grobet File Co., of America, Inc. 


Harper Co., H. M. 

Harrington Co. 

Harris & Co., Arthur 

Heller Tool Co., subsidiary 
Simonds Saw & Steel Co. 

Hexacon Electric Co. 

Holo-Krome Screw Corp. 

Home Rubber Co. 


Imperial Brass Mfg. Co. 
Indianapolis Brush & Broom Mfg. Co. 














ADVERTISERS 


Independent Pneumatic Tool Co. 
(Thor Power Tools) 

Ingersoll-Rand Co. 

Ingersoll Steel & Disc Div., 
Borg-Warner Corp. 

Johns-Manville Corp. 


Kennedy Valve Mfg. Co. 


Key Co., W-K-M Div., ACF Industries, Inc. 
Keystone Lubricating Co. 

Laminated Shim Co. 

Lamson & Sessions Co. 

Lowell Wrench Co. 

Lubriplate Div., Fiske Bros. Refining Co. 
Lufkin Rule Co. 


Macklin Co. 
Manhattan Rubber Mfg. Div., 
Raybestos-Manhattan, Inc. 


Manheim Mfg. & Belting Co. 
Maurey Mfg. Corp. 

Millers Falls Co. 

Milwaukee Brush Mfg. Co. 
Morse Twist Drill & Machine Co. 


National Tube Div., U. S. Steel Corp. 
National Twist Drill & Tool Co. 


Nicholson File Co. 
Norton Co. 


Osborn Mfg. Co. 
Ottemiller, Wm. H. Co. 


Parker, Charles Co. 

Permacel Inc. 

Plymouth Cordage Co. 

Parker-Kalon Div., General American 
Transportation Corp. 


Raybestos-Manhattan, Inc. 

Republic Rubber Co. 

Ridge Tool Co. 

Roebling’s, John A., Sons Co. 
Royersford Foundry & Machine Co., Inc. 
Russell, Birdsall & Ward Bolt & Nut Co. 


Schrader’s Son, A. 
Sherman Mfg. Co., H. B. 
Simonds Abrasive Co. 
Simonds Saw & Steel Co. 
Skil Corp. 

SKF Industries, Inc. 
Skinner Chuck Co. 
Sprout-Waldron, & Co., Inc. 
Standard Pressed Steel Co. 
The Stanley Works 


Taylor Chain Co., S. G. 

Thompson, Henry G. & Son 

Thor Power Tool Co. 

Triplex Screw Co., Div. Murray Corp. 
Of America 

Upson-Walton Co. 

Utica Drop Forge & Tool Corp. 

Valley Electric Corp. 

Victor Saw Works, Inc. 

Vogt Machine Co., Henry 

Walker-Turner Co. 

Wall Rope Works, Inc. 

Watson-Stillman Co., Div., H. K. Porter Co. 

Wells Mfg. Corp. 

Whitman & Barnes 

Wickwire Spencer Steel, Div. 
Colorado Fuel & Iron Corp. 

Williams & Co., J. H. 

Winter Bros. Co. 

Wiss & Sons Co., J. 

Worthington Corp. 

Yarnall-Waring Co. 








Workmen prefer using this precisely 
balanced tool. Striking power is con- 
centrated in the forged-steel head. The 
tubular-steel handle and cushion grip 
absorb impact shocks, reduce fatigue. 
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makes True Temper Rockets 


your best hammer values 


The head of every Rocket hammer is locked on by a patented True 
Temper process. It just won’t fly off or loosen in use. Withstands 
5-ton pull-out tests. This makes the Rocket a longer lasting tool, 


and safer .. 


Rocket head is tempered for hardness 
of face and strength of eye section. (On 
nail hammers the claws are so tough 
and precise they’ll pull a headless nail.) 
Tubular-steel handle is strongest made. 


To save money on hammers (and hammering) choose 
True Temper Rockets. 8 to 32-oz. ball peins, 13 to 20-oz. 
nail hammers are the favorites of professionals. Also a 
complete line of True Temper hickory-handle hammers. 


True Temper tools are designed to do more, so workers 
can get more done. Send for free catalog, ‘“Tools for In- 
dustry’. True Temper, 1623 Euclid Ave., Cleveland 15, O. 


. important considerations in any industrial purchase. 


Comfortable cushion grip won’t slip, 
wet or dry or in gloved hand. Won’t 
turn or loosen, either; it’s bonded to 
the handle by hot-vulcanizing process. 
A Rocket feels like it’s gripping back. 


QGIRUE l[EMPER. 


THE RIGHT TOOL FOR THE RIGHT JOB 
INDUSTRIAL DISTRIBUTION 





to our Industrial Distributors... 


CONGRATULATIONS ALSO to INDUSTRIAL 
DISTRIBUTION Magazine for 75 years of 
service to manufacturers and distributors! 
On following pages we tell about represent- 
ative Acco products marketed through dis- 
tributors: American Chain KUPLEX slings, 
Acco HI-PLI slings, Wright hoists, R-P&C 
valves and fittings, and Bristol socket screws. 


AMERICAN CHAIN & CABLE COMPANY, INC, 4ECO 


Industrial distributors also handle our Heli- 
coid gages, Sever-All cut-off machines and 
wheels, Maryland bolts and nuts, and acco 
hydraulic presses. One thing these widely 
diversified lines have in common is ACCO 
Quality Control which results in better value 
to the users, faster turn-over and good profit 
for distributors. 


Bridgeport, Conn. + Sales Offices in: Atlanta, Bridgeport, Boston, Chicago, Denver, 
Detroit, Exeter, Pa., Houston, Los Angeles, Monessen, Pa., New York, Philadelphia, 
Pittsburgh, Portland, Ore., Reading, Pa., San Francisco, Wilkes-Barre, Pa., and York, Pa. 
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How Kuplex Slings 
are assembled —locally— 


IN 15 MINUTES! 


Accoloy drop-forged 
shaped section 
Masterlink 
(magnaflux tested) 


Q 


Drop-forged 
Accoloy Kupler. 
(magnaflux tested) 


} 
& } 
Accoloy 125 chain 


> 


Drop-forged 
Accoloy KUPLEX 
Hook 
(magnaflux tested) 


A sure-fire way to increase your sling business at a profit—become an 
authorized American Chain KUPLEX distributor and assemble Accoloy KUPLEXx Sling 
Chains to your customers’ specifications. You can assure them 24-hour delivery, for you 
can actually assemble a KUPLEX Sling from matched components in 15 minutes. 

» Customers like this speedy service and buy more complete slings instead 
of making their own. Besides, you can give them a test certificate with each sling. And if 
KUPLEX ever needs repair, it’s an easy matter to fit in a matched component. 

e With a stock of the four components shown at left above, KUPLEX dis- 
tributors can assemble single, double, 3-leg and 4-leg slings in six different chain sizes 
( 14” through 74” ) almost as fast as the order can be written. Each component is made 
from heat-treated Accoloy steel and proof-tested at twice working load limits. 

» Learn how you can become a KUPLEX distributor. It’s a money-making 
line. Contact the Acco sales office nearest to you (see listing below). 


KU PLE X sting chains 


American Chain Division * American Chain & Cable Company, Inc. agco 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore. *San Francisco 
*indicates Warehouse Stocks are 
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e Here are two fast-selling WRIGHT 
Safeway Hand Hoists, one all-steel 
and one aluminum and steel, but 
alike in design and internal construc- 
tion. The aluminum Safeway hoist is 
new. It offers WRIGHT distributors 
another outstanding profit item they 
can sell for installations requiring 
a light, portable hoist. All-steel 
Safeway hoists, on the other hand, 
give distributors a steady income 
producer that is specially built to 
withstand the wear and abuse of the 
more rugged lifting jobs. Both 
WRIGHT Safeways, and the extra per- 
formance features they offer at no 
additional cost, are currently being 
promoted to thousands of buyers 
through national trade paper adver- 
tising and a distributor sales pro- 
motion program. 

Factory tested at 50°, over rated 
capacity, WRIGHT Safeway hand 
hoists of aluminum or steel are avail- 
able now in 18 sizes in a capacity 
range of 1% to 50 tons. 


WRIGHT... the best /ine to buy, 
the best line to sel/! 


Write for Full Details ® s oe 3 s | A¢gCcOo 
Write our York, Pa., office for : ae a : ’ : 
DH-164 and DH-345 which give — oie p= a \ ‘ 


complete information about . : es 8 : * 
Sneha Getenney Beles sande Wright Hoist Division - American Chain & Cable Company, Inc. 


from aluminum and steel. Find York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
out the advantages they offer. Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 














precision-built 
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BODY (1) and CAP (2)—Forged Naval Bronze; 
HANDLE (3)—Malleable Iron; STEM (4), DISC (5) 
and BALL (6)—Naval Bronze; SEAT (7)—Buna “N” or 
Teflon; SPRING (8)—Phosphor Bronze; O-RINGS (9, 
" or Viton; NUT (12)—Cadmium 
Plated; SCREW (13)—Carbon Stee! 


R-Pc¢ VALVES 


R-P&C Valve Division » American Chain & Cable Company, Inc. 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 








—cl last—a low-cost, 


- 
. 


VALVE! 








WITH AUTO-MATING SEATS OF 


BUNA'N’ | 
OR TEFLON tis 


customers 
will like it! 


e Take a good look at it! It’s the ball valve they’ve 
been waiting for...the R-PaC BL-300...for de- 
pendable, trouble-free operation in water, oil and 
gas service. It is an entirely new concept in ball 
valve design—a combination of special features 
perfected with but one objective: to provide a pre- 
cision-built ball valve that costs no more than a high 
quality standard bronze gate valve. 


The BL-300 has undergone hundreds of thou- 
sands of openings and closings without leakage or 
wear. It is fast and easy to operate, requiring 
only a quick quarter-turn of the handle to open 
and close, compared to several full turns needed 
to operate a gate or globe valve. 


If you haven’t seen this newest R-P&C valve, ask 
your nearest R-P&C sales office for a personal 
demonstration. Or write us at Reading, Pa., for 
Folder DH-38A giving complete information and 
specifications. This BL-300 is the outstanding 
low-cost ball valve. A sure winner with excellent 
profit possibilities. 


FEATURES...FEATURES...FEATURES 


ROS 


ge: 


e The BL-300 has “‘auto- 
mating ’”’ seats to assure pos- 
itive sealing in either flow 
direction, making it ideal 
for vacuum service. 


e Perfectly machined ball 
combines with auto-mating 
seats for smooth, positive 
valve operation. 


e Wiping action of ball 
across seats prevents accu- 
mulation of foreign matter, 
eliminates maintenance. 


e Choice of two seats— 
Buna “N” or Teflon—for 
your service requirements. 


e Two “O”’ ring stem seals 
assure a leak-proof stuffing 
box for the entire service 
life of the valve. 


e With Buna“ N ’’seats, the 
BL-300 is rated for 300 psi 
—water, oil, gas—at 250°F 
maximum; with Teflon 
seats, 300 psi—wog—at 
450°F maximum. 


*Teflon is o registered trademark of the E. |. DuPont de Nemours Co. 








Another big distributor profit-maker: 
BRISTOL socket screws with NYLOK* 


socket pipe plugs. 

You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 





Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 








1. Bristol Nylok socket screws LUCK: 
The patented Nylok principle relies on a 
tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 


2. Bristol Nylok socket screws SEAL: 

With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can’t happen with 


Nylok screws because the nylon pellet 


g 
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3. Bristol Nylok socket screws ADJUST: 
Nylon pellet provides same locking action, 
regardless of whether the screw is seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 





“Acc 


nylon pellet makes it possible to change © They 

creating a strong metal-to-metal engage- completely fills the gap between thread adjustments with ease and accuracy, time the s 
ment of the threads opposite the pellet. faces, acting as a dam to fluids. after time. © They 
and « 

e They 

And remember, the entire Bristol socket screw line is now offered It’s a continuation of Bristol’s long-standing ACcCCcO whe 
with this sales-making Nylok feature . . . Hex, Bristol-originated program for more distributor sales and profit @ Com; 
Multiple-Spline sockets . . . set and cap screws (1960 or ’36 Series possibilities and greater customer satisfaction. of sli 
. miniature button-head and flat-head screws . . . everything. “T.M. Reg. U.S. Pat. Off. The Nylok Cunsmtion A Th 
_ from | 

oe _ : 7 one. T 

Distributor opportunities are still open in a few localities. Inquiries welcomed. The doubk 

Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. clean ¢ 


Precision socket screws since 1913...by the makers of famous Bristol Precision Instruments. 


Bristol’s Hex Socket Screws 


WT so 


l i 0 YT 


Bristol's Multipie- 


‘Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 1’s” diameter. 


To 


THE 


BRISTOL 


COMPANY 


Socket Screw Division 





Visit us at Conference Booth 507 at Triple Industrial Supply Convention. 
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‘Acco’s New Hi-Pli Slings Handle like Hemp!” 


© They combine the pliability of hemp and Hi-Pli slings, like all acco slings, are registered 
the strength of steel safe. This is your assurance that they have been 
e They will handle nearly any lifting job quickly factory proof-tested at twice load-carrying capac- 
and easily ity before they are issued an Acco tag and certifi- 
@ They won’t kink and will always hang straight cate of registration. 
when one sage — ita iiaieiea Distributor Salesmen like to sell ’em! 
’ Completely a a ee a oo Nothing, but nothing, sells Hi-Pli slings faster 
of slings men like to work with : 2 : 
than to show your customers their amazing pli- 
ai ability—like this salesman is doing. For when 
from aAcco’s arrangement of six ropes around they see, they buy! To learn more about the 
one. They have patented Dualoc endings which profit potential in store for you by selling acco 
double-lock the sling ends. They have a durable, Hi-Pli, Strand-Laid and Braided Slings, write 
clean Galacco finish which resists rust. us at Wilkes-Barre, Pa., today. 


The amazing pliability of Hi-Pli slings comes 


) 


¥i . © 
ACCO hengistered 


i SLINGS 


Wire Rope Sling Department « American Chain & Cable Company, Inc. 


Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 
San Francisco, Bridgeport, Conn. ¢ In Canada: Dominion Chain Company, Ltd., Niagara Falls, Ontario 


Printed in U.S.A 


HOW TO WIN CUSTOMERS 
AND INFLUENCE PROFITS! 


This is what Bath offers to distributors — 
a program designed to develop satisfied customers and help your profits grow: 





A PRESTIGE LINE OF GROUND THREAD TAPS 


AND GAGES manufactured to the highest quality standards; 100% 
inspected and fully guaranteed. 


A PRICING POLICY applied equally to all distributors and com- 


petitive suggested consumer price lists designed to provide generous distributor 
profits. 


A DELIVERY PROGRAM geared to make immediate shipments 
of standard items and to expedite specials. In emergencies, some specials can 


be shipped in a day or two. 


A SYSTEM OF SELECTIVE DISTRIBUTION based 
on detailed studies of current marketing data and restricted so that Bath 
products will be a profit producing key line for each distributor. 


A TEAM OF TRAINED SALES ENGINEERS in the 
field and at the factory to work with distributors and customers in solving 
sales and technical problems. 


A WRITTEN DISTRIBUTOR SALES POLICY devel- 
oped and continually evolving through consultation with a broad cross section 
of well-informed distributors and manufacturers. 


A USEFUL COMPREHENSIVE CATALOG and price 
lists featuring clearly written and illustrated technical information. Recognized 
as among the best in the industry. 


A PROGRAM OF NATIONAL ADVERTISING conm- 
bined with other promotional material aimed at pre-selling Bath products and 
reducing distributor missionary time. 


A DISTINCTIVE PACKAGING SYSTEM designed to 
protect and preserve tools in transit and on your shelves. Convenient box 
size, labeled for quick identification and partitioned for easy inventory control. 


TRIPLE INDUSTRIAL SUPPLY 
STOP IN AND SEE US AT BOOTH 506 CONVENTION 


Atlantic City . . . May 23-25, 1961 


Members: ; 
© American Supply & Machinery Manufacturers Association 
© Metal Cutting Tool institute 


‘Sy @ American Standards Association 


John BATH & Co., Inc. 55 Mann Street, Worcester, Mass, 
Ground Thread Taps- Thread Gages- Cylindrical Gages 





KEEP JOBS MOVING 
WITH THERMOID 


Stock and Sell Big > Belting 
and Hose for every industrial use 


Enjoy the increased profit that comes with the quick 
turnover of Thermoid Belting and Hose .. . the 
broadest belt line in the industry and a hose line for 
every drilling, construction and industrial application. 

The broad Thermoid line provides maximum cov- 
erage of applications with a minimum of inventory. 
And, to back up your stock, Thermoid’s 10 stra- 
tegically located warehouses help you handle extra 
large or rush orders. 

Thermoid has developed many outstanding 








“firsts” in the hose and belting field such as 7500 
p.s.i. Gold Stripe Rotary drilling hose, the PVC 
PLASTICOAL conveyor belt, a jet starter hose, the 
only one approved for use on the B-58 bomber, and 
many others. This type of outstanding research 
development and quality manufacture is available 
to you in filling your customer’s need, however 
normal or unusual they may be. 

Thermoid’s field application experts are located 
in all industrial areas to give your salesmen and 


THERMOID DIVISION 


200 WHITEHEAD ROAD, TRENTON 6, NEW 


customers fast on-the-spot technical assistance. Free 
technical school training for your salesmen helps 
produce increased hose and belting sales and profits 
for you. 

Get full information today on Thermoid’s com- 
plete high quality line of industrial products. Write 
or telephone our office immediately. Thermoid 


Division, H. K. Porter Company, 
Inc., 200 Whitehead Road, Trenton Thermoid 
6, New Jersey—JU 7-3000. hermoi 


H. K. PORTER COMPANY, INC. 


JERSEY 





MOST TRUSTED TRADEMARK 
IN THE VALVE WORLD 





— 





or Fair Profit Prices... 


“Jenkins long resistance to 
price cutting is one reason 
I’m selling their valves. 
The low profits that go 
with price cutting can 
get lower and lower. It’s 
my fair profit they fight for. 
I’l] say one more thing. 
In a rough situation I have 
more than price as a sales 
tool. I have something 
every valve buyer wants... 
the known quality and 
long-run economy of a 


Jenkins Valve.” 





From the 
“grapevine” 
that carries 
back some of 
the things distributors 


say about us 
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HANDLE THE ROPE 
THEY’D RATHER HANDLE 
.. ROEBLING WIRE ROPE! 


The fact is anybody who uses wire rope is happier handling Roebling, 
for all kinds of well-built reasons. That’s why you’d be a lot better off 

.. being confronted by a demand for a product that everyone knows 
and respects. 

Selling a product that knows no peer puts you in the healthy posi- 
tion of selling the wire rope that your customers know about and you 
can be sure of. 

Other attractive facts about being a Roebling Wire Rope Distribu- 
tor are: what you sell is constantly being shown, talked about and 
discussed in national advertising—advertising that reaches every po- 
tential user in every field. 

Further, you are backed by engineering and research that help you 
turn inquiries into sales and callers into customers. 

There’s a lot more about Roebling Distributorship advantages that 
we can tell you. And we will. Just get in touch with Wire Rope, John 
A. Roebling’s Sons Division, Trenton 2, New Jersey. 


ROE BLING 


Branch Offices in Principal Cities 
John A. Roebling's Sons Division * The Colorado Fuel and Iron Corporation 
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ITAL: 


of Service to 
American Industry 


For more than 100 years ATKINS has set the standards of quality and 

performance in fine saws for wood-cutting and metal-cutting trades. 

And as American industry has grown, both in size and in 

diversity of products, better and still better Silver Steel and Silver Streak 

saws, developed by ATKINS/ Borg-Warner, have helped speed production and 

reduce manufacturing costs on everything from household furniture to guided missiles. 


Today, the demand for ATKINS Saws is greater than at any time in the Company’s 
history. ATKINS has literally streaked ahead . . . not only in manufacturing capacity, not 
only in research and engineering . . . but also in warehouse and distribution facilities 
which now span the continent in a great network of ATKINS service and supply centers. 


In the 5 fields so important to its distributors, dealers, and customers ATKINS/ 
Borg-Warner has built for today and tomorrow . . . to insure that ATKINS 
Saws and ATKINS Service will always be ‘“‘A Cut Above the Rest.” 


ATKINS SAW DIVISION, 
BORG-WARNER CORPORATION 


GREENVILLE, MISSISSIPPI 


Warehouses: 

Chicago, Ill. Philadelphia, Penn. 
Greensboro, N. C. Portland, Ore. 

Los Angeles, Calif. San Francisco, Calif. 





LF » Expanded Research — Atkins/ Borg-Warner 
{ @ ) research is continually exploring new frontiers in metal- 
X __/ lurgy; developing new alloys, seeking new manufacturing 
and testing procedures to make sure the ATKINS saw you buy is the 
very finest that can be made for your needs. 


the depth of specialized knowledge to your own engineering 

staff. ATKINS engineers will work with you to solve special 
cutting problems . . . will custom design your saws or assist in 
working out set-ups and procedures, if needed. 


Creative Engineering — ATKINS engineers add 
(2) 


<™», New Manufacturing Facilities— ATkIns’ 
( $  )brand new plant in Greenville, Mississippi; * enlarged serv- 
__/ ice and repair facilities in Portland, Oregon and Los Angeles, 
California; a brand new warehouse and repair center in Greens- 
boro, North Carolina . . . give ATKINS tremendous added capacity 
to meet present and future volume requirements. Modern pro- 
duction equipment and experienced craftsmen (seasoned in the 
ATKINS quality tradition) assure the highest level of manufactur- 
ing efficiency and quality control. 


ia High Capacity Warehouses — ATKINS 
( 44 )\warehouses are strategically located across the country and 

/ have been enlarged substantially to accommodate complete 
inventories of all ATKINS stock items. Warehouses and plants are 
linked by ATkins TWX communications network. ATKINs distrib- 
utors and dealers are assured prompt deliveries and a close-at-hand 
source for all service and supply needs. 


™, Prompt Service — Every ATkins/Borg-Warner 
: 5 supply and repair center has grown to new proportions to 
\_/ make sure that your saw problems get prompt and expert 
attention. Whether it’s a plant re-tooling project or a single saw 
repair job ATKINS personnel and facilities are at your command to 
provide products and service ““A Cut Above the Rest!” 











Year after year, it’s 


BOSTO 


the QUALITY leader 


for top dollar 


VOLUME and 
LOFTTS 


© Boston Gear Works, 1961 Quincy 71, Mass. 
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THE VOLUME AND PROFIT LEADER 
The BOSTON Gear line leads in dollar 
volume and profit for most Distributors 


SELECTIVE, LIMITED DISTRIBUTION 
Assures maximum area sales potential 
for all BOSTON Gear Distributors 


AGGRESSIVE FIELD ASSISTANCE 
Active support from BOSTON Gear field 
engineers who are qualified specialists 


ADVERTISING PROMOTES DISTRIBUTORS 
Industry-wide publication program, plus 
product literature that produces sales 


THE QUALITY LEADER 
BOSTON Gear quality sets the standard 
for precision, finish, and performance 


SELL ANY QUANTITY, ANY ACCOUNT 
BOSTON Gear Distributors are free to sell 
to any account... any quantity of any item 


INTENSIVE SALES TRAINING 
Instruction for Distributor’s salesmen at plant, 
and with courses at Distributors 


1,000,000 CATALOGS WW CONSTANT USE 
The BOSTON Gear Catalog is industry’s most 
favored guide for transmission planning 


he COMPLETE 
sipeieiadh TRANSMISSION PACKAGE 


You'll be welcome at 

Booth Nos. 153-155 

Triple Industrial Supply Convention 
Atlantic City — May 23-25 
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Link-Belt products go together. 
































drive conveyors 





... that’s why 


one sale leads 
for Link-Belt 


%~ Link-Belt distributors are one-source suppliers of SILENT CHAIN DRIVES « ROLLER CHAINS AND CUT-TOOTH 
SPROCKETS + MALLEABLE IRON, PROMAL AND STEEL CHAINS « CAST SPROCKETS « P.IL.V. VARIABLE 
SPEED DRIVES »* GEARMOTORS * MOTOGEARS *« PARALLEL-SHAFT SPEED REDUCERS « SHAFT-MOUNTED 
SPEED REDUCERS + WORM GEAR SPEED REDUCERS « IN-LINE HELICAL GEAR SPEED REDUCERS - 
ELECTROFLUID DRIVES + FLUID DRIVES « ELECTROFLUID GEARMOTORS AND MOTOGEARS « SELF- 
ALIGNING BALL BEARINGS « SELF-ALIGNING SPHERICAL ROLLER BEARINGS « SELF-ALIGNING 
SPHERICAL ROLLER BEARING PILLOW BLOCKS « BABBITTED AND BRONZE BEARINGS « BALL, ROLLER, 
BABBITTED AND BRONZE BEARING TAKE-UPS * COUPLINGS + FRICTION CLUTCHES AND CLUTCH 
COUPLINGS + GEARS « SHAFT COLLARS + BACKSTOPS + SCREW CONVEYOR COMPONENTS « BELT 
CONVEYOR IDLERS + WELDED STEEL AND GREY IRON PULLEYS « ELEVATOR BUCKETS « OSCILLATING 
CONVEYORS + CONVEYOR TROLLEYS + VIBRATING SCREENS + CAR SPOTTERS « SPRAY NOZZLES 
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Couplings = join shaits to transmit 


variable seal drives 

















takeups 9 pep components for 


Link-Belt progucts:: .to make up and 





e? and other equipment 





Link-Belt Distributors sell the most complete line of 

related power transmission products and conveyor- 

elevator components . . . to meet the needs of virtu- 

ally any industry. And industrial buyers prefer using 

related quality products—made by a single manu- 

facturer, and quickly available from their local de- 

pendable Link-Belt Distributor. Sais tad Giese, Ga 
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This Chain Contains 
ALL the Oil it will 


R Need! 


IT’S WHITNEY MSL" 
SELF -LUBRICATING CHAIN 


RUNS CLEAN BECAUSE ITS SELF-LUBRICATING 


Whitney MSL* Power Transmission and Conveyor Chain is lu- 
bricated for life by oil-impregnated sintered steel bushings. In 
operation, the lubricant expands and flows over all vital bearing 
surfaces; when the drive stops, the lubricant contracts and is 
reabsorbed by the bushing. This cycle continues throughout the 
chain’s service life. No additional oil is required. This means 
clean running chain—no contamination of product or materials 
in food, textile, paper, chemical and packaging industries! 


RUNS LONGER BECAUSE IT'S SELF -LUBRICATING 


MSL* Chain outlasts conventional pre-lubricated chain as much 
as 5 to 1 in severe operating requirements. Built-in lubrication 
at the 3 critical wear points—Pin, Plates, and Sprocket Engage- 
ment—solves a major chain problem: more damage is caused 
by faulty lubrication than by years of normal service. Highest 
material standards, advanced manufacturing processes and self- 
lubrication are combined in MSL* Chain to give you longer 
service life. 


COSTS LESS TO USE BECAUSE IT'S SELF-LUBRICATING 


By eliminating the need for manual lubrication or lubricating 
devices, Whitney MSL* Self-Lubricating Chain ensures lower 
installation, maintenance, and use cost. Whitney MSL* Chain 
conforms to A.S.A. Standards and is completely interchangeable 
with any similar pitch chain. 











Get complete details on this outstanding chain today. Ask your 
nearby Whitney Chain Distributor, or write for Bulletin MSL 
B-2. 

*Maximum Service Life 


THE WHITNEY CHAIN COMPANY 


a subsidiary of FOOTE BROS. 4561 S. Western Bivd., Chicago 9, ti!. 
GEAR ANO MACHINE CORPORATION 


POWER TRANSMISSION DRIVES 





FOOTE BROS. introduces a 
COMPLETELY NEW line of 


FARI- CO © LE DP worn cear repucers 





High load carrying capacity 

Rated to NEW AGMA Standards 
Automatic and Positive Lubrication 

12 sizes—Center Distances from 1%” to 8” 
Input ratings: .01 to 66 HP 

Output torque to 46,000 Ib. in. 


Ratios from 5:1 to 70:1 


2 See ee 


IN STOCK FOR IMMEDIATE DELIVERY 


RADICON OPERATES IN A STREAM OF COOLING AIR 


for Maximum Thermal Efficiency 


Foote Bros. RADICON Worm Gear Reducers incorporate 
totally new and advanced concepts of right angle 
speed reducer design. The new RADICON line offers 
a broad range of sizes, capacities, and gear ratios to 
provide Distributors with units that meet virtually 
any user requirements. 

Gear accuracy and surface finish rugged bearing and 
shaft design, positive lubrication, careful selection of 
materials, and precision manufacturing techniques— 
are combined in RADICON Reducers to produce higher 
load carrying capacity and maximum service life. 


FOOTE BROS. 





Added to these features is RADICON’S unmatched ver- 
satility of mounting—a BIG advantage to Distributor 
and user alike. 

This unequalled versatility of application simplifies 
and reduces the Distributor’s stocking requirements 
and enables him to maintain faster turnover with 
minimum stock investment. RADICON Reducers operate 
with equal efficiency in any mounting position, and the 
“dry well’ cover used on the output shaft of every 
RADICON Reducer, assures oil tightness when the out- 
put shaft is mounted vertically downward. 


GEAR AND MACHINE CORPORATION 


4561 South Western Boulevard, Chicago 9, Hlinois 
POWER TRANSMISSION DRIVES 
UNLIMITED MOUNTING POSITIONS 


GUITeeoateoia@ak 
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COUNT YOUR PROFIT OPPORTUNITIES 
WITH THE FULL Fort Worth LINE 


Summarized below is the broad, balanced Fort Worth Line. With it Fort Worth Distributors get: As- 
sured Product Quality, Strategic Warehouse Stocks, Service, Manufacturer Support, Competitive Prices, 
Convenience of Obtaining Many Needs from a Single Reliable Source, Solid Profit Opportunities . 


fo =) = ee ®) 


V-Sheaves, large range of stock sizes of 
preferred “QD” design. Adjustable diameter 
sheaves. LD sheaves with interchange bushing 
or integral hub, for single and multiple belts. 
Quick service on made-to-order. 

V-Belts, large stocks of Standard, Steel Cable, 
Super, LD, and Wedge (358) belts. Matched 
sets. V-Belts for special applications. 


SCREW CONVEYORS 


All standard sizes of helicoid and buttweld, 
plus steel trough and all accessories carried in 
stock. Limited stock of galvanized conveyors, 
troughs and accessories. Conveyors of stainless 
steel and aluminum made on order. Excellent 
engineering service. 


BUCKET ELEVATORS 


Made in many sizes and types for practically 
every industry requirement. Popular sizes of 
grain elevators carried in stock. Line of com- 
ponents in stock permits quick shipment. 
Accessories include buckets, turnheads, lad- 
ders, work platforms etc. Engineering service 
to assist you. 


OTHER B-M-H EQUIPMENT 


In addition to the bulk-material-handling 
equipment listed above, line includes Auto- 
matic Power Shovels, Speed Loaders, Drag 
Chain Conveyors, Spouts, Feeders, and many 
other products. 


ROLLER-CHAIN DRIVES 


Stock Sprockets, more than a thousand stock 
sizes. “QD” sprockets with interchangeable 
bushings. Types A, B and C sprockets for 
single and multiple strand chains. Quick ship- 
ment on non-stock sizes and sprockets of special 
construction. 

Roller Chains, large stocks in single and mul- 
tiple strands. All popular sizes. 


SCREW ELEVATORS 


Standard and SuperScrew Elevators to meet 
almost every industry requirement. Component 
parts carried in stock to permit fast delivery 
for every suitable application. SuperScrew has 
proved special advantages for use where special 
sanitation is vital. 


PNEUMATIC SYSTEMS 


Industrial Fans designed for use with pneu- 
matic conveying systems handling many kinds 
of bulk materials. Popular sizes of fans stocked. 
Cyclone Separators (centrifugal and high- 
speed types), blast gates, and other blow pipe 
system components can be shipped promptly 
to meet your requirements. 


ENGINEERING SERVICE 


Fort Worth engineers are available to assist 
you and your customer with product applica- 
tion. Specialists available for such industries as 
oil milling, grain storage, cement, poultry pro- 
cessing, and many others. 
VISIT BOOTH 246 
Triple industrial 


_------------FORT WORTH ....-2722""",, 


| FORT WORTH STEEL AND MACHINERY COMPANY, Fort Worth 1, Texas ! 
i 


[) Send me more information on the Fort Worth Line and Available Franchises. 
Send me checked bulletins: 

) LD V-Belt Diive Catalog 40-B 

[ Multi V-Belt Drive Catalog 50-C 

() Wedge Belt Drive Catalog 125 C) Bucket Elevator Catalog 400-B 

C) Roiler-Chain Drive Catalog 320 [) Pneumatic Systems Catalog 500-C 


i 

(0 Screw Conveyor Catalog 200-C 
i 

4 

] Address: 
i 

‘ 

' 

ie 


( Screw Elevator Catalog 260 Name: 





Company: 








Also, I'd like 





City: 








State: | 
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Pride 


in Accomplishment! i 


BUY AMERICAN 








the 50" year! 





A kindly salute to industrial Dis- 
tribution (Mill Supplies) for the 
forthright endeavors over the past 
haif century. 


We at Billings, and we believe we 
tributors also, are grateful for and 
appreciate the quality reporting 
and, above ail, for the wholesome 
and progressive uplift given to in- 
dustry over the years, he 
Today, to foresee the next 50 is 


justimagination, sere 
our best! 








SINCE 1869 
Tools & Forgings of Quality 


e To produce a line of quality products— 


to develop and successfully maintain the 
ultimate in a service—to witness tangible 
evidence in the confidence and appreci- 
ation of users in the products and in the 
service are justifiable reasons for the 
“pride in accomplishment”. 


Billings selected industrial distributors 
with their knowledge of local industrial 
needs and their competent service 
are combining these talents each day 
with the confidence they have in the 
ability of Billings drop forged Wrenches 
and Shop Tools to satisfy their customer's 
needs. Yes, they too have “pride in 
accomplishment”. Are you one? 





ILLINGS 


WRENCHES + SHOP TOOLS 


THE BILLINGS & SPENCER CO. * HARTFORD 1, ‘CONN., 





DISTRIBUTOR FROM : DISTRIBUTOR FROM THE 


Kar West “wy {fast 


@@ Their quality is absolutely tops... that’s 
what customers want—that’s what brings 
us repeat orders.®@® 


@@The Chicago-Latrobe line is complete—with 
a good catalog that even has prices in it.®® 


Chicago 


DRILLS*REAMERS-*END MILLS- COUNTERSINKS> GUN 


; . “oe Br sates 
.< 
* 

















=~ ay DISTRIBUTOR FROM THE 


Midwest 


@@ C-L’s service—that’s what we go for. We 
may not be their largest distributor, but 
we sure get treated as if we were.@® 


FIND OUT ABOUT PROFITABLE TOOL SELLING 


Visit Booth $4 


AT THE TRIPLE MILL SUPPLY 


CONVENTION IN 


ATLANTIC CITY—MAY 22-25 


CHICAGO-LATROBE * 432 WEST ONTARIO STREET + CHICAGO 10, ILLINOIS 
DRILLS - COUNTERBORES- CARBIDE TOOLS~- SPECIAL TOOLS 








RB. W's four-part program brings 
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SCREWS 





COMMON-SENSE NOMENCLATURE SEPARATE PACKAGING 


simplifies ordering, inventory control cuts inventory investment, saves space 


...and paves the way for other parts of the ...by eliminating needless duplication. You 
program. Now, a headed, threaded product stock screws and nuts...sell them sepa- 
is always a screw; a nut is a nut; together rately...or together as bolts. Even without 
they make a bolt. Straight down the list, stocking bolts at all, you carry the same 
names have been simplified, clarified. variety of items, sell the same volume in a 
They’re easier to use, avoid confusion. year, but turn it faster for better profit. 


Modern fastener distribution entitles you to a profit 


No profit in handling fasteners? There is, if you streamline stock, speed-up 
turnover, and cut your investment without reducing service in any way. 
It can be done. The program outlined so briefly above can be adopted, 
because it works. Its benefits can be sold to your customers, because the 
sales arguments make sense. 

RB&W is providing the approach. All that remains is to put it into prac- 
tice. We feel that the industrial distributor is entitled to a reasonable 
profit on his fastener volume. Ask us for more details. 
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profit b 


HEX screws and HEX nuts 


eliminate costly “habit” stocks 


...through a continuing promotion of 
stronger, neater, lighter, faster-assembling 
hex head fasteners. Eliminate square heads 
and nuts altogether. There’s no real pro- 
duction or engineering reason for their use. 


ack to fastener distribution 


SMALL-CASE QUANTITIES 


give faster turnover with less investment 


New corrugated cases contain fewer units. 
For example, one item previously packaged 
3600 per case, is now packed 2400 per case. 
You pay less, turn faster, net more profit 
on your investment. New cases are more 
easily handled, present no disposal problem. 


RUSSELL, BURDSALL 4 WARD BOLT AND NUT COMPANY 

& Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock Falls, lil.; Los Angeles, 
Calif. Sales office and warehouse at: San Francisco, Calif. Additional sales 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas. 


116th year 











Depth of line... depth 


these are twin benefits you get when you carry 
Black & Decker’s line of quality electric tools. 


Depth of Line? A real selling point for you! 
You can offer a choice of 130 different tools 

and thousands of accessories for them. From 
drilling to polishing, cutting to finishing, Black 
& Decker has a tool for every job... eacha 





genuine value in power, performance and price. 


Depth of Service? Check the full coop- 
eration of your B&D man in keeping you sup- 
plied with information and stock, working 
with your men on the street. Check Black & 
Decker service facilities and follow-up, keeping 
your customers satisfied. And don’t forget to 
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servoce oe Featured by top distributors 


from coast to coast 


check B&D’s advertising and promotional 
activity —largest in the field making more 


sales for you. , 
The result: Faster selling for you with less Mack & Decker. 


work ... and more profit. Your Black & Decker 
representative will be glad to fill you in with QUALITY ELECTRIC TOOLS 
complete details. Talk to him soon. 2 a 





No hex screw or hex 


to the Cleveland 
Yet all three 


CEEREEEGEOEEEEE 


|. 


Buyers who specify this label 
eliminate the need for ordi- 
nary hex screws and bolts. 
Cleveland hex caps allow 
money-saving inventory 
reduction. 


They look much the same 
and the prices are similar, 
yet only the Cleveland Hex 
Cap Screw meets the rigid 
ASA standard B18.6.2. 
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bolt can measure up 


Hex Cap Screw 


cost the same! 


There are three compelling reasons for insisting on the Cleveland Hex Cap Screw: 


The Cleveland hex cap meets ASA standard B18.6.2—a very close tolerance 
standard. Only a loose tolerance standard covers hex bolts. There is no ASA 
standard for hex screws. 


Specifically, the Cleveland hex cap offers these important features: 


Head and shank formed to the extremely close tolerances of ASA standard 


1. QUALITY Concentricity of shank within ASA tolerance of 3% in order to assure that 
screw can be turned into a tapped hole 


A machined point for easy entry 
@ Washer faced bearing surface 


Sharp corners on head to insure positive wrenching action... and maximum 
safety 


Cold forged head for uniform grain flow in fillet and consequent reduction 
in stress concentration 


Why buy two when one will do? That's exactly what it comes down to. The 
Cleveland hex cap (with companion nut optional) provides a sure solution 
to both screw and bolt needs in a size range up to 1 x 8 in. A hex cap screw 
2. INVE NTORY can be substituted for a hex screw or hex bolt, but a hex screw or hex bolt 
cannot be substituted for a hex cap screw. Since there is no need to stock 
ordinary hex screws and bolts, inventory costs can be sharply cut. 


The Cleveland hex cap, with its strict adherence to ASA standards and its 
universal application, is still no higher priced than non-standard hex screws 
and hex bolts. When quality costs no more, the choice is clear-cut. 





3. PRICE 
Contact your Cleveland distributor now. He stocks all standard sizes of 
hex cap screws in bright, quenched and tempered steels. Alloy steels 
are available on short notice. 


PTT THE CLEVELAND CAP SCREW COMPANY 4410 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia « Los Angeles « San Francisco « Atlanta 
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Created for YOU .. 
25 YEARS OF BRIGHTBOY SALES PROMOTION 


The Products and The Policy 
Pioneering 
The Broad, New Concept 
of Abrasive Applications! 


Brightboy soft rubber bonded abrasives were 
particularly originated to fill the need for 
products which would take over where cut- 
ting tools and heavy abrasives leave off .. . 
to bridge the gap between the grind and the 
buff . . . burring, cleaning, finishing and 


° = ° : ° 
polishing in one simultaneous operation. 


This completely new line of abrasives and 
the new, broad concept of cost-saving 
abrasive applications which it introduced to 
industry, have long since created new and 
widely increasing sales opportunities and mush- 
rooming turnover for selected Brightboy dis- 
tributors and their salesmen. 


Today’s leader in its field, Brightboy provides 
the only complete, comprehensive line of rubber 
cushioned abrasives. These job-matched, stock 
items are backed by a modern, profitable dealer 
sales policy, and by product research continually 
on the alert for new Brightboy formulations and 
applications, news of which is passed along to 
Brightboy distributors. 


Brightboy sampling and Brightboy new-idea 
merchandising constitute powerful “door-open- 
ers” for soliciting and closing new accounts by 
Brightboy distributors and their salesmen. 


Brightboy applications cover an extensive in- 
dustrial range, embracing the finishing of all 
metals, wood, glass, fiberglass, laminated ma- 
terials and some plastics—the needs of modest 
tool and die shops and the nation’s largest 
production plants. 


Nationally advertised, nationally demanded, na- 
tionally used, Brightboy will continue to be sold 
under the sound, selective-distributor policy that 
has proved mutually beneficial to its distributors 
and to its originator and maker, the Weldon 
Roberts Rubber Company, America’s Pioneer 


Manufacturer of Rubber Bonded Abrasives. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street ° Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


€ 


WHEELS, STICKS, 
RODS, BLOCKS 
& POINTS 
for machine, 
manual and 
automation 


operations 


Write us for details 
of the 


performance-proved 


profitable, 


Brightboy line and 
Brightboy sales policy. 





NATIONALLY KNOWN ® NATIONALLY DEMANDED © NATIONALLY ADVERTISED 
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On this, Gates 50th Anniversary, we pay special tri- 
bute to a key man in our marketing program—the 
Industrial Distributor— upon whom Gates depends for 
the movement of all its industrial replacement market 
products, from plant to buyer. 


And we salute Industrial Distribution magazine, which 
has served the special needs of the distributor for half 
a century . . . providing a publication in which he 
can place his reliance and trust. 


During these 50 years, Gates has been working jointly 

and creatively with distributors to meet the growing 

challenge of distribution . . . to make it easier for them 

to sell. By building Gates brand acceptance through 

high product quality and aggressive promotion . . . by 

providing nationwide warehouse availability and field 

sales and technical assistance . . . and by pursuing a 

program of selective distribution . . . Gates has pro- Almost half a century ago, 

vided the means for distributors to serve industry eco- Gates developed the first rubber and 
nomically ... and profitably. fabric V-belt, to replace the flimsy 


: . . ’ leather belts of that era. 
To these distributors, Gates extends its grateful thanks 


for their confidence and support . . . and pledges to Gates’ latest contribution is the 
continue to work with them as partners towards a Super High Capacity V-Belt, providing 


mutual goal of profitable growth through more effec- a lower cost, lighter weight, more 


tive distribution compact multiple V-belt drive. 


Today, on its Golden Anniversary, 
Gates holds the position of the 
World's largest maker of V-belts 
and is also a leading supplier of tires, 
hose and rubber products for home, 
farm and industry. 


The Gates Rubber Company 


Denver, Colorado 


BP-50 centers . . . 33 supply centers 


Gates has grown world-wide, 





with six strategically | ited p 


... and distributors throughout the 
U.S. and 90 foreign countries. 





ally FITTINGS FOR EVERY 


For nearly half-a-century, Distributors and their salesmen 
hove, in effect, been Dixon salesmen . . . the result of the 
Company's early established Distributor Policy. Yes . . . the 
Dixon Line has been your line; and judged by the consistent 
growth in the use of Dixon products in every industry, you hove 
found it a good one on which to build profitable sales. For 
our part, we have always endeavored to back you up by 
making products you have been proud to sell, and by con- 
tinvally developing new products to meet new or changing 
markets. 


For many of these post years, ‘The Dixon Driller” has served 
as a friendly “bridge” between the Com- 
pany and the men in Distributor organizo- 
tions handling the Dixon Line . . . a 
substitute for the desirable but virtually 
impossible personal contact. 


The Dixon Catalog has always been a 

helpful sales guide, comprising only 

quality products of demonstrated useful- 

ness throughout the entire industrial field. 
Today, it represents the most complete 
line of industrial hose fittings . . . cou- 
plings, menders, nipples, clamps and 
special fittings, universally accepted 
because of their established quality 
and reliability . . . unequalled for effi- 
cient, economical performance. 





CONTINUOUS SALES HELP... 


An important part of the DIXON Distributor Policy has been the 
complete cooperation that helps you keep the Dixon “Quality 
Line” moving . . . the help-you-sell programs consistently main- 
tained: Advertising in leading trade papers and directories 
... Direct Mail to representative users . . . Distributor-imprinted 
Counter and Envelope Stuffers and other literature supplied 
without cost. 


Illustrated here are some of the nearly fifty items in the 
complete line; but these will give you a good idea of the 
wide range of applications .. . the scope of the sales potential 

. which DIXON products provide. To every Distributor 
Salesman, Dixon really means market unlimited! 


“GJ-BOSS" Ground Joint Female Coupling, 
Style X-34. For every high or low pressure 
service. Sizes %" to 6". 


“BOSS” Wosher Type Female Coupling, 
Style W-16. Hos strong “Boss” Offset-inter- 
lock Clamps, some os X-34 ond MX-16. 
Sizes 4" to 6". 


. “BOSS” Mole Coupling, Style MX-16 Com- 


ponion to Style X-34. Aho used instead of 
stondord LP. nipples. Sizes 4%" to 6". 


"BOSS" Air Hammer Couplings. Grount Joint 
or Washer Type. For rock drilling ond other 
heovy-duty service. 


“KING” Combinotion Nipple. Tubulor steel or 
bross. Eoch size fits some size straight end 
hose. Sizes %2" to 10°. 


“DIXON” peng tee ay ~~ snag ered vn 
der pressure. Prevents 
hose. Plated steel. Sizes 4" to %". 


woter hose. Heovy ond 
Sizes 1" to 8", depending on 





DIXON” Barbed inserts. For genera! spray, 
spray ond cir hose. Mode from steel 
codmivm plated. Female 


nut. Sizes 4%" to %*. 


DIXON” Quick- | Coupling, Style QA. 
ond-socket which requires so 
ench to tighten. 4 * LPT. of G.W.T. 


"NO 2500” Sproy Coupling. For Spray ond 
or Wash Hose. All steel, codmium piloted, 
achined from bor stock. Sizes %" to 1”. 


‘OIXON™ ee eens Guaiee. For 


chemical, food curt deiry ond 


industries. Sizes 


“SUPER-KING” Shank Coupling, Style SD. 
For gasoline or oi! hose in tank truck, refinery 
or bulk plant service. Sizes 2" to a® 


“BULKAL” fe pret aes ape Style BH. For bulk 
handling of petroleum products, chemic: 
vegetable oils ond water. Sizes 2" to 4". 


“DIXON” Florist's Coupling. A lightweight 
eluminum coupling for general water hose 
service. Large smooth bore. Sizes % * and 1". 


“DIXON” insulation Hose Coupling, Style IW. 
Lightweight, durable steel. Easily tightened 
by hand. Sizes 144" to 2". 


“TUFF-LITE” NYLON FITTINGS 


> ee & 


3, nipples and adapters made from special 


ech sy Ka %" to 1", with tron Pipe 
or Garden Hose Threading, or combinations of both. 
High resistance to abrasion, corrosion, contamination, 
crushing ond breaking. Exceptionally light weight 


offers special advantages in a wide variety of 
opplications. Particularly desirable for hose and 
tubing conducting potable fivids. N.S.F. approved. 


“BOSS” Hose Mender, Style BM-16. Used to 
—-* repoir high or low pressure hose. 
piloted. Sizes 4" to 6*. 


Oe 


“KING” a iron Hose Clamps, Single ond 
Double Strongest and eosiest to attach. 
Sizes for to 7%". 


“BOSS” Self-Honing Air Valves. Self-adjust- 
ing, quick-opening, full-flow. Male or female 
LP.T. Built-in handle in %* to 1%" sizes. 


IF IT’S A 


IT’S DEPENDABLE 


D | XO N Vive & Coupling Co. 


UNIT PACKAGING 


To cut Distributor handling and stor- 
age costs, virtually all Dixon “Quality 
Line” products and parts are packaged 
in sturdy cardboard containers, each 
plainly labeled to show the item, part 
number, size and quantity. This means 
quicker identification and inventory, 
easier handling, better storage. 


SPECIAL METALS 


Nearly all couplings, nipples, menders, 
clamps and special fittings in the 
DIXON Quality Line are available in 
stainless steel, aluminum, bronze, 
mone! metal, nickel-molybdenum-iron 
and other alloys, to meet every anti- 
corrosion, anti-cbrasion need. Exten- 
sive users are the Chemical, Food 
Processing, Dairy, Petroleum, Mining 
end Agriculture! industries. Also in 
demand for many Marine installations, 
and where hose is used to conduct 
sond, grout, gravel and other abra- 
sive materials. 


PRODUCT 





SIX TESTED 
SALES IDEAS 
FROM 3M 
TO TURN 
PROSPECTS 
INTO 
CUSTOMERS 


Everywhere you go—in every shop, in every plant, in every 
industry you'll find selling opportunities for “3M” Brand 
Coated Abrasives and “SCOTCH” BRAND Pressure-Sensi- 
tive Tapes. Yes, it pays to be a 3M Distributor—here are 
just a few of the reasons why: 


TOP QUALITY PRODUCTS + STEADY PROMOTIONAL 
SUPPORT * NEW PRODUCTS FIRST * CONSTANT 
SUPPLY OF SALES HELPS + FACTORY TECHNICAL 
ASSISTANCE. 


Know... sell. . . profit with products of 3M Research. 


WMienesora 
WMiaine ann 


Wanuracrurine COMPANY 





- ++ WHERE RESEARCH IS THE KEY TO TOMORROW 


DAIRY The welded seams on these 
stainless steel milk tank covers 


. are blended with porta- 

™ EQUIPMENT: ble ‘“‘PG’’ Wheels. Fast- 
cutting, smooth polishing ‘‘PG’’ Wheels 
produce a better blending with the rest of 


the cover; provide a more uniform finish; cut produc- 
tion time. Available in many sizes. 


TIRE 3M Type “‘C’’ Discs are used to 

remove excess weld metal on 

. these tire changers. 

@ EQUIPMENT: Weld joint of four legs 

and base column presents a difficult ‘edge 

grinding” job. Fast-cutting 3M Type ‘‘C’’ 

Discs outperform competitive discs; leave a better 
pre-paint surface on the metal, too. 
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For fine line separations 


OUTBOAR between colors, outboard 

. motors are masked with 

at MOTOR * “SCOTCH” BRAND Masking 
Tape. A strip of tape and final touch-up 
spray makes the separation sharp and 


clean; speeds finishing operations and improves paint- 
ing results. Gives perfect edges every time. 


HAND A leading manufacturer now uses 

conveyorized method and ‘‘Wet- 

- ordry’’ Three-M-ite Cloth Belts 

ad TOOLS: for grinding and finishing 

forged steel plier halves. 3M Belts with a 

wet grinding method upped production; 

cut costs; slashed the reject rate by 75%. Provide a 
better finish for final plating. 
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% METAL Non-rusting, non-slivering pads 

of ‘‘SCOTCH-BRITE”’ Brand 

. Finishing Material are used to 

e TANKS: de-burr, clean, and satin-finish 

metal parts. Constructed of tough nylon, 

““SCOTCH-BRITE” outperforms steel wool; 

gives a more uniform finish; can be rinsed clean and 
re-used. Works on all types of metal. 





Used as a back-up material 


WELDE insu bmerged arc welding op- 
@ ASSEMBLIES: SRanv ‘ciass cloth 
Tape holds flux in... keeps unwanted air 
out. Tape adheres instantly; minimizes 


flux waste and cleanup costs; results in smoother more 
uniform welds every time. 





CAPE-ABILITY works for you 


Advanced manufacturing processes and superior quality control methods 
give your customers full utilization of their metal cutting saws. The result 
is more production, accuracy and blade life from Capewell saws. 


The Cape-ability story backs your selling, increases your profit. 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


quality is the result of 80 years of metalworking 
experience 


products are presold through consistent national 
advertising 


sales aids stimulate your customers, your sales 
force 


maintains a national force of factory trained 
Sales Engineers 


protects your sales and profits through a rigid 
policy of selective distribution 


pioneered the Annual Inventory Adjustment Plan 
to enable distributors to keep stock and demand 
in balance 


is constantly improving products and developing 
new ones in its famous research and 
development laboratory 


Write today for the Cape-ability story .. . there’s a big part in it for you 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 





May 


THE RECESSION IS AT AN END many say. Some leading economists 
flatly state that from now on everything is “coming up roses.” Others, more 
cautious, say only that the economy has bottomed out. The question is: will 
recovery be prompt, or will we drag along at the same rate for several months? 


SIGNS OF AN EARLY UPTURN are not hard to find—e.g., the FRB 
industrial production index remained constant in March at 102 (1957=-100.0), 
the hiring rate jumped as the layoff rate declined, construction held up well. 


MACHINE TOOL ORDERS STILL LAG, according to latest available 
figures. New net orders in cutting tools rose in February from January's 
$35.75-million to $39.3-million, but forming tools plummeted in the same period 
from $20.35-million to $6.7-million for an overall drop of 18%. On the other 
hand, total new orders in durables rose over $4.3-million during this time, but 
totalled almost $2-billion under year-ago figures. Sales are slowly creeping up. 


EARLY EASTER HELPED RETAIL SALES, and merchants now 
wonder what next. After a dreary, dismal winter, many retailers expect sprightly 
sales with the coming of warm weather and the big post-Easter promotions, but 
consumer confidence persists at a low level, despite relatively stable prices. More- 


over, total personal income, while some lower, is holding up well, considering. 


STEEL LOOKS HEALTHIER. Orders for finished steel have been slowly 
but surely increasing, and orders are for current needs rather than mere addi- 
tions to inventory. Early April production reached a 10-month high, and the 
pick-up in automotive sales make for an optimistic second quarter forecast. 


NEW CAR SALES BOUNCE BACK— somewhat. Production was still 
being cut back in March; simultaneously, sales perked up noticeably. Result: 
output schedules upped, inventories trimmed. But a note of caution is not amiss 

even so, at the current 5'4-million annual sales rate, inventory is not likely 
to disappear very fast, a point Walter Reuther will consider carefully in charting 
his strategy for approaching contract negotiations with the automotive industry. 


ATTENTION FOCUSSES ON THE BUDGET as President Kennedy 
ups total spending plans for fiscal 1962 (beginning July 1) to $84.1-billion. The 
1961 budget should run about $2.2-billion in the red, and the 1962 deficit is 
now calculated at $2.8-billion, as against Eisenhower's indicated $1.5-billion 
surplus. The Kennedy view is that we will not fully recover from this recession 
without further stimulus from the Federal government, deficits notwithstanding. 


UNEMPLOYMENT IS A BIG PROBLEM—BUT there is much 
current comment among economists about reporting methods. The fact that the 
unemployment figure is swelled by including in the total work force all persons 
14 or over, people such as housewives who only occasionally work, a large 
seasonal work force (farming, food, resorts), and the certain percentage which 
is perpetually unemployable is criticized. The President's Council of Economic 
Advisors considers 4% unemployment equal to “full employment.” Deducted 
from February figures, unemployment of 2.8%, seasonally adjusted, results. 





INDUSTRY STATISTICS 


Moathly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





February returns from Supply Sales Trend Reporters regional, or area averages, you must remember that 
show sales down 8‘, compared to Jan-Feb 1960. How- February 1960 had 20 working days, while February 1961 


ever, when comparing your sales figures to the national, had only 19. This would then show total February sales 





U.S. TOTALS 





Feb “61 + 9 Feb 61 Jan-Feb 60 
Compared 1% Compared ( ompared 
Jan 60 Feb 60 Jan-Feb ‘61 


( omptile d by 
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SUPPLY SALES TREND 


FINAL FIGURES FOR Feb 61 Feb "61 Jan-Feb 60 FINAL FIGURES FOR Feb 61 Feb "61 Jan-Feb ‘60 
Compared Compared Compared Compared Compared Compared 
FEBRUARY 1961 Jan 60 Feb *60 Jan-Feb 6l FEBRUARY 1961 Jan 60 Feb "60 Jan-Feb 6] 





New England: Conn, Me, +4 3%  —12% 12%  WestNorth Central: ;,. 


Vass., N.H., R.., Vt. (24) os Kans., Minn., Mo., Neb., + 1% — 2% + 1% 
V.D., S.D. (19) 


Kansas-Western Missouri re 1% + 5% + 5% 


Area 








Bridgeport-Hartford + 4% —12% —12% 


Springfield Area 








ete + 3% = —11%  —18% — South Atiantic: per, p.c. 
Fla., Ga., Md., N.C., S.C.. 1% —12% —10% 


Va., W.Va. (27) 








Metropolitan New York- — §% —11% an ie 


northern New Jersey Area 





East South Central: 4/2. 1%  — 5% 2%, 
Western New York : Buffalo - . oy Ky., Miss., Tenn. (7) 
Rochester-Syracuse- + 4% —20% —| /o 


Binghamton Area 








West South Central: Ark.. + 5% —10% 9% 


La., Okla., Tex. (24) 


Houston Area +15% -_ 1% 5% 


Philadelphia-Trenton- + 1% —20% — 19% 


Wilmington Area 











Pittsburgh- Wheeling- +12% — 18% — 18% 
Yo stown A ‘ ; 
—— — oe Dallas-Fort Worth Area a 2% —14% 8% 


East North Central: ;, 9 _ 999 _ fo : 

Ind., Mich... O., Wise (7 3% 23% 9% Mountain: Ariz., Colo., Id., 2 e 

_ — Mont., Nev., N.M., Ut., +22% —10% 6% 
Wyo. (11) 


Indiana Area 8% —15% — 14% tte 


- Pacific: Cal., Ore. —119 _ 9° ° 
Wisconsin 5% —20% — 18% PF ash. (91) y rs 11% 9% 2% 























Chicago Metropolitan Area No Change _ 19% —_ 18% Los Angeles-San Diego Area _ 14% _ 1% 5% 





Detroit-Toledo Area _ 3% — 28% —25% Oregon Area _ 1% —13% 18% 


Cleveland-Akron-Erie Area + 5% —28% —23% Washington Area —19% —16% 8% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





less than last year, even if daily sales were the same. Com- as in January. Indexes for each product class differs 
pared to January, sales are picking up, according to little from last month. Mechanics Hand Tools shows the 
returns. The Price Index for February is 168.8, the same largest change, 191.1; down 0.7 from January’s 191.8. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


Feb. 1961 Change From 


(1947-49 = 100) ( preliminary) Jan. 196] Feb. 1960 Year Ago 





Abrasive Products : 142.7 od 8 143.2 — 04 
Cutting Tools i ae a aa 
Fans and Blowers a a 825 —O5 
Fasteners i: i : 03.3 | 198.7 + 5.6 











Incandescent Lamps 190.1 190.0 ig 190.0 0 
152.9 + 44 


Industrial Rubber Products : : pe 159.6 159.4 
Lubricants 103.2 103.2 97.4 + 60 


Materials Handling Equipment ti 1193 174.0 ; 171.1 + 139 








Mechanics Hand Tools (Files, saw blades) 191.1 191.8 188.1 
Metalworking Accessories | | 174.5 1745 145 i 
Motors a 135 «113852 

nt is 1321 132. 128.3 
Portable Power Tools = kt ttti(it‘éwa:C:*;*C*d OC 
Power Transmission Equipment = 158 = 1859 ‘180.7 + 28 
Pn a2 


Pumps and Compressors 181.3 181.0 180.6 











Precision Measuring Tools ’ 148.2 : 148.2 : 











186.2 ha 186.2. 1868 





Steel Products ( Pipes, bars, nails, wire rope etc.) 





Valves and Fittings 61.1 ‘161. 1103 








Welding Machines (Equipment, Rods) 154.4 1544 ‘155.0 





TOTAL INDEX (weighted average) 1688 «168.8 166.4 








Source: Bureau of Labor Statistics and Industrial Distribution 
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Personalized Service” 


We’re proud of our company’s development. During our 
71-year history, ARMSTRONG has constantly grown and 
expanded; but we’re especially proud of the fact that we have 
never outgrown the “people” method of doing business. 
Distributors’ problems still receive that big ‘‘extra’”’ which is 
so important (and often neglected today)—the “extra” of 
sincere interest by the people who are responsible for the 
customer’s satisfaction (at ARMSTRONG this includes 
everyone). 

We feel that this personalized service is important to you 
as an industrial distr Sutor. It assures you that you can always 
depend on prompt, careful attention—doubly important when 
your customer needs your immediate assistance. We believe 
that if you are an ARMSTRONG Distributor, you know 
what we mean by “personalized service’’. 

While our new, modern plant is equipped for the most 
up-to-date production methods, we have taken care to pre- 
serve the same spirit of personalized service which existed 
when the above photo was taken of the ARMSTRONG 
personnel in 1897. We keep our machinery and push-buttons 
in the factory—-when you talk to us, you talk to people. 


ARMSTRONG BROS.’ 4 
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“Personalized Service” today... 


- Assures you that your orders will be promptly handled 
in exact accordance with your instructions. 


- Permits you to offer better deliveries on “‘specials’’ 
production is begun immediately upon receipt of “‘special’’ 
orders (personnel are specifically assigned to supervise this 
procedure). 


- Assures you that your requests, suggestions, and problems 
will receive personal attention. 


- Provides your customer top quality tools. Personal concern 
and vy og rem f augment modern inspection facilities to 
assure the highest possible degree of quality control. 


In addition, ARMSTRONG offers the Industrial Distributor: 
One source for more than 5000 tools that are being used daily in 
virtually all manufacturing plants. The complete, industrial, 
quality line of shop tools and hand tools (see new ARMSTRONG 
General Catalog No. 700). 

A line with a profitable margin—that can be retained. 

Field assistance from a staff of capable, well qualified sales 
engineers who specialize in industrial sales through Industrial 
Distributors. 

A continuous program, which through the years has uced man 
new tools tool improvements (most recent: MSTRON 
Ball Joint Swivel Pad for ““C” Clamps; new ‘‘90” Series Ratchets). 
which, in addition to broad trade journal 


n advertising program 
oe tional pieces sp ford created 
ju use; in stribut 
pation; effective : 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





Signs of Recovery 


The mildest recession in recent history has run its course, 
and a new economic upswing is currently in the bud. This 
was the unanimous opinion of our panel of eminent prac- 
titioners of the great art of gauging the business out- 
look who recenlty met with us here at McGraw-Hill to dis- 
cuss economic prospects for the remainder of 1961. 

To skeptics, this optimistic appraisal of business pros- 
pects will seem approximately as credible as a prediction 
that the New York Yankees, 


counting—had lost 13 of 19 contests in preseason grape- 


who—when we stopped 
fruit-league play, will once again occupy the uppermost 
berth in the American League come next fall. Happily, 
calling the turns in business, though an art, is a more 
precise practice than predicting the ultimate outcome of 
Mickey Mantle’s turn at bat in the last half of the ninth 
inning. And, we are firmly convinced that the economy’s 
box-score at yearend will closely resemble our current 
economic forecast. 

The forecasts of our fellow economists tell of record 
business levels for the year as a whole, with each ap- 
proaching 3-month period surpassing its predecessor in 
volume of goods and services produced. 

The 

The most clearly lagging sector of the economy in the 
months ahead be the 
industries. Both the McGraw-Hill checkup last fall and 
that 


spending for capital goods will be lower this year than 


Semi-Flexed Muscles: Durables Again 


will nation’s vital durable-goods 


the recent government survey indicate business 
in 1960. (Our annual spring survey, which will appear 
in the June issue of INpDUsTRIAL DistTriBUTION, will pro- 
vide a clearer picture of the investment trend for the 
final half of 61 and for 62.) 

Furthermore, current economic forecasts predict that 
consumers will spend about $1.5-billion less for durable 


1960. And, although 


their outlays will be rising throughout the year, con- 


goods this year than they did in 
sumers are still not in a mood to purchase large quantities 
of durable goods, according to the latest survey by the 
University of Michigan Survey Research Center. 

The steel industry has successfully edged out of the 
limbo represented by the 50% operating rate, and is 
likely to make further progress in the months ahead. But 
even the most cockeyed optimist is not predicting a truly 
stellar showing by this industry in 1961. Indeed, for 
the year as a whole, mills are not likely to turn out as 


much steel as they did in 1960 (95-million ingot tons in 
61 vs. 


rate will be a meager 63% 


100-million in 60). This means the operating 
well beneath the 97% pre- 
ferred rate. 

Similarly, the U.S. 
million new cars in 1960, now expects to produce only 


Auto deal- 


ers, after clearing the snow away from their showroom 


auto industry, turning out 6.7- 
about 5.2-million new models during 1961. 


windows, say sales were running an estimated 5'4 mil- 


lion annual rate for March. Nevertheless, they expect 
that this year’s sales will total only about 5*4-million new 
foreign and domestic automobiles—about 900,000 fewer 
than they sold in 1960. 

Thus, it seems that any search for methods of boost- 
ing the nation’s lagging economic growth rate might 
profitably begin with an attempt to uncover means of 
stimulating the economy’s durable goods industries. Hope- 
fully, it appears that business and government will direct 


some of their attention to this task. 


The Climate for Tax Reform 


Among economists, there is a growing conviction that 
the soundest means of encouraging a brisker pace of 
business activity would be through reforms of the 
country’s tax structure, providing tax cuts for investors 
and consumers. True, a tax cut for business and con- 


sumers would initially put the Federal government 
further into the red. 

But. it could also mean a rising level of overall busi- 
ness activity. And if Federal spending remains within 
reasonable limits of its present level, balanced budgets 
and lower tax rates can be compatible. Moreover, we 
have in prospect for the immediate future a substantial 
quantity of idle manpower and machinery. These un- 
employed producing facilities will provide a powerful 
hedge against price increases that otherwise could swiftly 
follow on the heels of tax reduction and a Federal budget 
that is even briefly unbalanced. 

Some of the proposals seem at times like something out 
of Alice in Wonderland. But in this age of cryogenics, 
and light 


stranger things are happening. But the country’s present 


Peletier cooling amplification, seemingly 


economic environment is ideally suited for tax reform. 
The Key: 


able goods 


really vigorous and effective selling by dur- 
industries. This means offering a good 
product at an attractive price. It requires what might 
best be described as creative salesmanship—the ability 
to recognize and fulfill the need for a product—new or 


old—wherever it exists. 
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customers 
complaining 
about 
delivery? 


Are you “riding a turtle’’ with your present cutting tool supplier? Become a 

V-R distributor and meet your customers’ needs —- when they need them! With four- 
teen V-R tungsten carbide grades, a special titanium carbide VR-65, exclusive 
V-R Tantung cast alloy and Ceramic VR-97 to offer them, you’ll have the finest, 
most complete line of cutting tool materials available. Whatever your customers’ 
needs — throw-away inserts, full-length inserts, single-point tools, blanks, tool- 
holders or face mill cutters —- you can supply them. Your overhead is trimmed .. . 
ordering, stocking and pricing are simplified . . . because everything is from 

one source. V-R’s aggressive national advertising, direct mail and prompt service 
from friendly, well-informed factory representatives put you far ahead of 
competition. Write for complete information! 


CREATING THE METALS THAT SHAPE THE FUTURE 


WSR ) VASCOLOY-RAMET 


1961 


874 MARKET STREET . WAUKEGAN, ILLINOIS 


CARBIDE — CERAMIC TANTUNG — TOOLHOLDERS — > FACE MILL 
BLANKS, INSERTS — SOLID TOOL BITS, SOLID BASE : : 
INSERTS, TRIANGULAR, LA CUT-OFF BLADES, . i 

met 2 ; 


BRAZED SQUARE, TIPPED TOOLS, 
TOOLS ROUND \ CAST-TO-FORM 





Thanks to the hard work and 
cooperation of industrial distributors... 


we are observing 


OUR 60TH iy 
YEAR Aa 


LEVATOR 
BELTING 


© Tt. 


in the 


INDUSTRIAL RUBBER 
BUSINESS 


DOES YOUR MANUFACTURER HAVE A 
WRITTEN SALES POLICY LIKE THIS ONE? 


pes x /) 1. A LINE of ru bber items sufficiently complete to permit 
if) inde Ih ‘4 2 gmous effectively supplying the requirements of the trade solicited 
‘ if 2. A QUALITY of product uniformly good and capable of de 

livering service results that should reasonably be expected 


3. m PRICE basis inducing and making possible aggressive 
5 a PO N | npetition with reasonable profit return 
4. FREEDOM from competition from his source of supply, 


either direct or in direct, among the trade covered by his 


day-to-day solicitations 
SALES PO | |( 5 5.  meveeny te helps of rea: sonable amounts so that his sales 


1ay be given the advantage of specialized training 
ad a knowledge of the product sold 


i cbill in ofert/ go REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN |, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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DISTRIBUTION USA 
Challenges & Opportunities 


T his is no ordinary issue of INpUsTRIAL DisTriBUTION. It celebrates ID’s 50th birth- 
day, for one thing. It also marks the end of an exciting and productive 50 years when 
most of the history of the industrial distribution industry was acted out. And this 
special issue also signifies a turning point, the beginning of a decisive era when the 
industry will face its greatest challenge and its greatest opportunity. 

INDUSTRIAL DisTRIBUTION (then Mill Supplies) was launched in 1911 to give the infant 
industrial supply industry a medium of communication and to serve as a catalyst for 
progress with new ideas. At that time the established “mill supply dealers,” as they 
called themselves, comprised a tiny fraction of today’s impressive network of dis- 
tributors of all types and sizes. Specialized industrial distributors as we know them 
today were practically non-existent. Distributor-oriented manufacturers were a small 
group of pioneers. 

While both InpustriaAL DistRIpuTION and the industrial supply industry have 
reason to be proud of a half century of accomplishment, it will not be our purpose in 
this special issue to recount successes of the past. Most of the triumphs of that era 
speak for themselves: the industry’s growth to maturity as a vital, indispensable 
element in the burgeoning U.S. economy; the inspiring records of many leading 
companies; the stature of the individuals who are the industry’s pace setters. Instead 
of documenting the past, this anniversary issue is designed to supply answers in a 
more critieal area, “where do we go from here?” 
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DISTRIBUTION USA 
CHALLENGES & OPPORTUNITIES 


Tomorrow's opportunities and challenges comprise the 
theme of “Distribution USA.” 

For appropriate sequence in time, the article has been 
divided into three major parts: 

@ Part One: THe Marcu or DistriBuTion 

e Part Two: CREATIVE DisTRIBUTION 

e Part THree: New Horizons For 1975 


EE wn of these parts overlaps the other. The major 
analysis in “Creative DistriBUTION” could not be pre- 
sented in its proper perspective, however, without refer- 
ence to the past as well as probable future trends. 

Part One, THe Marcu or DistrisuTion, sets the 
historical background of today’s opportunities and chal- 
lenges. It does not detail the minutia of the industry’s 
INDUSTRIAL DisTRIBUTION did this a few 
ago to commemorate the 50th anniversary of the founding 


history. years 
of the Associations. Now we are taking an intensive look 
at the economic forces at work in the industry. What is 
the background of today’s discernible trends? What suc- 
cessful programs of distributors and suppliers should be 
carried forward and expanded? What mistakes need not 
be repeated? 

Part Two, Creative  DistRisuTion, 
identifies and analyzes the major problems of the industry 


explores, 


against these historical trends. Our theme has optimistic 
overtones. But it also poses serious challenges. The indus- 
trial distribution industry can be creative and therefore 
a greater force in our economy if it grasps the big oppor- 
tunities now within its reach. 

To put these challenges and prospects in the right per- 
spective, we have broadened and lifted the scope of our 
“CREATIVE DISTRIBUTION” we 
analyze the performance of the functions involved in the 


editorial coverage. In 
movement of industrial tools, equipment and supplies from 
the end of the manufacturers’ production lines, through 
industrial distributors, all the way to the stores, tool cribs 
and job sites of ultimate industrial consumers. We con- 
cern ouselves with the role played by manufacturers as 
well as that played by distributors in this broad marketing 
task. And, since the procurement function of industrial 
consumers is an important link in this chain of activities, 
the industrial buyer’s function is also covered. 


WA. of INDUSTRIAL DisTRIBUTION have a good van- 
tage point. Since we operate as neither manufacturer nor 
distributor in this complex of distribution, we can 


achieve greater objectivity. We are, however, so closely 
and intimately associated with the workings of the 
industry that we approach its problems with a solid 
background of facts and sympathetic understanding. 
Perhaps we could be most helpful if we assumed the 


role of a critical man from Mars. What would he see 
the industry doing that is progressive? What would he 
see it doing that does not make sense? What road blocks 
have been erected to growth? What outworn traditions 
and old ways of doing business is the industry reluctant 
to abandon? What new ideas and methods is it slow to 
adopt? Compared to other industries, where is industrial 
distribution weak, and where is it strong? What are the 
areas for improvement? 

Adopting as much Martian detachment as we could, 
INDUSTRIAL DiIsTRIBUTION’S editors started almost a year 
ago to assemble data which would lead us to the answers 
to these questions. We interviewed scores of men in key 
positions in the industry: distributors of every type and 
description, large and small; manufacturers of a wide 
variety of products, and purchasing agents of plants in 
every size group. We made dozens of actual calls with dis- 
tributor salesmen. With distributors and manufacturers, 
we pored over sales and financial data, watched experi- 
ments in progress, heard the stories of successes and fail- 
ures. We talked to informed outsiders—consultants, busi- 
ness writers and Government men—whose viewpoints we 
believed would be objective. We also wrote scores of let- 
ters, to which we received full and frank replies. 

The interviews and letter responses ranged broadly 
over practically everything that has ever been said about 
the industry. But through almost all of them ran a 
common note of urgency. The men with a stake in the 
industry’s future—manufacturers and distributors alike— 
are convinced that serious problems exist which must be 
solved if expanding market potentials are to be exploited 
in the decades ahead. 

Our volunteer contributors did not all agree on what 
the basic problems are. One might suggest or emphasize 
one problem, while another singled out a different area for 
From this mass of testimony, INDUSTRIAL 
DIsTRIBUTION 


concern. 
has segregated three areas where the 
industry’s greatest opportunity for improvement lies. 
These are: 

© MARKETING 

@ MANAGEMENT 

© COMMUNICATION 

The possible solutions to problems in these three areas 
are the substance of “CREATIVE DISTRIBUTION.” 


2 n marketing, there is certainly a great need for re-ap- 
praisal. Are distributors really customer-oriented, or are 
they too much influenced by the production-dominated 
thinking of many of their manufacturer-suppliers? How 
can a supplier, or a distributor, insure that he is really 
customer oriented? What examples do we have of com- 
panies that are doing an exceptional marketing job? What 
are the criteria for judging their effectiveness? 

Peter Drucker, the management writer, says the purpose 
of a business is to create customers. Markets are not 
created by external economic forces but by businessmen. 
want have been felt before the 


A customer may 
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businessman offered a means of satisfying it. But, it was 
a theoretical want before. Only when the action of busi- 
nessmen — manufacturers and distributors — makes it 
effective, is there a customer, a market. On the other 
hand, the want may have been unfelt. Indeed, there may 
have been no want at all until business action created it, 
by advertising, by salesmanship or by inventing some- 
thing new. In every case, it is business action that creates 
the customer. 

In turn, it is the customer who determines what the 
business is. For it is the customer, and he alone, who, 
through willingness to pay for a product or a service, 
converts economic resources into wealth. What the busi- 
ness thinks it produces is not of first importance. What 
the customer thinks he is buying, what he considers 
“value,” is decisive. It determines what a business is, 
what it produces, whether it will continue in existence, 
whether it will prosper and grow. 


 @ | n the subject of better management our presentation 
explores practical ways to intensify and broaden the 
application of the best in modern management know-how 
and techniques. This is an industry of small firms, in 
many cases owner-operated, and frequently with the 
founder still the boss. While this arrangement has many 
nostalgic connotations, the industry needs to move on 
from its traditional seat-of-the-pants management. 

The newer proven techniques of management should 
be put to work. This is not “blue sky:” it is dollars and 
cents in the profit column at the end of the year, for better 
management is bound to produce more efficient and less 
costly ways of doing things. Ralph J. Cordiner, chairman 
of General Electric Co., said recently: “Those who have 
been closest to the field believe that an opportunity exists 
in General Electric to increase productivity 50 per cent in 
the next ten years through better management.” If better 
management can boost GE productivity 50 per cent, the 
opportunities must be much greater with many distrib- 
utors and manufacturers in this industry. 

How can the message of better management be carried 
to the people who need it most? There seems to be a 
built in perversity in this task that makes the job doubly 
hard. The ones who need the management know how the 
most are the last to realize their need. The organized part 
of the industry has the associations to help, and by and 
large they have done an outstanding job in the past ten 
years with their “Operation Bootstrap” projects. INpus- 
TRIAL DisTRIBUTION plays a significant role in diffusion 
of knowledge. Each issue carries a wealth of proven 
management ideas that are available to industrial dis- 
tributors for the reading. 

There is, however, one major educational resource in 
this area that has not been utilized—manufacturers. Some 
manufacturers need help themselves but many others, in 
their own operation, have developed management tech- 
niques that would be of great aid to their distributors. 
They have a responsibility for the dissemination of this 
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management know-how. We are not talking about man- 
agement with a capital “M” delivered in a thunderbolt 
from Mt. Olympus, but with solid assistance in such areas 
as sales training, selection of salesmen, stock control, 
market analysis, etc. 


Cc ommunication, the third problem area in the 
industry, is a subject that taxes our best brains under the 
most favorable circumstances. In our industry, the com- 
munication problem is unique, because manufacturers 
and distributors are all indepedent operators. And, in 
most cases, the firms are run by highly individualistic 
men who are bosses in their own kingdoms. You cannot 
just tell people with this kind of independence to do 
something. They resent it. And they will resist it. 

Yet for years both suppliers and distributors have been 
trying to tell each other what to do in a rather peremptory 
manner. Both partners, despite declared intentions to the 
contrary, have all too often embarked on unilaterial 
courses of action without so much as consulting the other 
half of the parnership. 

The last part of “Creative DisTriBUTION” outlines 
ways for making the partnership of distributors and 
suppliers a partnership in fact. We explore a number of 
programs which manufacturers and distributors are using 
to improve their communications and thereby build a 
better foundation for true cooperative action. 

Part Three, New Horizons, paints a broad pic- 
ture of what the industry could become, if it meets today’s 
challenges successfully. We do not need to belabor the 
obvious fact that there is a built-in potential for long- 
range growth. The basic growth of the economy with the 
concomitant increased demand for industrial products 
means opportunities for those who have prepared them- 
selves. There will certainly be changes and shifts in 
products and markets. Distributors and suppliers will 
have to learn to adjust to them if they hope to keep and 
enhance their position in the future markets. 


a n the following pages of this section, we bring to our 


readers an appraisal of the forces that are changing the 
framework within which our industry operates. We give a 
comprehensive roundup of some of the thinking and 
some of the programs of progressive manufacturers and 
distributors. We take a look at what needs to be done, 
what can be done and what is being done. 

Above all, in this “package” we have enough thought 
starters to keep the industry busy for the next decade. 
But what is an idea worth? In the competitive struggle 
ahead, an idea may make the difference between the sur- 
vival or extinction of your business. What is a survival 
idea worth? How much do you value your company? 
Can you afford to neglect an idea? Read on. 


Petite as 
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Fifty years ago this was the West, Cali- 
fornia, and the small building in the 
center was the headquarters of Tay-Pike 
Co., later to become Republic Supply Co. 


THE MARCH OF DISTRIBUTION 


Industrial distribution, a young industry except for a few pioneer firms, has 


grown up with U.S. industrial expansion. 


time role in 


Born of a unique need, the industrial 


supply industry pioneered a new 
concept in marketing, has changed its 
tactics often to stay in the foreground 
of industrial change, and has seen 
its ranks constantly swelled by new 
contenders as new conditions pro- 
duced opportunities for fresh ideas. 
Yet essentially it 


business” 


remained “small 


until recent times, when 
pressures from customers and com- 
petition forced a re-appraisal of the 
marketing techniques in use, as well 
as management methods and com- 
munication, 

The first 
a dozen existing firms lay claim to 
this 
have scoffed at any suggestion that 
Still, 


he may have done a better marketing 


industrial distributor 


distinction—would _ probably 


marketing could be scientific. 


job than many firms today, for he 


was closer to his customers in a 
smaller, less complex environment. 
The first 


would have been quite perplexed if 


manufacturer-supplier 


any one had urged him to figure out 
potentials using Government statis- 
tics. In the first place, there was 
no Business Census in those days. 
Secondly, he was fully confident he 
did not need to study his potential. 


What 


enough in the early days of the in- 


there was of it was obvious 


dustrial revolution. 


True, industrial centers were 


growing fast as steel, steam and the 


recent years has altered its 


flat belt drive started to transform 
But 


outside these centers had to devote 


America. distributor salesmen 
the biggest portion of their time to 


such accounts as retail stores and 
blacksmith feed 


mills and farm equipment dealers. 


shops, the small 
The more fortunate could also call 
on mines and quarries, perhaps some 
riverboats and boatyards and small 
power plants. There were also build- 
ers and contractors, and the ubiqui- 
tous small repair shops. 
Brierly-Lombard & Co., which had 
Worcester, Mass.., 


tile mills since 1847, was one of the 


serviced the tex- 


Its full commitment to a big- 
traditional small-firm outlook 


few pure industrial supply houses in 
business before the Civil War. Near 


what is now the center of Los 
Angeles, in 1849, a watchmaker from 
Switzerland named Charles Ducom- 
mun set up shop to sell “fancy 
goods” and watchmakers’ tools, and, 
as a sideline, weigh up gold for 
Forty-Niners. By 1860 the Ducom- 
mun firm was handling almost 
everything that could be sold to 
shops and consumers in those parts, 
including iron and industrial sup- 
plies. 

In the 1880's, 


of Cleveland, 


in the booming town 


there were only two 





present took notes. 


° ” 
margin may be. 


Indianapolis, April 1913. 





A Pioneering Project 


“Mr. G. W. Luetkemeyer, president of Lockwood-Luetkemeyer- 
Henry Co., Cleveland, has made a thorough scientific analysis 
of the overhead cost problem. He presented figures of a confiden- 
tial nature which were so interesting that many of the members 


“He gave some startling illustrations, showing certain lines 
of goods could not be sold at a profit unless there was a special 
allowance made for the expense in handling, packing, etc. 

“He also indicated he has made a close analysis on the cost 
of handling orders of various sizes, and that certain small 
orders are unprofitable, no matter how great the percentage of 


—from MILL SUPPLIES (now ID) report of executive 


session, National Supply & Machinery Dealers Association, 
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firms specializing in industrial sup- 


plies. But at that time a stream of 


new inventions was beginning to 
pour out of U.S. plants. In the dec- 
ade and a half after 1880: 

* The forming tool was adapted to 
hard metals. 

* Portable power tools were intro- 
duced. 

¢Chain drives gained acceptance 
for conveying. 

¢The gear shaper and gear hob- 
bing machine were invented and de- 
veloped. 

° Speed reducers were perfected. 

*New types of belting were de- 
veloped to complete the conversion 
from rope drives. 

* The first large all-electric-powered 
factory was set in motion (in 1894, 
at the Cotton Co., Co- 
lumbia, S. C.). 


The distribution industry played 


Columbia 


a major role in all these changes. 
had 


“mill supplies” were relied upon for 


Salesmen who specialized in 
advice by users of new products, and 
earned solid reputations as good all- 
Few had bene- 


But they 


knew their customers and products 


around “mill” men. 


fit of factory training. 


backwards; and they covered all the 
possible potential. 
There 


salesmen who were less effective and 


were also “combination” 


sold principally on price. These men 
worked for hardware firms or other 
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houses with sidelines in supplies for 
They 


for being 


industry. could hardly be 


blamed “order takers,” 
which is what their more experienced 
competitors termed them. The “order 
takers” 


other kind of selling, and selling 


had been trained for an- 
mill supplies was a brand new art. 
Many 


though, performed important func- 


so-called order takers, 
tions in the days when delivery de- 
pended on live horsepower and slow 


who 


heard the term “blanket order” 


trains. Salesmen had never 
saw 
to it that their houses kept special 
stocks for certain customers, and had 
orders delivered on a schedule. 


While whole, 


were left alone to do their jobs, man- 


salesmen, on the 


agement kept an eagle eye on buying. 


Generally, management's attitude 


toward inventory was speculative. 
The era was one of dramatic eco- 
nomic ups and downs and “panics.” 
Distributors tried to buy low, sell 
high or short, and where possible 
outsmart the fluctuating price level. 
“Turnover” was the gospel being 
preached by the wonder merchants 
of the day, the new department store 
It was not until the 20’s 


that most supply firms got this mes- 


tycoons. 


sage. 

As for management, in the early 
days it had a beautiful simplicity. 
There were owners and partners, and 
also foremen, superintendents and as- 


Republic Supply Co. grew to consider- 
able size, as evidenced by its new head- 
quarters in Los Angeles. The firm has 
modern branches in three Western states. 


sistants, but owners were a law unto 
themselves and did not delegate au- 
thority. 
for an enterprise, they signed few 


When partners joined up 


worked out 

When a 
partner needed cash for personal use, 
he took it from the till and left a chit. 
This was not dishonest, but the ac- 


papers. They merely 


gentlemen’s. agreements. 


cepted way of business. 

When the “efficiency expert” burst 
upon the industrial scene in the early 
1900's, the distribution industry paid 
little heed as far as its own opera- 
tions were concerned. The job of 
running smaller companies was 
thought to be quite beyond the realm 
of scientific management. 


In the early 1900's, leading dis- 


tributors and suppliers were becom- 
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that a critical 
communication gap existed in the in- 
dustry. It was partially to fill this 
gap that Mill Supplies (now ID) was 
1911. The famous 
“Triple” supply groups, the National 
and Southern Industrial Distributors 
Associations and the American Sup- 
ply & Machinery Manufacturers As- 
sociation, all got their start in the 


ing quite aware 


organized in 


first decade of the new century. 
The members 
stressed another aim besides improv- 


first association 
ing their relations. This was to curb 
the epidemic of price-cutting that 
had plagued the industry throughout 
its formative years, by any legal 
means. It soon developed that the 
means at hand would not be legal, 
as the courts were making it plain 
that the 1890 Sherman Act forbade 
distributors from setting prices with 
a regional agreement. 

The distributor groups then took 
up projects with more promise, and 
tried to solve, internally, what were 
the 
pressing problems: 


regarded as industry’s most 
namely, margins, 
prices and direct selling, in about 
that 


sounded with strong talk against the 


order. Convention rooms _ re- 
“ingrates,” “playboys” and “vicious 
swindlers” who cut prices, and the 
“double-dealing” manufacturers who 
supported them, or, worse still, sold 
direct. 

True, distributors did make prof- 
its. Some 28 members 
averaged a net of 4.37 percent of 
sales in the five years, 1911-1916 
(The range was 1.5 to 7.5, and all 


association 


said they considered anything below 
8 quite unsatisfactory). 


But the older, steadier ways of per- 


sonal selling seemed to be changing 
in the quest for volume. Metal cut- 
ting had 
become big business as a result of in- 
dustry 


and materials handling 


mechanization around assem- 
bly lines. Vast amounts of belting 
were used up, and too much of it was 
turned out by the volume-hungry 
plants. 


What the industry called the “belt- 


ing mess” had knocked the margin 
on big orders down to 2% percent 
in some cases. Hotchkiss & Temple- 
ton, of Waterbury, Conn., told the 
magazine they would not stand for 
this much longer. “From now on,” 
they resolved, “we'll drop. any manu- 
facturer who will not protect us in 
this rat race.” 

E. E. Strong, of Cleveland, struck 
a note of optimism. The high cost 
of direct selling, he predicted, plus 
customers’ confusion over grades and 
prices, would eventually return most 
power transmission products to the 
distribution channel. So far as re- 
placement business was concerned, it 
turned out later he was right. As 
1920, though, three 
quarters of the leather belting sales 


recently as 


were still through other channels 
than distributors. 

Another factor in the market in 
those days was syndicate buying. 
This was mainly Southern in locale, 
but caused some apprehension in all 
As Alvin Smith, the 
Southern Association secretary saw 


textile centers. 


it, the syndicates were really “blinds” 
for buying direct at dealer prices. 
One of them, in Charlotte, N. C., was 
owned by several railroads in addi- 
tion to the textile plants. 

In both marketing and manage- 
ment, however, there were milestones 
in the years from 1900 up to World 
War I. 


relationship was gradually forming 


A stable supplier-distributor 


in some lines and there were a few 
early prototypes of written distrib- 
utor policies. Awakened, perhaps, by 
a warning by Charles Bond, of Phila- 
delphia, that distributors might have 
to establish private brands, many 
suppliers promoted brand and qual- 
ity with new vigor. The industry be- 
gan to get a clearer vision of selec- 
tive selling, which to distributors 
meant marketing a single line within 
each key product group. Suppliers 
talked more convincingly about part- 
nership selling “through, not to” dis- 
tributors. Many held out the hope 
that they would be more selective in 
the future in their choice of outlets. 

Due to the sprouting of new in- 
dustry and new competition, distrib- 
utors’ sales territories shrank. Sales- 


men were doing a better job of 
cultivating their own backyards. At 
one time (1900) salesmen from 
Smith-Courtney Co. in Richmond, 
Va., had ranged as far south as the 
Gulf. By 1916, they had withdrawn 
even from the West Virginia coal 
fields, where local firms now had the 
inside track. 

There was more distributor sales 
training, though only rarely did dis- 
visit their sup- 


tributor salesmen 


pliers’ plants in groups. Factory 
field men did the training, by calling 
with distributors’ men, occasionally 
holding product sessions for small 
groups of them. The much maligned 
leather belting industry had shown 
the way by pioneering factory field 
territories in the early 1900's. 

A few distributors launched their 
own sales training programs—one 
S. Stacy Machine Co., in 
Mass.—but the 
whether salesmen 


was E. 
Springfield, con- 
troversy over 
should be general men or specialists 
was just beginning to be heard. Said 
the magazine, not too prophetically, 
in 1916: the general line distributor 
would never want to become “spe- 
cialized” in a very few lines, as this 
would drive the customers to buying 
from the factories direct. 

In management, tangible mile- 
stones before 1920 largely had to do 
with planning better warehouse op- 
erations. 

The most ambitious management 
improvement project was compara- 
tively short-lived. This was an effort 
by both distributor associations to 
install a full fledged cost accounting 
system in the industry. N. E. Frick, 
of Frick & Lindsay Co., Pittsburgh, 
chairman of the National’s 1913 
cost committee, reported some prog- 
ress in analyzing line-profitability 
for several products, but only about 
much 
interest in the project before war in 


a dozen distributors showed 
Europe turned all distributors’ atten- 
tion to other mattérs. 

Also, the work got sidetracked by 
an attempt to 


accumulate data on 


manufacturers’ marketing costs 
through different channels, a project 
which came to a dead end because 
data. 


no manufacturers had such 
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competition had succeeded. 


times have changed... .” 





“The Bad Old Days’, or How it was In 1927 


“Eleven years ago I was a manufacturer. I employed factory 
salesmen, gave them weekly instruction and sent them out to 
call on distributors and users and tell them about the product. 
I did not tell these factory men what to do to get the most 
out of their distributors. I did not instruct them in the proper 
methods of conducting distributor sales meetings. I did not tell 
them how much more they would accomplish if they would 
always give distributors advance notice of their coming. I did 
not tell them that distributors cooperated best with the manu- 
facturers having cleancut selling policies. . . . 

“Ten years ago I became a distributor. I asked all manufactur- 
ers for larger territories than I could actually properly cover. 
I looked upon my competitors as peculiar individuals whose 
main object was to tear down prices. I thought the greatest 
opportunities existed in selling those products in which the 


“Ten years ago I thought trade associations functioned solely 
for the purpose of the annual conventions. 
“Today I look back on those mistakes, and realize how the 


Russell C. Duncan, Sr., R. C. Duncan Co., Minneapolis, 
president of the National Supply & Machinery Distributors 
{ssociation, writing in MILL SUPPLIES (now ID) in 1938. 








At that time, though, the associa- 
did 


overhead expense reports which have 


tions institute their industry 
been continued to this day. National 
Association members’ cost of doing 
business in 1911, the first report re- 
vealed, 15.2 percent on 
It was 20.33 percent in 1959. 
In the 


major impact on the course the in- 


was sales. 


1920's, two events had a 
dustry would follow. One was the 
rise of specialized supply firms to 
some prominence in the field. The 
other was the famous “floating con- 
vention” of 1927 which climaxed ex- 
tensive behind-the-scenes work to 
repair eroded relationships in the in- 
dustry. 

Actually the specialists had a far 
more sensational growth surge after 
World War II than in the 20’s, but 
the earlier period was when many 
now influential bearing and power 
transmission firms got their start in 
the East and Middle West (this de- 
velopment came later in the West 
and Southwest). Bearings, Inc., of 
Cleveland; Dodge-Newark Supply 
Co., Newark, N. J.; Owen-Richards 


May 1961 


Co.. Ala., Neiman 


Bearings Co., St. Louis, were a few 


Birmingham, 


that appeared on the scene between 
1922 and 1928. 

Some power transmission and in- 
dustrial rubber specialists had been 
in existence many years, of course. 
But most of the old-line “mill sup- 
ply” houses that would have quali- 
fied as product specialists back in 
the 90’s, when power transmission 
was one of the very few engineered 
had 
broadened out, retaining only names 
like Belting & Supply to 
their origin. Thus, in a sense, the 


lines used anywhere, since 


indicate 


new transmission specialists were re- 
incarnations of a former type. 

This was not true, however, of the 
bearing houses, which evolved from 
a new industry, not alone new prod- 
ucts. Before the 1920's, bearing re- 
placement was not big business, and 
most of it was concentrated in cap- 
tive distribution chains belonging to 
The largest of 
these combines was broken up in the 
middle 20's, 
market for replacements had grown 


automotive makers. 


when the industrial 


larger and developed different needs 
from other bearing markets. 

The specialized distributors were 
essentially a response to new condi- 
tions of the post-World-War-I econ- 
omy, which, in its new mass assem- 
bly plants for everything from radios 
to motor vehicles, was changing the 
whole American way of life. Prod- 
ucts needed for these plants were 
more complex, or more precisely en- 
gineered and had to be available in 
large quantities. They included V- 
belts, high speed taps, improved elec- 
tric motors, lighter portable tools, 
new types of fasteners and abrasives. 
Customer companies were getting 
larger through mergers and new con- 
struction, and buying was more for- 
malized and exacting, with salesmen 
required to see numerous persons in 
one plant. 

This meant more potential in the 
big centers and room for more dis- 
tributors. It also meant that sales- 
men trained as product specialists 
could open many doors that others 
could not open. 

Alert general line distributors saw 
this happening, and some responded 
with a new idea that would later 
become known as “key line” selling. 
This meant concentrating on a few 
selected lines. J. H. McGraw, in 
Richmond, Va., by 1926 was pushing 
“specialty” lines with bonuses and 
contests for the salesmen. Its com- 
petitor, Smith-Courtney, was pushing 
ten “Blue Ribbon” lines. Ft. Wayne 
Belting & Supply Co., Ft. Wayne, 
Ind., was also featuring just ten key 
and its . fe 
Whipple, proposed a new idea. Why 


lines, president, 
not, he said, let all distributors in a 
town pick different specialties, and 
then cooperate by joint promotion? 
A start was also made for better 
A few firms 
put in the new card system called 
“perpetual inventory.” Somers, Fitler 
& Todd Co., Pittsburgh, and Ross- 
Willoughby Co., of Columbus, Ohio, 
were pioneers. There was talk of sales 
analysis and potential studies. H. G. 
Elfborg, H. Channon Co., Chicago, 
predicted in 1926 that these develop- 
ments could produce a “distribution 
revolution.” But other matters then 


management controls. 
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held most distributors’ attention: 
namely what to do about the rough- 
and-tumble the 


specialists and the direct sellers, and 


competition from 
how to put selective distribution on 
a firmer footing. 

By 1926, the long campaign for 
“harmony” within the industry was 
Dis- 
tributors and suppliers had met often 


running into heavy weather. 
in conventions in the early days, but 
went to separate meeting 
1925 and 1926. Recrimination and 
table pounding, when they did meet, 
marred the 
marketplace, besides price troubles, 
the broker” 
problem, and the problem of small 


sites in 


constructive action. In 


there was “curbstone 
orders. One supplier testified a third 


of his orders did not average above 


$2 each. A new problem, the creeping 


spread of manufacturers’ stocking 
branches, had also developed since 
the war. 

Self proclaimed experts from out- 
the talked the 
probable demise of “middlemen.” 
They pointed to the growth of chain 


stores and mail order houses as a 


side industry about 


portent for all distribution. 

In this atmosphere a group of wor- 
ried manufacturers—including one 
who had just closed up a dozen 
branches and was understandably 
concerned about direct selling trends 
of other key suppliers—set about to 
Key 


joined them, and the group eventu- 


attempt a cure. distributors 


ally got the hard core of the indus- 
try, plus sitters, 
together for a triple-association meet- 


numerous fence 
ing aboard the Great Lakes steamer 
Noronic. No one could get off at least 
until the ship reached Mackinac. 
From this developed an ambitious 
the “Joint 


to carry out research on mar- 


scheme, 
Plan” 


kets and potentials, publicize the in- 


Merchandising 


dustry to customers and suppliers, 


and concentrate all legal tactics of 
persuasion to get undecided com- 
panies to embrace selective distribu- 
tion. Also, distributors were urged 


to patronize exclusively suppliers 


who adhered to such a policy. This 
latter portion of the program did 
pay off, thanks largely to behind-the- 
scenes committee work, and the late 
20’s saw a substantial number of sup- 
plier companies adopt the written 
policy sealing their commitment to 
distributors. 

The late Ralph M. Gattshall of Re- 
public Rubber, was the sparkplug of 
this 
group of major industrial buyers and 
found that nearly half of them had 
little 
utor. 


project. He had surveyed a 


use for the industrial distrib- 
It was time, he told the indus- 
try to “face the facts and get our 
house in order.” 

The Gattshall group did valuable 
research on markets, but its larger 
advertising plans bogged down when 
depression hit the industry and all 
business slashed its overhead. 

Depression in the 30’s cured many 
ills, with First, it 
killed off distributors 


and some large ones with a quick, 


brutal surgery. 


many small 
clean blow. But, for a while at least, 
(under 
NRA); it strengthened the industry’s 
associations to work up codes for 


NRA, 


favored position in such markets as 


it stopped price-cutting 


and it put distributors in a 
there were, because hardly any manu- 
facturer could afford to sell direct. 


Also it 


really learned to manage, and sales- 


developed managers who 
men who learned how to sell. 

A distributor in the Northeast re- 
calls 
firms in his town, only one survived 
1931. This 
ceivership, but NRA fixed prices and 


how it was. Of three supply 


through went into re- 
the company was so handled that at 
the end of eight years, when receiver- 
ship ended, it had paid off every 
creditor 100 cents on the dollar, plus 
6 percent interest, and made a profit 
every year of the eight. 
“During the late 20's,” this dis- 
tributor observed, “we had the same 
cutthroat competition which prevails 
right now, and it continued to get 
progressively worse until they dis- 
Washington that 


people do not make money they do 


covered in when 
not pay taxes. Thus, because no one 
was making any money, they decided 
to make it illegal not to do so.” 


There was naturally an intense in- 
terest in the cost of doing business 
during the 30’s, at least until the de- 
fense program of 1939 got rolling. 
One stimulant had been the need to 
set the codes for NRA, and in 1934 
distributors again made a serious at- 
tempt to get facts on product profit- 
ability on a national scale. But before 
much could be accomplished, there 
came preparedness for war, and then, 
suddenly, Pearl Harbor. 

The war gave an enormous lift to 
but strained the 
facilities and capital. Salesmen who 


sales, industry's 
missed military service worked long, 


hard hours chasing down scarce 
items for their customers, and fight- 
ing endless stacks of paperwork. 
There was little practice in the art of 
marketing or selling during this, the 
greatest seller’s market of all time. 
The situation also strained relations 
with suppliers and with many cus- 
tomers who never really learned to 
live without good service in the days 
when war psychology was _ pre- 
dominant. 


Accordingly, by V-J Day, the in- 


Data processing in the 18th century con- 


sisted of entries written in a fine copper- » 


plate hand in an account or ledger book. 


Machine accounting is the 20th century's 


answer to business’ need for speed, and w 


is exemplified by this electronic printer. 
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dustry was full of plans for mending 
fences, and going all-out for new po- 
tential in what many guessed would 
be a time of rugged competition. A 
record Triple Convention was held in 
1946 for 1,300 distributors and manu- 
facturers. Attendance would jump to 
2,000 two years later, and to 2,500 in 
the 1950's. New factory schools 
were started and big promotions 
launched. Suppliers’ men stepped up 
their field activities. Distributors em- 
barked on training programs of their 
own, some using the new G.I. Bill, 
and added new lines, new personnel 
and new facilities. 

Distributors also took up inven- 
tory control and sales analysis on a 
wide front for the first time in the 


industry. In 1946, perpetual inven- 
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tory systems were exceptional even 
among large distributors. Today it is 
the exceptional firm that does not 
have one. 

INDUSTRIAL DiIsTRIBUTION, which 
had helped spearhead the move for 
better stock control and more sales 
planning in its articles, dropped its 
old name, Mill Supplies, in 1948 in 
favor of the present one. Shortly be- 
fore, the two distributor associations, 
known previously as “Supply & Ma- 
chinery Distributors Associations,” 
had become just plain “Industrial 
Distributors.” 

Then came the three-year postwar 
boom, and shortly after it had ended 
in a mild recession, the Korean 
crisis. The climate since Korea has 
been different. The industry has 


never known a period of such expan- 
sion. At the same time symptoms of 
deep-rooted problems have appeared, 
the most obvious of which has been 
declining profits. 

Together and unilaterally many 
alert companies within the past five 
years have instituted major innova- 
tions in marketing. Leading distrib- 
utors have also lately cracked a bar- 
rier to better management and more 
efficient operations by subscribing 
to such ideas as scientific cost con- 
trol and automated paperwork, to 
name just two of many recent man- 
agement developments. 

The significance of such develop- 
ments and what is being done to fur- 
ther them is outlined in the follow- 


ing pages. 
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An essential part of creative distribution 
is management training and development. 


The Harvard courses are steps in this » 


direction; broader penetration is needed. 


REATIVE DISTRIBUTION 


The customer is king again, and the distribution industry faces both 


a challenge and an opportunity. Improvement in marketing, management 


and communication could open doors to a vastly more rewarding future 


All evidence indicates that the indus- 
trial supply industry is in a tough 
competitive market and that the cus- 
tomer is king again for the first time 
since the Great Depression. 

Rapidly changing technology, geo- 
graphic shifts and increasing profes- 
sionalism throughout industry impose 
a heightened challenge to the forces 
of innovation. 

The the 
market have clouded the visions of 
the potential of the 60’s (though the 
still and are 
putting the industry to the kind of 


merciless pressures of 


potential is there) 


MARKETING 


There are three areas where market- 
ing can be substantially improved in 
the industrial distribution industry. 
1. More ORIENTATION 
IS NEEDED. Creative marketing can 


CUSTOMER 


only take place when all activities of 
the firm are oriented to the customer. 
It is the customer, not the marketer, 
or seller, who determines what prod- 
ucts and _ services he wants and how 
much he will pay for them. This is 
called the “marketing concept”. 
2. THE INDUSTRY NEEDS 
KNOWLEDGE OF POTENTIALS. 


MORE 
This 
analysis has been neglected, and an 
enormous amount of effort is being 
wasted on the wrong activity. Too 
clear 
idea of how much buyers need, and 


many managements have no 


test that for many companies can 
mean the end of growth or just the 
beginning. 

This buyer’s market is more than 
a temporary ferment. Deep-rooted 
changes in demand and buying habits 
have put the industrial distribution 
industry on notice that opportunity 
lies ahead only for companies that 
can adapt to change. 

Can the industrial distribution in- 
dustry meet these challenges through 
creative programs? 

There are three major areas for 
improvement: 


how and where they buy supplies. 

3. PRicING METHODS NEED A RE- 
EXAMINATION. Pricing in many seg- 
ments of the industry is inconsistent 
and confused. Some of the pricing 


systems used are out of date. 
1. Customer Orientation 
Both 


have neglected to appraise their cus- 


distributors and _ suppliers 
tomers’ real needs. 


Some distributors have demon- 
strated even less awareness of what 
customers need than their suppliers. 

For example, ID’s research turned 


had 


interviewers to 


up only one distributor who 


hired professional 
survey customers and potential cus- 
tomers to determine what they wanted 


The 


were asked how well 


from distributors. customers 


their service 


*® MARKETING 
*® MANAGEMENT 


* COMMUNICATION 


ID’s 


dicates that some progress is being 


industry-wide research in- 
made by alert and progressive manu- 
facturers and distributors in all three 
areas. The experience of these firms 
is recounted on the following pages. 

Research also indicates that many 
other companies are moving much 
more slowly than the urgency of the 
times would warrant. 


and product requirements were being 
met by distributors who called on 
them. The survey paid off hand- 
somely. The distributor who under- 
wrote it took on several new lines 
where product requirements were not 
being met; he dropped others, and 
he modified his service procedure to 
tie in more closely with procurement 
trends among his customers. 

Pace setting supply firms, on the 
other hand, are rapidly providing 
innovations such as service and as- 
sembly operations; “rolling clinics” 
and other customer-education aids, 
service 


“ 


and “stockless purchasing” 
plans for buyers who want distrib- 
utors to be their stock bins. 

The service shop, while not new as 
a distribution function in some fields, 


has lately appeared in many varied 
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forms. There are gage repair shops, 
tool 
sembly shops for a variety of prod- 


power repair depots and as- 
ucts such as die sets, racking and 
components for hydraulics. Some are 
sizeable operations. Mars Inc., Du- 
luth, Minn., has belt repair facilities 
that 
miles of belting for mines and other 


have vulcanized hundreds of 
users of conveyors in its territory. 
Machinists’ Tool and Supply Co., 
Los Angeles, has invested $250,000 
in a die shop in response to cus- 
tomers’ demands for it. 

The new customer-education aids 
take the 
special displays and mobile exhibits 


form of technical clinics, 
for in-plant demonstrations. 

Abrasive Machine and Supply Co., 
Newark, N. J., for instance, has or- 
ganized a “continuous clinic” in a 
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special room. This, at intervals, fea- 
tures live displays of barrel tumbling, 
belt sanding, multiple-spindle machin- 
ery and automation setups for the 
smaller plant. The company promotes 
a problem-solving program under 
which a customer writes up a specific 
problem on a special form. The prob- 
lem is solved in the clinic room by 
demonstration and the form is filled 
out with specifications of components 
that the customer will need. 

In Hartford, Conn., Silliter-Holden 
has equipped a half-ton van as a 
mobile display of fluid power cir- 
cuitry. This is taken on scheduled 
calls at plants where plant employees, 
in groups, receive instruction. 

Like the service shops, the clinics 
and display vans have resulted from 
alert distributors’ appraisal of new 





yan 


customer needs. The shops have made 
it possible for customers to farm out 
The 


urgent need for increasing the level 


maintenance. clinics meet the 

of know-how among customers. 
Stockless 

underlines the subtleties of market 


purchasing, especially, 
orientation. 

The idea developed from a need 
that hardly had 


recognized. This was the fact that 


any distributors 
MRO procurement costs had suddenly 
assumed a new importance. For years 
the buying of supplies, per dollar of 
purchased materials, had involved a 
disproportionate share of overhead in 
purchasing. Then, pressure from the 
profit squeeze alerted management to 
this condition. Buyers thought more 
of the possibility of 
paperwork, lower inventories. 


streamlined 
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They began adopting blanket orders 
to achieve these goals as well as lever 
price concessions. Some buyers went 
than most in stressing 


much further g 
79 


logistics costs, instead of “price, 
costs, and one of them, Frank Taylor 
of Dow 
Division, installed the plan called 
“Stockless Purchasing” (see “Stock- 
less Purchasing at Plaquemine,” ID, 
October 1960.). 


Chemical Co.’s Louisiana 


Under stockless purchasing, buyers 


in effect become “materials man- 


agers,” interested not in price, but in 
all the hidden costs of getting goods 
through distribution and procurement 
to the points of use. They want dis- 
tributors and distributor salesmen to 
perform at least three functions that 
few supply firms have provided as a 
standard service in the past: 
1. Assume the biggest share of the 
plant inventory function and 
deliver shipments by a pre-ar- 
ranged plan. 
Advise on plant buying pro- 
cedures to save costs, including 


work the 


prope order points. 


with Stores to. set 
Help organize and carry out a 
the 


paperwork and expediting chores. 


system to reduce buying 

Distributor salesmen are expected 
to be information links on product 
development and performance, and 
role. “I 
look 


, one 


generally to upgrade thei: 


want distributor salesmen to 
after us as if they worked for us” 
“They 


like account executives for contracts.” 


buyer said. should function 

Stockless purchasing in the smaller 
plants is less formal, but the buyers’ 
aims are much the same. For example, 
contracts” often en- 


“unwritten are 


gineered by salesmen who have seen 
the need for helping customers do a 
more efficient job of buying. In some 
cases distribution salesmen have 
shown small plant managers how to 
cut their working capital in half. 
Though 


blanket order, some 


wary of the ordinary 


distributors are 
taking the initiative to spread the 


stockless purchasing idea. One dis- 


tributor, for example, has drawn up a 
sample contract purchase form and is 
telling buyers how to save on procure- 
ment costs by scheduling his orders. 
He can point to savings such as these: 
a plant that is saving $200,000 a year 
on the cost-to-buy and cost-to-stock 
by reason of contracts with distrib- 
utors; another plant that reduced the 
clerical steps in buying from 12,000 
steps to 3,644 in a six-month period 
thanks to 
2,700 line items, in 9 product groups 
total 


contracts (This covered 


with a invoice value of 
$120,000). 

To integrate with their customers’ 
procurement, distributors will have to 
sell much more than price. Creative 
marketing on a new and higher level 
is demanded. 

Suppliers, for their part, have gen- 
erally been criticized for too much 


But 


evidence the attitude is changing. 


product orientation. there is 


Among the signs of change are: 
5 5 o 


*More stress on fully serving needs 
of carefully defined groups of cus- 
tomers as opposed to selling to any- 
one who will buy. 

*Stress on interchangeability of 
parts so that buyers (or distributors) 
can assemble components according 
to the principle of building blocks. 
*More promotion, with distributors, 
of the customer plant survey of prod- 
uct use. 

Recently a components manufac- 
turer spent a large sum on a fully 
documented manual which put his 
distributors in a market they had 
never penetrated. With the manual 
as a guide, distributors can assemble 
units of equipment for a specific in- 
dustry that needs an assembly service 
along with the products it buys. No 
had this 
The manual shows distrib- 


one provided assembly 
service. 
utors how to farm out fabrication 
and how to cost completed jobs. 

An automation components manu- 
facturer has started merchandising 
the benefits of interchangeable bases 
for a standard part, instead of various 
assembled units. This idea can the- 
oretically reduce distributors’ inven- 
tory by half. 

These are prime examples of the 


market-oriented attitude. 


The industry needs to orient its service to 


Market research has been neglected. More 


2. Potentials 


While customers’ buying habits, can- — 
not be measured by a finite yard- 
stick, 


supplies can certainly be estimated 


their usage of materials and 


with reasonable accuracy through 


potential studies. Suppliers as a 


group have usable potential estimates 


for broad areas. So far few sup- 


pliers or distributors have pinned 


down usage by specific industries. 
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Without more knowledge of po- 
tentials of SIC 4-digit industries* 
and customers, the art of sales plan- 


ning in the industry cannot advance 


*SIC (Standard industrial  classifica- 
tion) is the government’s system for clas- 
sifying industries by end use product, 
such as food, paper, etc. Major classes are 
the two-digit groups (SIC 20, food and 
kindred products, for example). Three 
and four digits are for finer breakdowns 
(SIC 2052, cracker baking, for example). 
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what customers demand. Left, shop for belt repair (Mars Inc.). Right, mobile educational display 


very far beyond its present state. 
Cost analysis techniques for better 
direction of the salesmen cannot be 
put to use effectively unless coordi- 
nated with potential studies. 

Alert distributors are anxious to 
have more data on potentials. 

One medium-size supplier said re- 
cently: “A distributor in California 


told us we were the first of his key- 
line manufacturers to take the trouble 
to pinpoint dollar SIC potentials in 


of fluid power (Silliter-Holden). 





work is needed to dig out facts on product potentials. Few distributors have surveyed customers to find out what services they want. 


his area. No one else had given him 
anything but blue-sky goals.” 

The raw material this supplier uses 
for his potential estimate includes 
analysis of sales by SIC which are 
contributed every quarter by 14 co- 
operating distributors. 

“These distributor figures are ex- 
tremely helpful”, the supplier says. 
“But we have to face it: most dis- 
tributors are not equipped for this. 
Even those with punched card sys- 
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tems don’t break down sales beyond 


broad product groups, and some 
would never give us figures if they 
had them. Out of 292 distributors, 
we can only do this with 14.” 

Among distributors, the pioneering 
work on potentials has been done, 
but only a scattering of firms have 
much experience with potentials 
studies. 

“Bridge factors” are the major 
The bridge factor is the 


broad 


measure of an industry’s activity— 


obstacle. 
relationship between some 
as number of employees—and the 
actual dollar usage of a particular 
product in the typical plant (see 
“You Can Determine Your Market 
Potential,” ID, November 1957). It 
is relatively easy to find the number 
of plants and number of employees 
in an area for every SIC. It is more 
difficult to locate the “typical” plant, 
and not always easy to estimate its 
usage. 

This stumbling block would seem 
less formidable if more suppliers de- 
veloped bridge factors for distribu- 
tors’ use. A number of leading manu- 
this; but the 
director one 


facturers have done 


market research for 
large distributor reports that only 
four or five of his suppliers have 
bridges he considers satisfactory. 
This is certainly an area of oppor- 
tunity for suppliers. Most manufac- 
turers have considerable data on types 


of plants that use their products. 


Their should be 


capable of sizing up the product 


factory salesmen 
usage in selected sample plants. And 
the larger at least, 
are capable of underwriting full-dress 


manufacturers, 


market surveys. 

Where research is costly for a 
single firm, it might team up with 
other members of its vertical industry 
association for a share-the-cost po- 
tentials study. 

In the next few years, distributors 
will be making much more progress 
with potential studies. But distribu- 
tors’ margins are primarily intended 
to reimburse them for a sales job, not 


a marketing research job. If sup- 
pliers really want to find out where 
their customers are and what they 
buy, more of them will have to take 
the lead in working up bridge factors. 


3. Pricing 


Effective pricing policy is a major 
marketing responsibility. Prices are 
the ultimate measure of whether an 
industry is customer-oriented or not. 
If price is not adjusted to services 
rendered, the buyer will, in the end, 
force the prices down, or not buy. 
If he is satisfied with value, prices 
will remain fairly stable, other con- 
ditions being equal. This cause and 
effect over-simplified 
as it sounds, is probably more valid 


relationship, 


in the industrial supply industry than 
elsewhere. Not many other industries 
so closely approach the classic com- 
petitive state. 

Does this basic theory of price- 
resistance explain what is happen- 
ing to prices in the market for in- 
dustrial supplies? 

A majority of managements would 
probably say that it does not, that 
over-supply, recession, distributors’ 
and suppliers’ volume hunger, and 
customers’ eagerness to take advan- 
tage of a buyer’s market are the 
compelling causes of price-cutting. 

But are these essentially symptoms, 
or are they fundamental causes? 

A vocal minority — comprised 
mainly of distributors — maintains 
that the customer-orientation troubles 
are at the root of the unrest. Here 
are the points they stress: 

* Prices seek their level and adjust to 
realities of the market place. Price 
weakness in the industry, to be sure, 
is partly due to over-supply and herd 
psychology. But these effects are by 
their nature transitory. Actually, post- 
war price troubles in the critical lines 
developed before cyclical recessions 
made the problem acute. 

*Extreme price weakness is not 
present in all lines nor is it used as a 
“sales tool” with all customers. Hard- 
est hit have been standardized prod- 
ucts with repetitive production-use 
the heaviest 


characteristics, and 


rounds of price-cutting have involved 
the big accounts. 

* There is much evidence that large- 
volume customers think they are 
being overcharged. They are insist- 
ing on and getting lower prices. More 
than a few distributors evidently 
agree with this position, since they 
are prompt to grant the price con- 
cessions. Suppliers too have joined 
the parade, since rebates to distrib- 
utors have very often figured in big- 
order situations. 

* Customers’ complaints are not en- 
tirely centered on the price level 
per se. They are also interested in 
pricing systems. They want to know 
whether or not the economies of 
large-scale purchases are reflected in 
the price. 

* Big customers know the distribution 
industry plays the averages, with 
profits on some customers offsetting 
losses on others. They are not in- 
terested in distributors’ average cost 
of doing business. They want assur- 
rance they are not being used to 
subsidize distributors’ more costly 
services to small accounts. 

Proponents of these views deny 
they are sabotaging resale prices. 
They say they realize that the present 
system of having manufacturers 
establish suggested resale prices was 
instigated by distributors themselves 
50 years ago to clean up chaotic con- 
ditions in the industry. To discard it 
now would only invite another round 
of troubles. 

This does not mean, however, that 
they are not questioning the methods 
used by suppliers in establishing sug- 
gested resale prices. 

Larry C. Lewis, the Charles C. 
Lewis Co., Springfield, Mass., told a 
recent industry meeting: “Some dis- 
tributors are getting restless. They 
find it strange that manufacturers 
should tell them what their services 
are worth and how much they should 
ask their customers to pay for them. 
The establishment of a resale price 
with a built-in distributor discount 
means the manufacturer is in effect 
pricing the 
This makes about as much sense as 


distributors’ services. 


having a distributor tell a manufac- 
turer what profit he should make on 
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is Price Selling Getting Out of Date? 


Re-awakened interest in the hidden costs of materials manage- 
ment in plants is making progressive buyers more and more 
suspicious of the cut price seller. 

“Price,” said one such buyer categorically, “has been elimin- 
ated completely as a factor in our MRO procurement. Selling 
price differentials mean practically nothing alongside the hidden 
costs of duplicated stocks, excessive stores and all the functions 
of moving and planning materials. If we can get a qualified 
distributor to handle 
functions for us, on a contract, the price seller has no chance 


This buying executive is convinced that the materials man- 
agement concept (which leads to contract buying plans like 
“stockless purchasing”) will eventually spread through many 
Then price will be seen in its true perspective. 


these material management 








the manufacture of his products.” 

Lewis denied he was advocating 
unilateral action by distributors in 
setting prices. But he urged them to 
get busy with techniques (i.e., cost 
the 
value that we add to products”, then 
put the facts on the table with each 


accounting) to establish “real 


of their manufacturers individually. 
In a few isolated cases, distributors 
have attacked the problem frontally 
and set up pricing schedules of their 
own. One distributor has established 
what he terms a “service level” pric- 
ing system. This incorporates quan- 
tity pricing with a range of specific 
charges or price reductions based on 
the 
desires. If frequent small deliveries 


level of service each customer 
are required, these are charged for. 

Another distributor has tried the 
same approach in greater depth. He 
persuaded a customer to furnish him 
with figures on the number of pur- 
chase orders and lines of billing, plus 
dollar value, of all purchases in one 
product grouping for a year. He will 
calculate net profit, using customer 
profitability accounting, then plans to 
offer price differentials both attrac- 
tive to the customer and sufficient to 
insure a good return on his expense 
of doing business with the customer’s 
plant. 

One distributor has launched a 
six-month pricing analysis project 
using operations research techniques. 
He has assigned a team to collect data 
on all elements of sales costs plus the 
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probability of gaining or losing sales 
at different price levels. The data 
will be mathematically projected by 
the formula technique to arrive at 
optimum price differentials. 

Manufacturers, on their part, are 
also re-examining the factual basis 
for the margins provided for dis- 
tributors in their pricing schedules. 
Only a few, however, have done the 
arduous research that is necessary to 
develop facts on the distributors’ costs 
of handling their products. 

The experience of a leading Mid- 
Western manufacturer epitomizes the 
problems and responsibilities faced 
by suppliers who seek to relate their 
margins to distributors’ costs. This 
manufacturer is currently conducting 
an extensive analysis of distributors’ 
costs of handling his line. 

From this research, he said, “We 
hope to offer margins on our products 
that will be closely enough tuned to 
distributor operations so that they 
will be able to make a fair return on 
our products. 

“For instance, we feel that possibly 
on some of the small quantities they 
might need a 100 percent margin, 
whereas on some of the large quan- 
tities maybe 5 percent to 10 percent 
would be sufficient. 

“As it is today, we try to provide a 
25 percent margin regardless of the 
quantity, with the result that the dis- 
tributor is not making enough on 
small orders and is giving it away on 
medium to large size orders. 


“We feel very strongly that the dis- 
tributor margins have to be very 
much in tune with the value of dis- 
tribution.” 

Interestingly enough, when the 
manufacturer checked with his con- 
troller to get the facts on his own 
company’s distribution costs (by 
product and by distributor) between 
his shipping dock and the distrib- 
utor’s warehouse, he found that no 
analysis of such costs had been made. 
On checking with a number of other 
large suppliers, he found that none of 
them knew their own costs of dis- 
tribution. 


Summary 


The industry needs to have all of 
its activities more closely tied to cus- 
tomers’ needs. It is too production- 
oriented. Distributors should find 
out more about how customers’ needs 
have changed. Alert distributors are 
featuring more service operations and 
are giving customers more special 
product-education help. Some supply 
firms now promote the “stockless pur- 
chasing” plan. 

Progressive buyers want distrib- 
utors to integrate more functions 
with procurement. Increasing profes- 
sionalism in purchasing means the 
distributor salesmen’s role must be 
upgraded. 

The work toward establishment of 
useable potentials cannot advance 
much further without progress in 
techniques of calculating bridge 
factors. Teamwork by suppliers and 
distributors could improve reliability 
of potential estimates for all classes 
of industry that distributors serve. 

Pressure on pricing comes from 
buyers who believe quantity pricing 
should reflect true cost differentials. 
Some distributors have revised their 


pricing in response to this. Pricing 
methods will prevail only so far as 
they reflect the market place realities. 
Where changes are needed, a thor- 
ough cost analysis is the logical place 


to begin. This could be undertaken 


jointly by the distributor and 


supplier. 
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MANAGEMENT 


for 
pushing out the frontiers of creative 
the 


The second major opportunity 


distribution lies in area of 
management. 

The management of a business is 
what gives it life and direction. All 
businesses have bosses; not all busi- 
nesses have effective managements. 

In the 
strides have been made in the profes- 


Many 


management techniques unknown two 


past 25 years fantastic 


sionalization of management. 


decades ago are now contributing to a 
major degree in management deci- 
sion making. 

“For 15 
“our industry has been pushing its 
the 


consumer in the form of price in- 


years,’ a supplier said, 


increased costs onto industrial 


Now we have reached a 


creases. 
limit. The consumer is refusing to 
pay higher prices to support us in 
the manner to which we have grown 
accustomed. If we want to avoid sub- 
stantial sales loses, we will have to 
find a way to cut our costs through 
more efhcient operation.” 

As a business it better managed, it 
becomes more efficient and less costly. 
Only better management will take the 
squeeze out of the profit squeeze. 

in the competitive days ahead, no 
industrial buyer wants to be caught 
in the position of holding an umbrella 
over inefficiencies on the part of dis- 
tributors or suppliers. 

An impressive start has been made 
to improve distributors’ efficiency. 
¢ Distribution cost accounting attracts 
a widening circle of participants. Al- 
most 400 supply firms are engaged in 
full or partial analysis of net profit by 
lines or customers. 
¢ Management organization is being 
studied in firms as a 
follow-up to the industry’s first 
“management audit,’ a NIDA-SIDA 
project out by consultant 
George D. Wilkinson in 1957. 


«Automatic data processing, 


closely many 


carried 


known 
to few distributors a decade ago, is 


now commonplace in larger firms. 


¢Three distributor 
courses have been held at the Harvard 
School 
scheduled at Clarkson College of 
Technology at Potsdam, N. Y. 


* Five colleges now have courses lead- 


management 


Business and another is 


ing to industrial distribution careers. 
* Training of salesmen is sales tech- 
niques has been started by a number 
of distributors following a NIDA- 
SIDA program of sales managers’ 
seminars run by Porter Henry. 

* Scientific 
was introduced this spring by NIDA- 
SIDA. the economic 
order quantity held by Dr. 
Wilkinson. 


Progressive 


inventory management 

Seminars on 
were 

managements know 

there is no way to short-cut essential 

management functions. These func- 

tions are: 

* Setting Objectives & Planning. 

¢ Organizing to Achieve Objectives. 

* Developing Controls & Performance 
Standards. 

* Recruiting & Training People. 

¢ Improving Communication. 
(Communication is such a unique 

problem in the industry that this 

article treats it under separate head- 


ing, Page 102). 


Setting Objectives 


Setting objectives and formulating 
plans to reach them is management’s 
first job. 

1. Who are the customers and how 
can they be served? 

2. What kind of business does the 
company want to be? 

These two basic quesitons must be 
answered by management before any 
kind of planning can produce worth- 
while results. 

A common complaint against dis- 
tributors is that the management of 
most firms not only lacks long range 
plans, it seems to have no clear policy 
for operations. Tom M. Nelms, Wes- 
sendorff, Nelms & Co., 


Texas, told a recent meeting: “Dis- 


Houston, 


tributors are chasing rainbows for 
that extra order.” He said most dis- 
tributors had no definite idea whom 
they should be selling to, or what they 


should be selling. Furthermore, pric- 


Tool for better management: W. M. Patti- 
son Supply Co.’s Ramac automates paper- 
work, provides all basic data for control. 


ing policy was inconsistent, and there 
seemed to be no plan for covering a 
trading area. 

Strategy, not tactics, is the weak 
point. At least five major strategy 
problems are now critical on the dis- 
tributor side of the industry. These 
are: 

. “Profit patterns.” 

. Profit expansion goals. 


Specialization. 


l 
2 
3. Capital planning. 
| 
5 


. Company survival planning. 


1. The profit pattern of a supply 
firm is its success formula, the niche 
in the market the company is best 
equipped to fill. For one firm, this is 
specializing in certain customers or 
certain products. For another, it is 
service of a special kind, as, for 
example, volume operation on a low- 
cost, low-profit basis. A clear concept 
of this pattern is certainly essential 
to all planning. As Nelms pointed 
out, few firms appear to have this con- 
cept. Their behavior is erratic in their 
selection of their lines and markets. 

2. Profit expansion goals should be 
set beyond the vague objective of 
working to get more profit by the 
month. Some supply firm manage- 
ments do hot have profit goals at all, 
but only volume goals. Is more sales 
“profit 
volume?” If so, where will the profit 
What markets 
If volume of 


volume needed or more 
volume come from? 
and what products? 
present products is not the key, which 
should be replaced, and which pro- 
moted more? If physical expansion 
is essential, how and when will it take 
place? What is the cost picture of 
the company as it moves from one 
size bracket to the next, and what are 
break-even points beyond that? The 
future certainly cannot be predicted. 
But cause-and-effect relationships can 
be charted, and proven ways exist to 
make useable projections. 

3. Capital planning is especially 
critical for many firms. Some dis- 
tributors have reached a growth stage 
where public ownership through issu- 
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ance of stock is necessary. For some, 
perhaps, merger is the feasible solu- 
tion. “Going public” may in turn re- 
quire more expansion than was 
planned on, such as acquisition of 
Foreseeing this, 
“We 
But 
increased 


for the 


new technology in the years ahead 


another company. 


some distributors have said: 
want to stay the size we are.” 
even such a goal takes 
working capital. Inventory 
will cost more to acquire. 

4. Specialization to a greater extent 
will be required of most firms in 
future years. The industry’s product 
range is getting very broad. Only the 
largest supply firms can stock the 


“general line” for a specific trading 


area, except where industry,is lightly 


settled. Most other companies, except 
for product specialists, are moving 
with the trend to “key line” selling 
or plan to head in that direction. 
Thus, most non-specialist firms face 
difficult choices that require forward 
market planning. Which lines shall 
be “key” lines, and why? Which lines 
are second choices? Should the firm 
start to organize departments, and if 
so, should it hire specialist salesmen? 
What is to be done about the 
ondary” lines, whose profit contribu- 


*"sec- 
tion might be sorely missed? 


5. Company survival planning has 
often been neglected. The majority 
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of supply firms owe success to one or 
two strong men. Many such men have 
been unable to develop qualified 
successors. Also, tax planning and in- 
surance planning should be re-ap- 
praised in many firms where the 
capital gains base is extremely low. 


Suppliers, for their part, also face 
the dual question: What are the mar- 
kets, and what kind of business can 
best serve them? Many supplier com- 
panies in recent years have put more 
stress on planning, as evidenced in 
clearer distribution policies and more 
coherent patterns in their marketing 
activity. For example, a number of 
firms have tightened up their distrib- 
ution network, dropped non-produc- 
tive outlets and concentrated more 
activity around their key distributors. 
A few have drastically reduced the 
number of distributors; others have 
added new distributors while cutting 
off conflicting channels such as direct- 
selling agents. There is more stress 
on quality of distribution rather than 
a quick sales volume. 

On the other hand, many other 
manufacturers— some with widely 
accepted products that have good 
potential for distributors—still ap- 
parently have not decided on the kind 
of businesses they want to be. They 
tend to saturate some markets with 


excessive numbers of distributors, 
and skim over other markets without 
adequate distribution. They 
sign up firms that are far from quali- 
fied to represent them. Often they 
mix their distribution channels; play- 


may 


ing the field for quick results, and 
failing that, experimenting with all 
types of outlets. 

Many of these firms are new and 
lack experience. Others are estab- 
lished companies whose distributor 
products had been only a minor part 
of their total businesses until recently. 
Now that replacement business has 
become a major interest—due, per- 
haps, to shrinkage in the o0.e.m. 
potential—these firms have not had 
time to plan their distribution. 

A wide array of choices faces the 
supplier when he plans his market 
actions. First, he must pick the 
channel and decide how he will reach 
it; next, fit the right products to each 
type of selling. Finally, he must 
answer questions such as these: 

* What type distributor, specialists, 
general line or other, will best fit the 
product now? What type five years 
from now? 

* What type of selling by distributors 
should the manufacturer promote— 
engineered-selling with a specialist 
(the supplier will probably have to 
train him), or selling for broader 
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coverage using several general men? 
* What type of promotion will either 
type of selling call for? How much 
will this cost, and can it be reconciled 
with the goals that have been set for 
coverage and potential? 

* What can be done to hold a prod- 
uct’s key-line status with distributors, 
or upgrade it in the future? 

* Which firms are the key distributors 
and which appear to be potentially 
the key distributors of the future? 

* What market shifts might change 
the ranking? 

* What 


building up the weak distributors, or 


action should be stressed 


making strong supply firms stronger? 
“This industry,” said one supplier, 
“needs more 


conceptual thinking. 


Management must learn how to 
evaluate the trends and ;set objectives. 
Suppliers who do not do this will be 


far behind the parade in five years.” 


Organizing 


Organization is the second major 


management function. A business 


must have organization or its per- 


sonnel cannot function as a team. 
Without definite responsibilities and 
an equitable division of the work, 
even the smaller firm has little chance 
One of the 


greatest dangers from a lack of or- 


to operate efhiciently. 
ganization, where there is no proper 
delegation of authority, is that man- 
tied 


major 


will get down in detail 


agers 
wor k 


will be neglected. 


and management jobs 

Management is 
overworked; and yet the work does 
not get done. 

The industrial distribution industry 
has become increasingly aware of its 
organizational problems in the past 
few years. A number of leading com- 
panies—distributors and suppliers 


have discarded the traditional type 
organization in which a manager con- 
trols, or attempts to control, a wide 


1 hey 


functional organizations in which re- 


span of activities. now have 


lated activities are grouped and a 


“middle management” is developed to 


control them. Usually one manager 
has no more than six or seven men 
reporting to him. 

Most distributors had shown little 
concern over organization until the 
Wilkinson Report of 1957. Dr. Wil- 
kinson, after surveying 32 representa- 
tive supply firms, pointed out that 
most of the companies had outgrown 
their managements and badly needed 
re-alignment. Too many managers, he 
said, had far too much to do. He 
urged them to delegate their routine 
work to others. 

To many owner-managers of 
this 
logical, but attempts to put it into 


supply firms, advice seemed 
practice in some firms have come up 
against a formidable resistance. Life- 
time habits are not easily discarded. 
The fact is that many distributors like 
to open all their mail themselves and 
look after some small customers in 
person, even when this means less 
time for bigger jobs and larger cus- 
tomers. 

An outside pressure that has given 
the move to better organization a 
needed boost has been the specializa- 
tion trend. In the process of convert- 
ing from general-line to key-line or 
semi-specialized operation, many dis- 
tributors have been forced to re-ap- 
praise their organizational needs. The 
jobs of specialist salesmen, prod- 
uct managers and others have to be 
defined. 

One important innovation has re- 
sulted from this changeover. This is 
the the 


manager, now being successfully ap- 


concept of merchandising 


plied by a dozen or more pace-setting 
For 


one 


firms. every major product 


group, manager controls five 
functions: buying, stock control, pro- 


He is 


also made responsible for net profit 


motion, inside sales and sales. 


of his products. 

Co., Dallas, 
Texas, which has five merchandising 
the 
major part of each manager’s com- 


Engineering Supply 


(sales) managers, has_ based 
pensation on the dollar profit volume 
of his lines after cost of sales, selling 
expenses and overhead. 

The realization of what better or- 
ganization can achieve in cost control 


should stimulate more companies to 
reform their organizations in the next 
few years. Functional organization 
may provide them with their first real 
insight into details of cost weaknesses 
in operations. It also tests the capa- 
bilities of key men to perform. 

Furthermore, functional re-group- 
ing may stimulated a long-delayed 
resolve to set sales goals and operate 
under budgets. Wilkinson, in 1957, 
found that only one of the supply 
firms he visited was using an expense 
budget. 

As for suppliers’ organization prob- 
lems, these, two, have become more 
acute under recent pressures. 

The need to specialize in merchan- 
dising products has caused some sup- 
their 
marketing teams. One outgrowth of 


plier firms to functionalize 
this trend has been the “product 
manager, responsible for seeing that 
production and design are market- 
oriented. 

further 
specialize the selling function. They 


Suppliers will doubtless 


gain major benefits from having 


factory salesmen who call only on 
industrial distributors, and do not 
divide their time between the different 


Not all 


course, sell sufficient volume through 


market channels. firms, of 
distributors to warrant specialized 
selling of this kind. But many firms 
with diversified products have seen 
the distributor products share of their 
businesses increase substantially in 
recent years. Such companies may be 
overdue for re-alignment. 

One 


products field has increased its dis- 


company in an engineering 
tributor sales from 10 percent of its 
total volume a decade ago to 30 per- 
cent of the total. 
force is not specialized; the salesmen 


This firm’s sales 


sell some lines direct and other 
products through distributors. The 
distributor sales manager has a train- 
ing problem. “Ten years ago,” he 
said, “the salesmen hardly saw dis- 
tributors. Their major interest was 
the o.e.m. and heavy capital equip- 
ment. Then export competition and 
the o.e.m. decline in industries like 
aircraft made replacement sales look 
more attractive. It has not been easy 


to convert good direct-selling sales- 
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three buyers). 
What is the distributor like? 


ment, etc. 


How to run a sales meeting. 





Supplier Sales Training: New Dimensions 
The following is a partial outline of Worthington Corp.’s week 
long training course being held at Clarkson College for its 
factory salesmen and sales trainees, for the purpose of better 
understanding of industrial distributors: 
© What is marketing? Selection of channels. 
¢ What purchasing agents expect from distributors (panel of 


Where and how do distributors operate? 

Trends in industrial distribution and problems. 

What distributor needs from the supplier and his salesman. 

Yardsticks to measure profitability of lines, return on invest- 

(panel of three distributors). 

Inventory planning, management and control. 

Interpretation and effective use of market potential studies. 

Analyzing effectiveness of present and available distributors 
to determine ability to serve market 


Sales training as a tool for motivation: training techniques. 


Role playing and work sessions. 








men into distributor-minded salesmen 

especially when they are selling dis- 
tributor products less than half the 
time.” 

This distributor sales manager gets 
an allocation for a distributor factory 
school and for promotion. He and an 
assistant spend considerable time in 
the field with salesmen and distrib- 
utors. But he has no direct authority 
over what the salesmen do. 

Another firm, with a 
similar growth trend in distributor 


supplier 
product sales, has re-oriented its 
entire organization. When a decision 
was made four years ago to 
strengthen distributor selling because 
the o.e.m. was slipping, a marketing 
manager was put in charge. He con- 
verted what had been a confusing 
patchwork of headquarters jobs 
(“The chart of the outfit looked like 
a New York subway map,” he later 
said) into a unit fully oriented to 
distributors. Clear lines of communi- 
cation extend from marketing head- 
quarters, through regional managers 
Six 
market research, product 


and salesmen to distributors. 
functions 
service, merchandising, advertising, 
sales service and application engi- 
neering—were organized and staffed 


with experienced professionals. An 
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elaborate marketing program was 
mapped out to relate these functions 
to distributors. Field salesmen were 
given special training and detailed 
job descriptions of their obligations 


to distributors. 


Developing Controls 


The third major management area 


is developing controls and standards 


by which management can evaluate 
the operations of the business. 

will 
revolutionize industrial distributors’ 


Two major developments 
concepts of their business in the next 
decade: distribution cost accounting 
and operations research. 

Distribution cost accounting has 
already been accepted as a major 
management tool by a_ substantial 
number of distributors. Operations 
research has been installed as stand- 
ard procedure by two large supply 
firms and others are experimenting 
with it. 

Other important developments in 
control are the spread of automatic 
data processing—which greatly facili- 
tates both DCA and OR techniques 
as well as automating many office 
operations—and greater use of work 


measurement standards in the ware- 
house and the office. 

The reason cost accounting made 
an impact is that it introduced a new 
way of looking at the objectives of 
the business. Previously, in sales by 
lines and customers, the emphasis was 
on volume and gross margins. DCA 
has shifted the stress to net profit by 
the lines and customers, and the 
volume, not of sales, but of net profits. 
It has also opened up a new vista for 
controlling costs by getting at the 
roots of cost generation. 

The implications of this changed 
outlook were not fully grasped at 
first by some managements using cost 
accounting. Many saw it solely as 
a way to separate the profit-lines from 
others, with the intent of dropping 
all the losing lines. This did not take 
into account two factors: 1. replace- 
ment of the discontinued lines’ con- 
tribution to the company’s fixed over- 
head, or 2. possibilities for correcting 
cost deficiencies in the handling of 
the “losers.” 

Some managements are carrying 
cost analysis much further than they 
did at first. They see it as a positive 
device for generating sales and 
profits. Their approach is not the 
negative one of merely dropping lines 
and customers. Rather, they stress 
promotion of a company’s profit-mak- 
ing opportunities through waste elimi- 
nation, first, and cultivation of po- 
tential, next. 

DCA will show, in dollars and cents 
projections, where salesmen on low- 
profit calls have dissipated thousands 
of dollars of net profit through a year. 
Conversely, when tied in with an 
analysis of potentials, a good cost 
analysis program will pinpoint many 
thousands of dollars more in unex- 
ploited profits that the company 
would gain if salesmen’s efforts could 
be re-directed. 

Re-direction might require shift- 
ing a salesman from a round of calls 
on loss customers—or reducing the 
frequency of such calls—and having 
him use the time instead to call twice 
as ofteri on a different group of cus- 
tomers. It may mean only directing 
salesmen to a deeper penetration of 
the accounts on which the company 
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now loses money every year. 

Some suppliers have been critical 
of DCA as a distracting influence that 
absorbs distributors in paperwork. 
It is true that some distributors have 
misused DCA. But 


ought to visualize that DCA affords 


suppliers also 


the opportunity to put lines with 
profit weakness on a sounder basis 
for distribution through distributors. 
Cost accounting, for one thing, re- 
moves the argument for higher mar- 
gins as the sole determinant of profit. 
It shows up deficiencies in the 
handling of a line by both supplier 
and distributor. 

Suppliers who fear that DCA will 
reveal their lines as losers need to 
their sights. If a 
chronic profit-eater with a supplier’s 
key distributors, it 


found out. If changes in the way the 


raise line is a 


is bound to be 


line is sold and handled fail to make 
it profitable, the supplier has no al- 
ternative but a different channel. 

DCA was largely pioneered, in fact, 
Norton Co., 


through ID and the two major dis- 


by manufacturers. 


tributor associations, introduced its 
“Norton Plan” 


analysis in 1957. Gates Rubber Co.’s 


for line profitability 


customer profitability program was 
publicized two years later, soon after 
the distributor assocations had re- 
their 


Statement 


leased “Simplified Operating 
Cost Analysis” (SOSCA) 
The “McGann Method,” 
a cost analysis plan worked out by 
McGann for 


che Steel Service Center Institute, has 


program. 


consultant Thomas J. 
also been found useful by distributors. 

Operations research is a logical 
follow up for a cost accounting pro- 
gram as it fills the gaps in projec- 
DCA. It deals with 
factors that have hitherto been called 


tions based on 


“unknowns;” probability of buying 
habits, reactions to a change in prod- 
uct mix, the likelihood of 
falling in a pattern. Also, OR by its 


nature encompasses the entire busi- 


orders 


ness and thus its use has practically 
no limit. It charts by mathematical 


formulas the inter-action of all pos- 


sible events as they bear upon de- 
cisions, 

The OR technique has proved to 
be highly effective as a guide for 
management decision in both manu- 
facturing and distribution. One dis- 
tributor employs OR to determine 
optimum stock levels, based on cost 
of buy-outs and the probability of 


large orders. Another firm is doing 


this and also working on an OR pric- 


ing problem. 

About 100 distributors belonging 
to NIDA and SIDA recently attended 
a series of two-day study sessions on 
modern and 


control. Conducted by George Wil- 


purchasing inventory 
kinson, these stressed derivation of 
order 
The 


ming method employed is basically 


the economic quantity by 


mathematics. linear program- 
no different from techniques for solv- 
ing OR problems. 

The 


formula are far 


implications of the EOQ 
reaching. This 
method, in effect, refutes traditional 
theory that a company should strive 
for maximum inventory turnover on 
all products. Instead it derives a 
different order point for every line. 
It also refutes the theory that past 
sales patterns alone should determing 
order points. 

Office and warehouse operations 
have traditionally been neglected by 
distributors. Management assumed 
that office order flow was too erratic 
to be measured and controlled, and 
that variation in materials defied at- 
tempts to streamline operations in the 
warehouse. Lately automatic data 
processing has changed some man- 
agements’ views of paperwork; those 
with well adjusted ADP equipment 
get more office work accomplished 
with less people. In the warehouse, 
pallets and conveyors are now com- 
monplace with large distributors. 

The great need now is not more 
new equipment, but more attention to 
the job of organizing and controlling 
work. Some distributors have wasted 
time and money on expensive sys- 
tems due to failure to install the 
simplest types of management con- 
with adequate 
work measurement techniques are 


trols. Distributors 


few and far between. In the few com- 


New interest in organization so managers 


Projects to upgrade distributor management 


panies where work standards have 


been used, the comparision of 
“standards hours” worked with actual 
hours have revealed efficiency losses 
of 40 percent or higher. Better super- 
vision and performance goals have 
corrected most of these deficiencies 
where they were found. 

Suppliers, for their part, have for 
years employed cost accounting in 
manufacturing. Interestingly enough, 
less than half a dozen—if that many 
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have applied it to their marketing 


operations. “Within five years,” Wil- 
liam K. 


president, predicted at a recent meet- 


Downey, Skil Corp. vice 


ing, “we will see most leading sup- 
pliers using distribution cost account- 
ing to pinpoint profit by their lines 
and by distributors.” 

Another large supplier, one the 
very few using DCA for analysis of 
distribution channels, said: “We are 
going to see tremendous interest in 
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DCA by suppliers, and it will shake 
some people out of their complacency. 
It will underline the big gap in 
efficiency which is developing between 
the wide awake distributors and the 
others.” 

With or without DCA, some sup- 
pliers have recently made important 
strides toward better cost control in 
management and order 
processing. Gates Rubber Co., for 
example, has launched a program to 


inventory 


will have time to manage was stimulated by the growth of companies past small-firm stage (George Wilkinson, consultant, right). 


methods stressed cost accounting, sates training (Left, McGann “Facts” session; center, Norton Plan outline; right, Porter Henry session). 


reduce its regional branch warehouse 
costs by a third without reducing 
service to distributors. This resulted 
from a nationwide analysis of the 
order filling pattern for distributors’ 
orders on the branches. The survey 
showed that factory branches were 
for the most part stocking the wrong 
products (fast movers instead of slow 
movers) and were piling up excessive 
operating costs by “buying out” in all 
directions from each other. 
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If costly 


one well-managed organization, there 


deficiencies can exist in 
must be vast opportunities for im- 
provement in the marketing opera- 


tions of suppliers as a whole. 


Recruiting & Training 


The fourth important management 
function is recruiting and training 
people. 

College 


management 


distributor 
filled a 


training gap in the industry, but only 


courses for 
have critical 
a limited number of companies have 
been able to benefit from such courses 
up to now. 

New developments in training of 
distributors’ salesmen have had wider 
impact. The industry as a whole has 
been developing a re-awakened in- 
terest in sales training in the past few 
years, Also, a few progressive com- 
panies now realize that sales training 
in the industry must have entirely new 
dimensions added to it. 

For distributors’ salesmen, one new 
dimension is training in professional 
salesmanship. Also, product applica- 
tion training needs a new, advanced 
dimension to meet modern purchas- 
ing’s demands. 

For suppliers’ salesmen, the new 
dimension is training in distribution 
management. This is badly needed 
so that factory men will better under- 
stand what motivates distributors. 
Distributor salesmen until recently 
and then only in a scattering of 
had rarely been exposed 

but 


What is more, this product training is 


companies 

to anything product training. 
in many cases far from adequate. The 
diet that 


receiving falls far short 


training most distributor 
salesmen are 
of fitting them for the roles today’s 
buyers want the salesmen to assume. 
One of these roles is that of advisor 
on the management of procurement. 
Another role is that of application 
expert capable of fitting products into 
systems in a variety of operations. 


The recent Porter Henry training 


program for distributor sales man- 
agers was an attempt to fill the train- 


left 


techniques. It 


ing gap open by neglect of 


the 
methods that sales managers can use 


sales stressed 
to teach their men to deal with buyers 
on a higher level. Among the training 
aids employed are case studies, role 
playing and discussion groups. One 
firm using the Henry method, for 
example, has worked up a library of 
cases and sales problems, and is also 
adding a short business course on dis- 
tribution costs and key-line selling. 

In addition, two suppliers, Dayton 
Industrial Products Co. and Norton 
Co., have added training in sales 
techniques to their distributor sales 
training programs. 

Dayton has built a full-scale pro- 
gram around sales planning and the 
motivation of distributor salesmen. 
Like the Porter Henry series, it is 
directed at teaching distributor sales 
managers to teach their men. 

Norton Co., at a recent regional 
West 


tributors’ men, turned over a large 


school for several Coast dis- 
part of the agenda to case discussion 
on techniques of salesmanship. 

The Anti-Friction Bearing Distrib- 
utors Association is promoting prod- 
uct training using tape recorders and 
tapes supplied by manufacturers. The 
idea is to build a “talking catalog” 
for the entire bearing distribution 
industry. 

For some time, leading suppliers 
have been strengthening their sales- 
men’s roles as teachers to distributor 
This 


stressed more widely through the in- 


salesmen. function is being 
dustry. The really new dimension in 
suppliers’ salesmen’s training, though, 
is promotion of the field salesman to 
the role of advisor to distributors. 
This means teaching factory salesmen 
to comprehend such areas of concern 
as economic order quantities and dis- 
tribution cost accounting—a formid- 
able undertaking but a project some 
suppliers feel is urgent, if their men 
are to be effective with their key dis- 
tributors. Pioneering in this area is 
so recent that results cannot be 
judged. 

Next month, for example, Worth- 
ington Corp., a supplier-manufac- 


turer, will launch a new training pro- 
sales 
This 


will be a five-day seminar for the 


gram for its salesmen and 


trainees at Clarkson College. 


express purpose of giving the men a 


better understanding of industrial 
distributors and their operations. It 
will be taught by college faculty 
members and guests lecturers includ- 
ing three industrial distributors and 
three industrial purchasing agents. 
Walter F. Crowder, editor-publisher 
of ID, the 


banquet. Course subjects will include 


will address closing 
functions of the distributor, the dis- 
tributor’s problems, how distributors 
are organized, and training and mo- 
tivation of distributor salesmen. 
Other examples of progressive com- 
panies’ efforts to make factory sales- 
men distributor-oriented: 
¢One manufacturer has upgraded his 
sales force until 80 percent are now 
college graduates with mechanicai 
engineering degrees. One half of the 
job description for the salesmen (it 
covers 149 specific duty areas in all) 
is devoted to “developing” distrib- 
utors and advising them on problems 
other than those directly concerned 
with selling more of the supplier's 
products. The problems range from 
stock control to training the distrib- 
utors’ salesmen in _ salesmanship 
techniques. 
¢ Another manufacturer devotes one- 
eighth of the training hours in his 
basic course for new factory salesmen 
to a study of the relationship of line- 
item-value to the industrial distrib- 
utor’s cost picture. 
* Another 
“three dimensional” training for its 


supplier has __ instituted 


men. This means upgrading them in 


products, merchandising and distrib- 


ution management. 

There is one major resource for 
distributor management improvement 
that has not been utilized. This is the 
management experience of the better 
managed manufacturers. So far, man- 
agement help to distributors has been 
an area most suppliers have been 
reluctant to explore. Some mention 
the expense of such activity. Others 
fear distributors would rebuff their 
efforts as a sinister form of inter- 


ference. 
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The Pressure for Better Management 


“Industrial distributors arc sleeping giants, but they do not know 
it. Their industry is full of talent and is adequately staffed. They 
are not, however, moving fast enough to keep abreast of changes 
in an era of world-wide competition. If professional manage- 
ment could make an impact on the industry, we would see sen- 


sational improvement.” 


manufacturer of perishable tools. 


“There is no limit to industrial distributors’ potential if we 
can change, for good, our corner-hardware-store mentality. But 
we need a real crash program. Too many of us are in the 
‘twilight zone’ between small business and the larger operation 


purchasing 





that requires much more capital. 

services we have not even contemplated. 

equipped to give them what they want.” 
distributor in $4 to $5 million 


“I wish the distribution industry could see it’s opportunity. 
If distributors would only integrate their distribution function 
with their customers’ procurement function 
a whole new dimension for their industry.” 


Some of our customers want 
We had better be 


volume range. 


they would create 


agent, large fluid process plant. 








There is evidence that the com- 
munication barrier holding up this 
activity is beginning to break down. 
Half a dozen suppliers are already 
involved in programs that contribute 
to the management know-how of dis- 
tributors. 

* The Norton and Gates cost account- 
ing programs gave a tremendous lift 
to distribution cost accounting. 

* Sales training programs that stress 
teaching of salesmanship techniques 
are being carried out by Dayton 
Industrial Products Co., Norton Co. 
and some others. 

*One firm, SKF Industries, supplies 
management and legal counsel to dis- 


Heads of 


SKF functions do the counselling. 


tributors who ask for it. 


* Several suppliers are promoting use- 
ful programs designed to help dis- 
tributors solve inventory problems 
and reduce procurement costs. Gates 
Rubber Co.’s program for coordinat- 
ing distributor and factory branch 
stocks is one example. 

*A number of firms have launched 
distributors in 


assist 


programs to 


screening and interviewing candi- 
dates for sales jobs. One company 
research 


underwrote an _ extensive 


project to compile an interviewing 


May 1961 


manual for distributors. It also estab- 
lished the basis for a testing program. 
Allis-Chalmers 


Mfg. Co. held a full-dress manage- 


Five weeks ago 
ment training course for a group of 
industrial distributor executives rep- 
resenting several key supply firms. 
The first such course was held last 
February, for A-C’s “service-shop 
type” distributors. The courses cover 
top management problems, with the 
stress on Harvard Business School 
cases, cost accounting and manage- 
ment succession. 


Summary 


To sum up, management improve- 
ment is urgently needed in a number 
of important areas: 

* Distributors need to improve the 
management planning function. Many 
do not seem to know where they are 
headed, or what market niche they 
want to fill. Many suppliers also have 
neglected planning: they lack clear 
cut market goals and do not follow 
consistent patterns in their use of 
market channels. 

* Organizational weakness is a serious 
defect among distributors. It is in- 


herited from days when companies 
were smaller and one man control 
was adequate. The specialization 
trend is forcing many firms to 
re-align responsibilities by functions. 
Many suppliers need to re-appraise 
their marketing organizations: some 
of them serve too many markets with- 
out the benefit of specialized pro- 
fessionals. 

* Cost accounting has opened up new 
vistas for distributors to improve 
control of operations. Its major use, 
however, is in building profitable 
sales. Formalized operations research 
will be the next step for pace-setting 
firms. Economic order quantity 
formulas are upsetting the age-old 
theory of the maximum turnover of 
inventory. Automatic data processing 
and the use of work standards are 
changing the concept of how an office 


should be 


These new techniques and others are 


and a warehouse run. 
still untried, however, by countless 
supply firms that badly need more 
adequate controls. 

* As for suppliers, a recent survey of 
factory branch warehouse operation 
indicates that 
exist in the way some manufacturers’ 


serious deficiencies 
marketing operations are controlled. 
* Suppliers’ management experience 
is one resource that could help dis- 
tributors upgrade their management. 
So far this opportunity has hardly 
been exploited, though two large 
firms made substantial contributions 
when they promoted cost accounting. 
Another company has organized a 
distributor management training 
course. 

Management in the industrial dis- 
tribution industry has only recently 
been widely recognized as a creative 
function. Leading companies have 
been incorporating advanced manage- 
ment techniques at a rapid rate. These 
firms are far ahead of the majority of 
companies. In the past, many com- 
panies that let their management 
problems drift could get by with this 
neglect because rapid sales growth in 
a semi-sellers’ market tended to 
obscure the profit leaks from inefh- 


cient operations. In today’s market, 
buyers have refused to pay the high 
costs of inefficiencies in distribution. 
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COMMUNICATION 


The communication problem in the 
industrial supply industry is unique 
for several reasons: 

¢The distributor and the manufac- 
turer are independent business firms, 
and no relationship exists between 
them similar to that between satellite- 
type distributors and manufacturers. 
The industrial distributor is not de- 
pendent on the manufacturer in the 
same way that an automobile dealer 
looks to his manufacturing source. 

* All 


more than one key line, and some 


industrial distributors carry 
have several hundred lines in all. The 
manufacturer competes for the dis- 
time with 
of both similar and 
The 
turer can pick and choose distrib- 
“tell” 
They are 


tributor’s selling other 
manufacturers 
dissimilar products. manufac- 
Manufacturers 
to 


motivated by self interest and mutual 


utors. cannot 


distributors what do. 
interest must be established. 
to 


companies than supply firms, some 


¢ Manufacturers tend be larger 


infinitely larger. In the larger com- 
pany, which must organize to hold 
together, it is difficult for manage- 
ment to realize why a smaller com- 
pany can get by for years with what 
looks like hardly any organization. A 
professional manager, responsible to 
stockholders, finds it hard to under- 
stand the viewpoint of the small-firm 
owner who reports to no one. 

¢ While the common marketing aims 
of distributors and suppliers have 
been blended successfully in many 
cases, one block to understanding has 
been difficult to overcome. This is the 
fact that volume, for a manufacturer, 
produces profit on his manufacturing, 
while distributors are less concerned 
with volume since they obtain their 
profit from a service. 

*This seeming divergence of objec- 
tives gets more serious as distributors 
learn more about the facts of profit 
generation. Distributors have always 
been profit-conscious in the sense of 


yearly profits on the business. Now 


many of them are much more con- 
scious of the profit on each line and 
customer. 

* Distributors know they can produce 
more profit for manufacturers by 
giving their margins away in lower 
prices to consumers. This accom- 
plishes the objective of more sales; 
but in most cases the distributor pays 
for the sale out of his discount while 
the manufacturer tends to get his full 
price. Thus, “more sales” may not 
exist as a common objective. 

* Another misunderstanding relates to 
margins. The manufacturer for years 
has assumed that distributors were 
mainly interested in higher margins. 
But the better managed supply firms 
today are not concerned exclusively 
with the gross profit on a line. They 
consider the average value of a line 
of billing and the paperwork and 
handling costs as equally important. 
that 
numerous 


These distributors know cost 


analysis has shown up 
high margin lines as losers on the 
net profit scale. 


How 


blocks be overcome? 


can these communication 

The problem is not easy to resolve 
as communication between humans is 
a subtle process that has many built- 
in obstacles. 

An individual attempts communi- 
cation with another individual by 
putting his message in a form, or 
code, that he hopes his listener will be 
able to receive. The code may be 
comprised not only of the talker’s 
speech, but also his actions, gestures 
and expressions. These the listener 
must interpret; but the speaker can 
encode, and the listener decode, only 
in terms of the experience that each 
has had. Furthermore, the speaker 
is competing with a host of irrelevant 
thoughts and emotions in the mind 
of the listener which the listener him- 
self may hardly be aware of. There is 
good reason to wonder whether the 
message will be interpreted without 
distortion—whether the picture in the 
listener’s head will bear any resem- 


Basic 


utor 


communication between  distrib- 
and manufacturer executives is 
facilitated by meetings. But who carries 
the word all the salesmen? 


down to 
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blance to the picture that the speaker 
hopes to convey. 

The fundamental problem of com- 
munication, then, is not in telling, but 
in listening. Communication fails 
when the listener has exercised the 
the option of turning off his receiv- 
ing facility. He may have done this 
because he could not understand the 
message, or because he felt no mutu- 
ality of interest with the speaker. 
to be effective, 

It must be a 
mutual exchange of thoughts between 


Communication, 
needs communion. 











members of a group of equals bound 
together by common interests and 
beliefs. Equality must always be 
implicit, for if a suggestion of a dic- 
tatorial or manipulative purpose is 
conveyed, the listener will probably 
“tune out.” 


This, of 


ethical principle that men should not 


course, reverts to the 
view other men as means to ends but 
as ends in themselves. 

Thus, much of the misunderstanding 
due to a distributor’s feeling of in- 
dependence will disappear if he is 





convinced the supplier does not re- 
gard him as being on his payroll. 
Most distributors are proud of their 
key lines and say they want to be the 
“sales arm” for their best suppliers. 
By this they mean they want the 
manufacturer’s support, not his dicta- 
tion. 

The misunderstanding due to differ- 
ences in size would also be alleviated 
if each partner made a greater effort 
to appreciate how the other operates, 
and why his business is constituted 
as it is. Suppliers must convince dis- 
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tributors they do not regard them ali 


as corner hardware stores (no matter 
what themselves 
may say about their industry). Con- 


some distributors 
versely, distributors need to realize 
that all suppliers do not look down 


Most 


manufacturers have as many prob 


on them from Mt. Olympus. 
lems as distributors, or more. Some 
suppliers could learn from their dis- 
tributors about how to sell and 
manage more effectively. 

The fact that suppliers want sales 


volume need not clash with profit 
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P 
objectives of distributors. But sup- 
pliers and distributors must re-ap- 
praise their aims. If the supplier’s 
aim is long-range sales growth, he 
must have a strong distributor, and 
no distributor lacking an adequate 
net profit pattern can be strong. If 
the distributor’s aim is holding and 
attracting key suppliers, he must keep 
covered, within 


territories reason. 


Sometimes he will have to forego 


immediate profits for a long-range 
profit goal. 

The misunderstanding over mar- 
gins could be partially removed if 
suppliers gained a fuller understand- 
ing of the elements of distribution 
costs. Suppliers must also stop assum- 
ing that all distributors are unprofes- 
sional and lack an understanding of 
that 


suppliers rank as most desirable are 


their costs. Distributor firms 
fast becoming better managed com- 
panies. 

Activity to improve communication 
in the industry has been stepped up 
recently in many areas: 
¢More distributor advisory councils 
have been launched by manufacturers, 
and those in operation for some years 
While 


costly to suppliers, many small manu- 


are becoming more effective. 
facturers have overcome this obstacle 
by organizing panels of distributors 
whose opinions on policy matters are 
Advisory councils 
They 


open 


queried by mail. 


have been’ valuable. have 


brought out into the many 
basic problems of the distributor and 
supplier that were impeding apprecia- 
tion of each other’s progress. 
executives 


¢ Manufacturers’ are 


travelling further and seeing more 
distributors. Also, more regional and 
district managers are on the job. 
The purpose is to alleviate the dis- 
tributors’ complaint: “We never see 
anyone but the salesman, who lacks 
real authority to act.” 
¢ Written 


widely 


distributor policies are 


and have 
Still, a 


number of suppliers have no written 


more used many 


been strengthened. large 


policies. Many existing policies have 


yet to be updated in the light of cur- 
rent problems: for example, the 
dividing line, if any, between re- 
placement sales and o.e.m. transac- 
tions. 

Some suppliers’ policies are so 
vague they are harly understood at 
all by their distributors. A power 
transmission supplier surveyed ten 
of his 


competing line after checking care- 


distributors who carried a 
fully on how the competitor inter- 
preted his policy himself. He asked 
each distributor to describe the com- 
petitor’s policy as he understood it. 
No two of the interpretations were 
alike, and none coincided with the 
competitor's own interpretation. The 
supplier then tried this with his own 
policy, and got similar results. Then 
he re-wrote his policy, spelling out 
details in full. 

* Distributors, for their part, are be- 
ginning to comprehend the benefits 
of having their own policies in writ- 
ing. Many of them are producing 
operating manuals which spell out 
to some degree their marketing func- 
tions. Few, however, have designed 
these manuals as policy statements 
to be shown to manufacturers, so 
suppliers can understand their com- 
panies’ aims. Policy statements by 
distributors on their obligations to 
suppliers would certainly help to 
strengthen partnerships. 

* Association work has strengthened 
industry bonds, especially the NIDA- 


SIDA self-help programs. These proj- 


ects tend to clear the air and help 
the 


mutual objectives. Also, a new group, 


entire industry focus on_ its 
the Mechanical Power Transmission 
Equipment Distributors Association, 
has become active in the field. Re- 
gional distributor associations have 
increased in number lately. Some of 
these hold meetings that the manu- 
facturers attend. 
* The training of supplier’s salesmen 
in the business side of distribution 
would go far to help communication. 
Some distributors feel they have no 
common ground for meeting factory 
men who do not comprehend such 
techniques as cost analysis and the 
economic order quantity. 

“I can’t tell you how it galls us,” 


said a California distributor, “when 
these factory men come in and tout 
the sales and margins of their prod- 
ucts. When we question them about 
the value of the average line of bill- 
ing, they just give us blank stares. 
Apparently their factories have only 
trained them to be volume-conscious. 
They have no conception of the 
subleties of the distribution job.” 

¢Another milestone will be reached 
when suppliers come to grips with 
the communication problem in the use 
of manufacturer’s agents. The agent 
is an essential channel for many small 
suppliers, and represents some larger 
firms in distant territories. He is some 
suppliers’ only link with hundreds of 
distributors. While executives from a 
supplier’s factory will call on key 
supply firms in Los Angeles, dis- 
tributors in Bakersfield, San Diego 
and Salinas may see no one but the 
agent. The industry contains a hard 
core of experienced agents who know 
distributors and know their products. 
It also has hundreds of agents who 
have never had sufficient training 
and who sell direct as well as through 
distributors. The training of agents 
their 
the problems of distributors 


especially indoctrination in 
is one 
of the critical areas where the indus- 
try can make a forward step. 

¢ An output 
matter is circulating between distrib- 


increased of printed 
utors and suppliers. While most of 
this relates to products, the volume 
alone is indicative of a changed atti- 
tude in the industry in favor of more 
communication. This communication 
is two-way. A number of distributors, 
for example, are sending their key 
suppliers copies of their operating 
statements. The best of the suppliers’ 
printed media includes news letters, 
and application 


marketing _ letters 


bulletins. These point to definite 
uses—and spell out how to sell specific 
products. They are more than vague 
pep-talks. (Examples: Brown & 
Sharpe’s “Bird Dog Talk;” Foote 
Bros. “Marketing Bulletin,” Alemite’s 
“Rapid Reports”. 

¢ The “integrated marketing” trend— 
that is, closer tie-in of distributor and 
supplier functions—is bound to help 


communication. Integrated market- 
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One industrial distributor has 


bagged. 
of being sold from reels. 


hose for the oil industry. 





Salesmen as Communication Links 
formalized the 
men in conveying customer needs to manufacturers. 

Monarch Corp., Oakland, Calif., has a special report form on 
which salesmen note unusual requests. The inquiries are re- 
searched by inside salesmen working with suppliers. Typical 
results of this feedback, as they have affected the supplier: 
¢ New “sheeting” belt devised by a supplier for the frozen food 
industry on a Monarch salesman’s suggestion. 
¢ Conveyor control to solve a paper industry problem, engi- 
neered jointly by Monarch and a manufacturer. 

e Packing method for sprockets changed: boxed instead of 


¢ New packaging for chain, sold now in shorter lengths instead 


¢ Joint planning by distributor and supplier for a new type 


role of its sales- 








ing programs range from coordinated 
promotions to actual joint inventory 
control. An essential element of in- 
tegrated marketing in the broad sense 
is the communication back to manu- 
facturers of information from the 
field. that 


tomers especially want enlarged. They 


This is an activity cus- 


say too salesmen 


neglect the technical feedback role. 


many distributor 


and consequently miss a major oppor- 


tunity to make themselves essential to 
their customers. 

An example of the integrated mar- 
keting approach is a current project 
of Gates Rubber Co. A study of in- 
ventory levels and order frequency in 
Gates’ warehouse branches revealed 
that some branches were writing four 
or five times as many invoices as 
distributors. 
that 


this situation was traceable to poor 


orders received from 


Further investigation revealed 


coordination between branches and 


distributors stocks: both were stock- 
ing high inventories of the same fast- 
moving lines, while slow-moving 
lines were not covered broadly in the 
stocks. checked 


several distributors’ buying patterns 


branch Gates then 
and similar situations were revealed. 
At M. L. Foss, Inc., Denver, Colo., a 
complete analysis of purchase records 
for ten non-competing manufacturers’ 
lines was made. Warren L. Foss, of 
M. L. Foss, has invited the manufac- 
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turers whose lines were surveyed to a 
special meeting at the Triple Indus- 
trial Supply Convention later this 
month. They will discuss the relation- 
ship of manufacturers’ and distrib- 
utors’ procurement costs. 

* Promotion of the distributor’s value 
to industrial buyers has been under- 
taken jointly by some distributors 
and suppliers. Suppliers’ executives 
have travelled long distances to call 
with distributors on key accounts, 
often who 
Such 


goal will 


meeting top executives 


have never salesman. 
efforts 


strengthen bonds within the industry. 


seen a 
joint toward a 
*Public relations is another oppor- 
tunity for enhancing communication 
through joint projects. Advertising 
Award Committees have been func- 


NIDA- 


SIDA to afford recognition to sup- 


tioning for some time in 
pliers who point up distributor func- 
tions in their advertising. More could 
be done to promote industrial dis- 
tribution on a broader scale to vari- 


ous “publics” of the industry. 


Summary 


¢In the long run, the best hope for 
improved communication lies in con- 
scientious efforts by suppliers and 
establish 


distributors to common 


objectives. 


¢In this process, the distributor and 
supplier must each do some bending 
to understand the other’s viewpoint. 
More effort must be made to remove 
communication obstacles like manip- 
ulative attitudes and inferences that 
partners are not equals. Each part- 
ner must refrain from taking uni- 
lateral action that affects the other 
partner without first consulting him. 
*The common objectives should be 
clear and logical, like sales goals 
based on reliable potential studies, 
and selling policies that each partner 
understands. 

¢ Profitability of sales rates more at- 
tention than the industry affords it. 
Suppliers, for the most part, realize 
that they cannot have it both ways: 
sales volume, regardless of distributor 
profit; and a network of financially 
strong distributors. Distributors at 
times will have to handle missionary 
selling where the sales expense may 
temporarily preclude net profit. 
¢There is real hope for reconciling 
the sales volume-net profit viewpoints 
if a distributor and his supplier 
would sit down together to get at the 
facts through distribution cost 
analysis. 

*A major obstacle to good com- 
munication is the factory salesman’s 
lack of understanding of distributors’ 
real problems. The factory man needs 
more and better training on the in- 
ternal distribution picture. He needs 
more time to work on the real bread- 
and-butter objective of cultivating his 
He should not be used 
exclusively as a bird-dog for big 


distributors. 


orders. 
¢ Another 
manufacturer’s 


link 


also 


-the 


needs 


communication 
agent 
more training to orient him to dis- 
There is a nucleus 
but 
many distributors whom agents call 


tributors’ needs. 
of distributor-minded agents, 
on testify some agents do a far from 
adequate job. 

like 


marketing 


communication aids 


and 


letters should be strengthened and 


¢ Proven 
advisory councils 
enlarged. There is a need for more 
written policies and for updating 
many present policies in the light of 
current market problems like the 
o.e.m. dividing line. 
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TRENDS-—-NEW HORIZONS 


{n era of broad opportunity is opening up for the distribution industry. 


But distributors and suppliers will have to re-orient to new situations. Demands 


of future years will require a new approach to marketing and management 


The future of distribution will be 
determined by what the customers of 
the industry want in the way of prod- 
ucts and services and what they are 
willing to pay for. 

Here is how a purchasing execu- 
tive for a large plant in a major indus- 
try sees the distributor’s future role: 
“Tomorrow’s leading distributor will 
be taking over many more new func- 
tions. He will not only be stocking 
more extensively for customers; he 
will also help them plan their buying 
and their maintenance. He will see 


an opportunity to save industry 


thousands of dollars now being 
wasted on inefficient buying and ma- 
terials handling. The distributor who 
continues selling nothing but the same 
old services will not be in the running 
in a few years’ time.” 

As one of today’s more progressive 
industrial distributors sees the future: 
“The next few years are going to be 
the crucial years. Tremendous oppor- 
tunities are opening up for distribu- 
tion to enhance its value to its custom- 
their 
The 


job will call for professional manage- 


ers if distributors revamp 


methods and discard old ideas. 


ment and realistic marketing.” 

And this is how a progressive manu- 
facturer-supplier views his future 
role: “The need for supplier-distrib- 
utor teamwork will become more criti- 
cal. Manufacturers will realize that 
they have a responsibility to carry 
distrib- 


management know-how to 


utors. It is just plain stupid for a 
manufacturer to think he can stop his 
distribution obligations when he sells 
his products to distributors. Manu- 
facturers will be forced to think in 
terms of the movement of goods the 
entire distance from factory to ulti- 
mate user. A distributor is a vital link 
in this chain, and the chain will cer- 
tainly fail if the distributor is neg- 
lected.” 

These predictions stress the internal 
pressures likely to produce important 
changes in the distribution industry. 
There will also be powerful external 
forces in the future economic climate 
of industrial expansion and new tech- 
nology. 

U.S. population, due to rise by one 
third by 
stimulant to industry. To serve the 


1975, will be a powerful 


needs of this enlarged population, in- 
cluding its defense, the total of goods 
and services (gross national product) 
must climb to $940 billion, up 87 per- 
cent from the 1960 total. This is the 
minimum production needed to pre- 
serve the present rate of increase in 
U.S. living standards. 

Furthermore there will be intense 
pressure for industry modernization. 
The 1975 work force (persons old 
enough or young enough to work) 
will only be 30 percent larger than 
it is today. To produce an 87 percent 
larger gross national product with 
only a third more workers means that 
improved processes and techniques 


will have to be installed to increase 
industrial productivity per worker. 
An expansion of such dimensions 
in the U.S. 
coupled with accelerated drives to 


industrial economy, 
modernize plants, is bound to have a 
substantial impact on the potential for 
industrial equipment and _ supplies. 
The tools and equipment used to 
shape materials, turn wheels and ac- 
tuate circuits will have to be provided 
in increased amounts, regardless of 
whether industry uses today’s indus- 
trial supply products or products that 
different. the 
total value of industrial equipment 


are totally Certainl; 
and supplies in the broad sense will 
be vastly larger than it is today. 
The period of industrial growth 
the nation is entering will not be like 
the expansion eras of the past, how- 
ever. It is a technological revolution, 
for one thing, that will be causing 
many upheavals and dislocations. On 
it will effect 
transformations. On 


some industries, slow 
but 
others, it will impose changes with 
The 


scientific breakthrough is accelerating 


relentless 


dramatic suddenness. rate of 
constantly. It took more than a cen- 
tury to harness the sparks from Ben 
Franklin’s kite as a working electrical 
power source; the same thing was 
done with atomic energy in less than 
a decade after demonstration. 

The research boom has already 
produced far reaching changes in 
numerous industries with new ma- 
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terials like beryllium, titanium and 
the plastics, and in new techniques 
like chemical milling and ultra-sonic 
cleaning. Automation techniques 
have advanced so far in a decade that 
unique-product production as well as 
standardized production is automated. 
Hundreds of small plants have be- 
come mechanized. 

Finally, the coming era will be 
one of strenuous competition. While 
today’s competition is largely between 
companies, tomorrow’s will have a 
new dimension in that competition 
will develop between whole industries 
that today scarcely touch the same 
markets. Fuel cell vehicles, for ex- 
ample, may be developed, not by 
automobile makers, but by chemical 
companies. No material or product 
will have a “safe” market niche for 
long. This competitive climate will be 
a constant stimulant to industry to 
improve its methods, change its prod- 
ucts, diversify where opportunity 
exists. There will be emphasis on all 
phases of factory cost, including 
product performance, maintenance 
and procurement. 

The net effect of all these pressures, 
economic and technological, will be to 
force the industrial distribution in- 
dustry to operate under a new set of 
ground rules. Distributors and sup- 
pliers will have to face the facts of 
change. They must adjust to these 
realities to survive: 
¢ The industrial distribution industry 
must take on many more new and 
different products or forfeit its chance 
to be the primary market channel of 
industrial equipment and supplies for 
tomorrow's industry. 
¢The industry must substantially 
raise the level of its know-how in the 
new technology. Distributor salesmen 
must be able to impart sophisticated 
product knowledge of a kind that few 
of them possess today. 

*The industry must revamp tradi- 
tional ideas of service. Suppliers and 
distributors can no longer afford to be 
complacent in the theory that because 
they exist and make and sell products 


Automation, miniaturization and closer 
tolerances in industry will accentuate 


the need for specialized sales — 








NEW TRENDS 
NEW HORIZONS 


they will always be essential. Tomor- 
row’s customers will demand a whole 
range of services in the procurement 
and stock management areas that few 
distributors now provide. They will 
offer 
scheduled ordering programs, planned 


want distributors to them 


maintenance, help in _ controlling 


plant inventories and, in some 
cases, the full logistics operation of 
bringing all of a plant’s supplies di- 
rectly to the job sites. Distributors 
who do not provide such services will 
be frozen out in large segments of 
U.S. industry. They will only pick up 
what their more alert competitors 
have left them in the lesser markets. 
¢Most of the industrial distribution 
industry must upgrade its manage- 
ment methods to survive. Distributors 
who lack professional management in 
the years ahead will have no chance 
of providing the kind of services the 
customers will want. Except in the 
smallest kind of operation, distrib- 
ution of industrial supplies will 
require closer supervision of all activi- 
ties, greater attention to cost control 
and far more planning and innovat- 
ing than is evidenced today in most 
supply firms. These and other critical 
management functions cannot be 
handled by seat-of-the-pants direction. 

The progressive segment of the in- 
dustrial distribution industry has 
recognized these market place reali- 
ties. Four distinct trends in the way 
alert firms operate are now apparent 
undoubtedly become much 


and will 


more pronounced in future years. 


These trends are: 


1. Increased specialization. 

2.Growth of management profes- 
sionalism. 

3.Closer manufacturer-distributor 
relations. 

1. Closer 


tomers. 


working ties with cus- 


1. Specialization among industrial 
distributors made tremendous head- 
way in the past decade. There are 
now three major types of specialized 
the the 


distribution in industry : 


product-family type, which includes 
the specialists in bearings, power 


transmission, materials handling, 
fluid power and other recognized 
product groups; the key-line special- 
ists, who concentrate on ten to 40 
major lines that are not necessarily 
related; and the departmentalized op- 
eration, which segregates its product 
groupings by departments. 

In the coming years, the product- 
family specialists will continue to in- 
crease in number. New specialists of 
this type, with products that are un- 
known today, will appear on the 
scene, and the established specialists 
will grow larger and stronger, many 
adding branches to gain the territory 
coverage that the product-family spe- 
cialist has to have for growth. 

Among the multi-line distributors, 
key-line specialization will predomi- 
nate. Firms with more than 25 key 
lines will probably be narrowing down 
their product coverage. Only in the 
regions with light and scattered in- 
dustry will it be likely that distrib- 
utors carrying a true “general line” 
for a territory will survive. 

For the larger distributors, the de- 
partmentalized operation will be the 
future pattern. 

Two pressures are behind the spe- 
The 


heightened specialized sales service. 


cialization trend: 1. need for 
2. The need to concentrate resources 
on a product mix that suits the 
market. 

Here is just a partial list of 
specialized sales services that buyers 
in today’s modern plants say they 
want (and often are not getting): 

*Help from salesmen with a high 
degree of engineering know-how. 

* More stock-in-depth available for 
quick delivery. 

* More multi-level selling with dis- 
tributor management and _ specialist 
salesman backing up territory men. 

*More activity in product educa- 
tion for plant personnel. 

*More assembly, fabricating and 
repair work. 

* High-level help from distributors 
on managing the tool crib and stores 
function in plants. 

If these needs are apparent today 
in the most modern plants, it is cer- 


tain that the same demands will be 
made in virtually all plants of any 
size in a few years’ time. 

Distributor salesmen today are 
being pressured much more by their 
customers to professionalize their 
work. Buyers want them to take seri- 
ously the function of serving as their 


link 


plants and their primary source of 


information with suppliers’ 


data on new products—so much so 
that some purchasing agents prac- 
tically bar the plant doors to any 
salesmen without a specific new idea 
on a non-service call. Furthermore, 
more salesmen are being asked to 
involve themselves in engineering. 
In the future, more salesmen will 
be working with systems, instead of 
single products. They will be asked to 
evaluate, not the costs of products, 
but the costs of operations in which 
the products are involved. In metal 
removing, for example, the selling 
point will not be the price of the 
perishable tool, but the total amount 
of metal removed over a given period 
of time with the tool as part of a 
system. The system, in turn, will be 
evaluated against some alternative 
system which would employ a totally 
different method, such as chemical 
metal removal. 
will 


Pressure for stock-in-depth 


stem primarily from customers’ 
desire to be rid of stocking costs. In- 
crease in variety of types and sizes 
will broaden product groups. Also 


products will be more expensive. 


The specialized sales service need 
will mean that many distributor firms 
will have to put stricter limits on the 
number of lines they stock. They will 
have to concentrate their resources. 


2. Management 
will grow. There can be no other solu- 


professionalism 


tion to the problem of increased 
distribution efficiency. 

As one supplier expressed it: “The 
consumer is refusing to pay higher 
prices to support our inefficiencies. 
If we want to avoid substantial sales 
losses, we will have to find a way to 
cut our costs through more efficient 
the 
plants, and more efficiency throughout 


operation, more efficiency in 


the distribution channels.” 
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There are a host of supplementary 
problems confronting the industry 
that call for skilled management 
analysis: 

* Setting company direction, and 
planning a “profit pattern.” 

* Location of breakeven points. 

* Raising capital for growth and 
problems of converting to a corporate 
form of operation. 

*The smaller company’s survival 
problems under the capital gains tax. 

¢ The management succession prob- 
lems. 

* Organizing functions in the newly 
specialized supply firm. 

* Acquiring accurate market poten- 
tials data. 

* Adjusting pricing systems to the 
market. 

¢ Upgrading and re-training sales- 
men for a higher role. 

In the years ahead many corporate 
supply firms that have solved the 
basic management problems probably 
will grow through merger to consider- 
able size. Such firms will employ the 
most advanced professional tech- 
niques—operations research, for ex- 
ample, and problem solving by com- 
puters. Those among the large firms 
that do not employ such methods will 
not be in the running. The methods 
the progressive firms among the 
larger distributors are employing now 
will be commonplace in a few short 
years among the successful smaller 
firms. Distribution cost accounting, 
for example, will be accepted by the 
progressive average-sized distributor 
of the future in the same way that 
progressive management today ac- 
cepts perpetual inventory. 

Manufacturers, too, will be employ- 
ing more advanced techniques. Pro- 
gressive suppliers, for example, will 
find it essential to apply distribution 
cost analysis to their own distribution 
function, and very possibly this de- 
velopment will give rise to some im- 
portant changes in the industry. Once 
they know true alternative costs by 
products through different distribu- 
tion channels, manufacturers can, 
with confidence, strengthen selective 
distribution for certain of their prod- 
ucts; shift some products from one 
type of distributor to another type to 
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U.S. Expansion That Challenges Distribution 
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Gross national product (total of goods and services) must rise by 87 percent in 
fifteen years if business is to provide for expanded populations. This means 
demand for industrial supplies is bound to be substantially increased. 
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Business Capitat SPENDING MANUFACTURING CAPACITY 
Bittion 1960 DoLiars Sa (1950=100) 





70 350 


Source: McGraw-Hitt Dept. or Economics 


60 








CAPACITY 











0 





~~ 1930 1940 1950 1960 1965 1970 1975 

The distribution industry will have to furnish tools, equipment and supplies for 
a U.S. economy that will have nearly doubled both capital spending and indus- 
trial capacity by 1975. Industry will have to modernize to increase productivity. 





NEW TRENDS— 
NEW HORIZONS 


achieve lower costs and better mar- 
keting, and generally strengthen the 
whole fabric of their operations. 

Whether it is a distributor or a 
manufacturer who is doing the im- 
proving, management improvement 
in the industry is not a matter of 
choice. Better management is manda- 
tory for survival in a competitive 


climate in which customers question 


all phases of the distribution costs of 
the products that they buy. 


3. Distributor - manufacturer rela- 
tions will grow closer among the 
progressive companies. Tomorrow’s 
challenges call for highly developed 
teamwork—true “integrated market- 
ing”—in many areas. For example: 

* Coordinated order-processing. 

* Faster and more efficient shipping. 

* Joint stock-control procedures. 

* More joint promotion programs. 

* More single line distribution. 

A change in distributor-supplier 
attiudes due to improved communica- 
tion will be needed to accelerate these 
trends. Suppliers who appreciate the 
urgent distribution 
more efficient and less costly will not 


need to make 
hold back, in the future, from helping 
distributors improve their manage- 
ment. Distributors who are progres- 
sive will not reject such aid. Also, 
alert distributors will take a broader 
view of marketing, and many leading 
firms may take an active role in advis- 
ing newer manufacturers on how to 
manage distribution. 

Purchase-order systems under which 
distributors mail pre-punched cards 
to manufacturers to replenish stock 
will be widely used in a _ few 
years’ time. Common-language media 
such as tapes-on-teletype could 
revolutionize the way distributors and 
their 
stocks. Ordering from factories could 
be more tightly scheduled. Distrib- 


utors and suppliers would be able to 


their suppliers coordinate 


run instant checks on each other’s in- 

ventories, including the semi-finished 

inventories of the manufacturers. 
Systems employing air freight will 


be extended by some alert suppliers 
anxious to drop factory branches. 
Where factory branches are re- 
tained, the systems will be overhauled 
by progressive manufacturers. These 
manufacturers will discover an array 
of hidden costs from excessive back- 
ordering and duplicated inventories 
in the branches. Much of the improve- 
ment will be realized from more 
efficient buying by distributors. 


4. Closer working ties with cus- 
tomers will result where customers’ 
new emphasis on better ways to 
manage procurement makes an im- 
pression on alert distributors. This is 
what could happen, in the words of a 
buyer who has pioneered new con- 
cepts of procurement: “The progres- 
sive distributors will stop thinking of 
themselves as middlemen. They will 
see the distribution and procurement 
process just as ‘distribution’—one 
unbroken chain to the job site where 
material is used. The distributor will 
sell new services. He will watch over 
stock in customers’ plants and plan 
the lead times. Price of products 
will become a secondary or a minor 
factor. It will be overshadowed by 
the savings in the service areas. With 
the right distributor on contract, we 
will have less work for our buyers 
and our engineering personnel. We 
can reduce our payroll. We reduce 
duplications and small orders.” 

Several such programs are now in 
operation in major industries. 

The initiative for this approach so 
far has come largely from buyers. But 
a number of alert distributors are now 
promoting the materials management 
concept to their customers. One dis- 
tributor, for instance, has worked out 
a scheduled ordering pattern for an 
aircraft plant. He even devised the 
Another 
firm did this for a brewery chain. 

Some customers say they do not 


system of release forms. 


want or need such services. But virtu- 
ally all buyers will admit they shop 
for more than price. Today’s price 
instability in some lines has raised 
this question: Have distributors and 
suppliers really tried to merchandise 
a service of some value, or are they 
selling only price concessions? 


Conclusions about the subjects in- 
vestigated in this special article can- 
not be wrapped up in neat packages. 
Nothing will stand still long enough 
to permit it. The forces and pres- 
sures that are making changes in the 
environment within which distribu- 
tion activities must be performed are 
still very much at work. The direc- 
tions and intensity of their future 
course is impossible to predict. Of 
one thing we can be sure—they will 
pose shifting ground rules within 
which the industry will operate. 

It is equally difficult to anticipate 
how the industry will react and adapt 
its operations in the days ahead to 
these pervasive and __ inevitable 
For the 
those who pursue the course of crea- 
tive distribution, the future holds 
great promise. The distribution func- 


changes. innovators, fur 


tions are going to be performed by 
some one. The formulas, however, 
be different. fifteen 
years from now distributors will be 
around but the chances are they will 
operate differently from the way they 
do now. While the total distribu- 
tion population will probably have 
increased, there will be lots of 
changes in identity. Established, ex- 
isting firms that have adapted to 
change will be very much around. 


may Ten or 


Others who relaxed in the hope of 
a return to the good old days will 
have passed from the scene. And, as 
sure as day follows night, there will 
be a host of new firms supplying new 
products and new services with 
fresh enthusiasm. Many of the man- 
agers of these new firms are cur- 
rently employed by existing indus- 
trial distributors. 
ready with us. 
Above all, the industry will be 
operating in a climate where more at- 
tention than ever before will be de- 
voted to distribution. We are enter- 
ing a distribution age. Historically, 
our whole economy has been produc- 


The seeds are al- 


tion oriented. Now the focus of top 
management attention in all indus- 
tries is being directed at distribution. 
Our industry along with others will 
be on the spot. We must accept 
leadership in the era of “Distribu- 


tion U.S.A.” 
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National’s your better buy 
to reduce ordering and handling costs 


Consider the advantages of one-source 
buying from National, and you'll be 
impressed by the time and money you 
can save. National’s complete line makes 
it easy to standardize on one dependable 
source. You'll reduce paper work, and 
cut down on ordering and handling 
time. You'll also get these advantages: 


Color-coded labeling with sizes clearly 
indicated in big type, for faster order 
filling and for easier stock control. 


No-smudge boxes with the glossy finish 
that can stand handling and still look 
fresh when they get to the customer. 


Recognized quality throughout the 
National line . . . your assurance of cus- 
tomer satisfaction and repeat business. 


These are some of the reasons why so 
many of our customers gre standardizing 
on the National line . ; . and agree that: 
“National’s Your Better Buy,” by far. 


THE NATIONAL SCREW & MFG. COMPANY «© CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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3423 SOUTH GARFIELD AVE., LOS ANGELES 22, CAL. 
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NEW! SKIL WORM-DRIVE SAWS 


With “Burnout-Protection” Motors 


In these all-new versions of famous 
Skilsaw Models 367 (614"),77(7%”"), and 
825 (8%"), you'll find all the important 





NEW! SKIL TOP HANDLE SAW 
With “Burnout-Protection” Motor 


iB altcmeele-talemmals\s aod saw rounds out 
Skil's line of extra powerful top handle, 


Super duty saws. Like the 7%” Model 
7 





ol tim ee-lellerelar-lmicr-ldela-t-mlaveuleleliaremaliela 857, 8%" Model 858 and 10” Model 860, 
torque worm drive, all ball bearing it features Skil’s exclusive ‘Floating 
construction, “Vari-Torque” clutch, Guard’’—even on extremely shallow 
PLUS 12 major improvements. New depth settings, the blade is completely 
Skil B-P motors give “Burnout-Pro- overed. Other features for greater 
tection’ even with frequent, excessive convenience and safety include: ex- 
overloads—motor is actually backed usive push-button lock that secures 
by full year free service guarantee the saw-shaft for easy blade changes; 
Skilsaw 10”, 12” and Groover worm exclusive “Vari-Torque”’ clutch that 
drive saws also feature new B-P motors protects against kickback; convenient, 
for maximum motor life easy to set depth and bevel controls 
ale me- time el- lim elt lalate mmerolar-egulendiela 





New! Greatest Skilsaw 


setting new standards of performance to 


Here are the most advanced power saws the world has and convenience. 

ever seen—the finest accomplishment of Skil’s 36 years Then add up what these advantages can mean to you 

of saw leadership. in more sales, more profits, faster accessory turnovers. 
We invite you to compare each of these Skilsaw Ask your Skil representative for more details. Or 

Power Saws for cutting speed, for quality of workman- write: Skil Corporation, Dept. 115E, 5033 Elston 

ship, for multiple use versatility, for handling ease Avenue, Chicago 30, Illinois. 











NEW! SKIL JIG SAW NEW! SKIL RECIPRO SAW 


World's fastest cutting ... with All new version of world’s 
2 speeds for metal and wood! first two-speed reciprocating saw! 
Flick the Model 160's switch to high New ideas, like lengthening tl 
speed for cutting wood (up to 2%’), troke (for faster cutting action) 
ro) Fek-) (hommes ale mmoxe) an} oles-7) (10) 01- emma i [el amr) am ce) pecial multi-position t 
ow speed for fast metal cutting with even longer blade life) are ex 
an absolute minimum of blade wear the major improvement 
Rit its, plunge cuts, notches, Model 700 Recipro Saw. Tw 

uts. An exclusive 3-position motor delivers 3500 strokes p 
foot adjustment lets you cut plywood for tast cuttir V ale) 
van davele) am dal-mmel-JeT-1mm-y 0) llan(:ialale pam = ellee plast 2600 s.p.m. for routine 
sive one-inch orbital stroke helps make ha ciale mre) New Model 701 Meta 
this the world's fastest cutting jigsaw. Cutting Recipr iW alSO availa 
Bevel cuts full 45° right or left too! fastest cutting of all me tals f 
And it's superbly balanced for easy abrasive material. Both models é 
handlir p wit! i 


power saws in 36 years! 


create new markets, new profits for you 


272-and SKILSAW POWER TOOLS 












































Easy to stock...easy to sell 


...new compact BINKS airless spraying outfit 


The new compact (only 30 
inches high) airless spraying 
outfit is a made-to-order time- 
saver and cost reducer for your 
industrial customers. It’s small 
enough (weighs only 35 lbs.) to 
carry anywhere in a plant... 
large enough for a variety of 
maintenance jobs. 


Ideal for indoor or outdoor use 
... all metal surfaces exposed 


to spraying materials are tough, 
non-corrosive stainless steel. Ap- 
plies paint with minimum over- 
spray, Maximum coverage. Paint 
goes on the surface, not into the 
air... cuts spraying costs. 


Write or call today 
for all the facts 
about the new air- 
less... ask for Bul- 
letin A98-11. 


Ask about our spray painting school. Open to all... NO TUITION ... covers all phases. 





Binks Manufacturing Company 3146 Corroll Avenve, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED eP DIRECTORY 


Binks ) Everything for spray painting 
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A MESSAGE TO 
YALE HOIST DISTRIBUTORS 


FROM PAUL R. HARTIG, 
VICE PRESIDENT AND GENERAL MANAGER, 
THE YALE MATERIALS HANDLING DIVISION 


The 50th anniversary of Industrial Distribution Maga- 
zine provides us not only the opportunity to salute a fine 
publication which has been an important link in the 
Yale-Distributor relationship, but also to reaffirm our 
belief in this uniquely American method of distribution. 
As a pioneer in the hoisting equipment field, Yale & 
Towne early recognized the inherent benefits of this 
form of distribution and, through the years since 1875, 
together with its distributors has made the name Yale 
the leader in this field. 


This leadership would not have been possible without 
the loyalty and tireless efforts of the Yale Distributor 
sales organization. Because of the increasingly competi- 
tive nature of our business and the rapid changes occur- 
ring in our markets, we place an even higher value on 
this cooperative action now than we have in the past. 


The manufacturer-distributor relationship places great 
responsibilities on both parties, and I assure you that 
Yale is taking aggressive action to fulfill its portion of this 
trust. Production has been improved through the crea- 
tion of new facilities. On our research and engineering 
drawing boards are new products that will be profitable 
lines for you in the years to come. We pledge to continue 
and intensify our efforts to assist you through construc- 
tive sales and promotional support. 


These are challenging times in this fascinating business 
of materials handling. New technologies and techniques 


open fresh areas of application for our products requir- 


ing that our programs be dynamic, flexible to change 
with changing times. 


Cordially, 


We tte 


Paul R. Hartig 
Vice President 


The Yale & Towne Manufacturing Company 
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Yale Load King Hand Hoist Yale Midget King Electric Hoist Yale Air Hoist Yale Cable King Electric Hoist Yale Pul-Lift Hoi 
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to the industrial distributor ! 


Cad The broadest line of electric, air and 
hand hoists, hand and motorized trolleys in 
the industry gives you the competitive edge 
as a Yale Distributor . . . with the broadest 
choice of hoists and trolleys for the job. 
Cx Up-to-date, rugged, cost-cutting Yale 
design gives you more sales “‘clinchers”’ for 
the Yale product you recommend for the job! 
CID Consistent advertising support helps 
pre-sell hoist prospects nationally! Local 


cooperative promotion and Yellow Pages 
advertising help channel those prospects 
to you. 

Cx Technical literature, Yale training 
programs for your salesmen help you and 
your salesmen close more sales! 

The Yale Materials Handling Division, 
Dept. H-101, Philadelphia 15, Pa., a division 
of The Yale & Towne Manufacturing 
Company. 
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My “Rust-Oleum is a Key Line 
at our counter, too,” 


advises Orr lron Counter Man, 
Kenny Gruzard—Winner of the 1959 
Rust-Oleum Counter Contest 


“Some twenty percent of Orr Iron Company’s 
Rust-Oleum wholesale sales to our mainte- 
nance customers are made at our counter,” 

iys Kenny. “The unusually broad potential 
use for Rust-Oleum, plus the fact that power- 
ful Rust-Oleum advertising makes it a de- 
mand item keeps our counter pretty busy as 
far as Rust-Oleum sales are concerned.” 





“High gross profit and large volume help 
to make Rust-Oleum a KEY LINE with us” 


says Bernie Weirauch, 





Vice President, Sales — Orr lron Company 


“When we initiated our key line selling program 
in 1953, twenty-two of our three hundred lines 
were selected as key lines for special sale em- 
phasis,” says Mr. Weirauch. 

“Five factors in our Index of Adaptability 
Formula were used to weight each line, with the 
top-scoring lines being designated as key lines 
for that particular year.” The five points used by 
Orr Iron Company are (1) Gross Profit Margin, 
(2) Volume Sales In High Average Line Of Bill- 
ing, (3) Handling Costs, (4) Number of Potential 


Customers, (5) Manufacturer's Cooperation. 

“Rust-Oleum has been a leading key line with 
us since we started the system,” advises Mr. 
Weirauch. “With Rust-Oleum’s 37.5% average 
gross profit margin, high volume, relatively low 
handling cost, and the fact that Rust-Oleum can 
be sold to nearly every account, plus outstanding 
cooperation in the field and from the home plant 
—it is apparent that Rust-Oleum continues to 
score unusually high in our key line selling 
program.” 


Orr Iron salesmen emphasize Rust-Oleum repeat business 


“Repeat business 
is important,” says 
Jim Callahan.‘ When 
you sell a gallon of 
Rust-Oleum, that’s 
usually just the 
start of a lot more 
Rust-Oleum volume 
from that account 
when the user sees 
what Rust-Oleum 
will do for him.” 


Ray Yount points 
out the fact that 
Rust-Oleum is “pre- 
sold through pow- 
erful national and 
local advertising. 
It’s a good feeling 
to have customers 
say, ‘Sure, we know 
Rust-Oleum — we've 
seen it in maga- 
zines and on TV.’” 


“Equally important 
is product knowl- 
edge,” advises John 
Lintzenich, ‘‘and 
believe me, the 
product knowledge 
| picked up at the 
Rust-Oleum Product 
Training School in 
Evanston, Illinois 
has helped up my 
Rust-Oleum sales.” 


There is only one Rust-Oleum. 
It is distinctive 
as your own fingerprint. 


RUST-OLEUM CORPORATION © 2526 Oakton Street, Evanston, Illinois 
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THE PARKER-KALON POLICY 


1 PRODUCTS: (a) To maintain our position of lead- 6 PRICE MAINTENANCE: To establish and strictly 
ership in the manufacture of the most extensive line maintain resale prices to assure distributors a fair 
of tapping screws, socket screws and other fastening profit on every sale, and other benefits which result 
devices. (b) To develop and add to our line prod- from a stabilized market. 

ucts of proven merit. (c) To maintain the highest 


standards of quality in every Parker-Kalon Product. 7 VEGIEENSN ACANES NOMEISCENS SNEED 


TORS: To maintain price differentials to protect job- 
2 SELECTIVE DISTRIBUTION: To sell only through rec- bers who carry a representative stock against those 
ognized distributors, and to limit distribution of a who do not. 

given, product to the. number of jobbers a territory 


8 SALES PROMOTION: To create and increase the de- 
can profitably support. 


mand for Parker-Kalon Products by consistent direct- 

3 PROFIT MARGIN: To provide an adequate margin mail and publication advertising. Also to furnish 

of profit for our distributors. adequate and effective printed matter and other sales 
helps to our distributors. 

4 PROTECTION AGAINST PRICE DECLINES: To do every- 

thing reasonable to protect our distributors against 

losses through price changes. 


9 SALES COOPERATION: To maintain a force of 
trained sales engineers whose sole function is to 
develop business for our distributors by intensive 


5 PROTECTION AGAINST “DEAD” STOCK: To protect '™#88ionary work im the field. 


jobbers against unsatisfactory turnover by exchang- 10 ORDERS AND INQUIRIES: To refer to our distrib- 
ing any slow moving stock for faster selling mer- utors orders and inquiries received direct from users 
chandise. and prospects. 


RCN 


PARKER-KALON, P-K, Hi-thred, and W-Point are registered trade marks 
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Office of the President 
May 1, 1961 


... BACKING-UP DISTRIBUTORS FOR OVER 45 YEARS 
... THE UNCHANGING PARKER-KALON POLICY 





The advertisement shown on the opposite page describing Parker-Kalon’s selling policy first appeared 
in this magazine in 1936. 

It reaffirmed the Parker-Kalon way of doing business— which even then had been winning, hold- 
ing, strengthening distributor loyalties for over 20 years. 

Another quarter-century has since elapsed. These years have brought additional evidence that 
loyalty is indeed a two-way street — with benefits as well as obligations running in both directions. 
It is only when distributors sell our products at prices yielding us, the manufacturer, reasonable 
profits, that we can in turn invest in research, development of new products, in programs that 
open up new and expanded selling opportunities for distributors who sell and promote the P-K line. 

The years have also brought a deluge of new fasteners from many sources; some good, some 
so-so. I am sure you will agree that P-K has been up front and on the go in bringing out new fas- 
teners — if and when they really met new needs or served old markets better. 

You’ve seen Hi-thred, Pre-Lode, Tapits, W-Points, P-K Long-Lok. All these were born of profits 
generated by P-K distributor loyalty. All are now making mew profits for P-K and its distributors. 

And you'll be seeing much more that’s new from P-K. More new and better products in more 
convenient packaging, more new ways of selling, unique factory training courses at the Clifton plant 
and training sessions in your place of business. 

But the Parker-Kalon Policy remains unchanged. 

It has given P-K distributors a definite selling edge for over 45 years. I am convinced it gives them 
an even bigger selling edge today . . . because quality is the keynote for the ’60’s. With P-K quality 
you’re selling not merely screws but lower “IN-PLACE COST.” 

Fastener users get the message quickly when they’re shown that “in-place cost” is really the cost 
of fasteners plus the labor to put them in, plus the cost of replacements and rejects when “bargain” 
screws fail in assembly, plus service costs and others when they fail in the field. 

So P-K’s sticking to its policy: Quality fasteners, sales through distributors only, and all the other 
benefits. 

P-K has grown with it. So have scores of America’s finest distributors, even during economic 
storms, May I suggest you read it over again? I think you'll agree that it gives you a big advantage 


in any market . . . especially today’s. 


William T. Ylvisaker 


P.S. For more about bettering your profits in today’s competitive market, read P-K’s Annual Message 
to Distributors for 1961. I'll be glad to send you a copy on request. 


PARKER-KALON, a division of General American Transportation Corporation, Clifton, New Jersey 
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Now—Capitalize on the sales power 


| 
Se cee 


ee ag 
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NEW SALES HELPS include (1) Folder containing all direct mail pieces. (2) Suggested sales 
letters. (3) Distributor advertising helps—cuts and photos. (4) Shipping placards for wire rope 
reels with imprint space. (5) Shipping tags for wire rope coils—with imprint space. (6) Business 
cards. (7) Displays for exhibits. (8) Distributor metal sign. (9) Folder of decalcomanias. (10) Stickers 
to attach to letters. (11) Memo pads. (12) Matches. 
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American 
Tiger Brand 
Wire Rope 
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of America’s No. 1 Wire Rope 


(ss) Tiger Brand 


Sales come easier when you handle the wire rope 
that everybody knows . . . and USS Tiger Brand 
has long been a best seller. 


Enthusiastic distributors have helped to make it 
America’s No. 1 Wire Rope and aggressive national 
advertising backs them up in every important indus- 
try. What’s more, Tiger Brand distributors get a 
complete package of effective sales aids—direct mail 
pieces, informative booklets, motion pictures, letters, 
signs and display cards . . . every tool you need to 
help pull orders your way. 

You get technical assistance, too. Experienced 
Tiger Brand field service representatives are on call 
at all times to help you with tough customers. 


Further, you reap the advantages of United States 
Steel’s research and engineering which means you'll 
be selling the top quality wire rope in the industry. 


Strategic warehousing. Nationwide warehouses 
stocking a complete line of USS Tiger Brand Rope 
mean fast deliveries and minimum inventories. 


Excellent profit potential. Tiger Brand Wire Rope 
can be sold to any industry—any plant. It’s a profit- 
able line that leads to many related sales, 


Some areas open. We still have some good terri- 
tories open for new distributors. Send the coupon 
for full information on the USS Tiger Brand fran- 
chise and distributor sales plan. 


USS and Tiger Brand are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 


ao ee ee 2 


American Steel & Wire Division, Room 802 

614 Superior Ave., N. W. 

Cleveland 13, Ohio 

Gentlemen: 

0 | am interested in becoming a Tiger Brand Wire Rope distributor 
OD Please send me your new kit of Tiger Brand Wire Rope Sales Helps 
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Victor Belting 
and You Sell Satisfaction 
.-.-more repeat sales for you 





Industry has accepted Victor as a source of strong, durable, efficient belting for convey- 
ing, elevating, and power transmission. This industry-wide acceptance means that a 
large part of your selling job is done. And present users, knowing Victor’s dependable 
service, provide a profitable source of repeat business for you. 


Victor helps you sell three ways... 


® assures you a single source of supply for all belting needs 
® provides complete technical advisory assistance 
® pre-sells customers through advertising and promotion 


Here are Your Market Facts 


Practically every prospect and customer you have is using belting for conveying, 
elevating, or power transmission. 
Doesn't it seem logical that you as a salesman can get this business if you ask for it? 


Doesn't it seem logical, too that customers will want to rely on you as a single, 
dependable source when you can easily supply 
all their needs from the most complete 

textile belting line in America—Victor Belting? 


Send for distributor catalog. 





including: 
my ~Neoprene belting 
A mn 6Hycar belting 
COMPLETE Balata belting 
A Solid-Woven belting 
LINE Canvas Stitched belting 
Belting specialties 


SEE US AT 
BOOTH 725 


Vievor Batata & Bestite Belting Ue. 


53 Park Place, New York 7 * 300-46 W. Hubbard Street, Chicago 10 


Factory: Easton, Pa 
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O YEARS AGO WHEN THIS GOLD COIN WAS FRESHLY-MINTED, 
MSBORN INDUSTRIAL BRUSHES WERE HELPING DISTRIBUTORS 
AKE MORE DOLLARS. AND OSBORN BRUSHES ARE DOING THE 


ERY SAME THING TODAY...ONLY BETTER. 
' OSBORSS 


E OSBORN MANUFACTURING COMPANY «© Cleveland 14, Ohio 
May 1961 125 





Here’s why DISTRIBUTORS 
count WILLIAMS as one 


FREQUENT “HIGH-READERSHIP” 
TRADE ADVERTISING ...exposes the 
complete Williams line 


more often to more 
people. 








WILLIAMS 
@ 


ATTRACTIVE — 2 oP Ot OP O- OS Fae OF & we OD 5 a OB |B 
NEW CATALOGS yO. 8 © ip - 1 O] © 3 : @ 9 Ds | 


give quick, complete reference to are edited for customer use, such as TOOL 
hes, tools and stock forgings FACTS which describe how to select, use 


care for quality wrenches 
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of their most Profitable Lines 


HARD-HITTING DIRECT MAIL INFORMATIVE DISPLAY UNITS are 
PROGRAM is offered with distribu- available for special meetings, open house celebra 


tor’s own imprint included on all pieces tions, trade shows, etc 








OF © b 1 OD ; 3 8 OB & 
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ving to everyone who specifies, 
The story of quality tools 


nanufacture to their 


Mr. Wrench stands 
for TOOL-POWER 


The kind that keeps WILLIAMS' 
Distributors Profitably in Business! 


MEET HIM AT THE 

TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 
BOOTH Nos. 318 & 320 


J. H. WILLIAMS & CO. 


IVISION OF UNITEO-GREENFIELD CORPORATION 


401 VULCAN STREET 
BUFFALO 7, NEW YORK 
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. Kidde 


Kompact 


NEW 


FROM KIDDE , $119 
low-priced, high-profit, high-power extinguisher 


Now — thanks to the new Kidde Kompact — you can sell your customers high- 
power fire protection at a rock-bottom price! Lowest-priced 24% Ib. dry chemical 
extinguisher on the market, the new pressurized Kidde Kompact packs as much 
fire-killing power as extinguishers costing twice the price. Equal to eight 1-quart 
carbon tets. Mounts snugly, works simply — just lift the handle and press the lever. 
And , . . there’s no recharging needed. Just unscrew the used cylinder, replace with 
a new one at $3.95. The Kidde Kompact costs your customers only $11.95. How 
can they resist? And, with all the sales that'll be coming your way, how can you? 
Many dealer sales aids available. U.L., U.S.C.G., and 1.C.C.-approved. For more 
information, write Kidde today. 


Kidde © 


Industrial and Marine Division 


Walter Kidde & Company, Inc., 522 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal—Toronto—Vancouver 
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QUICK 
REPLACEMENT 
CYLINDER 
ONLY $395 
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I6-INCH GROOVE 


THE DIAMALLOY 
GROOVE-JOINT 
LINE 


All sizes made 
with or without 
plastic handles. 


) re 


DIAMALLOY 





Actual 
Size 
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Pratt & Whitney Offers 
Selected Distributors An 
Unusual Profit Opportunity 


Pratt & Whitney—after a century of direct selling— 
now offers their famous line of Cutting Tools 
and Conventional Gages to Selected Distributors. 


While planning to take this bold step forward, 
P&W thoroughly analyzed the benefits offered to 
us by distributors. We disregarded the many anti- 
quated sales policies in existence, and developed 
our own ideas and objectives. Result: the most 
refreshing, up-to-date and profitable distributor 
program available today. A program designed to 
maintain leadership in the industry. 


Highlights of the Partnership 


1. A COMPLETE TOP QUALITY PRODUCT LINE... 
the well known cutting tools and yages for which 
Pratt & Whitney is famous. Premium quality, but 
not premium priced. Continuing product research 
and development insures advanced design. The 
line includes Taps, Dies, Drills, End Mills, Milling 
Cutters, Reamers, Burs and Solid Carbides, and 
Plug, Ring and Thread gages as well as Compara- 
tors and Precision Gage Blocks. 


2. SALES TRAINING AND ASSISTANCE... a 
nationwide organization of highly trained factory 
sales and service engineers will give your salesmen 
technical assistance ... help them sell .. . and 
keep ... customers. Pratt & Whitney branches in 





strategic locations will assist in sales promotion. 
Qualified personne! will conduct sales training 
meetings in the Distributor's area. Home office 
personnel and facilities will aid the Distributor in 
finding solutions to his customer's problems. 


3. ADVERTISING SUPPORT .. . intensive national 
and trade advertising in selected media will pre- 
sell prospects and customers. This will be sup- 
ported by direct mail promotions, new catalogs, 
price sheets, promotional pieces, and descriptive 
literature. 


4. MARKETING ASSISTANCE... to help with sales 


planning and anticipating the needs of your 
customers, 


lf you are interested in increasing your profits 
and prestige by representing the leading manufac- 
turer of cutting tools and gages, we suggest you 
act promptly. Obtain full details of the program 
outlined here. Write to: George W. Steinmetz, 
Sales Manager, Distributor Products, Pratt & 
Whitney Company, Incorporated, West Hart- 
ford 1, Connecticut. Better yet, telephone. The 
number is ADams 3-7561. 


HEADQUARTERS FOR AMERICA’S WAR AGAINST OBSOLESCENCE 


PRAY & WHITNEY (it 


A MAJOR INDUSTRIAL COMPONENT OF YF 


KS WHITNEY (4 





vosterday’s sales effort 


Take this fellow, for example. He was 
once a cigar store sales spectacular in 
living color. Today he’s still smiling 
... but in a museurn. It doesn’t 

take long for the parade to pass you 
by if you stay rigid and rooted like 
our wooden friend. 


Here, at Wood’s, we’ve kept moving 
through the years... in step with 
you, our distributors . . . striving 
continually for a clear understanding 
of each other’s functions and problems 

. seeking the close working 
relationship which is the prime 
requirement for our mutual success in 
marketing mechanical power 
transmission equipment. 


Today, after 104 years, we’re growing 
at a faster pace than ever before... 
helping solve more, and often tougher, 
product application, sales and 
engineering problems for more 
distributors in more customer plants. 
We're holding more product clinics, 
more marketing and sales promotion 
seminars in more distributor offices. 
And, we’re helping train more 
distributor salesmen and providing 
more advertising and sales promotion 
support than ever before. 


It's a good way to stay young... and 


make more sales, too. 


% 


T. B. WOOD'S SONS COMPANY ©  cuamecrssurc, Pa. « ATLANTA + CAMBRIDGE » CHICAGO + CLEVELAND + DALLAS 
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OIC is justly prrroud! 


... and why not? 


We have already captured a large 
share of the valve market. Dis- 
tributors from coast to coast know 
the reason why. Behind every 
product stand men of ideas and 
integrity . . . engineers keeping 
abreast of industry’s growing 
needs . . . designers creating new 
valves for exceptional service and 
simplified maintenance . . . pro- 
duction men proud to make valves 
proved to last longer in every way 

. salesmen dedicated to cus- 
tomer service through distribu- 
tors. If you plan to grow, as we do, 
you may be interested in the OIC 
Partnership Plan. Write for full 
details about distributor openings 
in certain selected areas today. 


ALVES 


BRONZE, IRON, FORGED 
STEEL, CAST STEEL AND 
DUCTILE IRON VALVES 


SCHSSSSSSHSESESEHSESHESEHSESSESOEESESHEESEOEEEEE 


THE OHIO INJECTOR COMPANY 10221-O1C 
243 Main Street, Wadsworth, Ohio 


Please send me full details about the Partnership Plan. 
Name 
C 


ye only 
Street. 
City. Zone State 














BETTER VALVES AND BETTER SERVICE FROM OIC DISTRIBUTORS 
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a= W.0. Barnes Go,loe, 


METAL CUTTING SAWS 
(Mach ood Band) February 6, 1961 


Mr. Charles S. Mill, Publisher 
PURCHASING WEEK 

330 West 42nd Street 

New York 36, New York 


Dear Mr. Mill: 


The success of Barnes Distributors is the main objective of our 
sales policy. For this reason, our entire sales effort is devoted 
to helping our distributors sell Barnes blades. 


Effective trade paper advertising directed to the many buying in- 
fluences in industry is a vital part of this program, And, purchas- 
ing department personnel are very important buying influences to 
our distributors, 


By advertising in Purchasing Week, we create demand and preference 
for both Barnes products = Barnes distributor services among pur- 

chasing agents, The preselling program enables Barnes distributors 
to reduce sales costs by producing more sales per call, 


Very truly yours, 
Ww. O, BARNES —_ > 
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“The success of Barnes Distributors is the 
main objective of our sales policy. For this rea- 
son, our entire sales effort is devoted to helping 
our distributors sell Barnes blades.” From these 
words, it is plain that Mr. W. A. McCullough, 
Jr., Sales Manager, W. O. BARNES CO., INC. 
means it when he says distributors are im- 
portant. 


And giving these distributors continued sales 
support is a job that Mr. McCullough does well. 
Some of the brochures, mailers, folders, catalogs 
and data sheets are shown at left. 


In still another way, Mr. McCullough keeps 
the Barnes name in front of his distributor’s 
customers and prospects. “Effective trade paper 
advertising di ected to the many buying influ- 
ences in industry is a vital part of this program. 
And purchasing personnel are very important 
buying influences to our distributors.” 


One of the business publications used to carry 
the Barnes message is PURCHASING WEEK. 
Speaking about this campaign, Mr. McCullough 
says... “By advertising in PURCHASING WEEK, 
we create demand and preference for both 
Barnes products and Barnes distributor serv- 
ices among purchasing agents. This preselling 
program enables Barnes distributors to reduce 
sales costs by producing more sales per call.” 


Mr. McCullough and W. O. BARNES CO., 
INC. are numbered among the increasing num- 
ber of suppliers to industry who have found the 
pages of PURCHASING WEEK an effective way to 
presell their products. This is the very same 
reason why it will benefit you to encourage all 
of your suppliers to advertise regularly in 
PURCHASING WEEK. 


Purchasing Week 


330 WEST 42nd ST., NEW YORK 36, N. Y. 
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Strong 
Tough 
Economical 
Efficient 
Lasting 


Big Bolt Plant 
It starts with YOU. As a Sheffield Distributor you are a key 
Resea rch member of Sheffield’s research staff. Whenever you have a 
new need that calls for action Sheffield’s research people, with big-plant resources, work with you to 
find the solution. * New metals, new metal-working methods, new machinery, new applications are all 
part of a continuing study by Sheffield metalurgists, engineers and research experts. Their life-long 
interest is better bolts. "Sheffield is one of the world’s largest integrated bolt plants. Here you have a 
complete line from a single source—bolts, cap screws, rivets—thousands of standard and special types. 
Sheffield all the way from furnace to finish. Quick shipment. Ask about a Sheffield Distributorship. 
Write: Sheffield Division, Armco Steel Corporation—Houston, Kansas City, Tulsa. 


ee 
ARMCO ‘Sheffield Division 
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“CYCLONE” 


MECH SPEED ( HAIN wots sts 


This CHISHOLM-MOORE half-page advertisement = all 
appeared in Industrial Distribution 50 years ago Pe Cae Me Me 





CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CORPORATION 
TONAWANDA, NEW YORK 


OISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND @ IN CANADA: McKINNON COLUMBUS CHAIN, LTO., ST. CATHARINES, ONT. © IN SOUTH AFRICA: MCKINNON CHAIN (S. A.) LTO., JOHANNESBURG, S. A. 


Chisholm-Moore Distributors May 1961 
Everywhere, U. S. Ae 


Dear Mr. CM Distributor: 


Fifty years ago we declared our interest in industrial distributors 

as our field sales force. Many of our original distributors still 
represent us under the CM selective distribution policy and CM products 
rate high among their most important lines. 


Through these many years CM has been outstanding in providing progressive 
new product developments and top performance in hoist equipment wg pea: 
distributors to supply plus values at attractive prices. 


We realized early that the many important services provided by good 
distributors were very necessary and valuable to users and that the 


combination of these services with CM quality would spell successful 
distribution. 


With substantial and continuous advertising to users, and close and 
capable cooperation with and from CM Distributors, the CM line has been 
built up to an enviable high level of acceptance and popularity. 
Thank you Mr. CM Distributor for your faith and loyalty in Chisholm- 
Moore, for your effective teamwork and for a mutually pleasant and 
profitable partnership, 

Yours sincerely, 


CHISHOLM-MOORE HOIST DIVISION 


Don S. Brisbin, Vice President-Sales 


As partners we've succeeded in the past... as 
ee partners let's face the future with confidence 


Columbus McKinnon President, A.S.M.M.A. 1927 
Corporation, and President 
A. S. M. M. A. 1950 














RIGHT ON THE LINE... 


ecliveeg S bedge 


TO PLASTIC PIPE WHOLESALERS 


The following policies are listed to renew our pledge to the hundreds of 
loyal wholesalers who have helped make Crescent one of the nation’s lead- 
ing plastic pipe extruders. They are also printed as a binding pledge to 
those who are considering Crescent Plastics as a supplier. 


SALES . . . to support the legitimate wholesale jobber — selling only through recog- 
nized wholesale channels — never directly to dealers and contractors. 


QUALITY . . . to manufacture and supply Cresline plastic pipe and fittings made 
from the highest quality virgin plastic resins available — manufactured to or 
exceeding standards and specifications of the National Sanitation Foundation — 
U.S. Dept. of Commerce — Thermoplastic Pipe Standard Division of the Society 
of the Plastics Industry — or other applicable standards. Every inch is guaran- 
teed right — in writing. 


DELIVERY . .. to ship all orders within twenty-four hours of receipt. 


CLAIMS . . . Because of our quality control program, there are few customer com- 
plaints. However, any that do occur are handled promptly and to the complete 
satisfaction of you and your customer. 


TECHNICAL SERVICE . . . Technical and Research Engineers are ready to counsel 


and offer assistance on special problems of installation or application. 


RESEARCH . . . to constantly work toward development of improved types of plastic 
pipe that will expand the market through new applications. 


PROMOTION .. . to supply carefully planned consumer literature and technical in- 
formation to help you increase sales. Factory and field representatives will also 
accompany your salesmen on dealer calls and help conduct sales and dealer meet- 
ings on request. 


ADVERTISING . . . a continuous program in key trade publications helps pre-sell 


your Customers. 


PRICES . . .to maintain prices on CRESline pipe and fittings competitive to those 
of other manufacturers producing pipe and fittings of equivalent quality and to 
the same standards. 


Customer loyalty is never given. It is only earned. 


CRESCENT PLASTICS, INC. © 955 DIAMOND AVENUE © EVANSVILLE, INDIANA 





























INDUSTRIAL DISTRIBUTION 





All-purpose, lightweight Size 2U with 
¥%” Drive is ideal Electric Impactool for 
general shop use and light nut running. 


b ol usive 


I-R'’s,DIRT-SEALED TRIGGER 
..» adds years fo fool life! 


; j ¥ i ” Easy-Out Replaceable Bushing. You don’t 
Trigger is plunger operated instead of con soos te tay 0 oom bia ote Gab pus 
ventional swinging lever design, and is want to replace the bushing. 

j i Life Guard Commutator. Exclusive |-R con- 
sealed tight from dust and dirt... another aula pomen Gene deonan poco 
exclusive I-R feature which assures long, easy dressing, provides long brush life. 
trouble-free operation and easy mainte- Job-Tailored Motor. Not “adapted” but built 

‘ 4 @ tes s specifically for rugged Impactool duty. 
nance. Talking re ll extras like this “2-Pack" Construction. Either the impact 
makes Ingersoll-Rand Impactools your mechanism “pack” or the motor “pack” can 


b 1 be serviced individually. 
est seller. Electronic Precision. Special electronic equip- 


ment double-checks all machined surfaces 
for perfect mating. 


best design—biggest line 
sell the red @ ball extras 


Ingersoll-Rand .. 
JS 4 sak 


May 196! 





ore Tool Sales for Distributors 
with the New Klein Sales Kit 


Every distributor knows the famous Klein 
line of pliers preferred by electricians and 
good workmen “since 1857.” Now Klein 
is making available a sales kit for distribu- 
tors’ salesmen which displays 20 different 
Klein Pliers (other kits are available dis- 
playing eight and ten pairs of pliers). 

The pliers displayed may be selected 
from the complete Klein line. The case is of 
fine tan leatherette, lined with felt, and has 
snap fasteners. 


20 NEW PLIERS 
ADDED TO THE KLEIN LINE 


More than 20 new pliers designed for spe- 
cial applications have recently been added 
to the Klein line. Many of these are for 
electronic and aircraft work. Klein now 
offers distributors a complete line of pliers 
designed to cover every requirement. 


KLEIN PROMOTION IN 1961 


Over 13 million messages will call atten- 
tion to Klein Pliers im leading national 
magazines. With this backing and with 
your salesmen equipped with the new Klein 
sales kit, you will be in a position to in- 
crease your volume and profits greatly on 
these highest quality tools, 


SPECIAL OFFER TO DISTRIBUTORS 


1. Klein sales kits will be supplied to Klein distributors at cost 
with a selection of pliers to fit each distributor’s territory. 

2. Klein agrees to maintain in first-class condition without charge 
the case and all pliers in it. 

3. The case and pliers may be returned at any time for full credit. 


CATALOG —This new Klein Industrial Catalog 
lists and describes the broad line of Klein Pliers in many different sizes 
and styles. A copy will be sent on request. Write today. 


Mathias Mathias WC IE BR] & Sons & Sons 


a McCORMICK ROAD + CHICAGO 45, ILLINOIS 


INDUSTRIAL DISTRIBUTION 






































~ > 
ae* > 
gt tl4F4 Ad 
‘ 


PAE 
xT 


a> 


“S ~ 


~ = 


+ 
Yo 


SASS AS ALAS 


gy ae et - 


we » _ 
I ak +a 
, Ry » b 
eaten. ah” be 
6 a , sus od ae 
IR ae i aye 





S 
E 
Z 
= 
> 
z 
z 
3 
” 
£ 
3 
x 
a 
= 
<= 
Z 











CUT CASTER REPLACEMENT COSTS 
THROUGH STANDARDIZATION 


General Duty 

3100 Series—o new, eco- 
nomical, cold-formed caster 
—the only true "no-king- 
pin” design. Handles loads 
to 600 Ibs. 


5 standard caster 
series by Fezpsalan’” 
serve most 
replacement 

needs 


Light-Medium Duty 
4000 Series—COlUD- 
FORGED, a versatile “jack- 
of-all-trades” for loads to 
500 Ibs. per caster. 


Medium Duty 

4300 Series-—-COLD- 
FORGED, rugged construc- 
tion, ideal for general 
factory and warehouse ap- 
plications to 800 Ib. loads. 


Medium-Heavy Duty 
5200 Series—COLD- 


Heavy Duty 

5400 Series—COLD- 
FORGED construction, suit- 
able for power towing and 
rugged non-powered 


FORGED for many manu- 
facturing and ware-housing 
applications, involving 
loads to 1200 Ibs. per 
caster. 


equipment, loads to 2,500 
Ibs. 


Most industrial caster applications do not require 
special construction models, but can be handled at 
lower cost by one of these 5 economical standard 
Rapistan caster series. 


For those unusual applications, Rapistan, too, 
makes a full line of hot forged and other special- 
design casters. But you can supply the right caster 
for the majority of in-plant transportation jobs, 
minimize your customers’ maintenance and replace- 
ment costs, and reduce your own inventory require- 
ments with the standard “big 5” series by Rapistan. 


They're all available in a variety of wheel sizes and 
materials to handle varying loads over a wide 
range of operating conditions. Because they're 


available on rapid delivery from large factory 
stocks, you are able to receive them on short notice. 


To help you sell, profitably, Rapistan offers a wide 
range of sales aids, including product samples and 
complete product literature, like the handy pocket- 
size catalog illustrated. For details 

about a profitable Rapistan caster 

sales franchise write to The RAPIDS- 
STANDARD CO., Inc., Dealer 

Products, 654 Rapistan Bldg., Grand 

Rapids 2, Michigan. 


CASTERS AND WHEELS 
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VALUE-ADDED. STEEL PIPE 


THAT INDUSTRY WANTS 


AND NEEDS... 























REPUBLIC X-TRU-COAT 


... Value-added stee/ pipe 
with a coating of plastic! 


To increase your sales, investigate a remarkable new product— Republic 
X-TRU-COAT Plastic-Coated Steel Pipe. 

In less than four years, gas companies alone have capitalized on more than 
45,000,000 feet of this steel pipe with a continuously extruded outer coating 
of polyethylene plastic. You’ll see why when you send for the eight-page 
X-TRU-COAT brochure described below. 

X-TRU-COAT’s plastic coating all but eliminates external corrosion in buried 
metal pipelines. Applied at the pipe mill, this coating offers maximum 
protection against electrolytic and chemical action. 

On top of this, X-TRU-COAT is competitively priced, and can be installed as 
fast or faster than other coated pipe. The flexible x-TRU-cOAT coating— 
precision-bonded to a special undercoating—is far more resistant to shipping 
and installation damage. 

The complete package includes x-TRU-coAT Plastic-Coated Steel Pipe in 
44’’ through 8” nominal, and X-TRU-TAPE (Polyethylene Joint Wrap) and 
primer so your customers can use compatible materials throughout the line. 

Clip and mail the coupon below for your free copy of the x-TRU-COAT 
brochure. It will be sent to you by return mail. 


mie) REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


x 


Strong, Modern, Dependable 


REPUBLIC STEEL CORPORATION 
DEPT. ID-2075 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


Please send me your new X-TRU-COAT brochure. 


Name Title 





FREE X-TRU-COAT BROCHURE shows you a 
few of the hundreds of companies using 
X-TRU-COAT to eliminate corrosion problems. 
Send for your copy today by mailing the pe 
coupon. 





Company 





City 








REPUBLIC X-TRU-COAT 


The strength of stee/...the protection of plastic 


High electrical resistance 
Volume resistivity greater than 
at start of salt crock test. After 6 months resistance 
million meghoms. 


million megohms 


still greater than 

High chemical resistance 
Polyethylene unaffected by wide variety of acids, 
alkalis, salts, and gases. Unaffected by acids found 
in any soil 


Extremely low moisture absorption (less than .02%) 
Extremely low moisture absorption and low moisture 
vapor transmission make polyethylene ideal for pro 
tective coatings 


Unaffected by summer heat or winter cold 
No flow of adhesive or coating after 8 hours at 180° F 
Flexibility retained at -40°F. Withstands storage 


without damage 

Flexible—won’t crack when bent 
Resiliency of the coating and adhesive allow extremely 
short radius bends. The bent area in short radius 
bend should be flame annealed to prevent strains. 


Light weight permits freight savings 


Coating weighs only 1/5 that of conventional wraps 


Live elastic undercoating—effectively seals for life 
Bending of pipe does not break the bond between 
pipe and coating. 
Flexibility prevents hairline cracks 
Even at low temperature, flexing and handling do 
not cause cracks which result in electrical leaks. 
Fast wrapping of field joints 
The plastic coating lends itself to quick, efficient field 
joint make-up using X-TRU-TAPE and primer. 


Easily cut back 
Where short lengths are necessary or where connec- 
tions must be made in the middle of a length, the 
coating can be quickly and conveniently cut back. 
The adhesive may be cleaned from the pipe with 
naphtha or other nonoily solvents. 

Damaged coatings readily repaired with tape 
The elastic undercoating seals cuts preventing under- 
film migration. X-TRU-TAPE allows fast efficient repair 
without the use of hot material. 

Uniform weight of coating on joint after joint 
Each length is carefully checked for holidays. Con 
tinuous quality control is maintained on the thickness 
of adhesive and the plastic coating to insure effective 
corrosion protection. 


REPUBLIC SALES OFFICES 


Dallas 1, Texas 
Dayton 2, Ohio 
Denver 2, Colorado 
Detroit 2, Mich 

East Hartford 8, Conn 
Grand Rapids 2, Mich 


Birmingham 13, Alabama 
Boston 16, Mass 

Buffalo 3, New York 
Chicago 4, Illinois 
Cincinnati 2, Ohio 
Cleveland 1, Ohio 


Houston 2, Texas 
Indianapolis 4, Ind 
Jacksonville 2, Fla 
Kansas City 5, Mo 
Los Angeles 17, Cal 
Louisville 2, Ky. 


St. Paul 1, Minn. 

San Francisco 5, Cal 

Seattle 1, Wash. 

Syracuse 2, New York 

Tulsa 3, Okla. 

Warren, Ohio 
(Youngstown District) 


Milwaukee 2, Wisc 
New Orleans 12, La. 
New York 17, N. Y. 
Philadelphia 3, Penna. 
Pittsburgh 22, Penna. 
St. Louis 3, Mo. 


ONTARIO REPRESENTATIVE: TORONTO, ONTARIO 
EXPORT DEPARTMENT: NEW YORK 17, N.Y., U.S.A. « CABLE ADDRESS “TONCAN” 


REPUBLIC STEEL 


Cleveland 1, Ohio 
REPUBLIC HAS THE FEEL FOR MODERN STEEL 
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A “MONEY-MONTHS” PROMOTION 186 


Brown & Sharpe has launched an advertising-merchandising campaign on behalf 
of industrial distributors, which it calls “Money-Months” promotion. The cam- 
paign concentrates all merchandising efforts on a single B&S product into a 
two-month period. The current May-June effort is on the firm’s micrometer line. 


TAP MAKER COLOR-KEYS ITS PRODUCT 188 


Besly-Welles Corp. has introduced a “color-keyed tap selector program,” a system 
of using color-coding to simplify the specification of taps. New system is 
based on a series of tap-use field studies conducted over a number of months. 


TRIPLE INDUSTRIAL SUPPLY CONVENTION 196 


The 56th Annual Triple Industrial Supply Convention will be held May 23-25, 
at Convention Hall, Atlantic City, New Jersey. Joint headquarters for NIDA 
and SIDA will be Shelburne and Dennis Hotels. ASMMA will be at the Traymore. 


MANAGEMENT SEMINAR AT CLARKSON 200 


Clarkson College of Technology will hold an Industrial Distribution Management 
Seminar, June 18-23. Guest speakers include Dr. Dale Zand, Dr. George 
Wilkinson, Dr. Walter Crowder. Role and function of distributor will be studied. 


147 








Tungsten carbide drill bushings 
available in several types 


Line of tungsten carbide drill bush- 
ings have approximately 50 times the 
wear life of ordinary steel bushings, 
maker claims. Types available include 
head and headless press fit, fixed and 
slip renewable. American Drill Bush- 
ing Co., 5107 Pacific Boulevard, Los 
{ngeles, Calif. 


Heavy-duty ring provides 
high thrust, impact capacity 


Series 5160 heavy-duty, external-type 


retaining ring, designed for assem- 
blies subjected to extreme loading 
conditions, provides a shoulder high 
enough to retain parts having large 
corner radii or chamfers. Ring is 
especially suitable for retaining bear- 
ings, and may be used without spacer 


ball 


roller bearings and ta- 


washers to secure bearings, 
cylindrical 


pered roller bearings. Standard light 


148 


and medium series bearings can be 
retained by the ring to the bearings’ 
maximum quiet-running load rating 
capacities. Because of its high load 
capacity, ring may be used to replace 
heavy-duty nuts, machined shoulders 
and other bulkier fastening devices 
used to secure components on shafts, 
axles etc. Available in 11 sizes, for 
shafts ranging in diam. from .473 to 
2-in. Truare Retaining Rings Div., 
Waldes Kohinoor Inc., 47-16 Austel 
Place, L.1.C., New York 


_ 


Sander has powerful 
reciprocating motor 


Straight line action sander, Model 77, 
has a y'y-in stroke, long life rubber 
bearings to eliminate wear and lubri- 
cation problems, removable knob that 
adapts sander for either left or right 
hand operation and allows free access 
into operates at 
14,400 strokes per minute, has all 


corners. Sander 
plastic housing and a high impact 
plastic sanding plate. Weller Electric 
Corp., Easton, Pa. 


FIRE SAFE BALL VALVES 


Fire safe “Double Seal” ball valves 
have a secondary metal seat which 
provides completely effective shut-off 
fluid flow in the event of the loss of 
primary soft seats. Applications in 
refineries, petrochemical and natural 
gasoline plants where on-site hydro- 
carbon service at temperatures below 
100-deg. F. is a requirement. James- 
bury Corp., Worcester, Mass. 


Saw-Knife cuts variety 
of wood, metal, plastics 


All-purpose 


holds saw 


saw-knife (222998) 
blade of knife blade for 
use as a keyhole saw or knife in cut- 
ting of wood, metal, other materials. 
Contoured 614-in aluminum handle, 
die-cast in two sections, has storage 
area three knife 
blades and blade guard. Hole at tip of 


for razor-sharp 
handle is designed for hanging tool on 
nail or hook. Available with wood and 
metal blades, three knife 
blades and blade guard. Stanley 
Tools, Div. Stanley Works, 195 Lake 
St., New Britain, Conn. 


cutting 


Plumb Bobs assure 
greater accuracy 


Line of mercury plumb bobs have 
solid steel body, are bored and filled 
with mercury to provide a low center 
of gravity and great weight in pro- 
portion to short length and small 


INDUSTRIAL DISTRIBUTION 





Improved Products with Sales Possibilities for Industrial Distributors 





diam. Hexagonal head prevents roll- 
ing. Removable point is hardened 
and ground for greater accuracy and 
longer life. Points easily replaced. 
Knurled body for easy handling. In 
four sizes and weights: 47-in long x 
%-in diam., weight 314  02z.; 
5\%-in x %-in, weight 6 oz.; 6-in x 
Yg-in, weight 12 oz.; 64-in x 1-in, 
weight 16 oz. L. S. Starrett Co., 


Athol, Mass. 


Soldering tip cleaning sponge 
saves time, extends iron tip life 


Soldering tip cleaning sponge elimi- 
nates tip wear caused by use of abra- 
sives, contamination caused by use of 
wiping‘ rags. Cleans while tip is hot, 
without removing protective solder. 
Fine porosity makes it ideal for clean- 
ing small diam. tips. Sponge is large 
enough for all size tips. Hexacon 
Electric Co., 138 W. Clay Ave., Rosell 
Park, N. J. 


CAR DOOR PULLER 


Car door puller, for opening and 
closing heavy box-car doors, has a 
special clevis hook and eye-bolt as- 
sembly which allows it to be fastened 
at right angles to boxcar cleats, 
breastbeams, or door tracks. In two 
models, the with 30, the 
smaller with 20 feet of steel cable. 


larger 


Both models have pulling capacities 
of 3000 lbs. when used with double 
lines, 1500 with single-line operation. 
Beebe Bros. Mfg. Co., Seattle, Wash- 
ington. 
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Petro ball valve simplifies 
installation and maintenance 


Petro ball valve requires only two 
steps for installation: union ends are 
either screwed or welded to the pipe 
ends and the one-piece valve body is 
then easily assembled to the union 
For the 
stream line can be disconnected while 


nut. maintenance, down- 
the valve is under pressure without 
adding extra parts. In hard-to-reach 
body can be 


pressure for main- 


installations, valve 
rotated under 
tenance and operation. Designed to 
control flow of liquid or gas in petro- 
leum, chemical, food processing and 
industrial piping systems, valve fea- 
tures dual seat design which floats 
ball between seats for a tighter seal as 
it is forced against the downstream 
seat by increasing pressure. Pressure 
at upstream seat it then equalized by 
permitting fluid to get behind up- 
stream seat. Valve is available in 
stainless steel, carbon steel or brass 
and in 8 sizes, 14 through 2-in. Clay- 
ton Mark & Co., 1900 Dempster St., 
Evanston, Ill. 


SEALERS AND COATINGS 


Three items announced by company 
include: (1) Pliogrip 12-1, an alu- 
minum pigmented seam sealer for 
securing gutters, downspouts, animal 


feeders, grain storage bins, window 


and door frames. Said to assure 
durable protection against seam cor- 
rosion and deterioration, sealer won’t 
become brittle with age. (2) Pliogrip 
12-2, an aluminum pigmented pro- 
tective coating that protects gutters, 
flashing, corrugated galvanized roof- 
ing etc. Coating is said to have ex- 
ceptional crack and abrasion resist- 
ance, withstand weather, greases, oils, 
chemicals. Easily brush applied. (3) 
Pliogrip 12-3, a permanent caulking 
sealant recommended for caulking 
areas around storm doors, window 
frames, flashing, heating units etc. 
Skins over quickly, adheres well to 
most surfaces, is completely resistant 
to all climatic conditions. W. J. 
Ruscoe Co., 483 Kenmore Blvd. 
Akron 1, Ohio 


MILLING TABLE ACCESSORY 


Compound milling table accessory, 
for operations involving end-mills to 
14-in diam. and jig boring requiring 
medium accuracy, consists of milling 


table with accurately ground work 
surface size of 2214 x 914-in, fitted 
with two T-slots, perimeter coolant 
trough, and a third T-shot in the 
front vertical table surface. Longi- 
tudinal feed is 14%4-in, cross feed 
6\4-in. Longitudinal and cross slide 
saddles are scaped, fitting with both 
gib adjustments and adjustable stops. 
Overall height is 4 5/16-in. Table 
can be used interchangeably on com- 
pany’s 18, 24 and 2514-in geared 
head drill presses, adapts to any press 
with table-knee bored 2%4lin. Boice- 
Crane Co., 939 W. Central Ave., 
Toledo 6, Ohio 
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The only hose built like a tire, U.S. Royal Cord Air Hose amazed builders of a large aluminum plant in Texas by 
its ability to withstand abuse. Lying unprotected on a road surfaced with abrasive sea shells, the hose was continually 
run over by heavily loaded trucks and even 50-ton cranes — showed no damage even when carrying 125 pounds 
pressure! Little wonder users have made US the world’s largest manufacturer of hose. 








At the heart of industry everywhere, you'll find US Industrial 
Distributors providing new standards of performance for manufacturers, 
new profit for themselves, with the world’s finest industrial rubber 
products. Talk to US about it at Booth 803—Triple Industrial Supply 
Convention—May 24—Atlantic City Convention Hall. 
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655 US Expansion Joints serve Cincinnati sewage 
plant. Installed in the Mill Creek Sewage Works, one of 
five plants that will treat 120 million gallons of sewage 
daily, US Expansion Joints are used exclusively between 
the pumps and long runs of heavy cast-iron pipe to allow 
for expansion and contraction, protect against vibra- 
tion, and keep damaging weight off the pumps. 











Eliminating pile-ups and product waste for 
American Can, U.S. SteepGrade Conveyor Belts carry 
light, smooth-finished cartons down a 45° incline. An 
exclusive, molded gripper cleat construction gives safe, 
positive control even at extreme angles that require an 
absolute minimum of floor space. Uphill, down, or cross 
country, there’s an experience-engineered US Conveyor 


Belt for every moving need. 
CB 102 











The abuse of continual starting and stopping 
was no problem for the U.S. Royal V-Belts used on this 
Clausing semi-automatic boring and turning lathe. These 
belts were selected because they ran cool, took little 
space, were exceptionally high in power-transmission 
efficiency. They proved to be the most uniform and 
smoothest running of many belts tested. 





VB 105 








scription. Discover why U.S. Rubber has become 
to US. For Conveyor Belts, V-Belts, the original the largest developer and producer of industrial 
PowerGrip “Timing”® Belt, Flexible Couplings, rubber products in the world. See your U.S. 
Mountings, Fenders, Hose and Packings... Rubber Distributor or contact US directly at 
custom-designed rubber products of every de- Rockefeller Center, New York 20, N. Y. 


. 
WORLD'S LARGEST MANUFACTURER United States Rubber 


OF INDUSTRIAL RUBBER PRODUCTS MECHANICAL GOODS DIVISION 
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Gear Couplings feature 
new lubrication seal 


Lubrication seal for company’s line 
of flexible gear couplings consists of 
two separate heat treated steel wash- 
ers bonded together—one inside the 
other—by means of a flexible hinge 
of Buna-N. Inner washer provides a 
press fit on the coupling hub and the 
outer washer a snug fit in the seal 
cavity cut into the coupling sleeve. 
Regardless of relative motion of hub 
in the sleeve, flexible neoprene hinge 
permits washers to maintain their in- 
dividual press fit and actually seal in 
lubrication at 114-deg. misalignment 
at operating speeds in excess of 5000 
rpm. Flexible Coupling Div., Sier- 
Bath Gear & Pump Co., Inc., 9246 
Hudson Blvd., North Bergen, N. J. 


Rivet kit for use in shops where 
products are made of plastic 


“Pop” rivet kit contains 200 each of 
10 “Pop” 


handling of a wide variety of fasten- 


rivet sizes to permit the 


ing applications and also a hand tool 
for setting the rivets. Rivets are high- 
strength, precision-made hollow rivets 
assembled on a solid mandrel, and are 
blind 
fastening where there is no access to 
the reverse side of the work. Shelton 
Div., United Shoe Machinery Corp., 
Shelton, Conn. 


especially recommended for 


152 


Highspeed saws give up to 4 times 
the tool life between sharpenings 


“Sawperior” line of slitting saws has 
a mirror-like finish which gives free 
cutting action without seizing even on 
stringy materials. High speed steel 
and improved tooth geometry are said 
to provide fast, free cutting to more 
double Smooth 


finish resists rust and corrosive action 


than production. 
of coolants. Hard glazed surface re- 
sists scratching and galling on sides. 
Less concavity provides a stronger 
saw section for heavier cuts without 
strain, chatter. Type 606C available 
in 18 different sizes, from 2% to 
6-in. Brown & Sharpe Mfg. Co., 
Providence 1, R. I. 


Impact wrench is built to 
withstand high production abuse 


Redesigned impact wrench is light- 
weight, pneumatically operated. Im- 
pact mechanism of wrench doesn’t 
rely on springs or centrifugal force 


for A high 


speed is incorporated in 


operation. run-down 
wrench, 
which operates on low air consump- 


Model 


furnished with a 1%-in drive 


tion. Tool is also reversible. 
625 is 
square, Model 626 with a 5-in drive 
square. Unitized construction results 
in little maintenance. Oil reservoir in 
handle and an air strainer in air inlet 
assures efficient operation of tool. 


Airetool Mfg. Co., Springfield, Ohio 


REDESIGNED STAPLE NAILER 


Model S-763 staple nailer drives up to 
2-in heavy staples at air pressures 
from 60 to 100 psi. 
of company’s Duo-Fast S-762, unit 


A modification 


features greater power drive, an im- 
proved safety cap, a more positive 
magazine lock. Fastener Corp., 3702 


River Road, Franklin Park, Iil. 


HOSE PROCESSING MACHINE 


“Minlowa” multi-duty hose process- 
ing machine makes up hydraulic, gas 
etc. hose in one minute. Also can be 
used to make battery cables, replace- 
ment power steering hoses. Performs 
such riveting operations as chain 
riveting combine and 


knife 


Performs many small press 


flighting, 


mower sections and guard 
plates. 
jobs such as bushings, bearings ete. 
In portable hand operated and elec- 
tric powered shop models. Manu- 
facturers Associates Inc., 2215 N. 4th 


St., Perry, lowa 


Air-powered diaphragm operators 
for remote diaphragm valve actuation 


Line of air-powered diaphragm op- 
erators, for remote actuation of com- 
pany’s diaphragm valves, are offered 
in three types: air-open air-close; air- 
open spring-close; air-close spring- 
open. Each is built in four sizes for 
14, and 34-in, 1 and 114-in, 14% and 
2-in valves. Design features include 
ability to actuate diaphragm valves in 
line pressures to 150 psi, small phys- 
ical size and interchangeability of 
Available in wide variety of 
materials. Hills-McCanna Co., 4600 
W. Touhy Ave., Chicago %, Ill. 


parts. 
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DRILL FOR HIGH TENSILE WORK 


Line of solid carbide “Hi-Ten” drills, 
series 1806, are designed for heavy 
duty drilling of high tensile alloys 
and steels. Available in 29 fractional 
sizes graduated in 1/64ths from 1/16 
to %-in. Recommended for drilling 
hardened steel to Rockwell C-65 and 
for production applications on exotic 
metals etc. thru Rockwell C-56. Drills 
have straight shanks, 2 straight flutes 
and are right hand cutting. Atrax 
Co., Newington 11, Conn. 


Lubricant reaches difficult 
areas quickly and without loss 


“Open Gear Loob”, available in a 
16 ounce pressurized can, protects 
open and exposed gears without the 
use of pails, brushes, paddles or 
grease guns. Developed for construc- 
tion, farm and industrial applications, 
lubricant protects gears from exces- 
and the elements. 


1988, 


rust 
Spray Products 
Camden 1. N.J. 


sive wear, 


Corp., Box 


Tap design produces stronger 
tap core, less tap breakage 


“Wedger” tap, of the internal thread 
“forming” type, has following advan- 
tageous features: (1) appreciably 
lower tapping torque requirements; 
(2) increased tap life; (3) provision 
for air to escape in blind hole; (4) 
provision for lubricating oil to reach 
forming edges; (5) improved thread 
finish; (6) a more consistent class of 
fit. Vermont Tap and Die Co., Lyn- 


denville, Vt. 
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MACHINERY MOUNT 


Machinery mount, called Jacmount, 
consists of a rugged cast steel base 
plate-bonded to a heavy pad of “Air- 
Loc”—and a leveling screw assembly. 
Mount will dampen and isolate vibra- 
tion as much as 85%, maker claims, 
and can be used to install most types 
of machine tools, with exceptions of 
shapers, heavy duty punch presses 
and similar machines. Units are also 
available without leveling screw as- 
sembly, so that they may be installed 
under machines already having a jack 
screw. Clark, Cutler, McDermott Co.., 
Franklin, Mass. 


Winch-hoists permit 
rapid lowering 


Rapid lowering series portable winch- 
hoists, of the lightweight cable lever 
ratchet type, will lower (or back off) 
more than one notch at a time. Lower- 
ing work can be done four-times 
faster than with similar cable units, 
maker claims. Other stated advan- 
tages: user has complete control and 
may select either notch-per-cycle low- 
ering for positioning work or rapid 
lowering which lowers (or backs off 
tension) four notches per cycle; for 
safety, system operates on the inter- 
locked pawl-load transfer principle 
whereby one pawl won't slip until 
other pawl is engaged; reverse lever 
makes changing easier 
when user is wearing heavy gloves 
etc. Models available in capacities 
from % to 2 tons and with cable 
lengths to 38 ft. and weight from 
7 to 15% lbs. depending on the 
model. Lug-All Co., 355 Lancaster 
Ave., Haverford, Penna. 


directions 





Nearly 40 years ago 
we ran our first ad in 


MILL SUPPLIES, 


forerunner of 


INDUSTRIAL 
DISTRIBUTION 


We cheerfully 
by-pass our product 
display this issue, 
to convey this 
warm greeting to 
old, old friends 


on their 


HOt 


Anniversary. 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 














Just recently Preci- 
sion completed its 
fourth plant addition 
in just a short period 
of seven years and still 
further expansion is 
in the making — 
proof of industry’s 
acceptance of 

the Precision 


Line. 


Here is a complete headquar- 
ters for drills comprising a wide 
variety for almost every pur- 
pose. Sell the quality, the 
ability, the durability which 
gets full approval. 


Make Precision your dependable source 

of supply for Straight Shank Twist Drills 

and Drill Blanks as small as .006 Diame- 

ter. Also Taps, Reamers, Carbides and Pree CATALOG-— 
Tools. 


Write for your copy no 
Write us for details obligation 


PRECISION TWIST DRILL AND MACHINE COMPANY 


10 Woodstock St Crystal Lake, Iii Phone 2040; TWX Crystal Lake, 3127 





Electric drive conversion unit offers 
fast response, ease of control 


Electric drive conversion unit makes 
it possible to convert a manual or air- 
driven ACCO or Manley hydraulic 
press to electrical operation. Unit op- 
erates from a 110 volt AC power 
supply, stepless speed control pro- 
vided with an easily operated needle 
valve. Approach speeds are compar- 
able to those of an air drive and re- 
sponse to the control valve under load 
is almost as fast as the more expensive 
conventional electric drive, maker 
claims. Unit is designed with a short 
duty cycle for user who reaches ca- 
pacity loads. Unit can also be mounted 
on any hydraulic press that has an 
external high pressure line. ACCO 
Equipment Div., American Chain & 


Cable Co., Inc., York, Pa. 
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DRILL INDEX CASE 


Drill index case. called “Drildex” is 


end-hinged and equipped with fold-up 
drill-holding panels. Of tough, flex- 
ible polypropylene, drill panels pro- 
tect drill cutting edges better than 
metal panels do, maker claims. Drill 
panels feature raised numbering on 
both sides of each panel, for instant 
identification of drill sizes whether 
panels are lying flat in case or stand- 
ing up. Case serves as bench stand, 
comes in four sizes, and is of steel 
with baked grey enamel finish. Huot 
Mfg. Co., 500 N. Wheeler Ave., St. 
Paul 4, Minn. 
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W/IS S TOOLS FOR INDUSTRY 


Bent Trimmers*. Professional bent handles and incompara- 
bly efficient inlaid blades. Widely used in tailoring, carpet 
laying, upholstering, tire making, bookbinding, and many 
other fields. Sizes from 7” to 12”. Illus. No. 27-7”. 

No. C-4E and Ne. 625 Electronics and Filament Cutters. 
Tough, sharp, perfectly designed scissors widely used in the 
electronics field for cutting light wire and filament. 

No. 175-E5 Notched Electrician’s Scissors. Blades have two 
notches . . . one for stripping 19 gauge .035 wire, the other 
for 23 gauge .022 wire. 


No. 175-E6 New Electrician’s Scissors. New for cutting and 
stripping. Fitted with pad at points for stripping flexibility. 
No. 175-E Standard Electrician’s Scissors. Extra hard 
blades. Small in size but very powerful. 


Upholstery Shears*. Extra heavy-duty raised blade shears. 
Illus. No. 20W-10”. Also available in 12” size. 
* Ask about custom edge grinding for special cutting jobs. 


Mill Scissors. Sharp, trim points, hardened and tempered 
blades, plain ring handles. Complete range of sizes from 
3%” to 6” . Illus. No. 765-5”. 


Mill Scissors. Used in cotton spinning, weaving and hosiery 
mills. One blunt, one sharp point, fitted ring handles. Avail- 
able in 5” and 6” sizes. Illus. No: 815-5”. 

No. 2-DA Florist’s Shears. Long handles, short blades. 
Nickel plated blades. One blade serrated. 

Industrial Straight Trimmers*. For all industrial trimming. 
Sizes from 6” to 10”. Illus. No. 36-6”. 

No. 1-DS Metal-Cutting Shears. Extra long handles, short 
blades give increased cutting leverage. Size 8”. 

No. 908-8” Multi-Purpose, Plastic, Poultry, Wood. These 
and the No. 907-7” pruners, are practically indispensable 


in many diversified fields such as plastics, poultry, venetian 
blinds and wood industries. 


J. WISS & SONS CO., NEWARK 7, N. J. 
Send for complete TOOLS FOR INDUSTRY AND METAL-CUTTING SNIPS catalog 
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for a superior finish 
when centerless grinding 
specify Jewel Brand 
abrasive belts 


Courtesy of Production Machine Company, Greenfield, Massachusetts 


The 486 Centerless Grinder is 
designed for precison grinding and 
finishing small parts by plunge cut or 
thru-feed methods. It is equipped 
with a ground steel contact roll or a 
rubber faced contact roll for low 


micro-inch finishing. 


No matter what the grinding method or the operation 
to be performed, there’s a Jewel Brand abrasive belt 
designed for it. That’s why experienced operators 
specify Jewel Brand. They know they'll get the right 
bond, the right backing and the right grain. 


Next time, why don’t you specify Jewel Brand? 


For a trial run, call your industrial distributor or write: 


Abrasive Products, Inc., South Braintree 85, Mass. 


Vv EW €& th *e.* 


COATED ABRASIVES 


belts * rolls * sheets * discs * specialties 





Depth gage handle allows measure- 
ment of all drilled or tapped holes 


“Universal Adjustable Depth Gage 
Handle” permits both size and depth 
gaging of all drilled and tapped holes 
in one operation. Device is only 
depth gage handle on market that is 
adjustable, dispensing with need for 
grinding a step on the go-nib for each 
individual thread size and depth, 
maker claims. Feature also allows 
gaging of multiple holes of similar 
size and depth. Handles are available 
in four sizes, may be used with 
American Standard thread gages for 
measuring standard tapped holes, and 
with a pin gage to measure drilled 
holes, in addition to the full line of 
company’s thread gages. Heli-Coil 
Corp., Shelter Rock Lane, Danbury, 


Conn. 


Tank design has quick-drain, 
easy-fill, metered-flow features 


Floor machine solution tank has fol- 
lowing characteristics and features: 
31% gallon model has a wide, 7'-in 
diam. top fill opening and a cast, 
sealed head assembly with bayonet 
lock, which permits to-the-brim filling 
from solution bucket without use of a 
funnel and prevents accidental dump- 
ing of solution; tank is fully drained 
by simply lowering handle to floor; 
14,-in bore throughout all connections, 
self-cleaning valve, and clear tubing 
allows emptying tank from an upright 
position in only 7-8 minutes. Doyle 
Vacuum Cleaner Co., Grand Rapids, 


Mich. 
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Your Customers Are Continuously 
Being Alerted To The Extra 
Values To Be Found Only 





Ba eae 
It takes more than: 
muscle to kink a 
Union Tuffy Sling 





Try it. No matter how strong you are you can't kink 
TUFFY by hand. When improperly used, TUFFY can 
kink. But it straightens easily with no material damage 
to the fabric 

muscles of braided steel_-assures rugged performance 
greater safety, longer life. Union Tuffy Slings and Hoist 
Lines are balanced, tough-job team-mates. Always pair 
‘em up for better service. 


Ariy task with loads to lift, lower or pull is a job for 
Union Tuffy Slings and Hoist Lines. And because sling 
and hoist jobs vary all over the lot, Union Wire Rope 
engineers specialize in tailoring TUFFY products to 


specific uses. You are invited to ask for this service 
no extra charge 


4 New Union Slings 


In addition to famed Tuffy Slings, Union Wire Rope 

offers in a full range of sizes 

. Hand Braided six and eight part slings 

2. Uni-ply —a flexible multi-part rope laid sling with 
pressed-on metal ferrule 

3. Press-Grip wire rope sling with pressed-on metal ferrule 

. Uni-Grip wire rope sling with return loop splice and 
pressed-on metal ferrule 


Union Wire Rope Tuffy Tips on safe use of Slings and Hoist Lines 


How Much Lifting Should 
Be Done by Muscles? 


The U. S. Dept. of labor recommends 
men should handle no more than. 50 
pounds; women no more than 25 pounds. 
This is for people of average size and 
weight, in normal physical condition 
Mechanical hoisting equipment should 
he ased for all loads not comfortably 
lifted by muscles 


WRITE Union Wire Rope, Armco Steel Corporation, 


a 


Free! Two Valuable 


Tuffy Handbooks! 
Both free. Write for these 2 great Tuffy 
Service Manuals 
i I gine 
——- 
ik F, 


“Tuffy Tips” with more than a score 
of safety hints like the one shown ; 
here. Clever, helpful ilbustrations. 

2. “Tuffy Sling Handbook” All about 
selection and use of slings—types, — 
dimensions, weights, fittings, rated 
loads, safety-approved signals. 


2100 Manchester Ave., Kansas City 26, Missouri 


ARMCO Union Wire Rope 


V 








Series of 
1961 Ads In- 


National Safety News 
Plant Engineering 


Modern Materials 
Handling 


Factory 
Steel 


Purchasing 
(Total Circulation 262,178) 


Hundreds of 
inquiries for these 
two books are sent 
on to 


UNION Tuffy 
Distributors 





ihe melelem {tele)-{>)-\ 
PER HOUR 
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Purchase order follow up is simplified when you 
can scan at the rate of 


VOOO0 cade free Kbue. 


vo 


aK 


‘Management by exception” is the desired method of fol- 
lowing-up purchase orders. 

ViSirecord’s speed and visibility, to thousands of records 
at finger-tip control, provides instant information on hun- 
dreds of variable factors. 

Improper situations show up at a glance — no matter how 
large the number of orders involved, and permit telephonic 
action in seconds. 

ViSirecord provides split-second speed in management 
control, in minimum space requirements with normal seated 
desk level operation. 

ViSlrecord is equally proficient on machine or hand posted 
operations — Accounts Receivable, Inventory or Maintenance 
Control— Edge punched card to tape or Order Writing and 
hundreds of other systems — anywhere records must be kept 
and used quickly and accurately. 

Your ViSirecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 


companies in your industry. S| 
req, 
Wao, 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


© 1961 ViIStrecord, inc 


Systems Specialists in Principal Cities 





ELECTRIC ANGLE GRINDER 


Electric angle grinder, the Lesto Ges 
95A, is recommended for trimming 
castings and cutting of risers, remov- 
ing burrs, eliminating welding seams 
and in any operation involving the 
removal of small profile steel. Grinder 
is drive by a 1.6 HP universal motor 
encased in a die cast housing. Speed 
at no load is 6500 RPM, and machine 
is available in 6 different voltage 
models for AC and DC. Grinder is 
designed to accommodate highly 
flexible resin bonded and depressed 
center grinding discs with an outside 
diam. of 7-in up to %¢-in thick. 
Victor J. Krieg, Inc., Box 7, 1 Depot 
Plaza, Mamaroneck, N. Y. 


TWO-WAY PANEL SAW 


Models of 2-way panel saw include a 
standard size which handles 48-in 
wide panels and a larger unit with 
a capacity to accept new big panel 
sizes to 62-in wide. Channel lengths 
are 12 and 14-ft respectively, al- 
though any panel length can be ac- 
commodated on either model. Both 
units equipped with heavy duty saws 
which operate on 115 volts, 25 to 
60 cycles, single phase, A.C. or D.C. 
Switch-lock on motor permits con- 
tinuous running for ripping opera- 
tions; turntable allows operator to 
change quickly from cross-cut to rip, 
also center cutting. DeWalt, Inc., 
Dept. “M”, Lancaster, Pa. 
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WILTON 


It seems strange that an industry more than 150 ye: 


urs old 
should now be considered a growth industry . .. yet today’s 
clamping tools are becoming as up-to-date and automated 
as.the vast new industry-technology they serve! Wilton is 
proud of its contributions to the advancement of production 
techniques and market expansion with the kind of new 


products that Industrial Distributors can sell. 











x e 
Pia 


MilOmatic powered machine vises WILTON C-Clamps, with the original Perma Pad 


THESE ARE JUST 6 OF THE MORE THAN 400 PRODUCT ‘‘REASONS" WHY 
THE ev On LINE IS SOLD BY LEADING INDUSTRIAL DISTRIBUTORS! 


bg. LTON 


WILTON TOOL MANUFACTURING CO. IN 
Vow con semua ritos's conpindiay SCHILLER PARK, ILLINOIS 





BIGGEST NEWS 
IN SHOVELS 





Fasteners at minimum rated tensile 
Strength of 125M pounds PSI 


Family of austenitic stainless steel 
fasteners, the KS 812 series, is de- 
signed to meet need for high cor- 
rosion-resistance stainless fasteners 
with higher strength ratings. Use of 
company’s “pHd” (1960 series) head 
dimensions provides increased bear- 
ing areas and results in uniform bear- 
ing stresses in all sizes. Forged heads 
are burr-free. Rolled threads have 
a rounded radius in the root to re- 
Now you can sell a complete line of both light weight and - r ae Bo oseneliglg- tas 

—~ good fatigue resistance. Operating 
maximum duty shovels with the famous RAZOR-BACK backbone. range of screws is minus 300-deg. to 
plus 800 deg. F. In sizes from No. 8 


Thicker in the center all the way from P| nist tap. ; 
thru 34-in diam. in both coarse and 


socket to cutting edge. Guaranteed to 
give more service per dollar than any 
other shovel. Steel Co., Jenkintown, Pa. 


fine thread series. Standard Pressed 


Thousands of contractors and indus- 
trial buyers have long preferred RAZOR- 
BACK, the big super-strong shovel with Worm drive saws protect 
a 13 gauge center backbone clear to . 
the cutting edge, where other shovels RAZOR-BACK ... for those who want a big, against motor burn out 


~ f; super-strong shovel <- ; : 
Se eee. ' Three versions of company’s rear 


Our +a RAZOR-LITE shovel now pro- - handle, worm-drive Skilsaw models 
— same mere eee ‘ operate on the worm gear principle 

. ee use ) prefer a lig . : 
Or those Users WHO preier a Nght which transforms motor’s high speed 

weight shovel. Both types sell for at . , . 

re . - into great cutting power. Designated 

least $12 a dozen less than any “pre- ace. an aoc 
as were models 367, 77 and 825, portable 
mium” shovels even approaching them h lad ce ded d 
in strength. saws have blades of 644, 714 an 
814-in, for cutting depths of 2%, 


RAZOR-LITE. .. for those who want a light 21% and 3-in respectively. All feature 
Industrial c atalog 30 today. weight shovel with RAZOR-BACK backbone. - pe , 


Send for complete new 


“Burnout Protection” motors said 
THE UNION FORK & HOE CO., Columbus 15, Ohio | to protect against burnout even under 

Quality Forged Tools for Over 50 Years excessive and frequent overloads. 
SOME OTHER  - PRODUCTS BY UNION 


Saws also feature automatic oil level 
control to prevent overfilling; an air- 


Ve { flow hood to direct ool air over 
4 _Zz hk gear case; sealed rubber bellows in- 
ix BA & side gear case to eliminate oil leak- 

Di Q\ age; enclosed and dust-sealed trigger 
Asphalt ial industrial te on-off switch. Skil Corp., 5033 Elston 
Road Rakes Forks Spades Cutters Ave., Chicago 30, Til. 
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Vea weno 


FLEXCO’ FLEXCO’ | 


HEAVY-DUTY HINGED 
CONVEYOR BELT 500X, 250X & 375 


FASTENERS 
CONVEYOR BELT 


and 
RIP PLATES FASTENERS 
and 


(9 sizes for belts Y%” , NYLON HINGE PIN 


to 1%" thick) 





2 


For years, ALLIGATOR and FLEXCO belt fas- 

ipendad = teners have been “going around in the best ree ices Teall 
r circles” —in coal and metal mines, crushed mameiies OP 

rock and sand & gravel plants, steel mills, COMPLETE JOINTS 

chemical plants & mines, and others — wher- 

ever conveyor belts and V-belt drives are in | 

operation. But there are still some belt main- fF a 

tenance crews not yet acquainted with the a 

P ° ’ . (Sizes to fit all com 
complete Flexible line. Don't miss these op- aaa 


CONVENIENT portunities for greater sales. 
® 
TURTLE 


SHIPPING CARTON 
Remember: Flexible’s field representatives 
1 . _ BELT FASTENERS 
are factory-trained belt fastener specialists Salida ais Gusey 
... ready to serve you and your customers. 


PERSUADER 
TOOL 


FASTENER 

NEW! BULLETIN NO. V-227 see igre Rel gl 
rips m conveyor 

® “CUSTOM MADE V-BELTS IN ANY LENGTH 4 

FLEXCO WITH ALLIGATOR V-BELT FASTENERS" ALLIGATOR 


POWER TOOLS 
WIDE BELT CUTTER 


, "FOR THE SPLICE OF A LIFETIME'' 
| : Hlonible ™ LACING COMPANY 


(Use with cir or electric upect 4633 LEXINGTON ST. . CHICAGO 44, ILLINOIS 


tools for fast application) ; 


FAR-PUL BELT CLAMPS — ALLIGATOR*® 














CONVEYOR BELT LACING 


S A 


Available in STEEL, STAINLESS, MONEL, EVERDUR for 
L 3 MODELS . . . FOR BELTS THRU 36” WIDTHS. belt widths 147-60". 
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Meet Pete 


e helps you do more with DELTA 


As Vice President of Rockwell’s Power Tool Division, F. P. 
Maxwell (Pete to most everyone) is “boss” of the entire organiza- 
tion serving Delta Industrial Distributors and their customers. In 
a way, he’s responsible for distributor profits and customer satis- 
faction, too—because it’s his job to see that Delta facilities at 
Bellefontaine, Ohio, Tupelo, Mississippi and Porterville, California, 
maintain consistently high quality in production of the world’s 
most complete line of industrial power tools. 


Sound like a big job? It is. But Pete has a lot of help. In addi- 
tion to close to 700,000 sq. ft. of physical plant space, he can call 
on a collection of talents, skills and just plain “know how” that 
is tops in the industry. People just naturally seem to like to work 
for a company that’s “out front’”’—and Delta’s 32 years of leader- 
ship has helped attract and hold good people. 

When he’s not at his office or at one of the plants, Pete’s likely 
to be anywhere from New York to San Francisco getting firsthand 
marketing information from distributors, salesmen and customers. 
Leading Delta Distributors have proven, through continued growth 
in sales and profits, that you can do more with Delta. 

To find out how easy it is to do business with Delta, simply drop 
Pete a line, he will gladly give you details—it’s his favorite sub- 
ject! Write: Rockwell Manufacturing Company, Delta Power Tool 
Division, 634E N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








Compressor provides water 
cooling at all stages 


Redesigned intercooled centrifugal 
compressors (Type VC), for applica- 
tions requiring 60 to 125 psig air, 
provides increased efficiency, reduced 
space requirements, and simplified 
maintenance compared to conven- 
tional two body uncooled centrifugal 
machines, maker claims. Standard 
air-to-water heat exchangers cool air 
stream passing through compressor. 
Intercoolers are mounted after each 
impeller, both in upper and lower 
half of the machine’s single horizon- 
tally split casing. Available from 
5000 to 60,000 cfm. Allis-Chalmers 
Miz. Co., Milwaukee 1, Wis. 


AIR DRIVEN ASSEMBLY TOOLS 


Line of air powered drills, screw- 


drivers and nut runners feature inter- 
changeable handles, motors, gear 
cases (rpm) and clutches, to assure 
that a tool exactly fits job for which 
intended. Of many possible com- 
binations, one pistol handle, lever 
handle, and angle screwdriver, nut 
runner, and drill have been desig- 
nated as catalog tools. These nine 
drills, screwdrivers, and nut runners 
are expected to cover most common 
applications. Tools are easily assem- 
bled, reassembled. Three motors 
available: single rotation (right 
hand), single rotation (left hand) 
and reversible. Direct, positive and 
adjustable clutches available. Albert- 
son & Co., Inc., Sioux City 2, lowa 




















LUBRIPLATE / 








EVERYBODY WHO TURNS A 


URED mt 


Fig 
“ME BROTHERS REF? 








“THIC LWBRICANT 
PRACTICALLY 
ELIMINATED 

BEARING 
REPLACEMENTC’ 


Says- C. O. SPARKS, INC. 


Tuere are no more widely used products in 
industry than lubricants. That everyone who 
turns a wheel uses them, is literally true. A line 
of lubricants that can satisfy every industrial 
requirement does have an unusually wide mar- 
ket. Everybody is a potential customer. 

LUBRIPLATE Lubricants comprise such a line. 
LUBRIPLATE ranges from the lightest density 
fluids to the heaviest greases. Besides multi- 
purpose lubricants that satisfy a wide variety of 
requirements, there are LUBRIPLATE Lubricants 
that function under extreme heat and cold con- 
ditions. Other numbers are highly resistant to 
steam, acids and alkalis. There are “High 
Speed”’ products ideal for use in ball and roller 
bearings. There is a LUBRIPLATE Product that is 
best for every lubrication need. 








2.00816 WITHOUT REPAIR” 
IN CHVEN MONTH’ 


—says THE BROWN COMPANY 








& Mundo Engineering Co. of Los Angeles, Calif. 





“Prior to using LUBRIPLATE, we 
were replacing shaker screen 
bearings within 60 to 120 days due to 
lack of or faulty lubrication. Since we 
started using LUBRIPLATE seven years 
ago, we have only replaced two shaker 
screen bearings and these because of 
natural wear. We now use LUBRIPLATE 
for general lubrication throughout our 
plant.” 
W.T. Ellington, President 
Mundo Engineering Co. 








HELPC UC CET 
HIGH MILEAGE 











says — 
INDEPENDENT TRUCKERS, INC. 
of Omaha, Neb. 





Quality Paper Makers of Beriin, WN. H. We use LUBRIPLATE Lubricants for wheel 





and other bearings on our fleet of more 

than twenty-five cab-over-engine, single 

axle trucks. At the 600,000 mile fleet in- 
“During a seven-month period 


spection, no major replacements of king 


‘before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we used a conventional 
oil at a 2ost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84.” 


pins, bushings nor shackle pins was nec- 
essary. Wheel-bearing packing sched- 
ules have been increased to every 100,000 
miles. We feel that the use of LUBRIPLATE 
was a contributing factor which enabled 
us to obtain such high mileage without 
repairs. 
O. C. Trout 
Vice President 


What satisfied users say about 





WHEEL NEEDS LUBRIPLATE 


And there is no other lubricant like LUBRI- 
PLATE, the original “‘long-life’’ lubricant. It pos- 
sesses qualities and characteristics not to be 
found in ordinary oils or greases. It minimizes 
friction and not only lasts longer but makes all 
lubricated equipment last longer too! That’s 
why every new LUBRIPLATE user enthusiastical- 
ly continues to re-order and to extend the use of 
LUBRIPLATE to every possible application. 
LUBRIPLATE lubricants certainly do help open 
the door to new accounts and steadily increasing 
business. Furthermore, the LUBRIPLATE distrib- 
utor sales policy protects you in your territory 
and helps you maintain your full margin of profit 
at all times. It adds to your prestige and helps 


Now as to directing LLUBRIPLATE inquiries to 
the LUBRIPLATE distributor. Nationwide adver- 
tising in the most important industrial papers 
builds a demand and stimulates orders. Adver- 
tising in regional publications showing the local 
distributor’s name, directs inquiries to the In- 
dustrial Supply house. Furthermore the LUBRI- 
PLATE tag plan shown on the following page, 
creates a direct invitation for the salesman to 
call every time a machine, lubricated with a 
LUBRIPLATE Product by the equipment manu- 
facturers, is shipped into his territory. 

The Industrial Supply Salesman will find that 
the LUBRIPLATE Line of Lubricants is a money- 
maker. It opens the door to new and continuing 


you sell your other lines. 


business. 








EXTENDED 
BEARING LIFE 
50%" 


—says REPUBLIC AVIATION CORP. 














Makers of the famous F-84E THUNDERJET a 





“Under actual tests, LUBRIPLATE 

extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


says 


VULCAN IRON WORKS, INC. 








of Chicago, Ill. q 


—a leading manufacturer 
of pile driving and 
extracting equipment 





“‘For many years we have used LUBRI- 
PLATE Lubricants for shop assembly, 
and have recommended them to our 
customers through your LUBRIPLATE 
Tag Plan. Our experience shows that 
if the proper lubricants are used from 
the beginning, there are fewer prob- 
lems and parts replacements later. We 
consider LUBRIPLATE to be the best 
possible ounce of prevention.” 

H. G. Warrington, Vice-Pres. 





WE RECOMMEND 

THIC LUBRICANT 
TOOUR 
CUSTOMERS 


—says PACKAGE MACHINERY COMPANY 
Springfield, Mass. 





- 





“We have found LUBRIPLATE 

Lubricants to be very effective 
and use them extensively in our ma- 
chines. To assure the proper use of 
LUBRIPLATE Lubricants for re-lubrica- 
tion, we place tags on our machines 
before shipment. Thus the purchasers 
of those machines know the LUBRI- 
PLATE Product we recommend for each 
application and where to obtain it.” 


LUBRIPLATE Lubricants 





Before shipping a machine in 
which a LUBRIPLATE Lubricant 
is used, this tag with postcard is 
attached. The tag specifies the 
LUBRIPLATE Product recom- 
mended for relubrication and 
tells why. The postcard provides 
the means of locating the near- 
est LUBRIPLATE Dealer 


When a machine is delivered 
and installed, the Superintend- 
ent or Foreman detaches the 
postcard from the LUBRIPLATE 
instruction tag and mails the 
posteard to us, inquiring the 
name of the nearest LUBRIPLATE 
Dealer. We receive thousands 
of such postcards annually. 








... your admission 
card to this 

BIG BUSINESS 

OPPORTUNITY... 


On receipt of this postal we do 
two things. We notify the near- 
est LUBRIPLATE dealer of this 
new machine lubricated with 
LUBRIPLATE in his territory. At 
the same time we write the 
machine user, giving him the 
name and address of his nearest 
LUBRIPLATE dealer. 


The dealer so notified of a new 
LUBRIPLATE user in his terri- 
tory, sends a salesman to call on 
the user. Thus the salesman is 
handed a new customer to 
whom he can sell LUBRIPLATE 
and other items, thereafter. 





There are still a number of territories available 

if you don’t already stock and sell 
LUBRIPLATE LUBRICANTS 

Write us and learn about our LUBRIPLATE Distributor Program 








the modern 
Lubricant 





LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 
Newark 5,N.J. Toledo 5, Ohio 


Printed in U.S. A. 





When you need fast, 
easy opening’ and closing 
with a leak-proof seal and 
straight-through flow with 
minimum pressure drop 

recommend 


HVERLASTING 


VP TURN 


OPENS OR CLOSES 


FOR 
BULLETIN 


electrically or 
manually. 


EVERLASTING VALVE COMPANY, 63 FISK STREET, JERSEY CITY 5, N. J. 
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Solid Line! 


~ 


Nylon gears have high strength, 
resiliency to distribute overloads 


“Nymet” line of precision nylon cut 
gears with molded metal insert hubs 
offers cut tooth gears up to 3-in 
O.D. with up to a ¥%-in face in any 
quantity without tool charge. Gears 
are available in 48, 32, 24, 20, 16 
: and 12 pitch, and in 1444-deg. and 
Bnecé : 20-deg. pressure angles. “Hexlok” 
hexagonal metal hub is locked radi- 
packaging ally by means of its hex shape, and 


axially by means of a channel cut 


oi 
Z 
ft, 


a 
around face. “Hexlok” inserts are 
of the extended hub design and can 
be provided plain or drilled and 
tapped with socket head set screws. 
Hubs are available in steel, stainless 


“<> 
=. 2) 


steel, brass and aluminum alloy. 
Climax Metal Products Co., 863 E. 
140th St., Cleveland 10, Ohio 


TM Chain is the solid line from every point of view. 
It includes all types and sizes of Welded, Weldless a 
and Stamped Chain. It's backed up by strong national ane 


advertising ... finest packaging ... latest sales helps Vise can be used upright, laid flat 
and 87 years of chain-making experience. The result, P : 

chain sales you can't afford to overlook—solid chain on either side, placed at any angle 
profits you really ought to investigate. Write on letter- Gyro-Vise operates from a base on 
head for complete details on your future with Taylor. which it can be rotated and locked 
in position. When not in use, it can 
be removed from base and stored in 
PR 53 in = pt. 2 a drawer or tool chest. Called No. 
— =o <Y, 731, Gyro-Vise has a jaw width of 


314-in, jaw depth of 214-in, jaw grip- 
aylo r Ensy-to-resd iN in Poly Bags, ping area of 7%-in. Maximum jaw 


Cartons Z . at i" 
opening is 5-in. Capacity of the re- 


ade movable and replaceable pipe jaws 


is 14 to 114-in. Columbian Vise and 
S.G. TAYLOR CHAIN CO., Inc Mfg. Co., 9023 Bessemer Ave., Cleve- 


Cc RIA: Fu SINCE Plants: Hammond, Ind. d Ohi 
1678 3505 Smaliman St., Pittsburgh, Pa. land 4, Ohio 


168 INDUSTRIAL DISTRIBUTION 























BOSTRON V-BELTS 
WITH NEOPRENE 


Excessive heat build-up caused by constant flexing — even in environmental temperatures — 
is the major cause of V-belt deterioration. BoSTRON with Neoprene remedies this problem. 


Neoprene withstands heat up to 165°F. (ordinary belts deteriorate at as low as 115°F.), 
and gives greater resistance to oils, ozone, chemicals, abrasion. This means a high safety 
margin, long life. 


Neoprene with Fiber-Dispersed Stock in BOSTRON’s compression member provides: (1) high 
cross-wise rigidity, (2) exceptional length-wise flexibility, and (3) extra tensile member 
support. Fibers are closely packed, in straight lines, and virtually frictionless. 


BosTROon’s Tensile Member, by actual test, gives greater stability, 40% more strength, and 
is inherently stretch resistant. Moisture gain is only 1/20th that of conventional reinforcing 
fiber. A special heat and tensioning process for the cords further minimizes stretch. BosTRON 
withstands more shock loading, needs less maintenance, and shows minimum growth even 
after months of operation. 


Inside and out, your best buy is BostRon v-BELTS with NEOPRENE 


far AMERICAN BILTRITE RUBBER COMPANY 
— BOSTON WOVEN HOSE & RUBBER DIVISION i-fe}-sgel, 


BOSTON 3. MASSACHUSETTS 


EE 


INDUSTRIAL HOSE BELTING V-BELTS PACKING MATTING 
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do all the 
lines you cCarry- 
carry themselves ? 


In a truly profitable distributor operation, every product line car- 
ried must be self-supporting. 


Would a careful accounting uncover a line in your stable—perhaps 
once a front runner—which no longer carries its weight? 


There are many reasons why a product falls behind and becomes a 
dust collector. Competition steals a design edge; a technological 
breakthrough obsoletes its product advantages; a new manufactur- 
ing technique gives the other guy a price break or suddenly the 
manufacturer decides that his product sells itself and stops all his 
advertising and promotion support. These are but a few of the many 
reasons why good distributors constantly analyze and evaluate their 
product lines and their manufacturers. 


At the Flexible Coupling Division of Sier-Bath Gear & Pump Co., 
we’re really happy to have progressive and dynamic distributors 
like this on our side. 


You see—we welcome point by point, item by item, face to face 
comparison with our competitors. We firmly believe and can support 
with facts and figures, the statement that Sier-Bath flexible coup- 
lings are smaller — stronger — lighter and will perform as well, or 
better than other couplings. The simple design principle of solid 
one-piece sleeve construction means that Sier-Bath couplings cost 
less to make than more complex designs and thus give you — as a 
distributor—a strong price advantage without any sacrifice in your 
normal margin. 


As a distributor, another point that will be of interest to you is that 
we intend to keep things this way. Our constant research and de- 
velopment program is set-up to make sure we keep this design edge. 
Recent examples of R & D work are the improved end seal and the 
new retaining ring. All these product advantages are supplemented 
and supported by an advertising and sales promotion program which 
is “distributor oriented”. It provides promotional “gimmicks”, 
scheduled direct mail pieces and strong, national space advertising 
in the leading trade journals. 


Here’s something else that’s important to you as a distributor. 
Your customers are always yours — no matter how big they grow. 
This is standard policy at Sier-Bath. 


Want more information? Drop a note to Bob Miller, Sales Manager 
of the Flexible Coupling Division and get the details on how Sier- 
Bath couplings can add to your profit picture in ’61. 


GleP- Bolte ounn a rome co. me. 


FLEXIBLE COUPLING DIVISION 
9246 HUDSON BLVD. « NORTH BERGEN, NEW JERSEY 
Member A. G. M. A. Founded 1905 





Plastic funnels are especially 
adaptable to industrial use 


Line of plastic funnels, precision 
molded of polypropylene, are light, 
strong, acid-resistant, sanitary, easy- 
to-clean and non-heat conducting. 
Available in either turquoise or red 
plastic, funnels can be sterilized by 
boiling or in autoclaves and used with 
most liquids employed in manufac- 
turing processes. Two funnels avail- 
able: No. AR41 is an 18 oz. funnel 
with a 5-in diam. top opening, recom- 
mended for fast filling of containers 
of pint and larger sizes. AR51 is a 
2'4-in diam., 2% oz. attaching fun- 
nel, used to fill any small container. 
Vichek Tool Co., 3001 E. 87th St., 
Cleveland 4, Ohio 


Double acting hand pumps handle 
15 common classes and liquids 


Line of double acting hand pumps, 
series 110, are equipped with double 
diaphragms which keep the liquid 
sandwiched between them instead of 
permitting contact with the body of 
the pump. Pump body is corrosion 
resistant and diaphragms as well as 
valves are fabricated of a deteriora- 
tion resistant synthetic rubber mate- 
rial, said to impart nearly indefinite 
operating life. Diaphragms contain 
integral O-ring seals which provide 
positive anti-leak protection. Pump- 
ing accomplished on both push and 
pull strokes. Available in four 
models: 110, 110A, 110B and 110C. 
Model 110 is a basic pump with a 
2-in male thread for barrel installa- 
tion and a l-in female thread for a 
suction pipe. Other models contain 
various accessories. Wayne Pump 
Co., Div. Symington Wayne Corp., 
Fort Wayne, Indiana 
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LOWELL 
WRENCHES 


We offer 


. to the Original Equipment 
Manufacturer—the unique ca- 
pacity to adapt standard Lowell 
Ratchet Wrenches, or devise en- 
tirely new types, to fit his special 
design needs. 


Our sales records prove the im- 
portance of the O.E.M. design 
engineer. And Lowell advertis- 
ing and promotion constantly 
remind him of our ability to help 
with his problems. 


Most important to the servicing 
of O.E.M. accounts is the Indus- 
trial Distributor. 


For Progressive Distributors — here is 


a Profitable Partnership 
that Pays Off in Volume Sales 


INDUSTRIAL 
DISTRIBUTOR 


You profit 


. in particular, from the repeat 
orders that result from O.E.M. 
business. It adds up to Aigh 
volume sales. 


Lowell's firm pricing policy 
favors you, also, and assures a 
profitable margin on all quantity 
sales. Consistently good profits 
are attracting more and more pro- 
gressive distributors to the Original 
Equipment Market. 


You also benefit by the great di- 
versity of this dynamic growth 
market. Sales efforts spread among 
several segments of the O.E.M. 
will protect you against slumps that 
may occur within vertical indus- 
tries. 


When you join the Lowell Wrench 
“‘partnership,’’ you represent the 
one wrench manufacturer with the 
experience and capacity to do most 
for the O.E.M. design engineer— 
the man who originates many high 
volume orders. 


O.E.M. 
CUSTOMER 


He wants help 


. in locating or devising reliable 
components to improve his product, 
or to save money. Lowell Wrenches 
can often be adapted to his needs 
or specially engineered for the job. 


dé, Gas pees 


A standard Lowell Wrench as a functional accessory 


The combination of your personal 
service and Lowell’s knowledge of 
the design engineer’s problems can 
provide the help he’s anxious to 
have. 


O.E.M. design engineers and purchasing personnel are being told about 
the Lowell story in national advertising as well as direct promotion. 


It’s opening doors for you... 


and they may lead in profitable sales 


directions you may not have considered before. 


WRENCHES 


Ask for all details. Write to the address below. 


> LOWELL WRENCH 3 €O.z 35 temic seer 


WORCESTER 4, MASSACHUSETTS 
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SWENCH 
MANUAL IMPACT WRENCH 


Loosens “Frozen” Bolts and 
Nuts... Tightens Accurately 


In every type of industrial plant — for maintenance 
. . » production . . . utility-—-a SWENCH manual 
impact wrench does its job with a speed, safety and 
economy unmatched by any other type of wrench. 
And a SWENCH is completely portable — requires 
no auxiliary power source or connection. You can 
take built-in SWENCH power anywhere . . . use it 
anywhere — even in hard-to-reach, isolated spots. 
SWENCH delivers tremendous torsional impact for 
loosening the most stubborn bolts and nuts — yet is 
precise enough for the most accurate tightening jobs. 
There is a SWENCH wrench model for practically 
every job. Sizes range from 2” square drive to 142” 
square drive. Ask your industrial distributor to dem- 
onstrate the right model for your job today, or write: 


MARQUETTE DIVISION 
CURTISS () WRIGHT 


CORPORATION 
1145 Galewood Drive - Cleveland 10 + Ohio 


Distributed In Canada by Canadian Curtiss-Wright Ltd. 
TORONTO & MONTREAL ¢ CANADA AD NO, 32-19 
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Plier permits repeated application 
of a predetermined clamping force 


Industrial plier permits time-after- 
time application of a predetermined 
clamping force, regardless of the 
thickness of the work held. Load in- 
dicating feature is available in four 
models of the plier, as well as “C” 
clamp series, for 1200 lb. maximum 
clamping force. (Models LIP-1200, 
LIP-1203, LIP-1204, LIP-1206, LIC- 
1200, LIC-1203, LIC-1204, LIC- 
1206). In use, adjusting spindle is 
set for the desired clamping force by 
trial clamping. When right holding 
force is determined, self-locking nut 
on the plier anvil is then adjusted 
so that the “load-indicating washer” 
moves smoothly with the plier 
clamped on the work. To duplicate 
an established clamping force on any 
other work thickness, it is only neces- 
sary to turn the adjusting spindle so 
that the load indicating washer moves 
after clamping. Lapeer Mfg. Co., 
1150 Baltimore W., Detroit 2, Mich. 


Reel can be wall 
or ceiling mounted 


“Real-Reel” features non-corrosive 
brass water swivel, holds water pres- 
sure to 175 lbs. without leaking. 
Carries 100 ft. of standard 5-in I.D. 
hose or 200 ft. of light plastic hose. 
Shipped with 6 ft. of 9g-in connector 
hose. Salem Tool Co., Salem, Ohio 
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DOUBLE GRAY-X lasts longer 


Tests prove CFal-Wickwire’s premium wire rope has 45%* 
more bending life than average of other ropes tested 


In an extended series of tests conducted at CFal’s 
Palmer Plant, five brands of wire rope were tested to 
destruction on a 25,000-pound fatigue machine that 
bends wire rope back and forth over sheaves until it 
breaks. 

All the ropes tested were made by major manufac- 
turers, and were identical in size and specification. 
And all exceeded the catalog-breaking strength of 
extra-improved plow steel rope. But, as the chart 
indicates, one rope outlasted all the others at every 
safety factor used in the test. That rope was Double 
Gray-X! 
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ROPE C 


KY 4 Os ROPE D 
All test ropes were Ye" 6 x 25 FW Pre- 
formed Extra Improved Plow Steel Lang 
Lay IWRC. All ropes loaded to 7667, 
5750, and 4600 pounds, coinciding to 


safety factors of 3.47, 4.63 and 5.78 for 
EIPS ropes, or 3, 4 and 5 for IPS ropes. 
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At the highest and most commonly-used safety fac- 
tor, CFal-Wickwire’s premium wire rope lasted 30% 
longer than the rope that survived next longest, and 
68% longer than the rope that lasted the shortest 
length of time. Double Gray-X lasted 45% longer 
than the average of all other ropes tested at this safety 
factor. 


Double Gray-X has greater resistance to bending 
fatigue, the chief enemy of wire rope life, because it 
is the result of a breakthrough in wire-drawing tech- 
nology. The use of molybdenum disulphide in the 
drawing process produces these outstanding fatigue- 
resistance factors: 
© A Molecular Shield . . . which prevents the wires 
from grinding together as the rope operates. 
® Smoother Wire Surfaces . . . providing better re- 
sistance to fatigue. 
© Extra Toughness . . . because molybdenum disul- 
phide helps preserve the inherent toughness of 
the wire during drawing. 
Because it lasts longer on even the toughest jobs — 
as confirmed by these tests and by field-performance 
reports from satisfied users — Double Gray-X can 
save your customers money in wire rope replacement 
and machine downtime costs. That’s what makes 
Double Gray-X a natural for building your wire rope 
sales and volume. And that’s why it will pay you to 
start stocking and selling the wire rope of tomorrow 
today. Ask your CFal salesman for complete details. 


*Percentage above average of all other wire ropes tested at safety factor 
of 5.78. 


(Fl 


MADE IN U.S.A 


The Colorado Fuel and iron Corporation 
Denver - Oakiand « New York 
Sales Offices in All Key Cities 





Electronic “brain” 
surprises Bassick 


distributor with 
caster sales facts 


One of our largest distributors sells so many different products that he 
recently installed an electronic accounting system to help him keep track 
of sales, inventory, reordering ...and profits. 

Within an amazingly short time, the electronic “brain” sifted through a 
welter of figures and came up with a surprising fact: Bassick casters were 
one of his ‘“‘top five” money makers. 

We could say, “We told you so,”’ because it’s a theme we’ve been preaching 
all along. 

Salesmen like to sell an easy-to-understand non-technical product like 
Bassick casters. They work harder at it. What’s more, almost every company 
they call on for other lines is also a caster prospect. Can you name a single 
company that doesn’t use casters? 

And, of course, the 
years, is always an aid in any sales conversation. 
profit makers, maybe you’re 
overlooking a bet. You’ll find plenty of caster-selling ideas in your Bassick 
Distributor Newscaster. Check a copy today. 124 


3assick name, pre-sold to caster-users for over 75 


If “Bassicks” are not one of your “top five’ 














BRIDGEPORT 5, CONN 
IN CANADA: 


Excelience A OlVIBION OF 








BASSICK COMPANY (A . Bassick 











STEWART-WARNER CORPORATION 


BELLEVILLE, ONT 
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RUBBER HOSE ASSEMBLY 


Rubber hose assembly, designed spe- 
cifically for hydraulic applications, 
features non-skive hose for longer life 
and “progressive swaged” end fittings 
for maximum reliability. Sizes from 
1, to 2-in diam., fittings include male 
pipe, JIC and SAE swivel configura- 
tions with adaptors to meet other in- 
stallation requirements. In perform- 
ance, ratings reaches much as 5000 
psi. Titeflex, Inc., Springfield, Mass. 


Power clamping tool clamps 
small fixtures, parts, machines 
“Midget PowRlock”, 


such small items as electric and elec- 


for clamping 


tronic parts, control mechanisms, and 
aircraft and missile parts, is available 
with two sizes of hydraulic heads and 
three holders. The two heads, Nos. 
2800 and 2100, have a 1l-in and 1-in 
stroke, respectively. The holders are 
parallel (No. 2806); 45-deg. (No. 
2807); and 90-deg. (No. 2808). 
Maximum stroke of No. 2800 is 1-in. 
Maximum oil displacement is .69- 
cubic in, and maximum heads per 
booster is four. No. 2100 has a maxi- 
mum oil displacement of .345 cubic 
in, with 8 heads the maximum that 
can be used per booster. Wilton Tool 
Mfg. Co., Inc., 9525 Irving Park Rd., 
Schiller Park, Ill. 


Vacuum filter removes particles 
as small as 5 microns in size 


Filter for vacuum service has a large 
impregnated felt cartridge that is re- 
usable. Designated Model 1125MV. 
filter will handle flows to 4000 cfm, 
is equipped with a petcock for drain- 
ing large sumps. Available in pipe 
threads of 14 to 2-in. and with pipe 
flanges for lines to 8-in. Wilkerson 
Corp., 1687 W. Mansfield, Englewood, 


Colorado 
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RIBBON DOPE stems Thread Sealant 





NEW WAY TO CUT PIPE 
MAINTENANCE COSTS! 


by Permacel—the self-lubricating, universal 
sealant made of pure Teflon* for all 
threaded connections, metal or plastic 


.. including oxygen breathing apparatus. 


“Permacer 


NEW BRUNSWICK, NEW JERSEY « TAPES+ ELECTRICAL INSULATING MATERIALS*+ ADHESIVES 


Worth more 
to you=— 
four 

ways! 


NATIONAL 


KAN] [INK 


SPRING WASHERS 


1. Complete Customer Acceptance 


Easier to sell because National has earned a reputation 
for extra-dependability throughout general industry and 
on the railroads. Your customers know the line by name! 


2. Convenient Standard Packaging 


Attractive, extra-strength standard packs are easy to 
store, clearly labeled and resist damage. Your stocks 
are easily-catalogued, neat appearing at all times! 


3. Sales Stimulating Literature 


National catalogs help make sales. These informative 
bulletins are available for counter stacks or distribution 
to your customers. National backs you up at point-of-sale! 


4. Mutual-interest Distributor Policy 


A liberal sales plan that has you in mind. With National 
you have a quality line, full sales cooperation, excellent 
service everywhere and maximum profits assured! 


SEND FOR COMPLETE INFORMATION—Ask National for the 
details on the Spring washer line and sales policy, now. 
Just call or write; your inquiry will receive prompt attention. 


The NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5S, NEW JERSEY e MILWAUKEE 2, WISCONSIN 


SOCKET SET SCREWS 


Socket set screws are available with 
knurled points in any size and quan- 
tity and spline head set screws in 
sizes from No. 4 to %-in diam. can be 
supplied on minimum orders of 5000 
or more in one size. Safety Socket 
Screw Co., 6501 North Avondale 
Ave., Chicago 31, Til. 


Speed variator requires 
comparatively small space 


Motorized speed variator incorpo- 
rates an integral “pancake” style 
motor with a mechanical variable 
speed drive for exceptional compact- 
ness. Line is available in sizes from 
14 to 15 HP, with motors of AC 
radial air gap design. Unit’s design 
insures precise speed setting and 
repeatability, providing variable out- 
put speeds with 9:1 and 6:1 ranges. 
Since unit employs rolling action of 
a series of balls, it permits smooth 
adjustment of the output speed while 
operating under load. Cleveland 
Worm & Gear Div., Eaton Mfg. Co., 
3300 East 80th St., Cleveland 4, Ohio 


Design changes for better 
customer service 


Line of bronze foot valves, No. 97, 
replaces company’s previous series 
3314 valves. Features include one- 
piece valve bodies with integral seat, 
increased overall length. Size range 
of line is from 1% to 3-in. Valves have 
working pressure ratings of 200 psi 
cold water, non-shock, and are espec- 
ially suited for use on water suction 
lines. Crane Co., 155 N. Wacker 


Representatives in Principal Cities in the United States and Canada Drive, Chicago 6, Ill. 
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they get the facts that sell 


One of the many comments we hear about Rex Distributor 
Salesmen is “they know what they’re talking about.” 
That’s a big advantage to have because it means cus- 
tomer confidence...an ability to sense the customer needs 
and answer them efficiently. 


What’s the reason for this know-how? Naturally the 
most important part is the native ability of the men. But 
another important part is the Rex Distributor Sales Train- 
ing Schools held at the factory. In these regularly sched- 
uled sessions, conducted by full-time, seasoned instruc- 
tors, distributor men get all the product, market, and 
sales technique facts...facts that help them sell and serv- 
ice customer needs. These training schools are backed 


up by refresher courses and new product sessions held 
in the distributors’ offices. 


This is another example of teamwork in action...the 
close cooperation between distributor and manufacturer 
that results in more efficient, profitable operation for 
both. CHAIN Belt Company, 4622 W. Greenfield Ave., 
Milwaukee 1, Wis. 





CHAIN BELT COMPANY 





progressive 
management 


Spray system sprays 
polyester gel-coats 


Spray system consists of a catalyst 


‘* ADO AS Eze 


? 


tank, resin tank, spray gun, respira- 
tor, and necessary hoses, regulators 
and fittings to spray polyester gel- 
coats in boats, caskets, trunks, swim- 
ming pools, concrete blocks etc. Sys- 
tem makes possible metering of 
materials with minimum control ad- 
justment. A single control maintains 
desired pressure on catalyst and resin 
tanks, while fixed orifices in the spray 
gun dispense proper proportion of 
materials at any pressure setting. 


Binks Mjg. Co., Chicago, Ill. 


is SELL alert 


In business to SELL, the four firms whose catalogs are 
shown here, have sellable wares shown in sell-designed 
Donnelley-Built catalogs. 

The time-saving Donnelley Unit System freed each 
of these companies from hundreds of unprofitable com- 


piling hours—time that can be turned into more sales. Abrasive cutoff can be mounted 
Let us show you how Donnelley’s can save you more 
ae eat Aes : on a stand or on a workbench 


selling time by accepting Undivided Responsibility ‘ 
Abrasive cutoff, called Speed-Cut No. 


for the planning and printing of your catalog. pt 
11, has applications in small shops or 


Consulting us does not obligate you in any way. Paes ; ; 
: : ; in big plants, for maintenance or pro- 
Nenana a > oe . aw 2 ray 5 
Please call or write us today. duction work. Unit cuts up to 3-in 


. ‘ ope apes and 1'%-in solids, using a 
Catalog Compiling Department shay ¢ 2 5 


R. R. DONNELLEY & SONS COMPANY Unit is equipped with drive pins, has 


The Lakeside Press a screw-type positive clamping vise to 
hold work. Beaver Pipe Tools, Ine.. 
Warren, Ohio 


wheel 1l-in diam. with a l-in bore. 


350 East Twenty-second Street 
Chicago 16, Illinois *« CAlumet 5-2121 
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...of selling LESCHEN Wire Rope! 


Successful distributors ask one question— 
will it sell? Statistics, flashy presentations, 
super sales talk ... are all right... but 
the product must sell. Leschen Wire Rope 
Distributors are assured of this important 
fact—the product does sell—over and over! 
Why? You can’t beat Leschen’s reputation 
for quality, backed by personalized tech- 
nical assistance available to wire rope users 


through Leschen field men. In addition are 
service bulletins, catalogs, direct mail, trade 
advertising and other useful literature 
which help presell Leschen Wire Rope and 
ring up sales for Leschen Distributors. 
=» Why not write now for details on how to 
become a Leschen Distributor? Leschen 
Wire Rope Division, 2727 Hamilton Avenue, 
St. Louis 12, Mo. 


LESCHEN WIRE ROPE DIVISION PORTER H. K. PORTER COMPANY INC. 


Porter serves industry with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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There 
are no 
exceptions! 


All R/M packings 
and gasket materials 


for maintenance purposes 


are sold only through 
authorized R/M distributors 


From the beginning, this has been the R/M Packing Division’s policy. 
There have never been any if’s, and’s or but’s about it—no exceptions 
have been made. 

Sell mechanical packings and gasket materials that have no peers, 
make them your primary line. Once sold they are continually reordered. 
We will be glad to give you full information on R/M’s Big 7 Packings 
—the line that is made to give your customers complete satisfaction. 
Remember R/M has the distributor policy that was originated with 
the distributors’ interest in mind. 


R/M’s Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors. 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 








Specialized chemicals take full 
advantage of ultrasonic cavitation 


Three specialized cleaning solutions, 
for a wide range of ultrasonic ap- 
plications, include: No. 222, a water- 
less, ammonia-free solution for use 
in cleaning operations where use of 
ammonia would not be chemically 
desirable. Imparts brilliance and 
luster to copper, brass and steel parts, 
doesn’t lose cleaning properties by 
dissipation in atmosphere; No. 112 
(ammoniated ), for removing gummed 
oil and grease, oil-soluble cutting oils, 
asphalt and tar, carbonized residues, 
sulphides, waxes, fluxes, oil etc. from 
precision metal parts, ferrous and 
non-ferrous bearings, instrument 
components, meters, printed circuits 
etc.; “Hydro-Sonic Cleaning Solution 
Concentrate”, when diluted with 
seven pints of water, produces a 
gallon of water base ultrasonic clean- 
ing solution for removing all water 
soluble soils, fingerprints, cutting oils, 
waxes, etc. from metal, glass, plastic. 
L&R Mig. Co., 577 Elm St., Kearny, 
V.J. 


Pipe tap minimizes stop lines, 
produces an accurate thread 


Taper pipe tap is said to assure pres- 
sure-tight joints, provide longer tool 
life and uniform cutting action. 
Recommended for use with most 
stainless steels, steel forgings and 
castings, low-carbon steels, leaded 
steels, free-machining steels, zinc and 
aluminum die-cast, aluminum and 
some bronzes. Besley-Welles Corp., 
South Beloit, Illinois 
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SHIPPING 
SOMETHING 
FRAGILE? 


CALL THE GENTLE MEN OF AIR CARGO Tender treatment of delicate 
shipments is a KLM specialty. KLM has been flying cargo internationally 

fonger than any other airline...over 42 years, in fact. And all the years 

of service have taught KLM people the best ways to deliver cargo in a 

hurry, at low cost...intact. Call your KLM Cargo Representative. He’ll aly 
send your order to any overseas city. He’ll make all the necessary KLM fe 
decisions, accept complete responsibility, keep close watch over ne 
your shipment till it’s delivered. He’s the answer man of cargo— y 4 peer 
the biggest reason why KLM is cargo choice of the world. 

KLM Royal Dutch Airlines, 609 Fifth Ave., New York, N. Ye 
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More Distributors 
Profit More on 





» | Spacer allows division accuracies 

Because More » SS wee | of forty seconds or better 

fe 9 A , ; ge a. Precision spacer, called “Speedi- 
coen Spacer”, can be used for milling. 

drilling, grinding and other toolroom 


and production operations. Unit has 





a quick-action actuating lever and a 


The Vi PnP Most choice of seven different divisions in 


P the standard model. By changing the 
Complete Line of selector button user has a choice of 


2. 3, 4, 6, 8, 12, or 24 divisions, with- 





out the installation of special masking 
plates or block outs. If other divi- 
sions are required, special master 
plates can be furnished to give any 
selection desired. Available with 
The finest in quality and ~ _ T-slotted platen, plain platen or 
dependability. — ‘thuck. Platen models are 9-in diam. 
An 8-in chuck is furnished. Spacer 
Every type of fabric belting : ; . : I 
can be used in vertical or horizontal 
produced anywhere. yas ag é : 
position. Universal Vise and Tool 


All widths, thickness and finishes. vanes ania Wend COnTON | Co., Parma, Mich. 


Standard, impregnated, coated STITCHED CANVAS 

or treated. KANRY-TEX HYCAR 

PLASCELL NEOPRENE 

CELLULOSE P.V.C. 

WET GRAIN WAX-TREATED 
ENDLESS 

. PLUS a research department BITUMINOUS IMPREGNATED 


Smooth, rough or specially 


surfaced. 


Prompt delivery from stock. 


that accepts ANY challenge for the SLINGS SIEVE LINING 
right belting for any problem ! CLEANER AND SIFTER BRUSHES 





If you would like to profit on belting made by a 
manufacturer who recognizes his responsibility to s 
you as well as to your customer, write Globe for oa Emergency light operates 
further details. og on "2 volt dry battery 


“Lifesaver” Model No. 2-75 auto- 
matic emergency light is designed to 
plug into any AC outlet and provide 
instant automatic emergency lighting 
GLOBE WOVEN BELTING C0., INC. whenever regular lighting fails. Unit 
1400 CLINTON ST. s BUFFALO 6, N.Y. includes built-in voltmeter and mo- 
Walters Belting Industries, Inc. Cromwell, Conn. mentary contact switch for testing 
Endless Belt Division of Globe Woven Belting Co., Inc. battery voltage, neon bulb that glows 
when unit is plugged in. U-C-Lite 
Mig. Co., 1050 West Hubbard St., 
Chicago 22, Til. 
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BESLY-WELLES 






‘ 


iF YOU KNOW THE MATERIAL TO BE TAPPED... * 





=] =~) Oe 2" "4 a OL] MO), 01 O) ©) 0 OO) Ss | ed Os HERE'S HOW > 


BESLY-WELLES 


CHECK THE COLOR-CODED, QUICK- 
. REFERENCE TAP CHART 
( ) I ¢ ) ( () I ) It identifies the tap you need according 
to the job you need done! 
There’s nothing to it! In the left-hand column on the c 
MAKES TAP SELECTION you find the material to be tapped. Then you look dir 
. across each color-coded column until you find a “+” s 
AS EASY AS ee Look at the heading of that column and you've got the k 
pa of tap that’s best for the job. Doesn't take more than a 
seconds. For the exact tap, TAKE STEP 2... 


FIND THE EXACT TAP IN THE COLOR-CODED 
BESLY-WELLES TAP SELECTION BOOK 

The exact size, pitch, pitch diameter tolerance 

and catalog number are right at your fingertips! 

All the details are cataloged in the Besly-Welles Tap Selec 
Book. And it’s color-coded, too, so there’s no chance of c 
fusion. The chart tells you the kind of tap you need... 
book locates the exact size, pitch and pitch diameter to 
ance, and gives you the catalog number to use. Just about 
easy as finding a ‘phone number. 


ORDER WITHOUT MYSTERY OR MISTAKES 

75% of all tap applications are solved right here... 

for special problems, contact your Besly-Welies man! 
That's right, nearly all standard tap needs you face day a 
day are covered in the new Besly-Welles tap selector. A 
that’s no idle claim. Months of study and work have gone i 
its preparation. Its been checked against the tap needs 
users all over the nation and in every industry. But we ca 
cover them all, of course. So if you don’t find the answe 
your Besly-Welles book, call us, our tap specialists will 
pleased to work it out with you. 


Be sLy 


CoLon -MEYEDO TAY GELECTOR 


AOR A FREE COPY. OF. Tr 


COLOR-CODED TAP SELECTOR 
WRITE US TODAY! 


BESLY 
COLOR- KEYED 


TAP SELECTOR 


CHECK THE COLOR-CODED, QUICK-REFERENCE 
TAP CHART 





partan 


STATEMENT 


BACT 


“We Sell Through Authorized 
STOCK CARRYING DISTRIBUTORS” 


We make a full line of Hack Saws and Band Saws for 
every type of metal cutting. Accepted by industry for 
41 years which proves their quality. 


Our SPARTANIZED methods produce an unusual qual- 
ity that has brought more users to SPARTANS. 


We sell only through Distributors, give full protection 
and DON’T OVERLOAD TERRITORIES. SPARTAN 
Distributors don’t find other SPARTAN around the 
corner. Our men are working with and for them on any 
problems that they may have. 


Advertising is constantly before your trade, bringing 
out our SPARTANIZED advantages, and, that you can 
furnish from your stock. 


Catalogues and sales literature furnished bearing your 


imprint in large type. 


OTHER SPARTANS FOR YOU 
N HACK SAW FRAMES - HOLE SAWS 
a TOOL BITS - FLAT GROUND STEEL 


and dont forget 


SPARTAN Distributors don’t find 
another SPARTAN Distributor 
just around the corner. 





Here's Your Opportunity 


Sparty says: “We have some open territories. A few on exclusive basis. 
: If any Distributor wants to tie up with a proven metal 
cutting line, write us today.” 


Sparty adds: “Spartan and their Distributors are partners in— 
POLICY—PROMOTION—PROGRESS—PRODUCTS—PLANNING—PROFITS” 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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NEW IDEAS IN MARKETING (ici Manufacturers Are 





Your 


Srown 8 


Flat Stock 
“Money Months” 


Weown h Sharm elt be Sec tame 
(olioaring moe" 


~s 
/ 


Various promotional pieces in B&S bi-monthly advertising merchandising campaign. 


sk ba 
Penn, 
Res. “Ss, “. 
= See, 
Si 


~ 


Brown & Sharpe Launches 
“NMioney-Months” Promotion 


Brown & Sharpe Mfg. Co., Provi- 


dence, R.1., has launched an adver- 


tising-merchandising campaign in 
behalf of industrial 


Called ““Money-Months” 


the campaign concentrates all mer- 


distributors. 


promotion, 


chandising efforts on a single B&S 
product into a two-month period, 
The January-February effort, for ex- 
ample, stock, March- 
April’s on “Hite-Sets,” and the cur- 


May-June effort is on microm- 


was on flat 


rent 
eters. 

The program includes (1) adver- 
tisements in user magazines showing 
a Brown & Sharpe expert giving a 


186 


“demonstration” of the product, (2) 
reprints of the advertisements in self- 
mailer form imprinted for distributor 
use, (3) a 50% cooperative adver- 
tising allowance to distributors for 
newspaper advertising using mats 
provided by B&S, and (4) a “Bird 
Dog Talk” sales training kit to help 
the distributor salesman sharpen his 
products sales story. 

The latter kit full 


selection of promotion materials (see 


contains a 
illustration) —ad reprints, price lists, 
order form for various pieces, and 
a “Bird Dog Talk” bulletin. 


The bulletin sales_ talk 


details 


pointers for the salesman, telling 
him why the particular product has 
good sales prospects, how it com- 
pares with competitive products, 
how it works, where the most promis- 
ing prospects are and the person to 
contact, and a sample “sales pitch” 
to help the salesman organize his 
presentation. 

The bulletin on Hite-Sets, for ex- 


‘ 


ample, suggests “anybody who wants 
to measure fast and accurately in 
0001 in.” 
spection departments, tool and die 
tool 


shops, laboratories, and some main- 


is a logical prospect—in- 


shops, rooms, experimental 
tenance shops. As to whom the sales- 
man should get to, the bulletin says: 
“Chief inspectors are the most in- 
fluential men to see, plus tool en- 
gineers and foremen of departments 
where precision measuring is im- 
portant. You usually have to get 
past the purchasing agent. . . 

Also the kit are in- 
structions to help either a distributor 


” 


included in 


sales manager or a B&S factory repre- 
sentative to conduct a sales meeting 
for the distributor’s sales force. 

According to Joseph E. Kochhan, 
general sales manager of B&S’ in- 
dustrial products division, this new 
campaign has given distributor sales- 
men “more confidence in their ability 
to sell sophisticated iools.” As a re- 
sult, he says, some distributors are 
running their own sales contests, and 
others are initiating regional adver- 
tising in purchasing magazines to 
tie in with the B&S promotion. 

A Utica, N.Y., distributor, Charles 
Millar & Son Co., reports that the 
new campaign has helped identify 
the firm as a source of flat stock. 
Millar is a plumbing-heating and in- 
dustrial supply house carrying more 
than 50,000 items. 

The whole program was created by 
B&S with the assistance of its adver- 
tising agency, Noyes & Co. 
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Doing to Help Distributors Build Profitable Sales 


V olume 





Delta Expands Clinic Program 


Rockwell Mfg. 


double 


Delta Power Tool Div.., 
Co., Pittsburgh, 
the number of its industrial distribu- 
tool 


and demonstration ses- 


expects to 


tor power clinics. The clinics 
are training 
to three 


sions held for one days in 


a distributor’s showroom. They in- 
volve participation by Delta factory 
his 


representatives, the distributor, 


salesmen, and distributor customers. 
“We're planning our clinics so the 
distributor can aim at a number of 


Maxwell, 


vice-president in charge 


audiences,” says Frank P. 
Rockwell's 
of the power tool division. “These in- 
clude institutional accounts and the 
local industrial arts clubs which may 
conjunction 


schedule a meeting in 


with the clinic, as well as industrial 
customers.” 


Maxwell 


“is another group clinics serve. 


“Distributor salesmen,” 
adds, 
role in 
but they 


also have an opportunity to augment 


These men have a major 


actually running the clinic, 
their product knowledge.” 

Delta’s 
offers aids for displays and exhibits at 


advertising department 
a nominal cost for its clinic program. 
It also supplies newspaper mats for 
local advertising, a self-mailer carry- 


ing the distributor message, an 
official invitation, and color postcards 


featuring various Delta products. 


Many of the displays created for a 
clinic are left in place afterwards 
because of their “point-of-purchase” 


merchandising appeal. Some dis- 
tributors add their own promotional 
efforts. 

After a distributor and the Delta 
representative agree on dates for a 
clinic, a floor layout is prepared for 
placement of the displays and equip- 
ment. The distributor arranges to set 
the equipment up and get it in op- 
eration, after which promotion plans 
are put into action. Two days before 
the clinic, the Delta representatives 


checks 


lumber, steel, and supplies, and holds 


equipment, gets additional 
a meeting with the distributor’s sales 
force. At this meeting final details 
are ironed out. 

According to Maxwell, some clinics 
have resulted in impressive sales for 
the distributor. Delta’s southern re- 
gional sales manager reports that no 
clinic has produced less than $3,000 
in business for a distributor in the 
three-month period after it was held. 

Because of the more concentrated 
sales effort possible during the clinic, 
most distributors fill their standard 
stock inventory in 
some the 
salability of 


sories. 


advance, while 
test the 
and acces- 


use clinic to 


new items 


wae ® 


4 


ry 
> 
> 


Y | i = 


Prospects crowd round as woodworking tool is demonstrated at Delta clinic held by 
Houston’s Wessendorf, Nelms & Co. Thirty different power tools were demonstrated. 
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Ace Drill Catalog 
Contains ASA Symbols 


Ace Drill Bushing Co., Los Angeles, 
has issued a catalog containing ASA 
nomenclature and symbols covering 
its line of drill bushings. The catalog 
6,800 with 
comparisons to the new ASA symbols, 


also contains symbols 
providing a method of converting 
symbols used by eight leading manu- 


facturers. 








Diamond Chain Catalog 
Has ARSCM Ratings 


Diamond Chain Co.. Indianapolis, 
has issued a roller chain, sprocket, 
and 
higher horsepower ratings developed 
by the Association of Roller & Silent 
Chain Manufacturers. 


coupling catalog containing 


According to 
the company, design engineers can 
now use roller chain in a broader 
range of applications because of the 
greater loads which can be trans- 
mitted now at higher speeds. 
Diamond’s catalog contains, in 
to engineering data, in- 
formation on its new power transmis- 
sion products — “Dura-Weld” top 
plate conveyor chain, “Tuf-Flex” 
heavy-duty roller chain, “Micro- 
pitch” miniature roller chain, “Hi- 


Cap” flexible couplings. 


addition 
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Master chart enables user to select tap by Besly-Welles’ new color coding method. 


Color Becomes Key 
To Besly-Welles Taps 


Besly-Welles South Beloit, 
Ill., has introduced a “color-keyed 


Corp., 


tap selector program,” a system of 
using color-coding to simplify the 
specification of taps. “It’s a new tap 
merchandising idea in tap buying 
and tap selling for distributor sales- 
men,” asserts E. K. Welles, Jr.,° the 
company’s marketing director. 

The new system is based on a series 
field 


several months and a number of in- 


of tap-use studies spanning 
dustries. A master chart is the basis 
of the new system. To use it, distribu- 
tor sales people and their customers 
need know only the material to be 
tapped and four colors. The following 
three steps give the exact tap specifi- 
cation (including the order num- 
bers) : 

¢ The material to be tapped is lo- 


cated on the master charts (see cut). 

¢The user reads across the chart 
to the symbol indicating the “best” 
tap for the job. 

¢ By referring to the tap selector 
booklet,” the exact tap details are 
found: size, pitch, pitch diameter 
limits, order number. 

The booklet contains, also, infor- 
mation on tap functions, sizes, styes, 
etc. A chart 
characteristics of 


standards, describes 


cutting various 
metals, lubrication suggestions, tap 
recommendations, etc. 

To promote the color-keyed pro- 
gram among distributors, the com- 
pany has produced a sound color 
slide film for use at training meet- 
ings. A direct mail program will 
carry the company’s message to dis- 
tributors’ customers and prospects. 


Norton Revises Its 
Barrel Finishing Booklet 


Norton Co., Worcester, Mass., has 
revised its “Barrel Finishing” book- 
let. The publication contains descrip- 
tions of barrel finishing processes, 
recommended shapes and sizes of 
media for various applications, case 
histories, descriptions of finishing 
equipment available, and discussion 
of compounds and their effects. There 
is also a section on suggested operat- 


ing procedures. 


Browning Catalog 
Marks 75 Years 


Browning Mfg. Co., Maysville, Ky., 
has published a commemorative cata- 
log illustrating and describing its line 
of power transmission equipment. 
on ee . 
The publication marks the company’s 
75th year in business. 


Trade-In Plan Set Up 
By Fairbanks Whitney 


Fairbanks Whitney Corp. has an- 
nounced it terms as the first 
trade-in plan” for the 
machine tool industry in behalf of its 
Pratt & Whitney Co., 
West Hartford, Conn. 

Fairbanks Whitney's executive 
vice-president, Robert C. Finkelstein, 
said the plan would enable industrial 


what 
“all-make 


subsidiary, 


customers to trade in used or surplus 
machine tools of any manufacturing 
origin as credit or part payment on 
1961 machine 
made by Pratt & Whitney. 
“The opportunity to turn in out- 


purchases of tools 


moded tools of any origin against 
tools of the latest design should pro- 
vide the kind of incentive necessary 
for modernization,” said Finkélstein. 

Fairbanks Whitney has established 
the Machinery Trading 
handle the transactions. Offices are at 
545 Oakwood Ave., West Hartford. 
Frank Reilly, former vice-president 
of United Machinery & Tool Corp., 


has been named manager. 


> 


Corp. to 


continued on page 190 
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ALL-PURPOSE PRECISION 
METALWORKING TOOLS 


SOLD EXCLUSIVELY THROUGH 
INDUSTRIAL SUPPLY AND 
MACHINE TOOL DISTRIBUTORS 


THE DUMORE COMPANY «+ 1324 Seventeenth Street, Racine, Wisconsin 





ABOU! 


HE U. $. SEAL LINE 
| iQ) Now for the first time . . . 


LJ .. - From a single source! 


A complete line of quality 
industrial Pump Seals, avail- 
able for off-the-shelf service. 
A true ‘Distributor’s Line’ of 
over 250 Replacement seals, 
covering over 95% of the 
replacement market. 


As an adjunct to your line of 
Pumps and Pumping Spe- 
cialties, it will show your 
customer you can serve his 
complete requirements. 


PUMP SEALS 


SEAL LINE 
THERE IS A U.S. SEAL 
FOR EVERY PUMP 
MINIMUM INVENTORY 
WITH MAXIMUM PROFIT 


UNPARALLELED QUALITY 
BACKED BY TOP ENGINEERS 
REPLACEMENT FOR 

A GROWING MARKET 


COMPLETE INTERCHANGEABILITY 


INDIVIDUALLY PACKAGED 
WITH INSTRUCTIONS 


Never before has there been a Pump Seal 
Catalog listing the complete line of Replace- 
ment Seals for the entire Water Pump Indus- 
try. Qur complete catalog, listing 250 num- 
bers of Pump Seals can also be used as a 
guide to Replacement Seals for manufac- 
turers not listed. 

Technical catalog no. 460 will be sent upon request. 
DISTRIBUTOR INQUIRIES INVITED 


£ vVFG. CORP. 


iara Street 


rk 13, N. Y. 





Formsprag Forges 
Forward with “F” 


Formsprag Co., Warren, Mich., has 
adopted a new “Futuristic F” trade- 
mark. The company describes it as 
symbolizing growth and broadening 
diversification, with the two-tipped 
arrow signifying the “rotating motion 
with which Formsprag products are 
now concerned” (power transmission 
devices). 

The firm expects to use the new 
symbol on all printed communica- 
tions, as well as on packages and its 
products, 


U. S. Steel Offers Free 
Cabinet to Distributors 


U. S. Seal Mfg. Corp., New York, 
N. Y., is offering a free display and 
stocking cabinet to encourage its dis- 
tributors to carry a complete assort- 
ment of its pump seals. The cabinet 
is available with a distributor's initial 
order of 50 or more assorted seals. 
Thus, says the company, with a rela- 
tively modest inventory of inter- 
changeable seals the distributor can 
serve customers’ replacement needs. 


continued 
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Industrial Distributors Rate Alemite Tops 
Among Leading Lines! 
Easy Selling - Fast Turnover « Full Profits! 


Alemite Bucket Pumps. Power or 
manually operated in high-pressure 
models for bearings equipped with 
pressure gun fittings or volume de- 
livery models for large bearings and 
gear housings. Units also available 
for quick, clean loading of hand guns. 
Portable Lubrikart holds complete 
supply of grease guns, pumps, tanks. 


Alemite 5-gallon Hydrastat Paint 
Pump. New, low-cost portable : 
mp. Cuts overspray 
farther, § 

5 to 1 ratio pun 
perate single gur 
at less than 

>, Handle for easy 


; 


Symbol of 


Alemite keeps you in the 
lead for sales and profit 
with a complete selection 
of top quality industrial 
equipment. That combina- 
tion means fast turn-over 
and a lot of steady, full 
profit sales! Alemite is the 
name your customers rely 
on for value and perform- 
ance. It’s the name you can 
rely on for volume and 
profit. Here are just four 
reasons why: 


ALEMITE 


Oiviston 


Dept. W-51, 1850 phuney Parkway, chicas 14, iNinois 


Alemite Airline Controls. Positive 3- 
way protection assures long, trouble- 
free service and maintains peak 
efficiency of all air-operated tools, 
cylinders or clutches. Water Separa- 
tor cleans air, Automatic Lubricator 
supplies desired amount of oil, Reg- 
ulator controls air pressure. 


Ocedeenns 


’ 


od 
* 


Surgepruf nagar Hose and Cou- 
qngs Alemite ffers a full line 


Stewart-Warner Corporation of Canada, Ltd. 


Bellevilte, Ontario 
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Please send my copy of the NEW Hanson-Whitney TAP SELECTOR 


MY NAME 





Positive Lock Washer 
Repackages Its Product 


Positive Lock Washer Co., Newark, 
| N. J., has adopted a decimal packag- 
ing system for its lock washers. It 


COMPANY — 





STREET 








consists of a basic outer two-way 
telescopic shelf carton holding 10 
smaller inner tuck-in cartons each of 
which contains either 50 or 100 lock 
washers, depending on size. 

According to the company, the 
outer carton is so designed that it 
can be stacked on shelves either 
bottom-side up (to prevent spilling) 
or right-side up. Either way, there is 
a legible end label identifying the 
contents. The new package is also 
claimed to enable distributors to 
handle lock washers in small quan- 
tities and in smaller sizes. 


Permacel Has New 
Dispenser for Tape 


Permacel, New Brunswick, N. J., an- 
nounces the availability of a “Strap- 
It” dispenser for strapping, cloth, 
paper, film, and foil tapes up to 2 in. 
Hanson-Whitney Tap THE HANSON-WHITNEY COMPANY wide. It will hold up to 120 yards of 


available “OFF THE SHELF 
from y HANSON 
WHITNEY DISTRIBUTOR Hartford 2, Connecticut has been tested in a number of 


74 Bartholomew Avenue tape. The company says the dispenser 


industries. 
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New Atkins Catalog 
On Carbide Saws 


Atkins Saw Div., Borg-Warner Corp.., 
Greenville, Miss., has issued a new 
catalog covering its carbide-tipped 
circular saws and band saws for 
cutting wood, laminates and composi- 
tion materials, plastics and non- 
ferrous metals. 

The publication is illustrated to 
show different tooth styles, and lists 
recommended uses for each saw 
type. Also included are pointers on 


care and maintenance. 


Wright Tool Has Aids 
For Dealers and Distributors 


Wright Tool & Forge Co., Barber- 
ton, O., have added to its dealer aids 
two self-mailers and a set of point-of- 
sale display cards. 

The self-mailers feature the firm’s 
displays and socket sets, and are 
titled, “Compressed Displays—Ex- 
panded Profits,” and “Rate Yourself 
on the Biz Quiz.” The point-of-sale 
cards are printed on “Dayglo” stock. 
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UAY = 
HANSON-WHITNEY’S 
IMPROVED 


* EXCLUSIVE with 
Hanson-Whitney and 


REDUCE YOUR COST 

BY INCREASING 
TAPPING SPEED 
20% or more. 


Hanson-Whitney HI-SPI TAPS are designed to reduce tapping 
cost by permitting faster tapping in ductile materials. This 
‘Faster Tapping” capability of HI-SP! TAPS is being proven 
over and over again by Tap Users. 


HI-SPI TAPS offer many advantages. Some of these are: 
Positive chip removal. 
Greater torque strength. 
Highest permissible tapping speed. 
Highest quality thread. 
Most uniform tapped hole accuracy. 


HI-SPI TAPS are AVAILABLE when you need them... they are stocked 
by your Hanson-Whitney Distributor 


we Hanson-Whitney coma 


74 BARTHOLOMEW AVENUE + HARTFORD 2, CONNECTICUT 
TAPS « GAGES « COMPARATORS + HOBS + CUTTERS 
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New Stanley Motors 


- 


Hidden values that mean 
longer tool life, better per- 
formance, more satisfied 
customers, more repeat 
business. 


“‘Window”’ Brushholders 


ww 


STANLEY Congratulates /ndustrial Distribution on its half-century 
of service to the industry and the many important contributions made during 
that period. STANLEY also congratulates the industrial distributor who, in his every- 
day activities, zealously watches out for the best interests of his customers and 
thereby renders the greatest possible service to both manufacturer and buyer. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
Ss | A N a EY This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © power tools 
* builders hardware ¢* industrial hordwore «* drapery hardware © avtomatic door controls ©* aluminum windows ¢ stampings 


* springs * cootings © strip steel * steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
REG. U. S. PAT. OFF CANADIAN PLANTS: HAMILTON, ONTARIO, AND ROXTON POND, P.Q. 
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STANLEY . 
Power Tooi Line (@ 


rs Sanders and 


ao Polishers 
STANLEY .. . has long been the ‘‘buy-word’’ among power tool users in 


industry, where quality must rate primary consideration. You can recom- 
mend and sell STANLEY industrial power tools with complete confidence. 


COMPLETE PRODUCT LINE ... of electric, high frequency and air powered 
tools offers you the broad potential market so essential in building a solid 
profit foundation of diversified sales. 


TIME-AND-MONEY-SAVING PERFORMANCE .. . for your customers. 
STANLEY power tools are engineered to combine a high ratio of usable 
power with perfect balance and light weight. 


LONG-LIFE CONSTRUCTION 
me of the many hidden values 


gears of neat-treated 


atelabaal ct eet: 


e hidden values 


BUILD YOUR PROFITS. . . on the STANLEY reputation for quality products, 

a reputation maintained during more than a century of service to industry. 

Why not look into the industrial line of Stanley power tools? Write to Stanley Unishear “ 
Power Tools, Division of The Stanley Works, 485 Myrtle Street, New u Metal Cutting Shears 
Britain, Connecticut. 


ALL PURPOSE SAW 


No. 363 Stanley All Purpose Saw. Has high 
speed for cutting wood, plastics, plaster, any 
composition material; low speed for cutting 
wide range of metals. Plunge cuts; will flush 
cut vertically or horizontally without addi- 
tional attachments. 


IMPACT DRILL 


The Stanley No. 404 impact Drill will cut 
through reinforced concrete, brick or ma- 
sonry. Gives straight, smooth, cylindrical 
holes without chipping, fracturing, breaking 
or spalling the material. A one-man portable 
tool, easily carried job-to-job. 


wer 


‘ay omg, (8 


AND . . . Heavy-Duty Routers, Builders Saws, Power Planes, Bench Grind- 
ers, Electric Hammers, Unishear® Metal Cutting Shears; High-Frequency 
and Air Powered Equipment. 


STANLEY POWER TOOLS 


DIVISION OF THE STANLEY WORKS NEW BRITAIN, CONNECTICUT 
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NEWS OF PEOPLE AND EVENTS To Keep You 





J6th Annual Triple Industrial Supply Meeting Begins May 22, 1961 


Hanson Baldwin Of The New York Times and Charles Sligh Of 
National Association of Manufacturers Will Be Featured Speakers 
At the Fifty-Sixth Annual Convention Of The Three Associations 


Sources of Supply by Industrial 
Distributors.” 

Wednesday will be devoted solely 
to the Conference Booth Program, 
which will be held in Convention 
Hall. 

On Wednesday at 12:30 P.M., Faye 
Henle, financial columnist, and G. P. 
Eddy, M. D., 
speak at the Ladies Luncheon & 
Fashion Show, Hotel Dennis. Miss 


Henle will lecture on “Fashions In 


The 56th annual convention of the National Industrial Distributor’s Associa- 
tion, Southern Industrial Distributors’ Association and the American Supply 
& Machinery Manufacturers’ Association will be held May 22-25, 1961 at 
Atlantic City, N. J. A record attendance iswxpected this year. 

Joint headquarters for NIDA and SIDA will be the Shelburne and the 
Dennis Hotels. 
more Hotel. All the hotels are in Atlantic City. 

No housing bureau has been established for the 1961 Convention. 


of Carborundum will 


The American Association headquarters will be at the Tray- 


Room 
Finance.” 
A reception and cocktail for mem- 


reservations are to be handled on an individual basis. 

Registration will take place all day Monday May 22, at the Dennis. On 
Monday morning their will be separate meetings of the NIDA-SIDA council 
on Industrial Distribution, at the Dennis, and the ASMMA Executive Com- 
mittee and ASMMA Board of Directors at the Traymore. 


bers of the three associations and 
their wives will be held in the evening 


at the Traymore. 








Procurement Cost 
Meeting Set 


Warren L. Foss, president of M. 
L. Foss, Inc., Denver, has invited 
ten manufacturer-suppliers to at- 
tend a discussion on the relation- 
ship of manufacturers and dis- 


tributor procurement costs. The 


meeting will take place at a 
breakfast on Wednesday from 
7:30-9:00, at Atlantic City dur- 
ing the Triple Industrial Supply 
Convention. 

The group will discuss the re- 
sults of a procurement cost study 
conducted by Gates Rubber Co., 
at the Foss company. 

Mark T. Gilkison and Charles 
R. Spencer, both of Gates Rubber 
Co.’s industrial sales, will lead 
the discussion group. 

Others in attendance at the 
meeting will be Rufus K. Alli- 
son, Industrial & Textile Co., 
Charlotte, North Carolina, chair- 
man of NIDA-SIDA Joint Mod- 
ern Methods Committee and 
S. D. Conant, Jacobs Mfg. Co., 
ASMMA president. 








After luncheon, which will be at- 
tended by all officials and advisory 
boards of the three associations, there 
will be separate meetings of the 
NIDA officers, board of governors, 
and advisory board and the SIDA 
officers, board of governors, and ad- 
visory board at the Dennis. 

In the evening the opening recep- 
tion will be held at the Dennis; ladies 
invited. 

On Tuesday, the ASMMA new 
members breakfast will be at the 
Traymore. 

Charles Sligh, Jr., executive vice 
president of National Association of 
Manufacturers will be the keynote 
speaker at opening session on Tues- 
day. 

The joint NIDA-SIDA meeting will 
be held in the Warren Theatre from 
2:00 to 5:00 P.M. Members of 
ASMMA are invited to attend. 
Speakers will be Robert M. Fridrich, 
Orr Iron Co., Evansville, Ind., chair- 
man of the Relative Profitability of 
Lines Committee, and Hugh Robert- 
son of Porter Henry & Co. 

Bruce E. MacNab, of Ohio State 
University, will speak on the “The 
Choice Of Alternate Classes & Specific 


On Thursday each association will 
have separate breakfast meetings to 
elect officers and discuss association 
policy for the coming year. 

At the closing luncheon on Thurs- 
day, Hanson Baldwin, military 
analyst for the New York Times news- 
paper will address those attending 
the convention. 


New Firm, Imperial Cutting Tools, 
Formed In Chicago By Harry Beck 


The Imperial Cutting Tool, Inc., has 
been formed in Chicago, at 5025 
Armitage Ave. 

Harry J. Beck, in the industrial dis- 
tribution industry since 1915, is the 
president of the firm. 

A. C. Kemp, an associate of Mr. 
Beck for over 20 years, is vice presi- 
dent of the new company. 

According to Mr. Beck, the firm 
will specialize in about 12 to 15 lines, 
comprising drills, taps, reamers, car- 
bides, hollow head and_ regular 
screws, files, cutters, precision tools 
and allied lines. 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





FTC Files Antitrust Complaints Against Kaiser, Three Subsidiaries 


The Federal Trade Commission dis- 


missed one antimerger complaint 
naming a subsidiary of Kaiser Indus- 
tries Corp. but immediately filed an- 
other, broader charge against Kaiser 
and three of its subsidiaries. 

A Kaiser spokesman said the FTC 
“apparently” found _ its 


charge “deficient”. 


original 


The FTC claimed that acquisition 
by the Kaiser companies of 45% of 
the stock of Allison Steel Mfg. Co.., 
Phoenix, may substantially lessen 
competition in the sale of primary 
steel and aluminum, and of steel and 
aluminum products. The FTC alleged 
these 


Arizona, 


effects in Maricopa County, 


and other sections of the 


country. 


Skil Appoints John Spaulding 
Chief Executive Officer 


John F. Spaulding, president of Skil 
Corp., became chief executive officer 
of the firm as a result of a change in 
the corporate by-laws approved by 
the board of directors, at a recent 
meeting of the Skil board. 

Bolton Sullivan, 
tinues his responsibility for conduct 


chairman, con- 


of shareholder and board meetings. 
Mr. Spaulding, who has been presi- 


John F. Spaulding 
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Named in the complaint were 
Kaiser Industries, Henry J. Kaiser 
Co., Kaiser Aluminum & Chemical 
Corp., and Kaiser Steel Corp. 

The dismissed complaint had cited 
only Kaiser Steel’s acquisition of the 
Allison shares and had named only 
steel products as being affected by the 
allegedly monopolistic practices. The 
commission gave no reason for mak- 
ing the switch, but apparently com- 
missioners felt a better case would 
result from the broader complaint. 

Kaiser said it would vigorously 
oppose the FTC charges and would 
argue hefore the commission that the 
Allison acquisition would promote, 
rather than lessen, competition in 
Arizona and the Pacific Southwest. 


dent of Skil since 1958, has been asso- 
ciated with the power tool industry 
nearly 35 years. While at Skil he has 
helped the firm introduce 50 new 
tools. Sales during this period have 
increased about 21%. 


Thor Power Tool Co. Establishes 
Electronics Tooling Division 


Thor Power Tool Co. has established 
the Thor Electronics Tooling Divi- 
sion to keep pace with the fast grow- 
ing Electronics industry, according to 
R. G. Faverty, vice president of Thor. 

The new division, according to Mr. 
Faverty will develop new products 
specifically designed for the manu- 
facturers of electronic equipment. 
Initial tools to be developed will be 
used for making solderless wire 
wrapping connections. 

Howard F. Wilson, an engineer 
with eight years tooling experience in 
the electronics and communication in- 
dustry in the U.S. and Canada, will 
head the new division. 


Daniel W. Northup 


Daniel Northup, H. G. Thompson, 
Died April 11, 1961 


Daniel Wier Northup, 75, chairman 
of the board of directors, the H. G. 
Thompson & Son Co., New Haven, 
Conn., died April 11 at Gaylord Hos- 
pital in Wallingford, Conn. 

Mr. Northup was the former presi- 
dent of Thompson Co. and had been 
with the company for 34 years. 

He was founder and past president 
of Hacksaw & Bandsaw Association 
and past president of American Sup- 
ply & Machinery Manufacturers Asso- 
ciation. 

Mr. Northup spoke many times 
before distributor and manufacturer 
audiences on distribution. He helped 
in the pioneering of Product Evalua- 
tion Studies by distributor associa- 
tions. He was known in the industry 
as an expert on distribution problems. 

A 32nd Degree Mason, he was a 
lifetime member and youngest Master 
of King Hiram Lodge; a life member 
of Pyramid Temple and Lafayette 
Consistory of Bridgeport, New Haven 
Commanders, No. 2, Knights Temp- 
lar. 

Surviving are his wife, Mrs. Be- 
atrice Northup; two daughters, Mrs. 
Jean Miles and Mrs. Hope Anschutz; 
a sister, Mrs. Amigh Jendheur, and 
five grandchildren. 





John C. Cairns 


Howard L. Richardson 


Stanley Elects John Cairns, Chairman, And Howard Richardson, President 


At the recent annual stockholders 
meeting of The Stanley Works, John 
C. Cairns was elected chairman of the 
board of’ directors, and Howard L. 
Richardson was elected president, to 
succeed Mr. Cairns. 

Mr. Cairns began with Stanley in 
1924 after attending Yale and Har- 
vard. In 1941, he was made general 
manager of the Stanley Hardware 
division and was elected vice-presi- 
dent and a director of the firm. He 
was named executive vice president in 
1946 and president in 1950. 

He is a director of the Interna- 
tional Silver Co. and the Connecticut 
Mutual Life Insurance Co. He is a 


past director of the Manufacturers’ 


Magna-Bond Names Tuchinsky 
New President 


Arthur Tuchinsky, former director of 
marketing, was elected president of 
Magna-Bond, Inc. He succeeds Ralph 
L. Schiffer, who resigned. 

Mr. Tuchinsky, 37, joined Magna- 
Bond in 1959, as director of market- 
ing, after serving as marketing 
consultant for several months. 

Mr. Schiffer resigned as both presi- 
dent and a director of Magna-Bond 
and as president of Delaware Valley 
Industries, a wholly-owned subsid- 
iary. He plans to assume the presi- 
dency of National Boat Co. of Port 


Orange, Florida. 
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Association of Connecticut and was 
president of the American Hardware 
Manufacturers’ Association in 1958. 

Mr. Richardson, the new president, 
joined Stanley after a long associa- 
tion with Sylvania Electric Products 
Inc. He started with Sylvania in 1933 
as a test engineer. In 1951 he was 
named vice president of industrial 
relations, and two years later was ap- 
pointed vice president of engineering. 
He was named vice president of op- 
erations in 1956 and vice president of 
the Electronics Systems Division in 
1958. 

In 1959, Mr. Richardson became 
president of The 


executive vice 


Stanley Works. 


Leonard E. Strahl, former director 
of sales for Magna-Bond, was elected 
to succeed Schiffer as president of 
Delaware Valley Industries. 

Harvey Thal joined the board re- 
placing Morris Wilson. 

Norman J. Edelman, of New York 
City, succeeds Leonard Strahl as di- 


rector of sales. 


H&C WILL ERECT NEW BUILDING 


H&C Tool Supply Corp., Rochester, 
will erect a $40,000 office and ware- 
house at 40 Verona St. The firm has 
the Morley 


Machine Co., building on University 


occupied space in 


Avenue in Rochester. 


Fluid Controls Institute 
To Hold Annual Meeting May 21-23, 
At Sea Island, Georgia 


The Fluid Controls Institute, 
1961 annual meeting will be held at 
The Cloister, Sea Island, Georgia. 
General Theme of the meeting will 
be “Marketing Feedback.” Among the 
speakers will be David S. Gibson, vice 


Inc.., 


president of purchasing, Worthington 
Corp., and Parm F, Pritchard, market 
development manager, Product Engi- 
neering, a McGraw-Hill magazine. 
The various Sections will continue 
their development of voluntary stand- 
ards as applicable to their respective 
phases of the fluid controls industry. 


MPTEDA Appoints Oakes, 
Director of Region 5 


Herbert C. Oakes, president, Johnston 
Bearing & Supply Co., Inc. was ap- 
pointed director of Region 5, of 
the Mechanical Power Transmission 
Equipment Distributors’ Association. 

Mr. Oakes Robert W. 
Johnston, vice president and former 


Mr. 


Johnston sold his business and no 


succeeds 
director of the Texas region. 


longer can participate as a member. 


Leland Dolan Elected President 
Of Houston Distributors 


Leland V. Dolan, president of Dolan 
Industrial Sales, was elected presi- 
dent of the Houston Industrial Dis- 
tributors’ Association for 1961. 

Serving with Mr. Dolan will be 
J. R. Thompson, Warren Electric Co., 
as vice president, and R. E. Pretzer, 
Kreitzer Industrial Equipment Co., 
secretary-treasurer. 

Board members of the Association 
are E, T. Franks, Heitmann, Bering- 
Cortes Co.; Dave B. Van Pelt, C. A. 
Russell, Inc.; Horace Booth, Stand- 
ard Brass & Mfg. Co.; Homer L. 
Beard, Moncreif-Lenoir Mfg. Co.; 
Oliver Ferguson, Rex Supply Corp.; 
Robert J. Gallagher, R. J. Gallagher 
Co.: and W. H. Rutherford, Wessen- 
dorf-NeLns & Co. 
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Purchasing Executives Report 
Business Has Turned Up; 
Bottoming-Out Process Completed 


Business has turned up, according to 
the composite opinion of purchasing 
agents who comprise the Business 
Survey Committee, National Associa- 
tion of Purchasing Agents. 

A tone of optimism permeates the 
March reports of purchasing execu- 
tives. This month’s statistics indicate 
that we may have completed the bot- 
toming-out process noted in the NPA 
January report, and rounded the bend 
toward the up side. The report says 
that if present trends continue to de- 
velop, the 1960-1961 recession will be 
shorter and milder than others. 

New order and production figures 
show further improvement since Feb- 
ruary: new orders are reported by 
32% to have increased, up from 25% 
last month, while only 20% point to a 
worsened situation, down from 29% 
a month ago. It is the first month 
since October 1960, that the number 
reporting conditions better, has been 


higher than those reporting worse. 


Purchased Materials Inventory 


Inventory reduction continues but 
at a slightly than last 
month, the NAPA reports. A healthy 
54% 
month. Remarks from this group in- 


lower rate 


report levels the same as last 


dicate they have reached bottom and 
are in balance. A total of 16% report 
they have added to inventories, up 
from 13% 


port continued reduction. While the 


last month, and 30% re- 


majority indicate they are satisfied 
with present reduced levels, comments 
show they are keeping an eye on 
world conditions, delivery schedules, 
and price trends. 

Purchasing executives continue to 
keep close control on inventories, 
with only slight signs of willingness 
to add to present levels. Unemploy- 
ment remains a major problem, but 
for the first time in many months, 
some improvement is noted. Prices 
again show some minor upward pres- 
sures. Improvement, showing on all 


fronts, is small but promising. 
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Alisco Holds Open House; Revises Concept 


More than 


* 


Distributor Specialization 


200 purchasing agents attended the three day open house sponsored by 


(lisco Co. at its Long Island warehouse and office on Stewart Avenue in Garden City. 


Alisco Co., Garden City, 
N.Y., a division of Allmetal Screw 
Products Co.. Inc., 


house at its 


Long Island, 


recently held an 


open warehouse and 
office in Long Island. 

According to Milton Kauff, gen- 
Alisco, the 


firm has departed from the traditional 


eral sales manager for 
“catalogue store” idea of broad-based 
inventory support. Instead it handles 
a narrowly selective range of items 
which, have widely overlapping uses 
in different 

Kauff 


specialized 


industries. 
that this 


industry, 


also’ said firm 


along rather 


than product, lines. The firm fills the 


gap which has long existed between 
the manufacturer and ultimate con- 
sumer, he said. 
From three national stocking 
points, Garden City, N.Y.; Chicago; 
and Culver City, Calif.; Alisco is 
providing parts in servicing to in- 
dustrial clients on an_ indiviually 
tailored basis and providing liaison 
between these customers and manu- 
facturers, Kauff explained during the 
three-day show in Long Island. 
Under the 
Milton Kauff, Alisco makes its serv- 


ice available to customers only on a 


concept, evolved by 


one-year contractual basis. 


American Sealants Co. Joins American Supply & Machinery Manufacturers 


Samuel D. Conant, right, president of the American Supply & Machinery Manufac- 
turers’ Association, welcomes Dr. Vernon Krieble (center), president and Charles E. 


Helig, Jr., sales manager of American Sealants Co. into the association. Located in 


Hartford, American manufacturers “Loctite” sealant, liquid locking-sealing resin. 





Transmission Supply Co. Promotes Four To Executive Positions 


& 


H. Selke H. Schwarz 
Harold Selke, Harry Schwarz and 
Frank Weissert were appointed vice 
presidents and Mrs. Norma R. Prince 
was appointed secretary of Transmis- 
sion Supply Co., Peoria, Illinois. 

Mr. Selke joined the firm in 1952. 
the 
Peoria, Illinois Division and served 


Since then he has managed 


as secretary of the company. 
Mr. Schwarz joined Transmission 
Supply in 1954 and is presently 


serving as manager of the Rock 
Island Division. 


Mr. Weissert became 
with Link-Belt Co., in 


associated 


1949, as a 


Midwest Piping Becomes 
Division Of Crane Co. 


At a special meeting of the stock- 
holders of Midwest Piping Co., Inc., 
in St. Louis, approval was given for 
the sale of substantially all the firm’s 
assets to Crane Co. 

According to O. P. Carter, presi- 
dent of Midwest, more than 82% of 
Midwest's 


voted in favor of the sale to Crane Co. 


common _ stockholders 
Mr. Carter estimates the transaction 
will involve more than $18,000,000. 

Crane plans to continue the present 
management and sales policies under 
Mr. Carter’s direction. He has been 
with Midwest more than 30 years and 
its president since 1958. The firm 
will be known as Midwest Piping 
Division, Crane Co. 

Last year Midwest Piping’s sales 
$26,000,000. Crane net 
were $286,000,000 in 1960. 

The addition of Midwest plants in 
St. Louis, Clifton (N.J.), Los Angeles, 
and Houston, brings the total number 


were sales 


of Crane manufacturing facilities in 
the U.S. to 24. 


F. Weissert N. R. Prince 
bearing sales specialist, and later be- 
came distributor representative. In 
1957, Transmission Supply was au- 
thorized as a link-Belt distributor in 
Indianapolis, and Mr. Weissert was 
then appointed division manager. 
Mrs. Prince joined the firm in 1959 
as executive secretary to the presi- 
dent. Prior to that she was with radio 
station WEEK in Peoria. 
Transmisison Supply specializes in 
power transmission and material 
handling products, with branches in 
Peoria and Rock Island, Illinois and 


Indianapolis, Indiana. 


William Purtell Purchases 
Electric Soldering Iron Co. 
William A. 


State Senator from Connecticut, re- 


Purtell, former United 


cently purchased the Electric Solder- 
ing Iron Co., Inc., of Deep River. 
The firm manufactures electric solder- 
ing equipment, irons, pots and guns, 
the 
Mr. Purtell is president 


distributed under brand 
“ESICO”. 


and general manager of the firm. 


name 


Mr. Purtell began his career in 
industrial distribution as a salesman 
for Allen Mfg. Co. in 1919. In 1929 
he helped establish The Holo-Krome 
Screw Corp., and served as its presi- 
dent, treasurer and general manager 
1952. For 


served simultaneously as president, 


until many years he 
treasurer and general manager of The 
Billings & Spencer Co. Both of these 
firms are in Hartford, Conn. 

Mr. Purtell is past president of 
The American Supply & Machinery 
Manufacturers’ Manu- 
facturers’ Association of Connecticut, 


Association, 


and Manufacturers’ Association of 


Hartford County. 


Clarkson Management Seminar 
Features Noted Consultants 
And Industry Leaders 


Several noted consultants and in- 
dustry leaders will visit the Clarkson 
College of Technology campus to 
lecture for the Industrial Distribution 
Management Seminar. Clarkson has 
scheduled the seminar for June 18-23, 
with the assistance of the Joint Edu- 
cational Aids Committee of the 
National & Southern Industrial Dis- 
tributors’ Association. 

Guest speakers will include Dr. 
Dale Zand, management consultant 
and professor of management at New 
York University; Dr. George D. 
Wilkinson, professional consultant, 
who is currently conducting seminars 
on inventory management and con- 
Walter F. 
editor and publisher of INDUSTRIAL 
DISTRIBUTION magazine. 


trol; and Dr. Crowder, 


In announcing the seminar plans, 
Professor Harry J. Waters, acting 
chairman of Clarkson’s Industrial 
Distribution Department said that the 
seminar will provide an opportunity 
for distributors and their key per- 
sonnel to explore the role of the dis- 
tributor, his functions, and some of 
the latest techniques used to efficiently 
perform these functions. 

The tuition for the Industrial Dis- 
tribution Management Seminar will 
be $245 per participant. This amount 
will cover all seminar costs including 
room and board at Clarkson. 

Enrollment is open to industrial 
distributor owners or key personnel, 
and more than one member from a 
firm may register. 

Further 
tained by writing to Professor Harry 
Waters, Clarkson College of Tech- 
nology, Potsdam, New York. 


information may be ob- 


FRANKE NAMED TO FRAM BOARD 


William B. Franke, formerly Secre- 
tary of the Navy in the Eisenhower 
administration, was elected a member 
of the board of directors, and chair- 
man of the management advisory 
committee of Fram Corp. 
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... you can profit by handling industry’s top-selling line 
of wire rope fittings 


. .. you believe in selective distribution that prevents over- 
crowding your market area 


. .. you insist on equal and above-board prices and terms 


... you expect an enforced company policy that rules out 
factory sales to consumers 


... you value the support of a strong, factory-paid adver- 
tising program 


... you want prompt order processing from strategically 
located stocking points 


... we're glad to hear it, because we have been offering 
these advantages and safeguards to our distributors for 
years. It pays to do business with CROSBY-LAUGHLIN. 


CL-958 


CROSBY-LAUGHLIN tet 
= AMERICAN 


FT. WAYNE, INDIANA HOIST 
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WORLD’S WIDEST LINE OF FITTINGS FOR WIRE ROPE AND CHAIN 
See us at Booth 232, Triple Industrial Supply Convention 


May 1961 201 





Charles T. Jordan 


Charles Jordan Joins R. W. King 
As Sales Manager 


produces “specials every day! | charts. Jordan joined R. W. King 


Co., manufacturers’ representatives of 
; oe ‘ Meriden, Conn. 
When applied to precision nuts, “special” 
denotes more than just non-standard sizes, : 
shapes and threads. It also means that direct the sales of R. W. King Co., 
advanced production facilities, specialized which sells through industrial dis- 
quality controls and extensive experience are tributors throughout New England. 
necessary to produce and supply uniformly Mr. 
accurate custom nuts. 

With production records on more than 
3,457 different types of special nuts... Charles Parker Co. 
both brass and aluminum .. . Fischer is capa- Most recently he was a marketing 
ble of mass producing turned nuts to your consultant for several companies. 
exact specifications. In fact, all Fischer nuts 
are made to closer tolerances than required by : : : 
American Standard B18.2-1955 specifications. American Supply & Machinery Manu- 

As the leading producer of turned nuts, facturers’ Association (1956-1957). 
Fischer also specializes in dependable “‘on after serving on executive committees 
schedule” deliveries and competitive pricing. 
Whatever your requirement, let Fischer quote 
on your next order for precision nuts... 
standards, specials or miniatures. 


As sales manager, Mr. Jordan will 


Jordan was formerly vice 
president in charge of sales of The 


Mr. Jordan was president of the 


for several years. 


Flack-Pennell Names Van Sickle 
Power Transmission Assistant 


Walter K. Van Sickle was appointed 
assistant manager of the power trans- 
mission department, Flack-Pennell 
Co., Saginaw, Michigan. 

Mr. Van Sickle has had ten years 
experience in the sale and applica- 
tion of power transmission products. 


FOR DETAILS, WRITE FOR 
CATALOG FS-1000 


\ [SPECIAL MFG. CO. | 
AND PRICE LISTS. 


%, 
“Noe 908 


= 
there’s no premium for precision at od 


FISCHER SPECIAL MFG. CO. 
492 MORGAN STREET * CINCINNATI 6, OHIO Walter K. Van Sickle 
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See Us At The 
Iron & Steel 
Show—Booth 333 


the to determine 
exact working temperatures! 


Just mark or stroke the surface with THERMOMELT... 
when it reaches the desired temperature, the mark liquefies. 
There’s no guesswork, no wasted time or material... 
THERMOMELT is the quick, precise way to determine 
heating temperatures. Accurate to within +1%. 


A STIK FOR EVERY TEMPERATURE from 113°F. to 2000°F. 


ALSO AVAILABLE IN LIQUIDS AND PELLETS for inaccessible 
or hard-to-measure applications. Wide range of temperatures. 


Send today for free THERMOMELT literature and pellet 
sample (indicate temperature desired). 


MADE BY THE MANUFACTURERS OF MARKAL PAINTSTIK MARKERS 
AND PROTECTIVE COATINGS 


MA k KAL COM PA NY... West Carroll Avenue, Chicago 12, Illinois 
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Robert C. Tyo 


Tyo Elected President 
Of DeWalt, Inc. 


Robert C. Tyo was elected president 
of DeWalt, Inc. He succeeds Condé 
Hamlin, who resigned recently. 

Mr. Tyo was formerly president 
and general manager of Porter-Cable 
Machine Co. He joined Porter-Cable 
in 1943. 

At Porter-Cable, Mr. Tyo advanced 
through the positions of controller, 
secretary and treasurer. He was 
named vice president in 1953 and 
president in 1958. 

Black & Decker Mfg. Co. is the 
parent company of DeWalt Co. In 
announcing the appointment of Mr. 
Tyo, W. Griffin Morrel, executive 
vice president of DeWalt said that 
Mr. Tyo was elected because as presi- 
dent he will be able to display his 
background and knowledge of the 
power tool market. B&D has named 
Mr. Tyo, vice president — DeWalt 
operations. 


Appoint District Managers 


DeWalt appointed three district 
sales managers to its Minneapolis, 
Cleveland and Atlanta sales terri- 
tories. 

James W. Anderson will be re- 
sponsible for sales in Minnesota, 
North & South Dakota, with head- 
quarters in Minneapolis. He has been 
a district sales manager in Houston. 

L. John Roosa, Jr., is now respon- 
sible for sales activity in Ohio, ex- 
cluding the southwest corner, with 
headquarters in Cleveland. 

T. Lamar Hart will coordinate 
sales activity in the Southeastern 
U.S., with headquarters in Atlanta. 
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gives you torque enough to tame a 
torrent. In a matter of minutes, you 
can power up a wide range of Crane 
iron and steel gate valves: OS&Y’s 
with ball-bearing or split yokes, ris- 
ing and non-rising stem types with 
stems up to 22-inch diameter. 
Take your choice of two styles— 
horizontal or vertical wheel—both 
with spiral-cut bevel gears of car- 
burized alloy steel yielding a 4.11 to 
1 ratio in manual operation, or with 
portable air or electric power. 
Mechanical efficiency is over 95%, 
with three sets of ball bearings to cut 
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TELELLARELELLL: 


SEL ELL 


friction, and the entire self-lubricat- 
ing unit is rugged and weatherproof. 

The Converto-Gear kit is complete 
for simple installation on existing 
valves in less than 30 minutes—or 
you can fill orders for new valves 
fitted with the power-packed Con- 
verto-Gear Operator. 

A brochure on the fast-selling 
features of the Converto-Gear 
Operator is available from Crane 
Co., Industrial Products Group, 
4100 S. Kedzie Ave., Chicago 32, 
Ill. In Canada: Crane, Ltd., 1170 
Beaver Hall Square, Montreal. 


one hand can stop a river 


CRANE’S NEW CONVERTO-GEAR OPERATOR 


at the 
heart 
of home and 
industry 


CRANE 


—” 


valves 
piping + electronic controls 
plumbing and heating 
air conditioning 





performance determines demand and 


MORE INDUSTRIES 
DEMAND JORNSON 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality— proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


if it burns gas () look to +++ since 1901 


JOHNSON GAS APPLIANCE CO. 588 E Avenue NW, Cedar Rapids, lowa 





I. R. Abernathy 


Fulton Supply Elects Abernathy 
Secretary And Treasurer 


I. R. Abernathy was elected secretary 
and treasurer of Fulton Supply Co., 
Atlanta, Ga., at a recent meeting of 
the board of directors. 

At the time of his election, Mr. 
Abernathy was serving as secretary. 
As treasurer he succeeds W. A. 
Spitler, who retains the position of 
executive vice president. 


Dayco Appoints Goss 
District Manager 


Dean N. Goss was named district 
manager for Dayton Industrial Prod- 
ucts Co., Division Dayco Corp. 

Mr. Goss will handle industrial 
V-belt drives and hose sales. He will 
make his headquarters in Oklahoma 
City, Oklahoma. 

He was formerly associated with 
his father at Goss Aircraft Supplies, 
Dallas, Texas. 


Dayco Sells Tire Division 


The board of directors of Dayco 
Corp. approved sale of the tire divi- 
sion to Firestone Tire & Rubber Co. 
A. L. Freedlander, chairman of 
Dayco said, “the sale is solely of the 
tire division and does not affect our 
other ten manufacturing plants, our 
other subsidiaries and divisions or 
our foreign technical agreements.” 
The tire division represented about 
30% of Dayco’s sales volume. The 
remaining divisions and subsidiaries 
have been more profitable over the 
years than the tire division, Freed- 
lander stated. 
continued on page 211 
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ALL SET 
for more and better 


lar! 
» cuts per dollar 














HIGH sreeo® 


NUWELD 
12” x1”.050-10T 


ac aw biagaes we a renee wen = ne 


UNIFORMITY PAYS OFF! Uniform set gives the teeth of every 
Heller blade the clearance needed for straight, fast cutting. 
Uniform shape, spacing and t of teeth distribute 

wear evenly and life. Uniform temper over 

the full length of every blade adds extra 

resistance against stresses and strains. 


GO AFTER SHOP TESTS! Tell customers that Heller’s uniformity 
within each blade and from blade to blade adds 

up to superior cu at lower costs. Tell ’em that tests 
prove that no other for power or hand use will 
outperform a Heller “Job Tempered” Hack Saw Blade. 

So, talk up Heller on every call. This is your 

“bread and butter” line. 








17.9.8 

I America’s Oldest File Manufacturer 

HELLER TOOL CO. : NEWCOMERSTOWN, OHIO 
Our 125th year .wece 1836-1961 reg Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Union, N. J. ©@ Detroit ¢@ Chicago © Shreveport @ los Angeles ©@ Sanfrancisco * Portland, Oregon 
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Basic management and clear thinking are the keys to successful 
operations according to one man who worked his way up the hanks 


Twelve Guides to Success 


W. MAX BOWER 
INTERSTATE HARDWARE CO. 


Success or failure of your business depends a great deal 
on how you set up shop, select your lines and market 
them. The following twelve guides may help you organize 
your efforts and reach your objective. This is not a cure- 
all, but, merely a place to begin. 


1. Gage your potential: Try to estimate the amount 
of business in a given area and then determine what 
portion you and your sales force can secure. 


2- Audit your resources: The same as you have your 
books audited, audit your resources: your capital, sales- 
men, managers, inventory and store staff. Give your man- 
ager full authority to carry out his responsibility. Depend 
on him. Give him your support. Use the full potential 
of your salesmen. Require store staff to utilize all their 
time. Too much idle time breeds costly mistakes. Audit 
your inventory regularly. Put it to a test of rules no. | 
thru 6. 


Remember your assets are good management 


and good employees. 


3- Audit your competition: Know your competition. 
Know its strong points and where it is weak. Know what 
its sales policies are, and what kind of inventory it 
maintains. Where do you overlap with competition? 
What is its reputation, what mistakes does it make? What 
can you learn from your competitor’s methods? Use your 


knowledge. 


4. Pick your area: Pick an area that you can service 
and serve well. Do not spread yourself too thin. See that 
your sales force passes up no potential customer because 
of some personal conflict, until you know the full story. 
If it cannot be overcome give the customer to another 
into 


salesman immediately. Never put all your eggs 


1, 2, 3, or 4 baskets. Select a complete coverage or 
clientele. 


5. Knou 


continue to try to sell products that have a dwindling 


your market: Never become stagnant and 


market due to economic change where usage is down or 
competition is too stiff. Too much competition tends to 
breed price cutting. If there are many houses trying to 
get a limited market it is best to get out and find other 
lines which 


are more saleable. Be flexible enough to 


swing with the tide. When you select a product don’t 
accept anything except one of the top quality lines. 
Audit your market and sales regularly. Don’t depend 
on quotation business for a living but treat it as plus 


business, in addition to your regular services. 





W. Max Bower, 33, recently joined Interstate 
Hardware Co., Bristol, Tenn., as industrial 
manager. He started in the distribution field 
in 1948, engaged in warehousing, inventory 
management. 

Mr. Bower spent part of his spare time in 
the study of business principles and practice. 
He attended night school and participated in 
university extension courses. In addition he 
followed a selective reading program, which 
he says is similar to that of the industrial 
distribution student. 

To date he has studied warehousing, man- 
agement, law, advertising and has put much 


control, sales and 


time into acquiring product knowledge. As 
new problems in distribution arose, he em- 
barked on special studies to cope with the 
problems. 

Hardware, he 


Prior to joining Interstate 


worked in the Roanoke-Salem, Virginia area. 











6. Sharpen the market: You will find this is probably 
the biggest key to your success. Take the best lines you 
can secure and push them above all other products, be- 
lieve in them, support your supplier and his representa- 
tive. Have the representative work with your men at 
least three to five days every four to six weeks. Create 
a demand for brand name. Be the first, if possible, with 
a complete line inventory, build the product up in cus- 
tomers’ minds, repeat brand names not items. Get cus- 
tomer in the habit of using your product by trade name. 
He will do this only if he hears you say it often enough, 
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otherwise he will ask for the same 
type of product from a competitor. 
Do this and the business is yours. 





7- Follow the trade fairs: Stay 
abreast of the many new products 
on the market, get them first. Know 
your market and potential before 
you sign up. Look before you leap. 






8. Fight Price Wars: Be a leader 
in this field. Never resign yourself 
that nothing can be done. Be the first 
to prod your competitors to the 






realization that what they can do 
others can do better. This is a matter 
for managers and presidents com- 
bined. Managers cannot do this with- 
out the full sanction of the president, 
nor can presidents sit down and dis- 
cuss it effectively without the knowl- 
edge of the managers. So team up, 
work together, no one firm will ever 








get all the business for long no matter 
what the price. 











9. Beware of Graft: Little need be 
said about this except when you buy 
business today, tomorrow it will cost 
you more and more and eventually 
you will lose all you have gained plus 
more. When it comes to light, you 
will be branded so deep that it will 
take years to rebuild your reputation 
and standing with industry. 











10. Watch Your Tactics: Always 
be honest and fair with your cus- 
tomers. Perhaps this is the hardest of 
all the rules. No one likes to admit 
a mistake or fault; it is easier to 
pass the buck. A man who will admit 
his mistakes and try to profit by them 
will gain in stature among all who 
do business with him. Never belittle 
your competition. Build it up a little 
even if it does hurt. Never make 
promises you know you cannot keep. 
Never lie to a customer or about one. 
In short do as the three monkeys: 
See no evil; Hear no evil; Speak no 
evil, This will help you far more 
than all the promises you can make. 











11. Strengthen your Knowledge: 
The man or firm that cannot do this is 
dead. Learn something new every day 


about your products. Before you re- 
continued 





















































































ae ene, 
year 


From the wood split pulley of 
1886 to the most modern and 
efficient power transmission 
components of the 60’s . . . the 
emphasis at Browning always has been 
on superiority of product and service, 
with continuous search for new designs 
and improved methods. This is evidenced 
by the many innovations in the present 
Browning line, and by these typical 
comments from our distributors: 

p “We have found Browning to be the 
most salable line we have. It is difficult 
to find anyone who is not a prospective 
customer.” 

p> “While our over-all volume for 1960 
was down from 1959, our Browning busi- 
ness increased 40%. We wish all lines 
were as good as Browning’s!”’ 

p> “We recently completed an analysis of 
all the lines we carry. Browning came out 
highest in profit margin, highest in 
potential volume.” 

You may be sure that the many accom- 
plishments of these first 75 years are but 
indications of progress yet to come. Watch 
Browning, and share in their progress! 
BROWNING MANUFACTURING COMPANY, 
MAYSVILLE, KENTUCKY. 


















































POWER TRANSMISSION EQUIPMENT 
Write for free General Catalog GC101. 





1000 Lbs. 
—2000 Lbs 


QUALITY 
PRODUCT 


Heavy Duty Winch with 

+ ‘ " ‘ 

Extra Line Capacity 
Heavy-duty winch handles up to 500 ft. of 
‘ inch line. Operates with direct drive to 
drum for fast cable take-up or with 4:1 gear 
ratio. Can be operated by one man (10008 
capacity) or two men using two-handles (2000* 
capacity). Use of multiple lines further in- 
creases capacity. 


CAR DOOR PULLER 


Opens and Closes Box 


Car Doors Easily 


Special clevis slip hook permits the Beebe Car Door 
Puller to be fastened at right angles to box car cleats, 
breastbeams, or door tracks. Crank handle folds out 
of wind-up wheel for fast cable rewinding. Extra 
heavy frame protects all working parts. 


12 VOLT BATTERY HOIST 


1500 Lbs. 
8 ft./min. 


BEEBE 


1500 Lbs. 
—3000 Lbs. 


Portable electric hoist operates from 12 volt 
battery. Reversible motor with worm gear drive 
that is self-locking. Gear housing and drum cast 
of high grade aluminum alloy. Steel base and 
drum shaft. Gears sealed in oil. 


MANUFACTURING COMPANY 


2720 Sixth Avenue South - 


Seattle 4, Washington 


Copr. B.B. 


“Strongest geared power for its weight in the world” 
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tire at night read a new section in one 
of your catalogs. Study your cus- 
tomers. Learn more about them every- 
day and their requirements. Study 
your employees or co-workers. Find 
something new about them. Go to the 
factory training schools. If you have 
already been to all of them, take a 
refresher course. They are always im- 
proving their products or adding to 
them. In short, study every day and 
when you know it all you had best 
retire. 


12. Improve Your Service: No 
matter how good your service may 
be, it can be improved. No matter 
how efficient your operation may ap- 
pear, reappraise it—it may be just a 
rut. | have been told many times that 
some people resent changes, this is 
true mainly because we are afraid we 
will be saddled with more work or 
responsibility. I believe that most em- 
ployees can handle twenty-five to fifty 
per cent more work and responsibility 
than they ordinarily do if they are 
organized more efficiently. They will 
be happier than ever once they are in 
the swing of things. We waste more 
money in our offices and warehoues 
due to misconceptions, false ideas and 
poor management than we will ever 
realize. If you don’t believe this, 
someday take a look around with the 
eyes of an outsider. You will see what 
I mean, or better still, have a busi- 
ness associate come in to observe 
your setup and give you an honest 
opinion of what he thinks. We know 
that the distributor exists because of 
the service he offers to his customers. 
The manufacturer can sell his prod- 
ucts directly, but he can never give 
customers the individual service that 
the distributor offers. 


Give Them A Trial 

If these simple rules are received 
with an open mind and given a fair 
trial, the door to success and greater 
profit are just around the corner. 

As Theodore Roosevelt said, “We 
demand that business give people a 
square deal; in return we must in- 
sist that when anyone engaged in 
business honestly endeavors to do 
right, he shall himself be given a 
square deal.” 
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William H. Holbrook 
Vonnegut Appoints Holbrook 


Industrial General Manager 
William H. Holbrook was appointed 


general manager of the industrial 





division of Vonnegut Hardware Co.., 
Indianapolis, Indiana. 

Mr. Holbrook, who has already 
assumed his new duties comes to vans UirenAree 
ss fiat: ’ k ILLUSTRATED CATALOG 
Vonnegut from Tri-State Mill Supply STOCK LIST 


Co.. Crossett, Ark., where he was PRICING SCHEDULE 


vice president and general manager. 


Prior to that he operated his own 


management consultant firm. B x< al 


Black & Decker Acquires Interest BELOIT TOOL CORPORATION 


In French Electric Tool Firm 12009 MILWAUKEE RD BELOIT, WISCONSIN 


PH. EM. 5-8801 DIRECT TELETYPE BELOIT, WIS. 8583 
Black & Decker Mfg. Co. acquired a DIRECT WESTERN UNION TOLL FREE ENTERPRISE SYSTEM 


majority interest in the firm SOCO- 


MEDA (Societe de Constructions FREE! 
Mecaniques du Dauphine ) of Lyon. REGAL ENTERPRISE PHONE SYSTEM 


France, a subsidiary of Landis-Gen- 
dron, S.A., which is owned by Landis DIRECT TO FACTORY 
Tool Co., Waynesboro, Pa. eel Your rush orders are best handled by 
telephone. Locate your city on map to 
, L- : find the correct toll-free number. If you 
factured and marketed a diversified y EE are located in a city not listed—call 
re || oe Beloit, Wisconsin EMerson 5-8801 COL- 
. . . f LECT. By dialing long distance and 
French and European markets. Elec- a asking for ENTERPRISE 4609 you will 
tric Tools for the handyman market Ji be connected directly to our factory 
: at ‘ , switchboard; without charge or delay. 
and heavy-duty industrial service; : Engineering problems, quotations, and 
grinders, blowers and high-frequency shipping requests will be handled 
; efficiently and promptly. 


Since 1922. Socomeda has manu- 


line of portable electric tools in the 


electric tools are marketed under the 
“MICOX” brand. 


The electric tool factory is a 30,- DIRECT TO FACTORY 
: # PHONE NUMBERS — 
000 sq. ft. plant in Brezins; head 1. Enterprise 4609 


ae oe 2. Zenith 0609 
offices are at 32 Rue Vauban, Lyon. 3. Beloit, Wis., Emerson 5-880) Collect 
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BIG MARKET | ‘ia 
under Machine Legs Two Executives Promated 


At Brewer-Titchener Corp. 
for 


Daniel J. Coughlin was appointed 
general sales manager of Brewer- 
Titchener Corp., and Raymond J. 
Considine was appointed sales man- 


ager of the marine and _ industrial 
hardware division. 


MODEL UL Mr. Coughlin will be in overall 
charge of all marketing and sales 


LR 200 LEVEL-RITE 








activities, succeeding Frederic A. 
Celler, who resigned. 

Mr. Coughlin joined the firm in 
1957. He was sales manager of the 
marine and industrial hardware divi- 
sion until this promotion. 

LR LEVEL-RITE Mr. Considine, who replaces Mr. 
Coughlin, joined the firm in 1958 and 
has been serving as Coughlin’s 
assistant. 

Every industrial smoke stack in your territory UNISORB OFFERS: 

is a sales prospect for Unisorb. Every ma- @ Fast machine relocation — installa- 


chine that grinds, cuts, polishes, drills, 7 tion time and costs cut up to 80%. 


; @ Fast, precise leveling (Level-Rite 
molds, drives, knits, weaves, punches, Series). 


prints or performs one of over 100 more Sper- @ Elimination of up to 85% transmitted 
: ; . vibration — muffling of external in- 

ations needs the right type of Unisorb Pad duced vibration. 

or Unisorb Level-Rite Mount to control creep- @ Increased machine life and effi- 

. , : —_ ciency (better alignment). 

ing and euenten. Metalwerang, printing @ Lowered noise levels (improved effi- 

and textile machinery aloné provide a big ciency). 


ity. Here’s why! @ Elimination of bolts, lag .screws, 
Cppertunmy. Here's wny drill-damaged floors. 


Many Markets + Many Machines = Big Profits 


Yes, and the Unisorb line offers a long profit, low cost stocking plan and steady ; 
advertising to your customers in the trade publications they read. : 
Write for complete details — NOW. é L. Ben Powers 


Clemson Bros. Names Powers 
WER RCROR Ose’ cmccccrtne reirenscomrany District Sales Manager 


=e we L. Ben Powers was appointed district 

Please send me Unisorb ‘‘Profit Finder’’ Selector listing over 150 places where . 
' sales manager, covering Alabama, 
| can make money with Unisorb. 5 ie eae 
Tennessee and northern Mississippi, 


Name in addition of his present territory, 











Position by Clemson Bros., Inc., and its affili- 
ate, the Victor Saw Works, Inc. 
Mr. Powers will service industrial 








Company 








Address distributors on both the Clemson and 





Victor lines. He will have head- 
quarters in Atlanta, Georgia. 
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Announcing 2 FREE RRIG&aAID. 
Sales-Boosting Displays a= 


to help boost your 
pipe tool and die sales! 


RIFAID Ne. 60 SWING-AROUND FLOOR DISPLAY 
Display is Free ...You Pay Only for the Tools! 


Here’s an easy way to build sales of 
26 popular RIGA0ID Work-Saver 
hand tools and thread cutting oil. 
Attractive, hammered aluminum 
finish and brilliant RITAID red are 
sure to draw attention. Give it just 
16” of floor space, even in a corner, 


for it rotates freely, and listen to 
your cash register ring. Tools are 
locked in place . . . pilfer-proof. 
Display and tools are shipped com- 
pletely assembled in a special 
container . . . ready to start selling 
when opened. Order yours today! 


RIZFAID Ne. 51 DIE DISPENSER for Drop Head, 


Three-Way 











and 65R Threaders 


Dispenser is Free...You 
Pay Only for the Dies! 


You'll be delighted with in- 
creased die sales when you 
hang this attractive 13’ x 
14” metal dispenser where it 
will be a constant reminder to 
your customers that they 
need new dies. Only dies with 
high sales volume are in- 
cluded in the display assort- 
ment. What’s more, you get 
easy die size selection . 
spot inventory control. 


Dies are finest tool steel for greatest thread cutting accuracy. Dies are 
shipped in dispenser . . . ready to start selling the minute you put it up. 


Order your #51 Die Dispenser today! 


Don't lose sales. 
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stock the fast selling ee 
FOREDOM ~~ POWER TOOL 


LINE 


Ideal for... 





grinding 


Miniature flexible shaft machine (above); 1/10 H.P. universal 
motor; carbon-pile, continuously variable foot rheostat; speeds 
— up to 14,000 RPM; UL approved; wide selection of interchange- 
polishing able handpieces; prices start at $67.75. 


routing 


burnishing 
~~ — = = 


drilling 


a 


sawin : 
. Miniature power screwdriver 


deburring and nut runner (top right); 
1/10 H.P. universal motor; ex- 
clusive pickup/finder; drives all 
screws from *0 to *4; runs nuts 
up to *4; prices start at 
$109.15. 


Miniature bench grinding and 
buffing motor (center right); 
1/15 H.P. universal motor; 
14,000 RPM; hand or foot rheo- 
stat; prices start at $23.50. 


Distributor kit complete with 
machine, handpieces, attach- 
ments, etc. (bottom right); Ideal 
for on-the-spot demonstrations. 


sanding 


engraving 


Foredom'’s line of miniature power tools is unique in 
the industry and covers a wide range of types and 
models. Equally important is the Foredom line of 
handpieces, attachments, accessories, etc., which en- 
able you to do repeat business with every Foredom 
user. Foredom backs you all the way with extensive 
advertising, brochures, flyers, plus top quality refer- 
rals and inquiries in your area. For immediate infor- 
mation, fill out and mail the coupon today. 


r~~ FOREDOM ELECTRIC COMPANY, INC. e Bethel, Connecticut since\/i1922 -~4 
' 


MANUFACTURERS OF MINIATURE POWER TOOLS 


Please send me Foredom’s miniature power tool catalog, 
plus discount schedules and other pertinent information. 


Name Position 
Company 
Address 


City 
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William A. Risher 


' 


George Robuck 


Williams & Co. Appoints Risher 
Administrative Assistant 


William A. Risher was appointed to 
the new post of administrative assist- 
ant by Williams & Co., Inc., Pitts- 
burgh. 

In making the appointment, H. C. 
Armstrong, Williams president, said 
the new position was created to assist 
in handling special assignments. 

Mr. Risher, who has been manager 
of the nickel alloys department for 
several years, has been with the com- 
pany 33 years. 

Succeeding him will be George 
Robuck. Mr. Robuck has been in 


nickel alloy sales for 15 years. 


Ducommun Appoints Ad Agency, 
Fuller & Smith & Ross 


Fuller & Smith & Ross was appointed 
as advertising agency for Ducommun 
Metals & Supply Co., Los Angeles, ac- 
cording to Charles Ducommun, presi- 
dent. 

Media plans and size of the ad 
budget were not disclosed. Hays 
Busch, FSR-Los Angeles vice presi- 
dent, will suptrvise the account. 
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“Inswell” Electric Welded Chain is the 
welded chain that can be identified from 
welded chains. It is the str 
know of. Independent tes' 
unique “Inswell” process 


the thain smooth and clean 


in easy running 
ecause of its extreme 


“Inswell” Chain 1s chosen by the coun- 


MERC ALLOY 


... the original 
alloy steel chain 


— the greatest 

CHAIN FEATURES singe pron 
ment in chains 
in centuries. 


BRANDED CHAIN 


.- the first chain embossed with per- 
manent Make and Grade identification 
marks —a safety feature for chain users 
since it helps prevent the substitution 
ofa wrong grad: in—an aid to dis- 
tributors in id their chain. 


in plain 
strength 


dependability. 


uf Chain Ce., 








“INSWELL 


CHAIN 


- Cobumbus, Obie 

Fa Please send me prof 

other chains mane 

4 factured by you 

/ all components 
/ furnished by induffrial distributors. 


4 Name 
4 


P eon RUGGED... DURABLE 
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When writing to Advertisers please mention Mus Swrrnses 


TONAWANDA, N.Y. 


MEW YORK (Mounteinsige. WJ.) « cmc, 
a eee AGO - CLEVELAND 


OUTSTANDING 35 YEARS AGO... 


THE STANDOUT CHAIN TODAY 


«»-»FOR QUALITY... SERVICE 
-»» FOR NEW CHAIN IDEAS 
«»-»FOR DISTRIBUTOR PROFITS 





THE CH LINE: 


Inswell Electric Welded Chain, Herc-Alloy 
Sling Chains, Hammerlok Coupling 

Links, High Test, BBB, Proof Coil, Dredge, 
Tow, Boomer, Log, Conveyor, Liberty 
Machine and Coil, Chain Attachments. 


There are prominent industrial distributors who have handled CM 
Chain continuously for well over 50 years...many more have been our 
distributors for over 25 years. There can be no stronger evidence than 
this of distributor satisfaction with a product line... satisfaction with 
the service, advertising and promotion that backs it up...and with the 
turnover and profit of the line. 





RUGGED. . DURABLE 


COLUMBUS McKINNON CHAIN DIVISION 


COLUMBUS MCKINNON CORPORATION 
TONAWANDA, N.Y. 
NEW YORK (Mountainside, N.J.) * CHICAGO + CLEVELAND 
SAN FRANCISCO 
/n Canada: Columbus McKinnon Limited, St. Catharines, Ontario 





Starrett 


world leader 


in precision tools 
since 1880 


IN KEY PRODUCT LINES 


with four major lines balanced to 
yield multiple sales for every call. 


IN PRODUCT INNOVATIONS 


with pioneering leadership contributing 
major developments and improvements. 


IN MARKET DEVELOPMENT 


with research and development constantly 
finding new uses and users for Starrett tools. 


IN DISTRIBUTOR SUPPORT 


with a hard and fast policy of selling 
the value of Industrial Distributor service. 


IN QUALITY OF DISTRIBUTION 


with a quality line sold only through leading 
industrial supply distributors. 


IN ADVERTISING 


with more than 20 million messages a year 


carrying the Starrett story to tool A Leader in Industrial 
Distributor Support 
buyers and users. Since 1880 


Starrett 
SALUTES 

without equal in the quality and quantity of INDUSTRIAL 

sales aids furnished to distributors. DISTRIBUTION 


Spokesman for 


IN DISTRIBUTOR RECOGNITION Industrial Distributors 


Since 1911 


IN SALES PROMOTION HELP 





with an outstanding record of six 
NIDA-SIDA advertising awards. 


VISIT STARRETT BOOTH 851-853 


TRIPLE INDUSTRIAL SUPPLY CONVENTION 
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PRECISION GROUND DIE AND FLAT STOCK 





PRECISION MEASURING TOOLS — No. 445C-3RL Micrometer Depth Gage with full base, No. 443-3RL Micrometer Depth Gage with half base illustrated above 


Skill works unhampered when 
Starrett tools are close at hand. For 
example, craftsmen who use a full 
base micrometer depth gage for 
depth measuring in the clear can 
reach for the new half-base model 
to get the same sure accuracy in 
confined places. Both have SATIN- 
CHROME Finish the no-glare, 
corrosion defying hard chrome fin- 
ish pioneered by Starrett. 


DIAL INDICATORS AND GAGES 


=. Ja x 


45 ~acnee 
re tarrett tools 


accuracy comes easier with 


To millions of skilled craftsmen 
and industrial buyers, Starrett 
tools stand supreme for quality and 
reliability. Stock and sell the com- 
plete line and you have the big ad- 
vantage of unquestioned leader- 
ship and long-established demand. 
Ask your Starrett salesman or write 
for information. The L. S. Starrett 
Company, Athol, Mass., U.S. A.... 

World’s Greatest Toolmakers 


HACKSAWS, HOLE SAWS, BAND SAWS, BAND KNIVES 


‘et 


an 





“More Sales per Day”. . . 


recommend RAY-MAN Conveyor Belt 


You can’t offer your customers a more versatile belt than Ray- 

Man... engineered to haul fuller loads, longer, under all conditions a 

of service. Whether carrying bulky loads on long-lift conveyors, or More Use Per Dollar” For 
used with small pulleys in low-headroom underground installa- Customers .. . “More Sales 
tions —these Ray-Man advantages will help you close the sale: Per Day” For Distributors 


® High Cover-Adhesion All Around—top, bottom and edges 
ig I s Each of these basic R/M 


© Full Cover Thickness Used—no breaker needed—longer cover life product lines include con- 


® Splices Last Longer—holds fasteners better structions to meet every 


customer requirement. . . 

More Troughable and Trainable—highly flexible, double hh ; : 
Compensated each has exclusive service 

advantages to build distrib- 


Ideal for 45 Idlers—Guaranteed against separation at idler 
utor sales: 


hinge line 
© Operates on Smaller Pulleys © R/M Conveyor Belts 
© R/M Rubber Hose 
© R/M Poly-V® Drives 
You can depend on good stocks of Ray-Man at all R/M warehouses and V-Belts 
to meet your customers needs. Call your R M representative for R/M Flat Transmission Belts 
more information or if your customer requires special conveyor 
or elevator belts. 


® Impact Cushioned—resists ripping 


E ahemubeaneasenessh meena ebasendsemananenceanen 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION + PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 


INDUSTRIAL DISTRIBUTION 
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WE’RE CELEBRATING 
AN ANNIVERSARY, T00 


...aS an original Industrial Distribution Advertiser 





OHIO BRASS opened its doors in 1888, 
but we’re also celebrating a golden anni- 
versary ... as one of the original adver- 
tisers in Industrial Distribution. We have 
used its pages for 50 years to tell 
distributors about our valves, our 
sales cooperation, and our original, 
unchanged policy of selling only 
through distributors. We cite this rec- 
ord as evidence of our faith in this 


moun 


fine magazine and of our faith in the 
distributors it serves. 

Reproduced above are pages from the 
booklet “Keeping Faith,” the original O-B 
statement of distributor policy —a 
policy that’s followed just as scrupu- 
lously today as it was 70 years ago. 

Would you like to know more about 
O-B and its policy? Write to us. We’ll 
be glad to tell you. 


OHIO BRASS COMPANY ~ Mansfield, Ohio 


1961 





J |_ Downie Heads Seattle Sales 
it Pe ys ey 1 | For Ducommun Metals & Supply 


Ron Downie was appointed sales 


to B Wn, , manager in the Pacific Northwest, 
e Le eee ; ae | yi | for Ducommun Metals & Supply Co., 
; \ . Los Angeles. 

Formerly an outside salesmen at 
Los Angeles, Mr. Downie transferred 
to the new Seattle division in 1959. 
Until his appointment, he was act- 
ing sales manager assigned pri- 
marily to aircraft and atomic energy 
accounts, for Barde Steel Co. and 
Pacific Northwest Division. 


Name Woods Services Mar. 


William Woods was named man- 
ager of division services for Ducom- 
mun-Western Operations. In_ this 
position, he functions as liaison be- 
tween Los Angeles and the outlying 


divisions. 





Boyer Selected for New Post 


Sie «< <I 2 S Ron Boyer was appointed manager 
of administration for the A. J. 


-- " = 
© J : 
4 . ~ 
en + onis Glesener Co., subsidiary of Ducom- 
mun. 


Mr. Boyer joined Ducommun in 


* & “ 
Db Tada bs u to r . 1957 as a sales trainee. He became 
if Le an outside salesman in 1958 and 
—— se” was appointed inside sales supervisor 
in 1960, 


Because Wendt-Sonis distributors receive more 

in tangible benefits. First, a complete line of high 

quality cutting tools, tool holders, blanks and 

inserts. This means more orders, more reorders, 

higher profits. Second, a helping hand in selling. Service Engineers 
Wendt-Sonis backs its distributors with strong _— 
support through Factory Representatives and 

Service Engineers, sales aids, training, sales pro- | 
motion, and national advertising e] 





SEND COUPON FOR MORE 
DETAILS ON HOW YOU CAN 
BECOME A WENDT-SONIS 


DISTRIBUTOR National Advertising 


ae, ee 


Carbide WENDT-SONIS COMPANY Carbide 


Cutting Hannibal, Missouri ° Rogers, Arkansas Cutting 
Tools Dept. CE 1058 Tools 


Please send me further details. on how.to become a Wendt-Sonis distributor. Edwin L. Kinkaide 


| 
i 
i 
i 
t 
i 
I have checked the percentage of our cutting tool sales to our total sales. é . . . . 
less thon 15%(] 15% 1025%(]) 25% 1050%[) over 50%() - Vogt Machine Appoints Kinkaide 
; | 10 New York Office 
i 
i 
i 
| 
' 
4 


Edwin L. Kinkaide joined the valve 
and fitting sales division, New York 
office, of the Henry Vogt Machine Co. 

Prior to joining Vogt, Mr. Kin- 
kaide was with the Ohio Injector Co. 


Nome Title 








Company 


Address 





City. Ione State. 
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enjoy added industrial 
sales and profits with 
R-W QUALITY PRODUCTS 


for industry! 


HARDWARE ... R-W offers one de- 
pendable source for a complete and 
varied line of industrial and commercial 
hardware, track and hangers . . . all de- 
signed to fulfill heavy-duty service 
requirements of industry. 


ELECTRIC OPERATORS that are 
specifically designed to meet the rugged 
demands of industrial and commercial 
use. R-W line includes a type and size 
for all makes of doors or gates... if 
your customers’ doors or gates swing, 
slide or fold—R-W can open them 


INDUSTRIAL DOORS including 
Sheet Steel Covered Doors, Corrugated 
Sheet Steel Doors, Wood Doors of all 
types and modern Aluminum Doors. 
There’s an R-W “‘quality-proven”’ door 
to meet almost any conceivable indu.- 
trial or commercial requirement. 


OVERHEAD CONVEYORS that 
utilize free area under building trusses 
to speed-up materials handling opera- 
tions and decrease overall manufactur- 
ing costs. Complete line from basic 
Monorail Cenveyors to ultra-modern 
Automatic Dispatch Systems. 


automatically. 


proven 
products 
that any 
good 
industrial 
salesman 
can sell 
easily and 
profitably! 


Write today for 
complete infor- 
mation...ask 
for the ‘‘R-W 
Way to Increased 
Industrial Sales.” 


Looking for ways to increase the sales and profits 
of your Industrial Sales Division? These R-W 
industrial products could prove to be the answer. 
For here is a complete line of standard and spe- 
cialty hardware items, doors, electric operators 
and conveyors that are ‘“‘time-proven’”’ as the 
“‘quality”’ leaders in their respective fields. Prod- 
ucts that are specifically manufactured to meet 
heavy-duty requirements of industrial and com- 
mercial use... each is designed to provide the 
ultimate in service and dependable performance. 
With R-W you can be sure of attractive dis- 
counts, prompt delivery and excellent service... 
R-W Sales Service Centers are located in all 
major cities for sales assistance. R-W products 
are nationally advertised in major trade publica- 
tions and attractively cataloged to help you sell. 


Richards-Wilcox 


MANUFACTURING COMPANY 
GENERAL HARDWARE DIVISION 
449 W. THIRD ST., AURORA, ILL. « Branches in all principal cities 








Lewis S. Skiff 


Lewis S. Skiff Promoted 
To Trenton Branch Manager 


Lewis S. Skiff was promoted to man- 
ager of the Trenton, New Jersey, 
branch of Squier Schilling & Skiff. 

Mr. Skiff has been with the firm 
since 1940. During the war, he served 
with the military and later returned 
to the firm. 

Prior to this promotion, he was 
air-hydraulics product manager in 
the Newark, home office. 

Mr. Skiff is a son of one of the 
founders of the New Jersey indus- 
trial supply firm. 


Douglas M. Smith 


U. S. Rubber Names Douglas Smith 
Mechanical Goods Marketing Head 


Douglas M. Smith was appointed 
marketing manager of the mechanical 
goods division, United States Rubber 
Co. 

Mr. Smith was formerly Eastern 
regional sales manager of the divi- 
sion. He joined U. S. Rubber Co. in 
1948 as a sales trainee. He was 
later district manager of the Balti- 
more branch, then assistant com- 
modity manager of hose products. 
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extra sales opportunities with the 
high-quality, good profit egeemce# line 








Knockout Punches Hydraulic Knockout Punch Ratchet Knockout One-Shot Hydraulic 
for %"-5" Conduit Driver and Punch Sets Punch Drivers Knockout Punch Drivers 


LILA 


Electricians’ Brace Bit Flat-Type Electricians’ Unispur Ship Auger Power Bit 


Solid-Center Expansive Ship Auger 
Power Bits Power Bits Power Bits Power Bits Extensions 


Auger Bits Bits Car Bits Auger Bits Extensions 


bald HS 


Double-Filute Single-Flute Douodle-Spur Multispur® Dowel Dowel Spur Adjustable 


Hollow Hollow 
Machine Bits Machine Bits Bits Orilis Machine Drilis Countersinks 


Chisels Chisel Bits Routers Routers 


Write for catalogs and prices on Greenlee 
tools. Catalog 37-E . . . knockout tools and other time- N | F F T | 
saving tools for electricians. Catalog 37-H ... hand and s 
power bits. Catalog 36-M .. . mortising, boring, and 
1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 


May 1961 





New “Profitunity” 
for Distributors! 


Now you can tap the profitable O.E.M. 


market competitively! 


DALTON distributors can offer precision- 
made Dalton gears, sprockets, couplings 
and torque limiters to OEM at OEM price 


levels. 


DALTON’S sound “DISTRIBUTOR-TO- 
OEM” policy was originated and success- 
fully developed for distributors by dis- 
tributors. It offers you the opportunity to 
serve your market completely while 


maintaining favorable profit margins. 


DALTON meets the highest OEM quality 
standards, and adheres rigidly to all 
specifications. Guaranteed workmanship 
and dependable delivery assure con- 


tinued customer satisfaction. 


Inquiries welcomed! Complete 
DALTON stock catalog 
and discount schedules 


available. 


gear company 


212 COLFAX AVENUE NORTH, MINNEAPOLIS, MINN. 
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Arafe Co. Buys Adjoining Property 
To Enlarge Present Quarters 


George J. Arafe Co., Inc. Boston, ac- 
quired the property at 87-89 High 
Street, next to its present location. 
The two five-story brick buildings 
have been combined to form one 
unit containing office, manufactur- 
ing and warehouse facilities for the 
firm. 

Arafe, in the rubber industry for 
37 years, has been at its present lo- 
cation for 25 years. Herbert M. 
Karol, general manager said that the 
acquisition is part of a major ex- 
pansion program made necessary by 
a 300% sales increase. 


Joseph Plasse 


Abrasives & Tools, Inc. Appoints 
Plasse As Sales Representative 


Joseph Plasse has been appointed 
sales representative in Worcester, 
Greenfield and Fitchburg, Mass., for 
Abrasives & Tools, Inc., West Spring- 
field, Mass. 

Mr. Plasse has had 20 years of 
factory purchasing and sales ex- 
perience at Savage Arms Corp. 


George C. May Co. Moves 
To New Minneapolis Quarters 


George C. May Co., manufacturers 
representative in Minneapolis, _re- 


cently moved to new quarters at 
730 East 38 Street, Minneapolis 7, 
Minn. 


New Salesman 


James H. Cox is now associated 
with the firm, as salesman in the 
Minneapolis territory. He was for- 
merly with U. S. Electrical Motors. 
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NEW CONCEPT 


in wire rope design 





Premium Whyte Strand IWRC 


ALL-PURPOSE 7-strand wire rope puts 
the Macwhyte distributor in a class by 
himself in competing for business 


There’s no other wire rope like 7-FLEX! Macwhyte combines 
all desirable wire rope characteristics in a single all-purpose 
rope. It’s as flexible as an 8-strand rope — as rugged as a 6 x 19 
— and resists fatigue like a 6 x 37. 

7-FLEX has 1624% more wearing surface than 6-strand rope. 
There is less unit pressure between rope and sheaves, so less 
rope and sheave wear. There is more sheave contact, less rope- 
creep. Result — longer rope life — less down time — lower 
operating costs! 

Conveniently located factory warehouse stocks help you give 
customers prompt deliveries. 


Uses are practically unlimited —for example: 


Hoist and swing lines on Boom hoist lines on 
dredges and derricks excavating equipment 


Holding and closing lines 


Shovel and drag line hoist rope on clamshells 


Shop hoists and cranes Winch lines 


Ask for a Macwhyte representative to call and tell you more 
about 7-FLEX or write us for bulletin 60100-R. 


MACWHYTE Ci ge COMPANY 


2900 Fourteenth Avenue, Kenosha, Wisconsin, U.S.A. 


Wire Rope Manufacturing Specialists Since 1896 at 





Here a drain elbow and a reducer form the “‘bodies’’ 
for DURABLA Basic-Check Units. As indicated, they 
will operate in any position . . . can be used with 
most standard fittings. 


Sell your customer on the 


CONVENIENCE 


of this unique check valve 


Selling your customer on the DURABLA Basie- 
Check Unit* is simply a matter of telling him 
about its great convenience. This unit can, for 
example, be installed anywhere in existing pip- 
ing. Combined with almost any standard fittin 
(see illustration) it becomes a complete ch 
valve for practically any service. 

It operates freely in any position. Thus Ya 
customer can install it in existing lines without 
altering them. Costs him less, too, since all he 
has to buy are the working parts. 

Rarely do you get the chance to offer a prod- 
uct with so many saleable virtues. Stock the 
Basic-Check Unit in line sizes from ¥%” to 2”. 
Comes sturdily boxed and clearly labeled for 
ye | handling. 

end for a copy of bulletin 1D51. 


DURABLA MANUFACTURING CO. 
114 Liberty Street, New York 6, New York 


DURABLA 


Manufacturers of DURABLA sheet packing, gaskets 
and pump valves. 


*The DURABLA Basic-Check® Brand Unit is covered 
by U.S. Patent No. 2,649,277 and Canadian Patent 
No. 549,618. 





R. Kopf 


Gregory Changes Sales Policy 
On Powder Actuated Tools 


A major change in sales policy, under 
which all sales of powder actuated 
stud drivers and related tools will be 
handled has been instituted by 
Gregory Industries, Inc. 

R. E. McGinnis, vice president of 
sales said the new policy will apply 
to stud drivers, self-drilling anchors, 
and hammer drive fasteners. It does 
not apply to Gregory’s line of Nelson 
stud welding equipment. 


Appoint New Managers 


To implement the new policy, 
Roland Kopf was appointed manager 
of distributor products and John 
Godley, manager of distributor sales. 

Mr. Kopf has 45 patents in his 
name. Mr. Godley was formerly 
Gregory's marketing manager. 

“Our future in this field,” Mr. 
McGinnis said, “depends on ob- 
taining the finest specialty tool 
distributors, industrial supply houses 
and building supply companies.” 


J. S. Godley 
INDUSTRIAL DISTRIBUTION 
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Spang Steel Pipe serves the combination heating and cooling system at the deluxe 888 Logan Apartments, Denver, Colorado 


‘‘We’ve been users of SPANG Steel Pipe for 15 years” 


— says Mr. Arthur Riley, President, Riley Engineering Corporation, Denver, Colorado 


**...and we know SPANG 
more than amply meets 
our rigid requirements!” 


That’s what Mr. Riley told us at the 
12-story 888 Logan Apartment Build- 
ing job site, where he was supervising 


the installation of over two miles of 


SPANG Steel Pipe in the combination 
hot water heating and chilled water 
cooling system. 

**Frankly,”’ says Mr. Riley, “‘we 


Architects: 
W. C. Muchow and Nat S. Sachter, Denver 
Consulting Engineer: 
Riley Engineering Corporation, Denver 
Builder: Al Cohen, Denver 
Piumbing Contractor: 
John F. McCauley, Denver 
Heating and Air Conditioning Contractor: 
Louis Cook, Denver 
Spang Distributor: 
Great Western Pipe Company, Denver 


depend on the quality control exer- 
cised in the manufacturing processes 
of SPANG. Our reputation is at stake 
on every job, and we depend heavily 
on the materials used in a project. 
We know SPANG is among the best 
pipe available.” 

In reply to our question about 
SPANG Pipe’s outstanding features, 
Mr. Riley stated, “SPANG is easy to 
work with, it has good welding char- 
acteristics, its quality is consistent, it’s 


=e 
ARMCO National Supply Division 


V 


durable, and we get good service.” 

Get all these advantages from 
SPANG Steel Pipe on your next job. 
You can’t buy a better pipe! Let your 
local SPANG Distributor serve you 
soon. 

SPANG Steel Pipe is one of the many 
fine products made by National Supply 
Division, Armco Steel Corporation, 
Two Gateway 
Center, Pitts- 
burgh 22, Pa. 


Steel's Symbol 
of strength, 
long life, 

and economy 





PROD U CT SS -acomptete 


This complete promotion program makes 
it even easier for you to sell the best-known 
name in masonry anchoring 


. National advertising 5. product boards 

. business magazine publicity 6. counter displays 

. Mailing pieces 7. selection charts 

. informative catalogs 8. new packaging 
9. dealer envelopes 

To find out how you can build profitable business 


with this outstanding line, outstandingly promoted, 
please call or write 


J. E. BURKE, Marketing Manager 


THE RAWLPLUG COMPANY, INC. 


204 Petersville Road, New Rochelle, N. Y. 
R-18 


LINE OF 
ANCHORING 
AND DRILLING 
DEVICES FOR 
FASTENING 
ANYTHING 

TO 

MASONRY 





William R. Benn 


Carborundum Appoints Benn 
Manager Of Market Development 


William R. Benn was appointed 
manager of the market development 
department, research and develop- 
ment division, The Carborundum Co. 

Mr. Benn was successively with 
Union Carbide Corp., U.S. Gypsum 
Co., H. K. Ferguson Co., and from 
1957 to his present employment at 
Carborundum, was senior market de- 
velopment engineer for Union Car- 
bide Metals Co. 

Carborundum will construct a mil- 
lion dollar coated abrasive plant in 
Melbourne, Australia. Completion is 
scheduled for late 1961. 

The new plant will serve needs in 
Australia and New Zealand. 


Service Center Houses Products 
Of Seven Porter Divisions 


H. K. Porter Company, Inc., opened 
a new warehouse and service center 
recently at 2567 Greenleaf Ave., 
Chicago. 

The new 115,000 sq. ft. building 
provides 10,000 sq. ft. of office space 
for Porter sales and warehouse per- 
sonnel. 

Products to be stocked include 
Patterson-Sargent, Thermoid, Diss- 
ton, Vulcan-Kidd, National Electric, 
Leshen and Riverside-Alloy. 


Elect New Director 


Charles B. Baton, president and a di- 
rector of Baton Coal Co., Pittsburgh, 
Pa., was elected to the board of di- 
rectors of H. K. Porter Co., Inc. 
Mr. Baton is also president and a 
director of Greensburg Connellsville 
Coal & Coke Co. and Farm Coal Co. 
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AMERICAN PULLEY 


is standing on its head... 


. . . to give distributors everything they need, not just to increase sales, but to dominate the 
market. The new AMERICAN “Bill of Rights” for distributors outlines an entirely 
new, progressive policy. This policy gives AMERICAN Distributors the things 
they have asked for . . . a working arrangement that will be close 
to ideal. If you are now an AMERICAN Distributor, you know 
how it helps. If you are not, we’ll be glad to send you 
our 100% Cooperation policy as it appeared 
in INDUSTRIAL DISTRIBUTION. 


, r 
& 
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Ee icw Mie uiitilel. 
# EQUIPMENT Jf EQUIPMENT 


THE mf AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE + PHILADELPHIA 29, PA 








NEW! Announcing a full. line of 


(C=) _ PERMATEX 
\)) COATING COMPOUNDS 
(stronger than concrete) 


' Easily applied — trowel, brush or spray 
Four special products to meet every need 
Four attractive colors 
Covers metal, wood, concrete 


Norvell-Wilder Names Hilder 
New Purchasing Agent 


S. E. Hilder was appointed purchas- 
ing agent of Norvell-Wilder Supply 
Co., Beaumont, Texas. 

Mr. Hilder, in the purchasing de- 
partment for the past ten years, suc- 
ceeds Eric L. MacEwan, who was 
recently appointed manager of inven- 
tory control. 

He is a member of the National 
Association of Purchasing Agents 
and is now serving as vice chairman 
of the professional development com- 
mittee, Sabine-Neches Chapter. 


E sie Saal t E. M. Robinson, who recently re- 
conomical — one single coat protects turned after a ten year absence, will 


Resists chemicals, solvents, water, wear continue as assistant purchasing 


PRODUCED BY THE WORLD’S LEADER IN 
SEALANTS...PROVEN BY PERFORMANCE! 


agent in the buying of specialized 


commodities handled by the com- 


pany. 


* Concrete cracking or crumbling? ... recent 
Permatex application at major eastern hotel 
solved problem. Permatex applied with simplest 
tools. Case History available — check coupon. 
Stair treads causing hazards? ... Permatex 
application at large chemical plant... applied 
easily...in a few hours — solved problem. 

In more and more applications, Permatex Coating 
Compounds are proving that surfacing problems 
can be easily solved . . . economically. 


FREE LITERATURE AND TECHNICAL ASSISTANCE ... WRITE NOW! 








Maury Seeley 


Maury Seeley Tu Represent Morse 
In West South Central Area 


Maury Seeley was appointed West 


If you want proof— 
demonstrated in 
your plant—fill out 
the coupon—mail it 
now. Add your com 
pany to the growing 
list of satisfied users 
of Permatex Coat 


INDUSTRIAL 
DISTRIBUTORS 


Your customers are reading this ad this 
month . . . you can profit by putting your 
Sales efforts behind Permatex Coating 
Compounds... and the Permatex Main- 
tenance Chemicals line. For more infor- 
mation on the Permatex Industrial Dis- 
tributor Sales Program drop us a note. 


I 
I 
NOTICE TO 
1 


South Central sales representative for 
Morse Twist Drill & Machine Co., 
division of Van Norman Industries, 
Inc., according to C. F. Duff, vice 
president-general sales manager. 
Mr. Seeley has been with Morse 
since 1957, as a salesman in the San 
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. This line of Permatex Coating Compounds, 
f as all Permatex Products . . . sealants, adhesives, 
( lubricants, degreasers, solvents .. . are 
avaiiable from quality Industrial Distributors. 


PERMATHS 


COMPANY, INC. 
1D-2R, 300 BROADWAY ° HUNTINGTON STATION, L. I., N. Y. 
FACTORIES: BROOKLYN 35, N. Y. * KANSAS CITY 15, KANSAS 
SEALANTS «* ADHESIVES = LUBRICANTS 


Diego area. He will be assigned to 
the Houston office, reporting to E. E. 
Snider, district manager. 

Prior to joining Morse, Mr. Seeley 
was with the sales staffs of Service 
Industrial Supply Co., and Aeroweld 
Supply Co., both of San Diego. 
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HEX- 
HEAD 
CAP 
SCREWS 


Full size range 


From %in.diameter by *% in. 
long, to 1% in. diameter by 
12 in. long, and longer. Coarse 
and fine threads. 


Two basic types 


Low carbon, bright . . . high 
carbon, heat-treated. 


Fast delivery 


Just call the nearest Bethlehem 
sales office for prompt shipment. 


for Strength .. . Economy 
... Versatility 


BETHLEHEM, PA. 
Export Sales: Bethlehem Steel Export Corporation 
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BETHLEHEM STEEL COMPANY | 


SOLLLLLLLLYLTTLLLIIS 
4 
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BETHLEHEM STEEL 


5 
5 
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NOW LONGE 


with new U -grade 


Now there are two ““Koolie Hat’ wheel formulations tiveness on high-speed, air -driven or electric port- 
... the tremendously successful R-grade for standard able grinders that operate at 5200 r. p.m. or more, 
grinders and standard grinding jobs ..- and the Bay State’s U-grade ‘‘Koolie Hat’’ wheel gives you 
brand new U-grade for up to 90% longer life on the same speed, ease of operation and safety as 


all materials. Designed specially for maximum effec- R-grade... plus longer life on all materials. 


Easier Operation Koolie Hat wheel is held at 
4° to 5° angle ins d of 25° to 30°, requires 
less pressure, virtually eliminates jitter and 
bounce. Operator’s position is much more 
relaxed. 


Extra Safety Koolie Hat shape wears evenly 
over all three abrasive layers instead of one 
at a time. Less danger © shattering due to 
heat cracks or thinning of wheel. 


More uniform speed Narrow radial contact 
surface between wheel and work keeps spee 
high for fast, efficient metal removal with- 
out heat build-up. 


Get full details on the new U-grade “* Koolie 
Hat’’ wheel from your Bay State distributor 
or factory representative now. Better grind- 
ing at lower cost ... that 1s their business. 








Real New Product Activity Bay 


D  @ | Yv  @ uU @ State’s top-flight Research and Development 


engineering staffs are constantly coming up with 
Hi AVE TH a hoe) ee new products like the new U-grade Koolie Hat 
wheel . . . products designed to fill real needs, to 
give you something important to talk about and 


sell. It’s this kind of new product development 
effort that keeps Bay State distributors a jump 
ahead of competition. 


Powertul Promotional Support 


By = L Li Ree ie @ Dramatic advertisements in top, national, 


metalworking and welding publications... informa- 
A DV A M T A G be a “> tive product ads like the one on the opposite page 
... case histories featuring Bay State distributors 
(and that means important local publicity for you). 


These are but two of the many advantages of being 
a distributor of Bay State products. If you’re inter- 


BR AY heat Tt A TT E ested in building both your sales and your prestige 
... get further details by using the coupon below. 


Bay State Abrasive Products Co. 

Westboro, Mass. 

C) Send me full details on Bay State’s ‘‘Koolie 
Hat’’ weld-blending and cutting wheels. 


() Send me full details on the advantages of 
being a Bay State distributor. 


Name 





Bay State Abrasive Products Co., Westboro, Massachusetts. Company. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., 
Brantford, Ontario. 

Branch Offices : Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. 
Distributors: All principal cities. 





Street 








May 1961 








LOOK HOW EASY IT IS 
to install a belt... 


Photo courtesy of 
John Deere 


with CLIPPER fasteners 


The Clipper Fastener method is the fastest way to 
make an endless belt. It takes only 60 seconds to 
lace a 12” wide belt. Then, just thread the belt 
through the machine and insert the pin. Presto, THIS AD IS 
it's done ... in a fraction of the time it would WORKING 
take to install a vulcanized belt. TR 


Clipper Hooks and Lacers make belt joints as 
strong, smooth and flexible as the belt itself. Each 
hook is separate from the others giving flexibility 
not possible with other methods. Exerting pres- 
sure up to 45,000 pounds, Clipper Belt Lacers im- 
bed hooks firmly. . . . flush with the surfaces of 
the belt. This produces strong, smooth joints that 
give longer service and save downtime. 


For information on the savings possible with 
Clipper Fasteners, write for your copy of Bulletin 
259 “5-Company Report on Fastening Methods”. 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 


998 Front Ave., N. W., Grand Rapids 2, Michigan 








D. O. Bielenberg 


Pheoll Promotes Bielenberg, 
Mears, As Part Of Expansion 


D. O. Bielenberg was promoted to the 
new post of director of market re- 
search and Frank H. Mears was pro- 
moted to general sales manager of 
Pheoll Mfg. Co. 

According to Robert P. Lord, 
president, the promotions are part of 
the firm’s expansion program result- 
ing from the introduction of new 
product lines. 

Mr. Bielenberg was formerly dis- 
tributor sales manager. In his new 
position, he will be engaged in special 
assignments pertaining to the de- 
velopment of new markets and 
products for the company. 

Mr. Mears, who was formerly 
consumer sales manager, will be 
responsible for all direct sales and 
supporting departments including 
sales engineering services, inventory 


control and sales office functions. 


Frank H. Mears 
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LOOK MAN..NO CHIPS! 














The Type PIR 


pressures 


The Type CLFIR—Designed for most The Type SCIR “TITAN''—A new 
economical operation with large volume powerhouse thot pumps up to 2,750 
oat high pressures. Pumps up to 1000 GPM; provides pressures up to 160 PSI. 
GPM; pressures up to 200 PSI. Skid Available either trailer or skid mounted. 
or trailer mounted 


Now You Can ake More Profit... 


Sell the pump that 
meron  §@FrVeS your customers’ 


oa) able pump with plenty of 
olume punch Capacity 


qf ys pu rposes best 


rs fective wrap-around 


frame; two-man carrying 


a B.. with 
the 
Complete 
Line of 


mater trte3 ~—— INDUSTRIAL PUMPING UNITS 


a aaa 
Whatever the pumping problems of your industrial customers may be, 
you can offer a HALE pump to do the job and do it better. Long 
the leading name in Fire Fighting Pumps, Hale is fast becoming a 
leading name in the industrial field, too. 

Your customers have gotten the word... they know that there's 
a Hale pump to do the job better and at the lowest possible cost 
whether they need 
1. To move large volumes of water and similar non-corrosive liquids 
Diaphragm Type Pump fast 
Sergnee 16 Hanes 2. Constant positive contro! of seepage 


3. Trouble-free pumping of high-solid-content water. 


Remember—no need to turn a customer down when you handle the 
new, modern, quality line of Hale INDUSTRIAL PUMPS. Write today 
for information on Hale's complete line of pumps for industry that 
will make more profit for y and serve your customers’ purposes 
best ! Write to Dept. ID 


[AL FIRE PUMP COMPANY 
CONSHOHOCKEN, PENNSYLVANIA 


The Type 20-TP "Torrent™ 
—A_ self-prim } pedestal 
pump for y ] 
power. Furnis 

pulley 

for dir 


"Torrent"’ Type Pump 
} t ep np oe 
yeneral de-wote 


e wit 


The Type FZP—A self-priming portable 
pump for general utility pumping. Pumps 
300 GPM at 10 PSI. Available mounted 
on two-man carrying frame with “‘lock- 
type” handles or on wheels with con- 
venient pushing handle. 
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6 STATION HEX TURRET 

Ruggedly built, accurately ma- 
chined, mounted on precision 
tapered rolier bearings. Drilled 
ond tapped for standard flange 
tooling and bored for standard 
12” shank type tooling 


POWER FEED BOX 
Fully enclosed power feed box 
runs in oil, has quick acting con- 
trols for selection of feed direc- 
tion and feed rate. 


UNIVERSAL CARRIAGE 
incorporates both power longi- 
tudinal and power cross feeds 
through apron clutches. Has heavy 
duty cross-slide with both front 
and rear tool blocks. 


PUSH BUTTON CONTROLS 
Turret power feeds are engaged 
by pushbutton controls on the 
headstock. Other pushbuttons con- 
trol operation of 2-speed, 5 h.p. 
motor. 


Mark this LATHE 


It is your Key to multiple 
unit sales ... cost ... $7,167.00 


FOB Factory 
This is our newest Sheldon Machine Tool now being sold by indus- 
trial distributors. This turret lathe is designed and priced for the 
high volume, profitable, production field . . . for the same buyers 


that you see everyday—your present customers for twist drills, taps, 
reamers, and other production accessories. 

These people will want to know about this new turret lathe—it’s 
surprising capacity and versatility, it's cost-saving features and it’s 
exceptional price advantage over any competition. These customers 
are your best prospects for lathe sales and the new Sheldon 3R 
Turret Lathe your best opening for securing these large-profit orders. 
Actually, selling Sheldon machine tools is no more difficult than sell- 
ing any of your other products. This is because Sheldon lathes are 
built in the same standard sizes and types that are used most often 
in industry—but, with one major difference. They are built better, 
and now carry a five year guarantee. 

In addition to product quality, we provide plenty of selling support 
with our advertising in national trade papers and directories. And 
if you should need help on a machining problem, we'll have a dis- 
trict sales engineer personally assist you. 

So the next time you call on your customers, be sure to sell Sheldon 


lathes, too. 


SEE US AT BOOTH +1250 ASTME SHOW, NEW YORK COLISEUM. 


SHELDON eee. 


May 1961 





for a top line...and a top name- 


REMEMBER 


= 
O 


® Production Brushes for power use 


® Production Brushes for hand use 


® Brushes for various maintenance needs 


INDUSTRIAL 


BRUSHES 


and you'll always have 


the right answer 


Here distributors have quality 
that is proved through the years 
—Price that is right all the way— 
Profit that is excellent. 

Simplify your selling job by fea- 
turing Milwaukee = Industrial 
Brushes. Quantities of any type, 
purchased any time, are uniform 
throughout. Here you get full 
cooperation to smooth the way 
to sales—here is your logical 
source of supply whether for 


standard or special types. 


Write for 
descriptive literature 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 





E. E. Jones A. Weinberg 


R. F. Ziegler T. V. Loran, Jr. 


Lyon Metal Promotes Four 
To New Field Sales Posts 


E. E. Jones, Albert Weinberg, R. F. 
Ziegler and Thomas V. Loran, Jr., 
were promoted to new posts in the 
field selling organization of Lyon 
Metal Products, Inc. 

Mr. Jones was promoted to district 
manager in Chicago. He was for- 
merly Cincinnati district manager. 

Mr. Weinberg was promoted to 
Cincinnati district manager. He was 
formerly Cleveland district manager. 

Mr. Ziegler was promoted to Cleve- 
land district manager. He had been 
a salesman. 

Thomas V. Loran, Jr., formerly a 
salesman, was promoted to assistant 
manager, Chicago district. 


Norton Abrasive Div. Makes Changes 
In Outside Sales Force 


Norton Co. made the following 
changes in the outside sales organ- 
ization of the abrasive division: 

John E. Taylor has been trans- 
ferred to Cleveland as sales represen- 
tative. He held a similar post in 
Toledo. 

Allan S. White was appointed sales 
representative in Toledo, succeeding 
Mr. Taylor. White was formerly a 
field specialist in Cleveland. 

J. Robert Lowry was appointed 
sales representative in the Atlanta 
area. He was formerly a field spe- 
cialist in the same area. 
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LIES, ES DEO 


Some Changes Have Been Made 


The Shaw-Box Electric Hoist of 1893 bears little 
resemblance to its descendant of today. We count 
that as progress only because our 1961 Series ““700” 
Load Lifter Electric Hoist is a tremendously 
more capable product. 


Many other changes have been made at Shaw-Box 
over the years; changes that have contributed to 
the success of all Shaw-Box Distributors. For ex- 
ample, 16 years ago we had 14 products to sell 
through distributors. Today, the number is 52—all 
the result of changing needs in industry. In fact, 
Shaw-Box offers a greater variety of modern hoists, 
cranes, and accessories than any other single man- 


ufacturer. Naturally this means better sales op- 
portunities for our distributors. 


Changes have also been made in our sales training 
concepts and distributor cooperation plans. Those 
changes acknowledge that while production is the 
American economic achievement, today marketing 
is the economic challenge. 


But one thing hasn’t changed at Shaw-Box. Even 
with product lines now far more diversified than 
ever, the margin in every item continues to make 
every sale profitable for Shaw-Box Distributors. We 
plan to keep it that way. 
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OVERHEAD LOAD HANDLING EQUIPMENT 


Products of 


MANNING 


MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division @ Muskegon, Michigan 
In Canada Manning, Maxwell & Moore of Canada, Lid., Galt, Ontario 
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Don't fool yourself. . 


Our phenomenal (really!) delivery has enabled some wholesalers 


to turn their heavy hand tool stock 7 and 8 times, compared 


to their previous 3 or 4. 


If you wouldn't mind saving some cold, hard cash (and keep 


your customers happy, too) why not give us a call, or better still, 


. then sit back and count the hours it takes 


send an order.. 


SPACE-SAVING 


us to deliver. 


WARREN TOOL CORP., WARREN, OHIO 





William R. Bastian 


Bastian Heads New Division 
At Heli-Coil Corp. 


William R. Bastian was appointed to 
head the new marketing division at 
Heli-Coil Corp. 

The division was formed to provide 
marketing services, and achieve 
economies in operation, for the cor- 
poration and its recent acquisitions, 
Grip Nut Co., and Phelps Mfg. Div. 

Mr. Bastian joined Heli-Coil in 
1956. He served as director of sys- 
tems and planning division and later 
became assistant to the president. 


DeWalt Appoints Sales Managers 
To Albany, Buffalo And Houston 


DeWalt, Inc., appointed three district 
sales managers to its Albany, Buffalo, 
and Houston sales territories, as part 
of an overall sales reorganization 
plan designed to increase customer 
service. 

Willard E. Eysaman will be respon- 
sible for sales in eastern New York 
State (exclusive of Manhattan and 
Long Island), Vermont and western 
Massachusetts. His headquarters are 
in Albany. Previously, Mr. Eysaman 
was with DeWalt’s sales promotion 
department. 

Robert A. Ford joined the firm in 
1956 as a salesman-demonstrator. He 
will be responsible for sales activity 
in western New York State, with 
headquarters in Buffalo. 

Robert E. Bertzfield will coordinate 
sales activity in southern and central 
Texas, with headquarters in Houston. 
He joined DeWalt in 1959, after 
being with a power tool distributor 
for ten years. 
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t@tal retaining ring ideas 


SINGLE TURN RINGS 
—for economy—light weight 

€ rings provide 
ng or retaining 
ations. 


Internal or external 
positive positior 
for light thrust appl 


to help you cut costs—improve product design and performance 





the unique 360° full-circle ring offers design 

variations that open unlimited opportunities for new and 
improved designs. Available in a variety of materials 
and finishes from .375” to 48” diameter. 





DOUBLE TURN RINGS 
—medium—heavy—extra heavy duty 
Available in varied thicknesses—3 
standard series to choose from 
including the NAS 669/670 “deep 
groove” series. 


MULTI-TURN RINGS 
—extra heavy duty—spacers 
Can be coiled to any diameter, any 
number of turns for heavy loading 
or as spacers 


SELF-LOCKING RINGS 
—one piece—positive locking 


Locking action keeps ring in groove 
under high rotational speed, vibra- 
tion, impact loading. 





RESILIENT RINGS—allow 
large tolerances —end play take-up 
Eliminate need for separate 
springs and washers—available in 
waved or dished designs. 





amsey Retaj 
ads like this ann. 


mplete details. 





BALANCED RINGS 

—for critical balance operations 
Minimize dynamic balancing prob- 
lems on shafts with statically bal- 
anced rings make ideal oil 
slingers , 


PPeari 


: yers. 
avail 


the improved die-formed retaining ring. 


ircolox a 
lightweight, low « 
costs. Made in : 


shaft and housi 


ye 


Copyright 1961 Ramsey Corporation 990-ID 


manufactured by 


RAMSEY CORPORATION 


May 1961 
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able in your area — 


GROOVE GUARD RINGS 

—reinforce ring groove 

Single turn, high tensile strength 

rings greatly strengthen groove. 
rT} 


ing Ring Distributors 
Ng in all leadi 


ng 


or — you may find the answer in 


the complete tOtal 2 story! 


Contains full descriptions of Spirolox and Circolox 


Rings with complete design information 
and specifications. Write TODAY! 


a subsidiary of Thompson Ramo Wooldridge 
Box 513, Dept. V, St. Lovis 66, Mo. 





REMOVAL NOTCHES 
—variety of end conditions available 
Rings can be supplied with removal 
notches, slots, tabs, or hooks — 
round, square, bevelled or tapered 
edges. 


Standard 


Ox 


, 


SF 


this FREE engineering manual brings you 
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MODEL C PEERLESS 
HOISTS—% to 60 tons 
—also available in trol- 
ley and close headroom 
types. 


PEERLESS PACKET 
TROLLEY HOISTS— 


Y% to 2 tons—for lifting 
and conveying loads on 
a wide range of Il-beam 
sizes. 


BEARCAT ELECTRIC 
HOISTS — 170 to 4000 
lb.—built in many 
combinations of hook 
speed and motor capac- 
ity to fit practically all 
requirements. 


PACKAGED CRANES 
—up to 5 tons. Top or 
bottom running. An off- 
the-shelf item. Easily 
assembled with a beam 
and shaft from local 
warehouse to save 
freight. No welding or 
drilling required. Gantry 
crane illustrated has 2- 
ton capacity. 


HARRINGTON PEERLESS 
HOIST PRODUCTS 

for profitable sales in 
many markets 


Wherever there’s a lifting or moving job to be done, there’s a 
Harrington Peerless Hoist Product to do it. And seldom will you 
have to turn down an order because you don’t have the equipment 
to do the job. The completeness of the line and the quality of the 
products in it help you build profitable sales . . 
satisfied . . . assure repeat orders. 

And you are backed by a strong distributor sales policy, con- 
sistent national advertising, and sales-building promotional material. 
Some territories are open. Write today for complete information 
about the Harrington Peerless line and our policies. 


. keep customers 


PEERLESS PACKET 
HOISTS—* to 2 tons 


—all steel or aluminum. 


HARRINGTON I- 


BEAM TROLLEYS— 
geared and push types 
¥% to 20 tons. 


LEVER PULLERS—™% 
and 1% tons. Light and 
compact, with steel 
mechanism for strength. 
True friction brake 
holds load in any posi- 
tion. 


SAFETY LATCHES— 


Convert conventional 
hooks to safety hooks 
in minutes with simple 
tools. A sell-on-sight 
item to any customer 
who uses hoists. Avail- 
able in 13 sizes to fit 
any hook. 


THE HARRINGTON COMPANY 
Makers of Hoists Since 1876 
Plymouth Meeting 11, Pa. 
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B. W. Parsons R. A. Teague 


T. B. Wood’s Appoints Parsons 
Sales Manager For New District 


Bill W. Parsons was appointed dis- 
trict sales manager of the new Char- 
lotte-Raleigh sales district for T. B. 
Wood’s Sons Co. Richard A. Teague 
assumes responsibility for the Raleigh 
territory as field sales engineer. 

The Raleigh territory includes the 
eastern half of North Carolina and 
eastern and central Virginia. Mr. 
Parsons will concentrate his efforts in 
central and western North Carolina 
and northern South Carolina. He will 
also oversee the activities of the 
Raleigh territory. 


Republic Opens Outlet in Bay Area 
For Specialty Metals Customers 


Republic Supply Co., Los Angeles, 
has entered into specialty metals dis- 
tribution in the Bay area, according 
to R. M. Chewning, vice president 
and general sales manager. 

The firm is expanding facilities to 
hold a large inventory of specialty 
metals. According to Mr. Chewning, 
Republic is providing this new service 
to the Bay area industry in response 
to increasing needs. 

The firm presently operates a spe- 
cialty metals division in Los Angeles. 


Elgin Abrasives Appoints 
Carbide Warehouse In West 


Matticks Co., Los Angeles, was ap- 
pointed as the Western outlet for 
Elgin Golden Circle Solid Carbide 
Tools, made by the abrasives divi- 
sion, Elgin National Watch Co. 

The Matticks Co. has a complete 
stock of carbide tools for delivery to 
industrial distributors in the West 
Coast area, according to Elgin. 
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George F Rothe (left) and Roger T. Nicholson, co-owners of Nicholson Supply Co. 


“Dayton Industrial Hose is a profitable 


addition to our existing lines...”’ 


Memo on Industrial Hose from 
George Rothe, President, Nicholson 
Supply Co., Omaha, Nebraska 


‘Here's why: 


1. Dayton’s line of Industrial Hose is well-balanced 
between premium and standard items. What’s more, 
Dayton is continually developing exclusive, high 
profit hose types. In many cases; Our salesmen can 
offer customers hose types which are unavailable 
elsewhere. 


2. The Dayton Distributor Advisory Council gives 
us a strong voice in matters relating to our dealings 
with Dayton—many important new distributor- 
oriented programs have been instituted through its 
influence. 


3. Dayton knows how to sell through distributors. 
Their hose preventive maintenance programs 
and OEM technical meetings help make our 
customers hose conscious and more receptive to our 
salesmen. 


4. Dayton salesmen are trained product specialists. 
When we have a problem application and need 
sound technical advice, we know we can call on the 
Dayton man with confidence.” 


Dayco m& 


Dayton Industrial Products Co. Div. Melrose Park, Illinois 





@ stock this new product 
which eliminates the harmful 
effects of moisture on metals 


during production, storage and in packaging 


CRC 3-36 dealers everywhere are telling the same story .. ; 
high turnover—excellent profit. With this new formula, 

CRC 3-36, you can eliminate many other items such as 
penetrating oils and preservative chemicals that take up room 
on your shelf. That’s right! Stock only one product, 

CRC 3-36. As a result, your volume will increase, you’ll get 
more repeat business and profit. You’ll save money too, 

by having to stock only one product. 

CRC 3-36 drives out moisture from grain boundaries, 
cracks and pores and leaves a thin molecular film to protect 
the metallic surface from the re-entry of moisture. It offers 
an effective, low cost method of preventing rust and corrosion. 
This formula is equally effective on iron, steel, aluminum, 
magnesium and plated and painted surfaces. It will not 
affect tolerances and is suitable for use on precision 
equipment and sub-assemblies as well as machined surfaces, 
castings and raw material stocks... CRC 3-36 lifts 
corrosive scale and facilitates cleaning. 

FoR FURTHER INFORMATION on where and how to sell CRC 3-36, 
write or call CORROSION REACTION CONSULTANTS, 
116-Z Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


RUST AND CORROSION 
PREVENTION PROGRAMS 





C. Richard Schmitt 


Duff-Norton Names Schmitt 
New York State Representative 


C. Richard Schmitt was appointed 
sales representative in New York 
State by Duff-Norton Co. 

Mr. Schmitt, with headquarters in 
Syracuse, will be responsible for gen- 
eral industrial sales of jacks and 
hoists in New York. 

He joined Duff-Norton after sales 
experience with Emerson Electric 
Mfg. Co. and Black & Decker Mfg. 
Co. 


Gustav E. Engelbrekt 


Utica Drop Forge Names Engelbrekt 
Northwest Representative 


Gustav E. Engelbrekt was named 
Northwest representative for Utica 
Drop Forge & Tool, Division of 
Kelsey-Hayes Co. 

Mr. Engelbrekt will have headquar- 
ters in Seattle. For the past ten years 
his background includes association 
with hardware manufactures, and 
manufacturers’ representatives for 
hardware supply firms on the West 
Coast. 
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CORPORATION 


MOST COMPLETE LINE OF COMPRESSED AIR PRODUCTS 
IN THE WORLD 


Years-ahead product develop- 
ment and revolutionary mar- 
keting-merchandising help add 
up to profits for distributors. 


Expanding ['\ Bitte looks to progressive distributors 


The dynamic, solid growth of Wilker- 

son is responsible for major changes 

in the compressed air field. A written 

policy, authored by many distributors 

themselves, reflects the distributor- Wilkerson’s spacious new plant, capable of doubling past 
oriented thinking of Wilkerson man- production, is now in use. This marks Wilkerson’s fifth 
agement. major expansion in the last thirteen years. 


THESE ARE THE MAJOR TYPES OF WILKERSON PRODUCTS | jem, stlss are opened te distributors 


COMPRESSED AIR | Compressed Air Desiccant Dehydrator. 


AUTOMATIC REGULATORS This new product entirely 
DRAINS Precisely controls air ne Sp im 7” 


pressure from 300 psi . 
: hydrators for providing 
Drain contaminants to regulator ranges. micro-clean, moisture-free 


from sumps. Use on Use before air feeds 

drop legs, compressor and air blow guns. oir for a ee 

tanks or at ends of Control cylinder : when only ir i mt 
le speeds and eliminates ment-pure’ air is n 

main air lines. at a limited number of 





atomizing over-spray. aa, Vale delydocter 


1 “ ve a 
eer ans lowers the dew point to 


= —40°, —100° or removes 
all but 10 parts per million of oil. 
COMPRESSED AIR Designed to be used in combination with other 
FILTERS Wilkerson products, the “Chem-Guard” helps 
Automatic or I COMPRESSED AIR the Wilkerson distributor provide years-chead 
operating drain. Revo- LUBRICATORS unequalled service to customers for long range, 
lutionary design filters Inject atomized lubri- sales building confidence. 


t al ful il, . 
out af hermful ol cant into air stream 


wae, ae Oe. Oe for constant protec- SAF-T-BOWL . . . Newest 


before valves, cylinders, : bef . 
air tools, motors, air on, al : Wilkerson advancement 
see as romps, air valves, Recent news of raul 
octets » Trcogee cylinders, air hoists. tions by major manufac- 
aeeeiaaiste: ol V4" to 2” N. PLT. turers prohibiting the use 
1 gauges, of plastic bowls without 
ete. V4" to 8” N. P.T. metal bow! guards pro- 
pelled Wilkerson’s Re- 
search and Development 
Department into action 


ATTENTION...att SIDA AND NIDA MEMBERS ff fc. mmesion coccere 


As an ASMMA member we invite you to visit us, Booth #238, at oar bs Ney ge tS gran 
Triple Industries Supply Convention in Atlantic City, May 24.* dustry with the “SAF-T- 
BOWL”, the perfect an- 
At this personal meeting be sure to ask us .. . swer to industry’s need. 
Full 230° visibility of oil or water level, inter- 
What are the sales advantages of 5. What merchandising program do changeability of bowl and sight gauge, the 


Wilkerson’s sales policy? ou offer? proven benefits of metal bowls . . . all are 
wor ° . features which make the Wilkerson distributor 


Is there a Wilkerson representa- How can | make a profit handling the “man with the answer.” 
tive living in my area to provide your line? 
sales help? Are your prices competitive? Industry now looks to this name 


What type of quality control does Are your products easy to stock Witxrsson 


Wilkerson have? on my shelves? Do you have a eaahiinavenin 

I've read this ad but do you adver- local warehouse? Are your de- 

tise to my customers? liveries prompt? for proven, dependable, cost-cutting 
“If you are not able to attend the Convention, write, wire or phone for more information on help in compressed air products. 
being a Wilkerson distributor. There may be on opening in your area. Share with us this established trust. 


1687 W. Mansfield, Englewood, Colorade 
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| AIR NOZZLES 


EASY T0 OPERATE + NO AIR WASTE 


@ Stuffing box prevents air leakage around stem when valve is opened. 
e@ Simplified valve construction; fitted with long-wearing renewable disc. 
e@ Complete air control for maximum economy. 


e@ Four styles— straight, straight with hose nipple, straight with hand 
button, angle — for every use. 


White for Catalog 


WROUGHT BRASS 
RUSTPROOF 


H. B. SHERMAN HOSE CLAMPS 


MANUFACTURING CO. 


BATTLE CREEK, MICHIGAN 


WORLD’S STANDARD 











GLOBE'S New Line of 
Industry Standard Gears 
offers these features 

to Distributors: 


% More complete interchangeability 
with other leading lines. 


* Competitive Pricing with 
greater Distributor Profits. 


Gears Only! No other items 
to conflict with existing lines. 


Individual packaging of shelf sizes for protection 
and ease of handling. 


Write for Distributor information and Pocket Catalog. 


GLOBE STOCK GEAR DIVISION 


34th & Clearfield Sts. * Philadelphia 32, Pennsylvania 
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Gordon F. Packer 


Ralph W. Long 


Owatonna Appoints Packer, Long, 
As California Representatives 


Gordon F. Packer and Ralph W. 
Long were appointed district sales 
representatives for the OTC Tools & 
Equipment Division, Owatonna Tool 
Co. 

Mr. Packer will cover Southern 
California (south Los Angeles and 
all points South) and Arizona. He 
was formerly associated with Brown 
& Sharpe Mfg. Co. 

Mr. Long will cover Central Cali- 
fornia (north Los Angeles and all 
points north to Monterey, Kings, 
Tulare, and Inyo counties) and Clark 
County, Nevada. He was formerly 
with Black & Decker Mfg. Co., 
Monroe Auto Equipment Co. and Van 
Norman Mfg. Co. 


NWSA Annual Convention 
May 8-10, New York City 


Welding supply distributors and their 
suppliers will attend the National 
Welding Supply Association’s 17th 
Annual Convention in New York City 
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on May 8th, 9th and 10th, at the 
Hotel Commodore. 

Convention registration will begin 
at 11:00 A. M. on Sunday May 7th. 
The first general business session will 
be held at 2:00 P. M. on Monday. 
The of 
today’s business world will be the 
subject of Dr. G. Herbert True, South 
Bend, Indiana, who will be featured 
during the opening session. 

Included on the program for the 
general business session on Tuesday 


will be Dr. Roy B. McCauley, chair- 


importance creativity in 


man, welding engineering depart- 
ment, Ohio State University, who will 
discuss “Education in the NWSA 


Future”, and Dale Houghton, vice 
president, The Klein Institute for 
Aptitude Testing, Inc., who will offer 
advice on “The Use of Sales Aptitude 
Tests”. 

Another feature of the Tuesday 
session will be a discussion of the 
proposed NWSA sales training pro- 
gram, which is currently being con- 
sidered by members. In addition, the 
management procedures committee 
will present a report in the form of a 
skit. 

The convention will end on Wed- 
nesday morning, when members will 
hear U. S. Congressman James B. Utt 
from the 28th District of California, 
who will discuss “Our American 
Republic—Will It Survive?” 
Zenn Kaufman, marketing counsel, 
New York City, who will emphasize 
the importance of “Showmanship in 


and 


Business.” 

The Contact Booth Program will be 
held on Tuesday afternoon from 1:3 
to 5:00 P. M. Ninety-two manu- 
facturers have indicated they will 
participate in the program. 


Armour Abrasive Names Bollardi 
Manager Of Customer Service 
John G. Bollardi 


was appointed 


manager of customer service, coated|]J 


abrasives division, Armour Alliance 
Industries. 

In his new post, Mr. Bollardi will 
be responsible for sandpaper produc- 
tion, planning, inventory control and 
order processing. 

He is a 37 year veteran of Armour 


& Co. 































Harper is your logical source for 
corrosion -resistant 


STAINLESS STEEL *¢ ALUMINUM ¢ COPPER « TITANIUM 
SILICON BRONZE * BRASS « MONEL * NAVAL BRONZE 
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No other single source of supply can provide 
you with as wide a range of corrosion-resistant 
fastenings as is available in Harper’s ware- 
house stocks. 

150,000,000 pieces in stock are available to fit 
your requirements immediately. 


You and your customers all benefit from the 
finest quality at no premium in price. 


Your phone call to Harper’s nearest branch 
office will demonstrate the Big Difference. 























... Shaping metals that shape your future 


THE H. M. HARPER COMPANY 
8212 Lehigh Ave.* Morton Grove, illinois 



















It would take you over three months 
to walk past Harper’s complete stock of 
corrosion-resistant fastenings... 
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ANOTHER BIG HARPER 


Difference 
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Hubert A. Bernet, Jr. 


Webster Appoints Bernet 
Sales Manager-Engineering 


Hubert A. Bernet, Jr., was appointed 
sales manager—engineering by Web- 
ster Manufacturing, Inc. 


Mr. Bernet’s appointment is part 
Portrait by Fabian Bachrach 


of an overall move to intensify and 


Stuart H. Smith, SIGE Vice President in expand Webster’s sales activity in the 


bulk materials handling field, accord- 
ing to J. B. Nordholt, president. 


Why SKF chose a policy Prior to joining Webster, Mr. Ber- 


net was with H. K. Ferguson Co. and 


of selective distribution the Cincinnati Gas & Electric Co. 


charge of Sales, tells 


“We at S&S believe that the bearing manufac- 
turer and the distributor must both benefit from 
their relationship. 

“To maintain this kind of association requires 
considerable selectivity in choosing distributors. 
If we franchise too many distributors, we penalize 
all of them—to the extent that none can truly pros- 
per and grow. Similarly, distributors who indis- 
criminately stock any and all brands of bearings 
give us too little of their effort—and so penalize us. 

“Because of this, we chose a policy of selective 


nae ae es ae h A. Guilmette 
distribution—of franchising only distributors who is 5 sam 


are willing to give us their full support. We adhere Morse Twist Appoints Guilmette 

to this policy completely. We put it into practice . , : 

by following-through on each of the five points Field Engineer For Mid-West 

that Dave Eden, gts Director of Distributor Joseph A. Guilmette was appointed 

Sales, describes for you on the opposite page.” technical field engineer, serving all 
6032-5 the Midwestern states, for Morse 

Twist Drill & Machine Co., Division 

of Van Norman Industries. He will 

Se work out of the Chicago office. 

Mr. Guilmette has had previous 
experience in the cutting tool field. 
Most recently he worked at Morse’s 
plant in New Bedford, Mass. 





Advanced ball and roller bearing technology 
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Kuzmick Named Vice President 
By Raybestos-Manhattan, Inc. 


Joseph N. Kuzmick, divisional man- 
ager of Manhattan Rubber Division, 
Raybestos-Manhattan, Inc., and di- 
rector of the corporation, was elected 
vice president at a recent meeting of 
the board of directors. 

Mr. Kuzmick was appointed di- 
visional manager of the Manhattan 
Rubber Division in 1959, and a di- 
rector in 1960. 

With Manhattan 42 years, Mr. 
Kuzmick was previously coordinator 
of corporation research and develop- 


ment activities. 


Stuart Polito 


Polito Appointed To Pittsburgh 
As Capewell Sales Engineer 





Stuart Polito was appointed sales 


engineer for the Pittsburgh area by 
Capewell Mfg. Co. 
Mr. Polito will represent Capewell 
with a complete line of the firm’s | 
products. He was formerly with the | 
Insurance Company of America. 


Flexible Steel Lacing Promotes 
Beach, McComb, Raetzman, Paulson 


Flexible Steel Lacing Co. recently 
appointed four officers, according to 
Milton B. Beach, president and chair- 
man of the board of directors. 

Roger A. Beach was elected a di- 
rector of the company. Frank E. 
McComb was appointed vice presi- 
dent in charge of manufacturing; 
John Raetzman, vice president in 
charge of purchasing; and J. M. Paul- 
son, secretary. 
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David B. Eden, S&SF Director of 
Distributor Sales, lists 


Five ways &KF supports 
its authorized distributors 


“As Stuart Smith explains, on the opposite page, 
gos believes whole-heartedly in its policy of ‘se- 
lective distribution.’ We deal only with authorized 
distributors. And we back these specialists 100%. 


“For example, we— 

¢ offer them the entire bearing replacement mar- 
ket. This is a permanent arrangement; we will 
never take away replacement business no mat- 
ter how large it becomes. 
provide the most complete line of bearings and 
anti-friction products of any manufacturer in 
the world. 
urge bearing users to buy only from Authorized 
&csF Distributors through our advertising 
and sales promotion. 
make our bearings locally available through 
16 strategically-located and fully-stocked ware- 
houses. 
provide local field engineering service to help 
our distributors get the order. 


“Because of these five points, I am sure that Sir 
bearing franchises are the most desired—and 
sought-after —in the industry.” 6032-D 


ENGINEERING 


Advanced ball and roller bearing technology 





How 


THE BROAD 
H-R LINE 


can pinpoint 


Jones herringbone 
reducers... 


Ruggedness and 
reliability, known 


Jones spiral bevel 
speed reducers... 


Most-up-to-date 

design. Horizontal 
throughout industry. or vertical outputs. 
Widest selection of sizes New, highly efficient right 
and ratios. Balanced design, angle drives. Matched sets 
rugged housing, of high-hardness spiral 
heavy-duty bearings mean bevel gearing, oversize 
efficient, trouble-free bearings, alloy steel 
operation, and longer life. helical gearing. 

Capacities to 1,672 hp. Capacities to 1,050 hp. 
Bulletin J-100. Bulletin J-25. 


your needs, 


save you time 


and give you 


off-the-shelf 
savings. 


Roller chain 
attachments... 


Union ASA standard 
roller chain... 


YOUR H-R POWER 
TRANSMISSION SPECIALIST 
CAN SHOW YOU HOW... 


to select the ratio, capacity, and design closest to 
your needs . . . directly from H-R standard equip- 
ment... and at “off-the-shelf” savings. 


Another point in your favor: your H-R power trans- 
mission specialist is in the best position to help you 
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Over 98 efficient, 
Union ASA standard roller 
chain transmits more 
horsepower in less space 
than many other 
mechanisms. Available in 
outstanding range of 
pitches and widths, ASA 
standard and ASA heavy 
series, and extended pitch. 


Bulletin RT-60. 


An almost 
unlimited variety 
of unusual drive and 
conveying problems 
can be solved with 
standard or special 
attachments ; 
Union Chain. 
Bulletin RT-60. 


Jones worm helical 


Heavy duty service. 
Applicable to a wide 
range of vertical drive 
requirements where 
medium to high speed 
reduction ratios are 
needed. Available in low 
speed shaft extension up, 
down, and double 
extended. Capacities to 
175 hp. 

Bulletin J-14. 


Union roller 
chain sprockets ... 


Complete range of 

stock and special sprockets 
for all chain applications. 
Precision teeth, tough, 
durable body, — 

tooth surface hardness 
make for long life and 
economy. Available also 

in Taper-Lock bushings. 
Bulletin RT-60. 


select the right drive. He can recommend without 


bias, because the H-R line is one of the most com- 
prehensive in industry. Experienced in all phases of 
power transmission, he can be invaluable in helping 


you with your over-all drive problem. Important 


too, he has Hewitt-Robins service and reliability 


behind him! 


Availability? H-R warehouses, sales offices, and 


stock-carrying distributors spread a strategic net- 
work from Coast to Coast. There is a team of H-R 
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SPEED REDUCERS 


Jones shaft-mounted 
reducers ... 


Compact design for 
confined areas. High 
hardness gearing for long 
life. Double lip oil seals, 
anti-friction bearings, 
automatic overload 
mechanism, positive 
lubrication. | en 
for simple belt tensioning 
adjustment. Capacities 

to 40 hp. 

Bulletin J-19. 


Union ASA standard flat 
top roller chain... 


Now available in Delrin, 
(as well as other 
materials) reduces 
breakage and eliminates 
corrosion problems in 
many food, beverage, and 
pharmaceutical conveyor 
applications. Available in 
many combinations of 
chain and materials. 
Bulletin RT-60. 


power transmission specialists in your territory. To put 
them to work for you, just give your nearest Hewitt- 


helical reducers ... 


Standardized 
components, both in-line 
and right angle reducers 
to meet any drive 
requirement. 
Easy-to-change ratios. 
One-piece, cast housing, 
positive gear and shaft 
alignment, reliable 
oil-sealing. Capacities 

to 147 hp 

Bulletin J-18. 


Union HB steel 
drive chain... 


At home in heavy duty 
service, such as cement 
mixers, cranes, shovels. 
Offset side-bar adds to 
flexibility. Hardened 
bearing for rugged wear. 
Pitches from 1.6" to 6.0". 
Average ultimate tensile 
as high as 420,000 psi! 
Bulletin A-4. 


Robins Sales Office a call. 


Jones gearmotors . . . 


Horizontal or 
vertical, flange or 
foot-mounted. Two 
basic types: All-motor 
. has motor 
mounting bracket for 
foot-mounted motor. 
Integral . . . 
incorporates 
flange-type motor 
bolted directly to 
gearhead housing. 


Bulletin J-17. 


Union HB steel 
roller chain... 


Low ultimate cost 
in all types of 
elevating and 
conveying duty. 
Hardened — steel 


bushings, uniform 


wearing surfaces, true 


pitch accuracy, tight 
fit of pins and 


bushings. Bulletin A 


Jones power transmission 
components... 


Pillow blocks for 
heavy-duty service. 
Timken tapered roller 
bearings, two-piece, cast 
iron housing, shaft sizes 
from 1 15/16" to 9". 
Flexible couplings, gear 
tooth, fabric disc... 
V-belt drives . . . cut 
tooth gears . . . cast iron 
pulleys. Bulletins J-10A, 
J-16, J-23. 


Union apron 
conveyors ... 
Many types 
available. 
Union apron 
conveyors for 
bulk or 
packaged 
materials. 


Bulletin A-4, 


-4, 


Jones complete 

Safe, efficient special 
drives, feeder tables, car 
pullers, door, boom, and 
skip hoists. Feature 
rugged reliability of Jones 
speed reducers. Standard 
lines available or 
modifications of existing 
equipment at 
considerable savings. 


Bulletins J-11, J-22. 


Union “Made-to-order” 
chain... 


Meet unusual 
requirements. Union 
Chain Division of 
Hewitt-Robins, unlike 
many manufacturers, 
is able to design and 
produce special chains 
to meet special needs, 


Bulletin A-4. 
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Power Tool Dealers Association Elects Larry Morand President 
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WASHERS 


“1O0inT” 


The Most Compact 
Decimal Package 
for Lock Washers 


The new Decimal Packaging System initiated 
by Positive let you buy, stock or sel! lock 
washer n the 9 most popular sizes all 
packaged and counted Each outer telescope 
carton contain 10 nner artons each of 
which contains 50 or 100 Lock Washers, de 
pending upon size 


@ in sizes \,” through ”, each outer carton 
helds 1000 (medium section) Leck Washers 
in 10 inner cartons . . .100 in each. 


in sizes \,” through %”, each outer carton 
contains 500 (medium section) Lock Washers 
in 10 inner cartons . . . 50 in each. 


Each outer carton is a Standard Telescope 
Shelf-Carton with 2-Way End Labels. Can be 
stacked in the upside-down manner which pre- 
vents spilling or in the conventional manner — 
with upright end label either way 


SEND FOR 
HANDY HOME 
ASSORTMENT... 
IT DEMONSTRATES( 
the ‘'104in-1" idea! 


The Handy Home Assortment of Non-Link Posi- 
tive Lock Washers will come to you in the 
new ‘10-in-1"" Decimal Package. instead of 
ONE SIZE it contains ALL 9 POPULAR SIZES 
of Non-Link Positive Lock Washers. The outer 
carton contains 10 small inner cartons each 
containing ONE of the Popular Sizes. it demon- 
strates the ‘'10-in-1"" package perfectly. Send 
for it today and see for yourself! You'll find 
many uses for the lock washers it contains... 
at home, or in your shop. 


POSITIVE 


LOCK WASHER CO. 


181 Vanderpool St., NEWARK 5, N. J. 
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New Officers of the Power Tool Dealers’ Association are Joseph M. Lalla, secretary: 


(William Gray, guest speaker ;) Larry Morand, president; and W alter Barlow, treasurer. 


The Power Tool Dealers’ Association 
of Chicago held its monthly dinner 
meeting in honor of newly elected 
officers and directors. 

New officers are Larry Morand. 
Milwaukee Electric Tool Co., presi- 
dent; Frank Sibrava, Frama Sales 
Co., vice president; Joseph M. 
Lalla, Porter Cable & Machine Co.. 
secretary; and Walter Barlow, Jacobs 
Mfg. Co., treasurer. 

New directors include Ray Hill. 
Porter Cable & Machine Co.;: David 
Rogers. Skil Corp.; Michael Rio, 
Adwest Saw Co.: and John Rausch, 
Illinois Saw Co. 

Guest speaker William Gray, an 
economist for a Chicago bank, spoke 
about “The Economic Conditions of 
Mr. Gray's talk described 


reasons behind the present business 


Today.” 


recession—tight money, oversupply 
of goods, and cautious businessmen. 
He explained that this recession has 
received so much attention, because 
of a short period of recovery since 
the previous recession and a high 
level of unemployment when the new 
recession started. He also discussed 
the length of time it is expected to 
continue. Mr. Gray said that favor- 
able indicators show inventory con- 
traction rate is falling off and money 
is becoming easier to get. 

Founded as a small self-protection 
group to fight thefts and bad ac- 
counts, the Association has grown 
to 35 members. Incorporated as a not- 
for-profit group in 1949, its by-laws 
say the purpose is to exchange ideas 
on merchandising, pricing bad ac- 


counts, thefts, promote good will. 


Nehar Supply Company Completes Move To New Enlarged Quarters In Seattle 


5 li ry rey 








Nebar Supply Co.. Seattle, recently completed its move to new quarters at 430 Minor 
fvenue North, Seattle 9, Wash. The new building has 10,000 sq. ft. of floor space and 
ample parking space. The firm was founded in 1934 as Strehlow Supply Co. The name 


was changed to Nebar Supply Co., Inc. 


in 1950. Annual sales are near $400,000. 
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DEPRESSED CENTER 
WHEELS 


Lats 
(re 


SIMONDS 


ABRASIVE CO. 


GRINDING WHEELS 
SELL IN THE MOST 
ad 40) ot  — ] oe OL 1 Os 


Our policy isn’t just talk. It’s tangible help for distributors. Liberal 
profit margins ... Quick Turnover—no dead items on distributors’ 
shelves. ‘Keep-them-moving’ is the aim of our up-to-date stock policy. 


Lower inventories. Easily inserted Red Center Reducing Bushings 
eliminate the need for carrying wheels of many different hole sizes. Con- 
venient handling facilitated by prepacked, ready-to-sell cartons of 
popular catalog items. Regular sales aids and many other benefits. 
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ABRASIVE co 





SIMONA 


ABRASIVES 


BONDS 


DIAMOND 
WHEELS 





Advertised in leading metal working publications. Each 
advertisement carries this reminder to your customers: 
Your ‘buy-pass’ to better grinding 


SIMONDS CALL YOUR SIMONDS DISTRIBUTOR 
ABRASIVE CO. helping your business is HIS business 


— 





_— 





WEST COAST PLANT: El Monte, Calif BRANCHES: Chicago © Detroit © Los Angeles 
Philadelphia © Portland, Ore. © San Francisco « Shreveport — in Canada: Grinding Wheels Division 
Simonds Canada Saw Co., Ltd., Brockville, Ontario* Abrasive Plant, Arvida, Quebec 








POWELL MAKES IT A SIMPLE MATTER 


To find the right valve, just call Powell. It’s that 
simple, since Powell offers the world’s largest 
variety of industrial valves for virtually any flow 
control problem... such as handling water, oil, gas, 
air, steam and corrosive fluids. 


What’s more, you don’t have to wonder about Powell 


on 


er 


ya 


performance. It’s built-in through sound engineer- 
ing, development, materials and workmanship. 


So, remember, finding the right valve can be a simple 
matter when you specify Powell Valves. For further 
information, call your nearby Powell Valve Distributor 
(there’s one in every major city), or write us direct. 


nema 
i] 
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115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALWES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 





A 
)"MaKE THEM RIGHT 

.. PRICE THEM RIGHT 
.. and sell them through 


INDUSTRIAL 
DISTRIBUTORS!”’ 


That was the policy of H. K. Porter back in 
1880, when this dedicated craftsman- 
manufacturer made his first adjustable 
carriage-bolt clipper. And it still is. Featur- 
ing the leverage power of the toggle joint, 
the firsts HKP Cutter revolutionized metal 
cutting then, just as Porter engineering, 
design and manufacturing skill now solve 
metal cutting problems for all industry. 
The fame enjoyed by the complete line 
of HKP metal cutting and special purpose 
tools around the world is a tribute not only 
to Porter quality but also to the Porter 
policy that so early recognized the vital 
importance of _MANUFACTURER- 
DISTRIBUTOR TEAMWORK. 


There’s an HKP high-leverage hand or 
power-operated cutter for every metal cutting 
job — in industry, on the farm, in the home 


H. K. PORTER, INC. Somervil/e 43, Mass 


¢ 
§ 








Safety, Dependability, Economy are yours 
with STAR'S BARRICADE WARNING LIGHTS 


Star’s multi-purpose Barricade Warning 
Lights have been specifically designed to 
provide the user with an economical, de- 
pendable and safe unit. 

Note these facts. The switch is inside 
the case, making it tamper-proof. Batter- 
ies can be one or two 6 volt, lantern type, 
the service life being more than 2,000 
hours with two batteries. By means of 
Photocell, Star Barricade Warning Lights 
are automatically turned off during day- 
light hours. 

The case, 544” wide x 2%” deep x 5” 
high, is of heavy drawn steel, electro-zinc 
coated and painted. Operating tempera- 
ture range is minus 20° F to 135° F. The 
flashing unit is a transistorized circuit. 
There are seven models from which to 
choose. 

Model 805 has a special lens with the 
4" band of reflecting area around the 
periphery of the lens. This area reflects 
light from the automobile headlight giv- 
ing the driver a fixed reference point to 
the flashing light. For complete informa- 
tion on all Star Barricade Warning 
Lights, write for catalog 61-8. 


MODEL 805 
SPECIFICATIONS 
Flashing Rate ... 60 per minute 


. 1/10 second 
.. Two 5%,” OD 
Reflecting type; Yellow, Red 
and Blue available 
Approx. Beam Candliepower .. 9 
Net Wet., less batteries 214 Ibs. 
Net Wet., with batteries 514 Ibs. 
Overall height ........ 10%” 


Flash Duration 


STAR HEADLIGHT & LANTERN CoO. 


INCORPORATED 1889 


ELECTRONICS DIVISION «168 WEST MAIN ST.* HONEOYE FALLS, N.Y. 








Roland W. Johnson 


Foote Gives Johnson Added Duties 
As Administrative Assistant 


Roland W. Johnson, vice president of 
Foote Bros. Gear & Machine Corp., 
was given the additional duty of ad- 
ministrative assistant to the president 
in marketing areas. 

Last year Mr. Johnson was ap- 
pointed vice president and general 
manager of Dav id-Brown-Foote Gears 
Ltd., Toronto. He will retain this 
position, and will be based at Foote 
Bros. Chicago headquarters. 


Cleco Air Tool Promotes 
Donohue And Johnsen 


T. E. Donohue was appointed sales 
manager, West Coast division, for 
Cleco Air Tool Co., subsidiary of 
Reed Roller Bit Co. Haakon John- 
sen was named to succeed Mr. Dono- 
hue as general manager of Cleco 
Pneumatic Tool Co. of Canada, Ltd. 

Mr. Donohue had headed sales 
operations in Canada the past two 
years. 

Mr. Johnsen previously served as 
special salesman for the organization, 
which makes its headquarters in 
Toronto, Ontario. 


WIRES ELIMINATE FURNACE 


Engineers have found another use 
for the wire-mesh reinforcement used 
in concrete floors, reports Engineer- 
ing News-Record, McGraw-Hill pub- 
lication. Working on the resistance 
heating principle in electric toasters, 
the builders of a North Dakota ware- 
house were able to eliminate the furn- 
ace room and the furnace. 
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3 WAY 


on production costs 


EATON-RELIANCE 


ae A an SPRINGTITES 


ROUND TRUSS PAN FILLISTER 


1. Speed up assembly by reducing the number of motions 
on the production line with Eaton-Reliance Springtites 
—which are bolts or screws preassembled with spring 
washers. Scientific light-line studies prove many mo- 
tions are eliminated by using these fasteners. 


Keep inventory balanced and make stock handling 
easier by always having the number of spring washers 
equal that of the screws or bolts. This also saves on 
paper work by reducing the number of stock requisi- 
tions and orders. 





Minimize “sweep-out”’ waste by using one preassem- 
bled fastener instead of two fastener components. 
Being easier to pick up, springtites are less apt to be 
dropped, lost and wasted. In hopper-fed operations, 
preassembled fasteners are more efficiently and easily 
handled. 


Eaton-Reliance Springtites are made from top quality steel, 


cold drawn to rigid specifications in the Reliance mill. Write for 


our new 16 page 
full line catalog 
containing complete information. 


6. 
RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE . MASSILLON, OHIO 


SALES OFFICES: New York * Cleveland * Oetroit * Chicago * St. Lowis * Son Francisco * Los Angeles 
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Dayco Appoints $. K. Lamden 
Vice President Of Hose Sales 
ee 


president of plastic hose sales for the 


Lamden was appointed vice 


Dayco Corp. 
Mr. Lamden 


1947 as manager of special product 


joined the firm in 


development. He was named sales 
manager of the plastic hose division 
when it was formed in 1954. 

His duties will also include new 
product development in the plastics 


field. 


bor the EIG ONES! 


As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated general service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 





Frank A. Grooss 


Frank Grooss Begins 50th Year 
As Salesman At Champion DeArment 


Frank A. Grooss began his 50th year 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 

as a salesman for Champion DeAr- 

For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- Years ago, when the firm made 
tures and pressures. Allpax packings are used exten- only blacksmiths’ 
ey eee uma«, seen tools, Mr. Grooss travelled 14 mid- 


western states calling on heavy hard- 


ment Tool Co.. recently. 


horseshoers’ and 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a As the firm’s line changed during 
sizable market for Allpax “Teflon”* and other packings the vears. his efforts were 
specially prepared for these applications. 


ware jobbers. 


concen- 
trated on Channellock pliers. 

*Du Pont Trademark a . . 
At 73, the veteran salesman is still 


“You will serve industry better with Allpax products” calling regularly on his many friends 


LLPA 


“The Packing that Packs All” 
! ¢ SEND FOR OUR CATALOG — TODAY! 


in the industrial distribution industry. 


Porter Cable Appoints DeBottis 
Director Of Export Sales 


Richard J. 


DeBottis was appointed 





CANADIAN DISTRIBUTORS. Albion 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


Asbestos Packings Ltd., Montreal 8, Quebec 





director of export sales for the Porter- 
Cable Machine Co. 

He was recently with Clark 
Brothers of Olean, New York, where 
he was assistant to the president for 


export operations. 
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MACHINISTS’ BENCH 


Solid Jaw and Stationory Base 


MACHINISTS’ BENCH 
Solid Jaw and Swivel Base 





TYPES AND SIZES 


SHEET METAL VISE to meet all needs of industry 
Solid Jaw and Swivel Base 


For over 65 years our designing and manufacturing abilities have been 
devoted to producing highest quality vises. Because vises are our 
exclusive business, we know that continued acceptance of our products 
is obtained and maintained only by constantly supplying the best 
vises that can be manufactured. 


The Morgan Line gives you a dependable source of supply at all times. 
The Morgan guarantee is unconditional. We set no time limit nor do 
we have a specified period of time for free replacement. This guarantee 
applies where any vise shows a manufacturing or material defect. 


Morgan quality is maintained by rigid control of materials, accurate 
machinery, and close inspection standards. 


Each vise shipped is packed in a strong fibre board container to prevent 
damage in transit. 


¢ We will gladly give you detailed information. 


MORGAN VISE CO. 108-112 N. Jefferson St. Chicago 6, Illinois 


ume ff, MORGAN 
ad SEMI-STEEL VW Mi Ss a y 





FOUR ACES FOR A REAL 


sprockets 


PROFIT DEAL 


ATLAS 
PROFIT 
LINE 


Complete Line of Roller Chain, 


Sprockets, Couplings . . . 


Plus Promotional Program 


You can deal yourself in for more 
sales and bigger profits with the 
Atlas line of power transmission 
products. It can open up new sales 
opportunities in every plant you 
contact and offers profit margins of 
as much as 51%. 


The Atlas Profit Line includes A.S.A. 
roller chain, special chain, con- 
veyor chains, offset side bar chains, 
sprockets, flexible couplings...stain- 
less steel, black and Electrolized... 
all Pre-Tested for performance... 
nationally promoted for building 
real sales. 


Every Atlas product is backed by 
quality performance—proved in all 
types of industries... by research 
that assures new developments for 
increased sales...by promotion that 
builds acceptance in every area. 
Write today for full details on the 
complete “ATLAS PROFIT LINE.” 


ATLAS 

CHAIN & MANUFACTURING COMPANY 
Subsidiary Prudential Industries, Inc. 

WEST PITTSTON, PA. 





S. L. Barber 


Walworth Elects S. L. Barber 
President Of Subsidiary 


S. L. Barber was elected a vice presi- 
dent of Walworth Co., and president 
of Walworth’s pipe prefabricating 
subsidiary, Southwest Fabricating & 
Welding Co., Inc., Houston. 

Mr. Barber succeeds A. B. Judd. 
Mr. Judd will become chairman of 
the board of directors of Southwest 
Fabricating & Welding. 

Mr. Barber was formerly executive 
vice president of Taylor Forge & Pipe 
Works and is president of Uni-Flex 
Mfg. & Engineering, Inc. of Los 
Angeles, Calif. 


Schminke Elected Vice President 
Of U. S. Expansion Bolt Co. 


Charles H. Schminke, general sales 
manager of U.S. Expansion Bolt Co., 
was elected vice president. 

Prior to joining U.S.E., in 1958, he 
was field sales manager of Ramset 
Fastening System. He has been serv- 
ing as general sales manager of U.S. 
Expansion Bolt since 1960. 


Charles H. Schminke 
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BAKERIES 
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MANUFACTURERS 
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— LAUNDRIES 
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BOTTLING PLANTS 


ee 
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MACHINE SHOPS 
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—,_. 
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CANNERIES 


- ee 


DRY CLEANERS 


TIRE RETREADERS 


air compressor distributors ~ 
can knock on every door—confidently 


air-cooled air compressor 
Y% through 20 hp 


non-lubricated air compressors high pressure air compressors 


An Ingersoll-Rand air compressor 
distributor has more to sell—and 
more people to sell to. With the 
most complete line of air com- 
pressors in the industry, you can 
meet the growing demands for air 
under pressure in all types of 
installations. 


You can get the facts on the profit- 
able Ingersoll-Rand distributorship 
by writing to Sales Manager, Mer- 
chandising Division, Ingersoll-Rand 
Co., 11 Broadway, New York 4, N.Y. 


Ingersoll -Rand 


11 Broadway, New York 4, N. Y. 





GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and 
sample of envelope 
stuffer P-104 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there's a rugged 
Chicago Lock that's right for the job 





CHICAGO LOCK Co. 
2030 North Racine Ave. + Chicago 14, Illinois 





Enos And Sanderson, Inc., Forms New Company In Syracuse, New York 


‘ 


Larry Monahan, Beaver Pipe Tools, Inc., demonstrates machine to open house guests. 


Left to right are George D. Enos, Jr.; Dexter Watson, manager; and Gerard McKee 


who will head up steel sales at the new operation 105 S. Townsend Street, Syracuse. 


Buffalo, 


new 


Enos and Sanderson Co., 
N. Y.. recently 


pany 


formed a com- 
known as Enos and Sanderson 
105 


South Townsend Street. Syracuse. 


of Syracuse, Inc.. located at 

The company will specialize in the 
sale of barrell finish equipment as 
well as metal cutting machinery and 
tools. Steel and aluminum will also 
be sold by the firm. 


The manager of the operation is 


Paul Schoeffler Appointed Head 
Of Chain Belt’s St. Louis Office 


Paul R. Schoeffler was appointed dis- 
trict sales manager of the St. Louis 
office of Chain Belt Co. 


Clarence R. Studer who retired after 


He succeeds 


seven years as head of the St. Louis 
office. 

Mr. Schoeffler assistant 

of the ofhice 

He joined the firm in 1952. 


was man- 


Cleveland since 


Dexter E. Watson. Gerard McKee 
will head up steel sales. 

President of the firm is George D. 
Enos, Jr., Nancy H. Enos, vice presi- 
dent and treasurer, Edwin O. Tilton, 
secretary. Mr. Enos is also president 
of the Enos and Sanderson Company 
of Buffalo. 

An open house was held recently to 
celebrate the opening of the new firm. 


Guests from local industry came. 


Bruce Dedlow was appointed man- 
and R. 


David Knox was appointed assistant 


ager of international sales 
manager for Chain Belt Co. 

Mr. Dedlow, who joined the firm 
in 1949, was export sales manager 
since 1958. 

Mr. Knox joined Chain Belt in 
1952 as a student engineer. Since that 
time he has been active in export sales 
and was appointed an area sales man- 


ager in 1957. 
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I LES OS 
consider 
LENOX 


files 


‘‘We are pleased to state that we have carried the LENOX file line for almost 
two years. It has become an active line with us—showing a rapid turnover 
at a good margin of profit. We attribute this to LENOX high quality products, 
merchandising, and field support in conjunction with our own efforts. We 
recommend their file sales program as a fast moving profitable line—and they 
really give us service." 


Allen Decker, P.A An investment of $317.65 can start you off with LENOX files. Write to Ameri- 


The pn Pray é can Saw & Mfg. Company, Springfield 1, Massachusetts for further informa- 
Troy, New York tion. Distributorships are open. 


THE TOOLS IN THE PLAID BOX 
AMERICAN SAW & MFG. COMPANY 


LEN Oo X SPRINGFIELD 1, MASSACHUSETTS, U. S. A. 


May 1961 263 





WHY COMMANDER MULTI-DRILLS 


ARE 
EASIER 
10 
SELL! 


MULTI-DRILLS are self-liquidating adjustable multiple 

spindle drill press attachments for production drilling. 

They multiply the speed, efficiency and production of 

men and machines many times over. They can quickly 

pay for themselves—often in the first week of operation. 
MULTI-DRILLS are available in many models designed 

to drill from 2 to 15 holes (and more) at one stroke of a 

drill press. Thousands of MULTI-DRILLS in use today 

are proving that the user can save time and money by multiple 
drilling with a Commander Adjustable MULTI-DRILL. 


MFG. CO. 


4218 WEST KINZIE STREET CHICAGO 24, ILLINOIS 





Zuakitye H 


Me 


Proof Coil Chain ¢ BBB Coil Chain * Hi-Test Chain ¢ 
Log Chains * Cow Ties * Weldless Coil Chain (Double 
Loop) * Tie Out Chains ¢ Halter and Dog Chains * 
Wagon Chains * Pump 

Chain * Liberty Coil 

Chain * Machine Chain 

* Passing Link Chain 

* Sling Chains * Sash 

Chains * Trace Chains 

* Chain Hooks * Ke- 

pair Links * Porch 

Swing Chains * Lock- 

Link Pattern Chain * 

dack Chain. 


-on display stands in re- 
usable plywood drums or 
metal WESCO Pail-Paks. 


WESTERN CHAIN COMPANY ~ 


181 BELMONT AVENUE e@ CHICAGO 13, ILLINOIS 





Edward Kibbitt 


Brown & Sharpe Appoints Kibbitt 
To Head Subsidiary Operations 


Edward Kibbitt was appointed super- 
visor of subsidiary operations, Brown 
& Sharpe Mfg. Co. In this capacity, 
Mr. Kibbitt will be in charge of cutter 
shop operations, sales, engineering 
and management coordination. 

Henry A. Szostek will be district 
manager, Eastern sales district. He 
will now combine the North Central 
and East Coast areas into one sales 
district. 


New Vice President Appointed 
For Crane Co. Subsidiary 


Eugene H. Kolb was appointed vice 
president and general manager of 
Chapman Valve Mfg. Co., subsidiary 
of Crane Co. 

Prior ot his appointment, Mr. Kolb 
was general manager of Ralph J. 
Stolle Co. Before that he was man- 
ager of special product sales at Inter- 
national Steel Co. and previous to 
that, controller and vice president of 
Hoosier Cardinal Corp. 


Bay Cities Tool & Supply Opens 
Branch In Mountain View, Calif. 


Bay Cities Tool & Supply, Berkeley, 
Calif., recently opened a_ branch 
office at 247 Evelyn Ave., Mountain 
View, Calif. 

“Due to specialization in tooling 
for electronic, aircraft and allied in- 
dustries, it became imperative that 
we move a little closer to the scene 
of these plants,” said Mr. Ernie Me- 
Clure, Bay Cities president. 
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A new Slant, in Jig Saws 


Look What's Happened Since You've Soild Your Last Jig Saw 
Exclusive pivoting head . . . tool remains upright on all angular cuts @ Exclusive turn and lock shoe 
... Single screw adjustment @ Cuts flush to and along the wall @ Powerful 14 H.P. Milwaukee-built 
AC-DC motor @ Simple, rugged, vibration-free mechanism @ Ball and roller bearings on every rotating 
part @ Perfectly balanced . . . guides easily @ Excellent blade visibility © Modern, compact design, 
only 5” high . . . world’s greatest value in a heavy duty jig saw . . . only $69.50 net, complete 
with large assortment of blades and combination rip-and-circle cutting guide. 
Write for Bulletin SW-37 
Al-155R 
MILWAUKEE ELECTRIC TOOL CORPORATION + 5340 West State Street, Milwaukee, Wisconsin 
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Fairbanks Honors William Rogers, Retiring Salesman For North New Jersey Porter Appoints John Wolcott 


1. L. Naylor, left, president of Fairbanks Co., presents gift to William T. Rogers 


on the occasion of Mr. Rogers retirement from the firm after forty-seven years. 


William T. 
The 


of his retirement after 47 years with 


Rogers was honored by 
Fairbanks Co. on the occasion 
the company. A reception was held 
at Robin Hood Inn, Clifton, N. J. 


Among those present were business 


Mr. Distributor: 
Sell the 


friends whom Mr. Rogers has known 
during his years of selling Fairbanks 
products in Northern New Jersey. 
Mr. Rogers has been a resident of 
the Ridgewood-Glen Rock area for 


the past 28 years. 


General Manager Of Disston 


John W. Wolcott was appointed gen- 
eral manager of Disston Division, 
H. K. Porter Company, Inc. He will 
have offices in Pittsburgh. 

Mr. Wolcott came to Porter from 
Weatherhead Co., where he served as 
plant manager. Prior to that he was 
with Bridgewater Machine Co., 
Charles T. Brandt Co., Indus- 
trial Tool Design Co., and Engineer- 
ing & Machine Products Co. 


Inc.., 


Goodyear Appoints Pauley 
Manager National Account Sales 


R. E. Pauly was appointed manager 
of national account sales for the In- 
dustrial Products Division, Goodyear 
Tire & Rubber Co. 

The appointment marks Pauley’s 
return to the division after a 10-year 
absence as general manager of Foam 
Products Division. Before taking that 
post, he was manager of molded and 


extruded goods sales department. 


@ GUARANTEED TOP-QUALITY 


@ PROFITABLE REPEAT BUSINESS 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 


SPRAYON PRODUCTS. INC., 
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“SUPER” HIGH SPEED STEEL METAL 
BAND SAW developed by Simonds’ 
engineers, gives up to three times better 
performance than any other high 
speed steel blade you are now using. 


“SI-NAMIC” PAPER KNIVES actually 
Stay sharp up to 100% longer than other 
knives . materially reduce dust . 
virtually eliminate drag and yet they 
are still offered at regular prices. 


Haat SI-CLONE 


“SI-CLONE” THIN PLANER KNIVES 
require jointing only half as often as 
other knives. New formula steel com- 
bines extreme toughness with excep- 
tional edge-holding ability. 


“ROYAL CHINOOK” VENEER KNIVES 
are extra tough, resist nicking, dodging 
or breaking out, stay sharp longer and 
they work equally well on either hard 
woods or soft woods, hot or cold. 


These Famous 


SIMONDS FIRSTS 


“SI-NAMIC” WIDE BAND SAWS pro- 
vide a startling increase in perform- 
ance life. Exclusive new process makes 
them far more flexible and fatigue re- 
sistant, ups edge-holding ability. 


“SIMO-BRITE” SAW BITS & SHANKS 
are made by a new Simonds process 
that gives them an extra smooth, wear 
resistant surface ... make any saw 
run better, cut freer, last longer. 


are making cutting tool history 
(and added profit for Distributors!) 








New steels, new manufacturing techniques and new 
ideas combine with proven “know-how” at Simonds to 
insure constantly improved products keep the 
‘**Simonds Line’”’ out front in quality, performance and 
value. 

Changes and improvements are constantly being 
made that extend cutting tool life, increase edge-holding 
ability, provide added user benefits . . . make present- 
day products far better than they were last year or at 
any prior time. Some developments amount to a major 
breakthrough in the cutting tool field. 


Advances like those shown above put SIMONDS 
Distributors in an enviable selling position, way ahead 
of competition. This makes selling easier and more 
profitable . . . labels the distributor as a leader with the 
line that’s first and best in technological improvements. 


SIMONDS| 


SAW AND STEEL CO. 


FITCHBURG, MASSACHUSETTS 


Siiaslelslet Mi adiad atte ltl tee elie is your Local Stocks — Local Speed— Local Skill 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portland, Ore. + Canadian Factory in Granby, Que. + Simonds 
Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 





the odds are 1 a now... 


you'll sell more 


CHANNELLOCKS 


Your CHANNELLOCK sales 
opportunities are better 
than ever... 5 times bet- 
ter. Here’s why. Now you 
can offer your customers 
their choice of 5 distinct 
sizes of CHANNELLOCK 
Pliers. The wider their 
choice, the surer your sale! 
Best of all, each member 
of the CHANNELLOCK five- 
some is an _ established 
fast-seller . . . hundreds of 
thousands of them are sold 
every year. Show ‘em all 
five ... and you'll sell all 
five. 


x: 








ar LOCK 


me POST 


4 
NT TOOL COMPANY 
Meadville, Pennsylvania 





H. J. Behn Co. Names Officers 
Recently Elected By Directors 


At the recent meeting of the board 
of directors of H. J. Behn Co., Fair- 
field, Conn., new officers were elected 
for the coming year. 

They are: H. J. Behn, chairman of 
the board and treasurer; John H. 
Behn, president; Jack E. Ford, vice 
president, sales; R. E. Erdman, vice 
president, warehouse; Esther G. 
Munro, secretary; Leslie B. Mott, as- 
sistant secretary and assistant treas- 
urer. 


William T. Nystrom 


Adamas Carbide Names Nystrom 
Field Sales Manager 


William T. Nystrom was appointed 
field sales manager of Adamas Car- 
bide Corp. He will be responsible for 
the supervision of Adamas Carbide 
Corp.’s field sales force. 

Mr. Nystrom was formerly with 
Brown & Sharpe Mfg. Co., as director 
of sales, precision tools and gages; 
and distributor sales manager, hy- 
draulic division. 


Screw & Bolt Corp. Appoints 
Monheim, Hodapp And Berkman 


Harvey S. Monheim and George H. 
Hodapp were appointed assistants to 
Louis Berkman, Chairman of the 
board of directors of Screw & Bolt 
Corp. of America. 

In addition, Irving J. Berkman was 
appointed executive vice president in 
charge of sales. 
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Jamesbury Corp. — "Double - Seat” Ball Valves — Sales Curve 


1956 1957 









































Through Qualified Stocking 


This is our selling philosophy. The sales record it has accom- Distributo rs’ ’ 


plished serves to underscore the fact that our distributors are 
the most important people in our organization! The James- 
bury Distributor can expect to enjoy better profits today and 
better profit potentials for tomorrow. 


Who Qualifies asa Jamesbury “Double-Seal” There are only a limited number of territories 


open to qualified distributors. These territories 
Ball Valve Distributor ? are in areas not currently covered by members 


Before answering this question let us make this statement: ee ee 
The Jamesbury policy is to work with a closely knit group of Une the coupen. te SHeIag? © PRUNES Perea 
distributors ...no more than are needed to provide national 
distribution. Jamesbury does not “collect” distributors. 


Now ... to answer the question of “Who qualifies?” 
First, Jamesbury seeks organizations who recognize the 
growing importance of the ball valve in all industry. Then, 
Jamesbury looks for proved records of “product line” 
success. 


Essentially, Jamesbury is interested only in the strongest, 
most aggressive distributor organizations in a given territory. 
When such a distributor is located and named to handle our 
line they will have the complete support of the most produc- 
tive distributor policy in the valve industry. 


JAMESBURY CORP. 
77 New Street, Worcester, Mass. 


Gentiemen: 

We are interested in talking with you regarding distri- 
bution of “Double-Seal"” Ball Vaives: 

Name 

Company 

Address Street (Ave.) 

City State 


Territory(s) covered 


-- enn nnn ---- 7 


ee cess cee cee ne Se Ge ee GD ee cee ee Oe ee ee ee ee 


Jamesbury “Double-Seal” Ball Valves* 
“As Versatile as Industry Itself” JAMESBURY CORP. 
cisitilal 77 New St. + Worcester, Massachusetts 
58-2 DISTRIBUTORS IN PRINCIPAL CITIES 
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IFIC HEAT-TREATING 
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Sam ASSURES MAXIMUM LIFE 
aie) AND STRENGTH OF EVERY 


ACME CHAN 





a : 
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' ' These gas rectifiers for heat treating all 
> > imum » Acme Chain parts assure perfect atmos- 
pheric control. This is one of the latest 
& scientific methods used by Acme to give 
iL), each chain component greater strength and 
, life expectancy. All components subjected 
j to articulation in Acme Chains are made 
with hard wear resistant surfaces resulting 
) b=) in longer life. The side plates or links which 
act as connecting members for the articu- 
ra lating parts are processed under scientific 
> yy heat-treating processes and tempered to in- 
| sure the greatest strength and ductility 
j possible. 

yom Constant improvement in manufacturing 
methods and rigid quality control is your 
, 4 guarantee that Acme Chains are built to 
give rugged dependable service at econom- 

> =p) ical costs. 


{ Call your local Industrial Distributor He carries a full 
y=) line of Acme Roller Chains and has the cooperation 
/ of our Engineering Department. 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 





ROLLER CHAINS, SPROCKETS, CONVEYOR CHAINS, FLEXIBLE 
a COUPLINGS, ATTACHMENTS. (Special and Standard) 
MASSACHUSETTS 














MAM jis AS ON D 


Material Handling equipment orders in 
January showed an increase to 116.24, 
compared to 110.00 for December. 
This is the second straight month that 
the MHI index has shown an increase. 
It is also the highest January index 
since 1957, according to Material 
Handling Institute’s monthly index. 





INDUSTRIAL FASTENER INDEX 


The Industrial Fasteners Index of 
shipments for February is 74, ac- 
cording to the Industrial Fasteners 
Institute. 

February shipments held within 
one point of January and continue to 
reflect depressed activity in the Auto- 
motive industry, according to the In- 
stitute. February shipments also re- 
flect the adverse effect of a severe 
winter on the Construction industry. 
Both industries are major users of 


fasteners. 


Dresser Elects Edward Carey 
Director Of Marketing 


Edward B. Carey was appointed di- 
rector of marketing for Dresser Mfg. 
Division, Dresser Industries, Inc. He 
had been assistant sales manager. 
Mr. Carey held marketing and sales 
positions with Merritt-Monsanto and 
Niagara Machine & Tool Works be- 


fore joining Dresser in 1950. 
Sales Manager 


James M. Hughes will direct the pro- 
motion and sale of all Dresser pipe 
joining and pipe repair products. 
Prior to joining Dresser, he was 
with Goodyear Rubber Co., Pennsyl- 
vania Rubber Co., Republic Rubber 
Division and Reactive Metals, Inc. 
Dresser Mfg. Division, Dresser 
Industries Inc. is in Bradford, Pa. 
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7 ARSHALL 


P R E Cc i Ss 
GROUND FLAT 
SCRIBE-IT is =a vt 


stance is required. 
It may also be used for gauges tem- 


plates, wear plates, etc. 





@ Ready for scribing and layout. 

@ Permanent identification. 

@ Precolored and oversize—but re- 
tains accuracy of dimensions. 


@ Available in practical range of sizes 
for tool and die making. 


TOLERANCES 


Under 3/16” 
STANDARD 


Thickness plus .001” minus .001” 
Width plus .005” minus .000” 


3/16” and over 
OVERSIZE 


Thickness plus .011” to .013” 
Width plus .010” to .015”. 
*Can be finished to standard 
size after heat treatment. 


SOLD THROUGH SELECTED DISTRIBUTORS 
Write for complete catalog and the 
name of your nearest dealer. 


P. ne BOX 108 1D LA Le teee ick quLiNene 
FOR FULL COLOR WALL CHART FREE 








SINCE 1927 A STANDARD OF QUALITY 


ELECTRIC SOLDERING IRON CO, INC 


Pronounced 


ESSICO 
YOU SAY IT! 


DEEP RIVER, CONNECTICUT, USA 
Street! 


J Alert to advancing soldering 
£ methods—creating the 
/ product to solve the prob- 
Zé lem—merchandised to sell 
“and our version of “serv- 
y ice’’—Yes, our street to 


our door is a busy place! 


/ ELECTRIC 
OLDERING EQUIPMENT 


IRONS - POTS 4 GUNS ° 


The trademark ESICO symbolizes a 

standard of quality in the electric 

soldering market. Its products are HAVE YOU 
made by craftsmen—used by crafts- OUR CATALOG? 
men... scientifically designed, ruggedly 

constructed ESICO products are proving 

hourly their dependability on production 

lines where stamina is imperative . . . indus- 

trial distributors find the name “ESICO” the 

“clincher"’ to tough job sales . . . Write for the 

“ESICO” story—it’s vital, energetic . . . and 
worth-while! 


W. A. PURTELL 
President and General Manager 


GUNS—built for craftsman 


IRONS—factory proven 


ELECTRIC SOLDERING IRON CO., INC. 


DEEP RIVER, CONN., U.S.A. 





Gilbert B. Richards, Jr. 


Gilbert Richards Appointed 
President Of OPW-Jordan 


Gilbert B. Richards, Jr., was ap- 
pointed president of OPW-Jordan, 
Division of Dover Corp. 

Mr. Richards, 33, joined OPW- 
Jordan in 1955. He previously held 
the positions of general sales man- 
ager, general manager, and executive 


vice president. 


Black & Decker Appoints Five 
To Industrial-Automotive Sales 


C. W. Jeffries, Gordon Larsen, Ralph 
W. May, S. Michael Raymond and 
J. D. Hogue were assigned new sales 
posts, industrial-automotive division, 
Black & Decker Mfg. Co. 

Mr. Jeffries will be sales repre- 
sentative in Knoxville, Tenn. He re- 
places James Parks. Mr. Jeffries was 
formerly sales representative in the 
Atlanta district. 

Mr. May is now sales representa- 
tive in the Denver district. He re- 
places Ben F. Meyers who was named 
sales representative in Denver for 
B&D’s subsidiary, Master Power 
Corp. 

Mr. Raymond is assigned to the 
Milwaukee area. He was sales repre- 
sentative in Chicago. Prior to that he 
was B&D branch service manager in 
Des Moines, lowa. 

Mr. Hogue was appointed Dallas 
district sales representative replacing 
Karl Pendleton who was appointed 
Dallas representative for Master 
Power Corp. Mr. Hogue was for- 
merly sales representative in B&D’s 
consumer products division in Dallas. 
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Only UNIONS 


Forged Steel Fittings 
give all these benefits 


Guarantee pressure-tight joints with CAPITOL ee 
fittings. Army-Navy gauging procedure assures full 5 P 
formed threads that will tighten every time. True align- a i, 
ment, through careful inspection, means easier and iat 
faster make-up. F 


The phosphate coating makes all fittings rust- 


resistant, cleaner, easier to handle and free from oil or INDIVIDUALLY PRESSURE TESTED 


dirt. 





Quick identification through color-coded labels 
saves time and reduces errors — Green-2000#, Blue- 
3000+ and Orange-6000%. CAPITOL fittings equal 


or exceed the requirements of all published specifica- 
tions including MSS-SP-49, SP-50 and ASTM-A-105. 


 ELLS and TEES 4 
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\ COUPLINGS 


BUSHINGS * SQ. HEAD PLUGS ¢ HEX HEAD PLUGS 


) wos oO . 
a \\\ ) > S 
j SY \ 


NZ \\ 


SOCKET WELD REDUCERS & 
COUPLINGS & CAPS INSERTS 


CAPITOL 








crt { in 


= 
SOLD ONLY THROUGH “ ‘“ 
RECOGNIZED DISTRIBUTORS 


B 








TOTALUME* 
Go Cotel Mumicume Protection / 


Extra-bright rust-inhibitive TOTALUME offers triple 
value. Developed on the famous TOTRUST concept 
of penetrative protection, TOTALUME offers all 
three of these exclusive features in one MIM* Coating. 


@ STOPS RUST -- needs no special primer, goes right over 
sound, rusted surfaces! 


@ 1S UNIVERSAL — for wood or metal surfaces, damp or 
dry, painted or bare, indoors or out! 


@ RESISTS HEAT — withstands high surface temperatures, 
up to 1000°F without discoloration! 


TOTALUME is designed for triple utility and pro- 
vides high coverage — up to 1000 sq. ft. per gallon or 
100 linear feet of 7’ link fence. TOTALUME is speci- 
fied for use wherever engineers want total aluminum 
protection for critical surfaces. 


*MINIMUM -INTERRUPTION-MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation. 
Write for full data on W & W's unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. » » MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 


W VW THE WILBUR & WILLIAMS CO., INC. 
firm wxses « wnssame v0 = \ Factory and General Offices, 658 Pleasant St., Norwood, Mass, 


WV In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q, 





C. A. Burt 


Marlow Appoints C. A. Burt 
To District Salesman 


C. A. Burt was appointed district 
salesman for Marlow Pumps, division 
of Bell & Gossett Co. He will cover 
Maryland, Delaware and parts of 
Pennsylvania. 

Prior to joining Marlow, Mr. 
Burt was with American Hard 
Rubber Co. and Kearfott Co. 


Corning Glass Appoints Houghton 
Chairman of Executive Committee 


Amory Houghton was elected chair- 
man of the executive committee of 
Corning Glass Works. 

For the past four years he was 
United States Ambassador to France. 
He was board chairman since 1941. 

Mr. Houghton will be succeeded 
as chairman of the board of directors 
and chief executive officer by William 
C. Decker, president since 1946. 


Fifth Generation 


Amory Houghton, Jr., was elected 
president of the company. He is the 
fifth generation of the family which 
has been associated with the busi- 
ness since its establishment in 1851. 

Thomas S. Wood Jr., company 
director of purchases, was elected a 
vice president. 

Board members appointed to the 
executive committee were Amory 
Houghton, William C. Decker, Amory 
Houghton, Jr., Charles D. LaFollette, 
George D. MacBeth and Dr. Eugene 


C. Sullivan. 
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compact motorpumps 





cradle-mounted pumps 











horizontally-split pumps 





25249 


May 


1961 


over a century 


Ingersoll-Rand distributors have 
a complete line of centrifugal 





pumps to solve all problems 
in liquid movement... 


Understanding the laws governing liquids in motion may or may not be 
your strong point, but when you can supply the pumps that solve customers’ 
problems— you're on the way to becoming an expert! 


Ingersoll-Rand offers you a complete line of centrifugal pumps. From the 
small Motorpump to the large horizontally-split types—every Ingersoll-Rand 
pump has a reputation that’s known and accepted by your customers. 
Famous I-R engineering and quality construction mean top performance, 
long life and cost-saving economy. 


Aggressive national advertising, direct mail and extensive product litera- 
ture by Ingersoll-Rand reach all your markets—and will direct ‘sales 
action” to you! Write today for complete details on the profitable Ingersoll- 
Rand distributorship . . . Write to Sales Manager, Merchandising Division, 
Ingersoll-Rand Co., 11 Broadway, New York 4, N. Y. 


of pump progress 


from the leading manufacturer .. . 


Ing ersoll-Rand 


1] Broadway, New York 4, N.Y. 





Gates Rubber Expands Service 
For New York-Philadelphia Area 


The Gates Rubber Co. relocated all 
marketing operations for the New 
York City and Philadelphia trade 
areas in a new distribution center at 
11 Industrial Drive in New Bruns- 
wick, New Jersey. 

Warehousing facilities of the new 
60,000 sq. ft. center have twice the 
effective size of previous facilities, 
according to Gates. Served by truck 
and rail, the warehousing facilities 
are completely automated for speedier 
customer service. 

Third largest of the Gates dis- 
tribution centers, the new installation 
is headed by Cecil Butt, branch op- 


FROM THE HOT HAMMERS AT erations manager. Division managers 


are Harry G. Briggs, Jr., industrial 
B NNEY products, New York; R. H. Lord, in- 
THE WORLD'S FINEST dustrial products, Philadelphia; L. E. 


Daniels, automotive and hardware, 
and H. N. Smith, tires and tread 


y (ea) -(cj7 ae rubber. Jack Archer is customer 
service representative. 


A FITTINGS 


| BONNEY) 


WELDOLETS® 
THREDOLETS® 
SOCKOLETS® 
ELBOLETS® 
BRAZOLETS® 
SWEEPOLETS® 
CARBON STEEL 
STAINLESS 
ALLOY 


for on eprvices Hewitt-Robins Appoints Van Stone 
| Cleveland District Manager 


, 
J. E. Van Stone was appointed Cleve- 
land district manager for Hewitt- 
Yf nm Robins Inc. He will service accounts 
Ye Be. 
jf 


J. E. Van Stone 


in Cleveland, Toledo, Youngstown, 
Columbus, Dayton, Cincinnati and 
surrounding areas. 

Mr. Van Stone was formerly in 
charge of sales in the Salt Lake City 
area. He has been active in the 
mining industry for many years. 
BONNEY He is a member of the Metalurgi- 

cal and Petroleum Engineers and 
American Institute of Steel Engineers. 
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-——MR. DISTRIBUTOR 
If you represent Faultless, you 
casters for every conceivable purpose . . . The Casters to move your know the selling advantages 
; of a line of 10,000 types, 
sizes, and varieties of casters. 


Faultless manufactures over 10,000 caster types, sizes, and varieties... 


products easily, in quantity, economically! Faultless Casters are engi- 


neered and tested to roll smoothly and efficiently under any load from Your salesmen never have to 
answer, ‘Sorry, we can't sup- 


15 lbs. to 15,000 Ibs. per caster. And Faultless manufactures a complete gly 6 déter for hat porte: 


selection of swivel, rigid, plate, and stem casters, plus a wide variety ular job.” If you're not a Fault- 
: : : ; : Z less Caster Distributor and are 
of special application casters. This complete selection from one manu- interested in handling The 
Complete Caster Line, we 


facturer—Faultless Caster Corporation—includes The Casters to reduce icant 
welcome your inquiry. 








materials handling costs and increase efficiency at customers’ plants. 





Faultless Caster Corporation evansvitte 7, INDIANA 


Casters 


Branch Offices in principal cities of the U.S.; see the Yellow Pages 
of the telephone book under “‘Casters."’ Canada: Stratford, Ontario 





EVANS 
ANTE 
TAPES 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


BELT 
OLSTE 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans ‘‘extra'’ today. 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 
in individual gift —, 
package. V 


Send for illustrated | 


folder #5807. 
water RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 





Dake Holds Sales School To Familiarize Representatives With New Line 


Paul A, Johnson, executive vice president of Dake Corp., explains the features of 


one model of the company’s Automold line of plastic presses, to sales representatives. 


{ special school was held recently by Dake salesmen actually saw the Auto- 


Dake Corp. to familiarize its sales mold units operate for the first time. 
representatives with the firm’s new They were instructed about the sales 
Automold line of compression and features of the line, as well as the 
transfer molding plastics presses. variety of applications to which 
Dake acquired the Automold line Automold presses are adaptable. 
recently through a purchase from the The school was headed by Paul 
Automold Co., a subsidiary of Wag- A. Johnson, executive vice president; 
ner Bros., Inc., of West Los Angeles. C. 


At the sales school, most of the 


N. Jacobson, secretary-treasurer ; 
Donn De Young, general manager. 


Dewey Frey Wins First Prize, Trip To Puerto Rico, In R. C. Neal Contest 


David B. Voorhees, president of the R. C. Neal Co., Buffalo, N. Y., and Paul J. Morga, 
general manager of the Rochester, Syracuse, and Elmira operations, bid good-bye to 
Mr. & Mrs. Dewey Frey as they leave on their trip to Puerto Rico. Mr. Frey was the 
winner of the 20-man sales force contest. He is from the firm’s Rochester office. 
Second prize, won by Stephen E. LaTorre, Buffalo, was a week in New York for him and 
his wife. Third prize, a wardrobe for two, was awarded to Robert W. Thomas, Syracuse. 
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imoxteaiie for profit, serve customers 
better with JOHNSON Continucast® 105” 
bronze bars 














Now famous Johnson quality solid and tubular 
bronze bars are being produced by a continuous casting 
method in 105” lengths to enable you to increase your 
profits and to better serve your customers. 

The new CONTINUCAST bars give you greater 
freedom of range for cutting to customers’ requirements 
since you can cut this long bar in multiples of a variety 
of lengths with less waste. Inventory is also simplified. 

You can now offer your customers improved quality 
at competitive prices because the continuous casting 
method improves the physical qualities of the Johnson 
alloy 72 (SAE 660). The distribution of lead and other 
elements is more uniform. This improves machinability, 
makes for longer tool life. CONTINUCAST bars also pro- 
vide greater tensile, yield, impact and fatigue properties. 

Johnson CONTINUCAST 105” Bronze Bars are 
available in 21 sizes of solid bars from %” to 3” in di- 
ameter, and in 118 sizes of tubular bars which range 
from %” to 2%” ID and from 1” to 3” OD. 

It will pay you to stock a complete range of Johnson 
CONTINUCAST Bronze Bars — be ready to serve 
your customers and enjoy the increased volume of 
profitable business made possible by this new line. 


*Trademark. 


Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


tL =F dh oh 


‘GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
Over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 





: XR mM rome Whitney > coe a From Its Distributor Training School 


VALUE: 
FASTENERS 


==¢ HOLLOW WALL 
~ ANCHORS 


Twenty-one distributor salesmen attended Hanson-Whitney’s four-day training course. 


At a recent Distributor Training LeValley McLeod, Inc., Binghamton, 
*5 TIMES School, conducted by Hanson-Whit- N.Y.; Clifton C. Nickerson, Lindco, 
GREATER ney Co., twenty-one distributor sales- Inc., Worcester, Mass.; John W. 

THREAD AREA... ie men from the U.S. and Canada Crowther, Malcolm A. Perry and 

NO attended a four-day intensified train- Ernest L. Schaalman, Lindquist 
ing course. Hardware Co., Bridgeport, Conn.; 
Those who attended are: Donald Al Klass, Mill Hardware & Tool 

O. Gaudet and Lawrence Scovelle, Corp., Brooklyn; Warren F. Bollen 

Atlantic Industrial Supply Co., Inc., and Samuel Presti, Jr., Precision 
KEYSTONE® DHD® HAMMER Cambridge, Mass. ; Robert Sturtz, Supply, Inc., Paterson, N.J.; Roy 

EXPANSION SHIELDS | DRIVE ANCHORS M. E. Avery Co., Inc., Massena, N.Y.; Weiland, Don J. Reynolds & As- 


William J. McGraw, Burns Supply, sociates, Chicago; William Bowers, 
wt Inc., Syracuse, N.Y.; R. Hayes, Hans Utility & Industrial Supply Co., 
Schmidt, Ferro Technique Ltd., Jackson, Michigan; Clarke T. Mer- 


Excl Nutst ‘ 5 “ee : ' : 
ae aa ey ee Montreal, Quebec, Canada; John F. win, The Welles Supply Co., Inc., 


~_stnmat einen Rpeneien. Cox, General Tool Sales Co., Phila- Elmira Heights, New York. 

delphia; Howard Mackie, Hall Tool Instructors at the school were 
DIAMOND-P-® Red Séal® ‘ : iia ; . . al 
LAG SCREW SHIELDS eal Co., Northville, Michigan; Earl A. Arthur Kaufmann, director of distrib- 


CS Aaa Golz, Houston-Golz Co., Milwaukee; utor training and Spencer I. Kanter, 
Ge Neal O'Mahony, F. H. Hunter Co., chief engineer, Hanson-Whitney dis- 
Blairsville, Pa.; Donald G. Burdick, tributor training school. 


Tncivsive 4-Directional | ®Exclusive Red Fibre 
Expansion Fits Disc Keeps Dirt 


2 nics wotonthesmcne Cottingham Opens New Branch Office And Warehouse Facility In Fort Worth 


DIAMOND 
Sone Ca More ies 
BOLTS 500 Other Items 
With “Built-In” 
Extras 


PLUS |. 
#Patented Feature: | Exclusive Pole Line 


Wings Form Truss; Hardware 
Don't Bear on Bolt. 


FREE SAMPLES 








wiy-V [oe], |e) Cottingham Bearings & Service, Inc., Dallas, recently opened a new 5,500 sq. ft. 


office and warehouse at 1015 Riverside Drive, Fort Worth. Over 3,000 sq. ft. of off- 
street parking and loading area are provided with dock-high loading for both pick-ups 
and over-the-road trucks. J. E. Barton is branch manager. J. M. Shelton, D. M. 
ers With Extra Value Riley and three other employees staff the branch to service Cottingham customers. 
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Sprayon Products Plans 
“Aerosol Plant Of Tomorrow” 


Sprayon Products, Inc. began con- 
struction on a new $1,500,000, 85,- 
000 sq. ft., packaging aerosol plant in 
Bedford Heights, Ohio, according to 
J. G. Ellis, Sprayon president. 

The new, one-story, plant will 
feature blister-type roof lighting and 
ventilation, air-conditioned _ offices, 
laboratory and cafeteria, a 400-foot 
rail siding and six truck loading 
docks. About 175 will be employed 


at the plant. 


Williams Transfers Hanson; 
Appoints Three Representatives 


Norman C. Hanson was transferred 
to Milwaukee by J. H. Williams & 
Co. He is now the sales representa- 
tive for the firm in Wisconsin and 
part of Illinois. 

At the 


pointed three new sales representa- 


same time, the firm ap- 
tives. 
James E. Browning was appointed 


Arkansas, 
Oklahoma, and part of Texas. He is 


sales representative in 
working out of the Chicago office. 
Jay R. Watkins was appointed rep- 
resentative for the 
New York territory. He is working 
out of Williams’ Buffalo office. 
Richard K. 
pointed to cover Minnesota, part of 
North & South Dakota, 
Saskatchewan and Manitoba. He is 


working out of Chicago. 


firm’s Upstate 


Collins, Jr., was ap- 


Wisconsin, 


VN. C. Hanson J. E. Browning 


J. R. Watkins R. K, Collins 


May 1961 





when you sell 


PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they're “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 


maker .. . MARKAL PAINTSTIKS. 


COLD . . . Markal Paintstiks (extreme left) for surfaces —50° 
to 150°F. 


HOT. . . Markal Paintstiks (left) for surfaces 200° to 2000°F. 
SEND today for complete distributox information and literature. 


MARKAL COMPANY 


3094 West Corroll Avenue e Chicago 12, Illinois 





making friends 


One reason why so many fine distributors stay with the Clemson-Star line 
year after year is solid quality — the kind that builds goodwill and brings 
customers ‘‘back for more.” 


Distributors also like the quick delivery that Clemson gives through strategic 
warehouse locations. !mportant, too, is the Clemson policy — adhered to 
strictly — of selling only through distributors to assure you a fair deal and 
healthy profits. And Clemson makes its men available to you for missionary 
calls, to help you solve tough problems for your customers. 

In all these ways, Clemson has been working with distributors for over 80 
years to help make them “‘the right hand of production." 

If you’re not already selling the Clemson-Star line — and if working with a 


good distributor-minded company appeals to you — why not write for full 
details today? @ «12 


CLEMSON STAR 
Manufactured by CLEMSON BROS., INC. 
Middletown, N. Y. 


ee Warehouses in Boston * Chicago * Denver * Houston * Los Angeles 
Newark * New York City * Portland, Ore. * San Francisco 





Leschen Appoints William Messer 
General Sales Manager 


William D. Messer was appointed 
general sales manager of Leschen 
Wire Rope Division, H. K. Porter 
Company, Inc. He was formerly sales 
manager — Construction Division, 
Huck Mfg. Co. 

R. Rex Hartup, former general 
sales manager was appointed tech- 
nical manager, prestressed materials. 
He will concentrate on the market- 
ing of stressed relieved strand for 
prestressed concrete. 

Both Mr. Messer and Mr. Hartup 
will have headquarters at Leschen’s 
St. Louis office. 


Hanson Now General Sales Manager 
Of Cambridge Wire Cloth Co. 


John B. Hanson was appointed gen- 
eral sales manager of Cambridge 
Wire Cloth Co. He had been man- 
ager, internal sales, Wire Belt 
Division. 

His experience covers eleven years 
as a salesman for a steel and wire 
firm before joining Cambridge in 
1946 as a sales engineer. 

Harold Pink was elected vice presi- 
dent of Cambridge. One of his func- 
tions will be to help coordinate plans 
now being made for further expan- 


sion of company operations. 


Blackstones Take Air Trip 
Around The World 


Mr. & Mrs. E. C. Blackstone, of E. C. 
Blackstone Co., Memphis, left on an 
around the world trip by air on 
March 31. 

Mr. Blackstone reported that there 
was a total of only 54 hours flying 
time in the whole trip. 

The couple left Memphis for 
Hawaii, via San Francisco, on March 
31. Their itinerary was as follows: 
Apr. 1-7, Hawaii; Apr. 8-12, Japan; 
Apr. 13-16, Hong Kong; Apr. 17-20, 
Thailand; Apr. 21-24, India; Apr. 
25-28, Egypt; Apr. 29-May 2, Italy. 
They left Rome for London, where 
they boarded a jet for New York. 
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Has the FUN gone 
out of selling 
Nuts and Bolts? 


|: 
‘WA, NET PRICE 
Yj FASTENER 
\, CATALOG 


for distributors who buy in Bulk! 


\ 


ADVANTAGI 
IN STOCK FOR IMMEDIATE DELIVERY 
FROM 3 WAREHOUSES—CHICAGO, 
BROOKLYN & LOS ANGELES. 


Let us carry your inventory. 


CONFORM TO ALL APPLICABLE 
AMERICAN STANDARDS 


FOR DISTRIBUTORS ONLY ef RP 
: and threads 1%”. 7 


IWANWAAAA Chuabilj Fusloncrs 


enable you to be competitive. Div n of WSL Industries, Ine. 


We are not your competition as we 
do not sell consumers. Our prices 


SOLD IN FULL BULK KEG 
QUANTITIES ONLY 


The World is Your Factory! 


Over 15,000 craftsmen from ten 
countries to serve you with quality 
imported fasteners. Your satis- 
faction guaranteed. 


Send me your “More Fun Out of Selling-More Profit” 
Free Net Price Loose Leaf Fastener Catalog. We are Dis- 
tributors and buy in bulk. 


MY NAME 
FIRM NAME 
ADDRESS 


cITY——_____“__ ________ Z0N ESTA TE—__. 


© 1961 heads and threads PHONE 


May 1961 





) SAF 
RELIABLE 


POSITIVE 
CONTROL 


Distributors find the safe, reliable, positive control provided 
by the pistol-grip, push-button control station of the Coffing 
Quik-Lift electric hoist is an excellent sales point. 

Loads can be raised or lowered while pulling a trolley 
mounted hoist since a strain cable is incorporated in the 
control cord. The control station is made of non-conducting, 
impact resistant plastic and the 115 volts at the station 
plus the interlocked push buttons make for safe operation. 
The V-type brake assures positive control of loads. Housing 
is of strong but light aluminum which makes for portability. 

Use these features to sell the twenty models with capac- 
ities from to 2 tons which are detailed in Bulletin ADH-65. 


COFFING HOISTS 


DUFF-NORTON COMPANY 


Four Gateway Center, Pittsburgh 22, Pennsylvania 


COFFING HOISTS <r DUFF-NORTON JACKS 


Ratchet Lever « Air Ratchet + Screw 


Hand Chain « Electric =” Hydraulic « Worm Gear 





Fred D. Clark, Jr. 


Donald M. Hoff 


Stanley Appoints Clark 
New Jersey Representative 


Fred D. Clark, Jr., was named repre- 
sentative in northern New Jersey and 
Richmond and Rockland Counties, 
New York, for Stanley Power Tools, 
Division of The Stanley Works. 

Mr. Clark recently completed an 
intensive sales training course at the 


home office in New Britain. 
Stanley Tool Representative 


Donald M. Hoff was appointed 
sales representative in the Northwest 
territory for Stanley Tools Division. 

He comes to Stanley from Wash- 
ington Steel Products, Tacoma, where 
he was in charge of sales training for 
distributor sales personnel. 


Parker-Hannifin Appoints Loree 
New York State Manager 


James D. Loree was appointed man- 
ager of distributor sales for the dis- 
trict of New York State outside of 
metropolitan New York City. 

Mr. Loree was formerly with Gates 
Rubber Co., covering Buffalo. 
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MULCONROY «& He Lad... 


WITH SPECIAL PRODUCTS 
THAT CONTINUE TO GIVE 


tHe Qoevleclulor 


EXTRA SALES and PROFITS 


SPECIAL HOSE CONSTRUCTIONS 

To meet unusual temperature, pressure and wear 
requirements, as well as ordinary needs, in the 
widest variety of industries. 


FLEXIBLE ALL-METAL HOSE... 


Quality constructions for every type of applica- 
tion, with service-tested features to increase effi- 
ciency and safety. 


FITTINGS FOR PLASTIC PIPE... 


Mulconroy originated the metal fitting for Plastic 
Pipe and still leads in this field. Now offering 
special high-impact nylon fittings for the same 
purpose. 


“HOLEDALL” COUPLINGS... 

Patented fittings that have revolutionized the hold- 
ing power and safety of high-pressure hose cou- 
plings. Can be attached to any type of hose 
from VY" to 8". 


Coming Soort —& NEW WAY 


TO INCREASE YOUR SALES OF 
ALL TYPES OF HOSE ASSEMBLIES. 
WATCH FOR ANNOUNCEMENT 


"“MULCONROY Siar... WHERE OTHERS SS. 





Statement 


of 


Sales Policy 


MILFORD 


= 


HAND & POWER HACK SAW BLADES 
BAND SAW BLADES + HOLE SAWS 
GROUND FLAT STOCK 
MIST COOLING SYSTEMS 


... IN SAW BLADE DEVELOPMENT 


Many significant contributions to the metal-cutting saw 
blade industry are found in the 85-year history of THE 
Henry G. THompson & Son Company. Since 1885, when 
the company first marketed a “hard-tooth, soft-back”’ 
band saw blade for profile and contour cutting as well as 
straight cut-off work, Thompson has set the pace for 
quality saw blade products. 


The flexible shatter-proof hand hack saw blade, first in 
carbon steel and later in high speed steel, so widely used 
by industry today, was a product of Thompson leader- 
ship in research and development. Other outstanding 
Thompson developments were “‘Wavy Set” hack and band 
saws and the all-important MILRORD REZISTOR High 
Speed Steel Band Saw Blade that has made possible 
improved equipment for production cut-off sawing of 
modern industry’s family of hard-to-machine alloys. 


The continuous research and development program that 
has made Thompson a consistent leader in new blade 
development assures MiLrorpD Franchised Distributors 
a full line of up-to-date quality products to sell to 
their customers. 


IN SALES POLICY 


The Henry G. Thompson & Son Company was first in its 
industry, 28 years ago, to publish a Statement of Sales 
Policy. The Thompson Distributor Advisory Board, another 
innovation in the industry, helps keep the Sales Policy 
up to date through suggestions for periodic revisions. 


Industrial distributors who have been associated with 
Thompson over the years are well aware that our sales 
policy is a living method of doing business day-by-day on 
a fair and equitable basis. 


For the past 50 years, INDUSTRIAL DISTRIBUTION 

has been a “partner in progress,” advocating ; eee 
sales practices and trade policies that reflect : a 
the ideas and ideals of The Henry G. Thompson peers 
& Son Company, one of its earliest advertisers. 

We congratulate INDUSTRIAL DISTRIBUTION on 

a half-century of noteworthy contributions to 

the industry. 


THE HENRY G. THOMPSON & SON COMPANY 
NEW HAVEN 5, CONNECTICUT 
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There is only one ANGLgear... 


and it is made only by Airborne 











Feature for feature, ANGLgear matches any similar drive on the market and then 
gives you these added selling points: greater hp range (4 to 5); permanent lubrication; 
Conifiex* design gears—more even load distribution, less wear, quieter operation. 


ANG\Lgear is available in 4 basic sizes, 16 different 
models, with 1:1 or 2:1 gearing and 2 or 3-way shafting. 


ANGLgear, which was introduced in 1951, is 
the original standardized right-angle drive. It is 
also the No. | product in its field — in sales, 
availability, quality, performance. Witness the 
thousands of satisfied customers who have bought 
ANGLgear to date — for applications ranging 
from simple manual control of valves to classified 
installations aboard nuclear submarines. 

In design and construction, ANGLgear has 
been refined to the point of being virtually fool- 
proof, provided it is not grossly overloaded. Take 
a unit off the shelf, install it, run it — for years. 


Attention is seldom required. 


ANGLgear is marketed nationally and is ad- 
vertised regularly to power transmission engineers. 
It is sold only through established distributors — 
under a liberal pricing structure. Stocking dis- 
tributors get 100% protection for all the business 
they can handle, and all direct inquiries are 
turned over to them. 

It’s easier to sell the leader than to compete 
against it, so accept no substitutes for ANGLgear. 
If you are not now handling the line, but are 
interested, write for further information. There 
may still be a territory near you that is open. 


*Trademark of The Gleason Works 
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Engineered Equipment for Aircraft and Industry 


AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 











the 505 and 532 Heavy 0 
flared cup grinder, maen a 
or wire brush tool, and are offered in ac! 








GRINDING WHE 
fast, econcmie 


neuverable than flared cup wheels. The SIOUX C 
FLAT is intended for flat surface work; the SIOUX 
Soeerowe has a 15° mater extra heavy duty work, 


Me D. ELECTRIC SANDER-GRINDER (1270) = 
Ww 9 inch heavy duty electric grinder is an ‘ga 
time and labor saver for heavy grinding \g 

of large areas, and for weld removal. 





SOLD THROUGH DISTRIBUTORS IN U.S, CANADA AND OVERSEAS. 
FIND YOUR NEAREST U.S. DISTRIBUTOR UNDER “TOOLS, ELECTRIC” 
IN THE YELLOW PAGES. 


a AIR & ELECTRIC IMPACT WRENCHES « DRILLS 
¢ SCREWDRIVERS +» NUT RUNNERS « SANDERS 
e GRINDERS a ELECTRIC POLISHERS » FLEXIBLE 
SHAFTS ¢ PORTABLE SAWS «+ VALVE GRINDING MA- 
CHINES 4 ABRASIVE DISCS 





JOHNSON AIR 
COMPRESSORS 


45 QUALITY-BUILT MODELS 


The right equipment 
for every job— 
fete} lo] me telalial> m 
paint touch-up, 
oT Uli fel ialot- me lare) 


Pomel islet Maal lial -lal- later oe 


tole} 4-Jal- Mme) Meelial-la-o. 


THE “600J" SERIES — 21” single 
cylinder, air cooled, single stage % 
hp unit. Delivers 70-80 psi. Vertical 
or horizontal 30 gal. ASME tank. 


POWER AIRE — compact, self-con- 
tained unit has 4 hp direct-drive 
capacitor-type motor. Delivers 1.8 
cfm and 50 psi. 


THE “200” SERIES—large-capacity 
piston-type units handle any air re- 
quirement up to 1.0 cfm at 90 psi. 
Storage tank optional. 


THE “400” SERIES — heavy-duty 
piston-type compressors deliver up 
to 2.8 cfm of air, up to 125 psi. Hor- 
izontal or vertical tank. 


THE AIR SULKY — new portable 
compressor delivers 1.0 cfm of air 
at 100 psi. %% hp, 115 v motor oper- 


ates from any handy service outlet. 


Johnson’s wide line of compressors and accessories provides you with one 
dependable source of air for nearly all plant applications. 


And, you get the extra advantage of proven-quality design and construction, 
for every Johnson air compressor is built to the same quality standards that 
have made Johnson pneumatic equipment famous for 76 years, This is your 
assurance of unquestioned performance and unmatched value. 


JOHNSON COMPRESSORS 


JOHNSON SERVICE COMPANY 
Compressor Division, Dept. DJ 
Milwaukee 1, Wisconsin 


Write today for new 1961 
catalog covering all 45 
Johnson air compressors. 
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v Macklin 


’ 


Abrasive 


Gives Premium Results at Regular Price 


Makes More Money for You by 
Making More Money for Your Customer... 


“27" Abrasive, the latest product in Macklin’s continuing research and 
development program, is an aluminum oxide abrasive that consist- 
ently outperforms premium priced abrasives on many operations. 
It was developed to provide rapid stock removal; can be used for 
heavy feeds on a wide variety of materials from tool steel to boiler 
plate. It grinds cool. It grinds fast. Requires minimum dressing and 
holds its form well. 

New product development is just one phase of Macklin’s program to 
benefit their distributors. Providing distributor sales representatives 
with training, know-how, and assistance in the customers’ plant is 
another. All this is backed up by consistent advertising and promotion. 

Write or phone today for complete information on the advantages 
you can enjoy selling Macklin’s new “27” wheels, and the complete 
line of Macklin “Wheels of Profit.” 

We'd welcome an opportunity to talk to you at the Triple 
Mill Supply Convention at Atlantic City. Our booth is #331. 


|Z: 
IN 


May 1961 


“Wheels of Profit” 


Surface Grind Boiler Plate 
20”x4"x8”" REC 2/S 27A46 112 V6-P 
“Wheel cut extremely well. Life excel- 
lent. Operator liked wheel.” 


Surface Grind 1010 Mild Steel 
20”x5"x1644" CYL  27A46 H12 V6-S 
“Wheel produced full load without any 
scratching.” 

Regrind Cutting Tools, M-1 and 
M-2 Steel 

24'x2%"x10%4" REC 2/S  27A46L45 
V6 

“Wheel life best ever used. More pieces 
ground per wheel.” 

Surface Grind Die Cast Machine 
Parts 

6"%(6'x114"x5" STG SEGMENT 

H12 V6-P 27A24 

“Wheel very satisfactory. Cut well. 
Almost doubled life over competitive 
wheel.” 


ACK Li N company  0Dept.9 Jackson, Michigan 





there’s MORE in it 
for YOU selling 


TOOL BOXES 


More of everything that counts for 
sales, profits, fast turnover, user 
satisfaction and repeat business... 


- Top quality, heavy-duty tool 
boxes, tool chests and roller cabi- 
nets. Built to stand up under heavy 
duty service. 


2. A complete line to meet every 
tool user’s need. 


3. Quality leadership—nationally 
advertised in leading trade journals, 


4. Speedy service on all orders, 
You realize maximum profits with a 
minimum inventory. 


You'll be money ahead to stock, dis- 
play and talk up Kennedy with your 
customers. Write today for informa- 
tion on the Kennedy line. 





High Quality Tool and Tackle Boxes 


Pioneer manufacturer of metal tool kits 
and fishing tackle boxes 


KENNEDY MANUFACTURING CO, 
VAN WERT 9, OHIO 





Carl G. Gutman 


Harry L. Bullock 


Gutman And Bullock Promoted 
By Skil Corp. 


Carl G. Gutman was appointed mar- 
keting services manager and Harry L. 
Bullock, general sales manager, of 
Skil Corp., according to William K. 
Downey, vice president—marketing. 

The promotions mark the expan- 
sion and reorganization of Skil’s 
marketing department by promotions 
of Skil personnel, according to Mr. 
Downey. 

Mr. Gutman will be responsible for 
the coordination of market research, 
new products, order operations and 
traffic. He was formerly new products 
manager at Skil. 

Sales administration, service op- 
erations, and the field sales force will 
be Mr. Bullock’s 


Formerly he was director of sales 


responsibilities. 


training for Skil. 

Other appointments include a re- 
search director, specialty sales man- 
ager, works manager, South Amer- 
ican and European sales managers. 





SHACKLE CHAIN HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 
Even the pin is made 

of high-strength steel and 
heat-treated. 
SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


SLIP HOOKS 
Available 
for Chain 
Size V4" 


GRAB HOOKS 
Available 


5/16", ¥%"’ 
7/16", V2" and 5” 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


Size stamped on every 
shackle 


D 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16” to 2”, EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 








[BUCKEYE 


- 
WAIL LE LD, 
HN@) PASE HEISEI h Ter: 
MACHINED PARTS 


ALL RECOGNIZED BRONZE 


BEARING ALLOYS 


LUBRICO-HILEAD 


GOMPLETE FACILITIES 


STANDARD BUSHINGS 
MACHINED BARS 


NEW CATALOG ISSUED 


ISUcKeyé 


BRASS & MFG, CO. 
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Off-the-shelf 
delivery of Carmet® 
Carbide Tools from 

your local 


CARMET 


Distributor 


Over 75 distributors, coast to coast, display this 
sign—service in your own local area. 


Keep your inventory of Carmet Carbide Tools at a comfortable level. Keep your 
working capital free for other needs. Your Carmet distributor carries the load— 
that’s how he’s set up to do business. 

He carries your needs from the complete line of Carmet Carbide Tools in all 
gtades and every style. He is geared to deliver your orders quickly—a phone 
call gets action. 

And if you get in a production jam, special service is his middle name. Re- 
member, your Carmet distributor knows carbide tooling—with the help of the 
local Carmet technical man, you get all the help you need. 

Your Carmet distributor handles the best Carbide Tools and backs it with the 
best service! Allegheny Ludlum Steel Corporation, Carmet Division, Ferndale, 
Detroit 20, Michigan. 


CARMET & 


CEMENTED CARBIDE + DIVISION OF ALLEGHENY LUDLUM 
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NEW! PORTER SPRING WINDER 


Easy to operate. Makes springs up to 144” 1.D. 
Widely used to wind springs for repairs, experi- 
mental work and small production runs. 


— — 


~ 4 ROLLER PRY TRUCK 


Raises and rolls loads up 
— to 2¥2 tons. Two will 
move heavy crates and cases. 


RAILWAY CAR MOVER 


Move heaviest cars safely. 
Vv" spurs grip rail edges 
A model for every job. 
SSSSererrrT 


WARRANTY — full manufacturers’ guarantee. 


WRITE FOR: 
catalog, price list 
and sales plant 


“ 
“ ADVANCE CAR MOVER CO. 
Appleton, Wisconsin 








Aolds anything securely ou 


Dy Follow construction 


» MOLLY 


i Screw Anchors 


bi the perfect fastener to 
hold anything securely in 


7 hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix~- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent .. . fixtures 
can be removed and replaced in the 
same anchor, 


pe 
HOLDS IN ANY KIND OF 
—e Acs HOLLOW CONSTRUCTION 
EXPANDS 
UP TO 1-3/4” THICK 


BEHIND WALL 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


CORPORATION 
230Y N. Sth St, Reading, Pa. 











Parker-Kalon Appoints Three Field Representatives For Fastener Consulting 


Henry Hansen 


Richard Knobloch, 
and John Keeble were appointed field 
sales representatives for fastener 
consulting by the Parker-Kalon Divi- 
sion, General American Transporta- 
tion Corp. 


Henry Hansen, 


Mr. Hansen will serve distributors 
in the Rocky Mountain states of 
Colorado, Wyoming, Utah, and New 
Mexico, and the western portions of 
Nebraska and South Dakota. 

Prior to 


Parker- 


training program, 


completing 
Kalon’s factory 
Mr. Hansen was associated with 
Pheoll Mfg., for 13 years. 


Mr. Knobloch will serve as a con- 


Clarkson College Schedules 
Purchasing Workshop for June 


Plans have been made for a purchas- 
ing workshop, to be held on the 
campus of Clarkson College of Tech- 
New York, from 
The workshop is 
8th district 
committee for professional develop- 


nology, Potsdam, 
June 14-16, 1961. 
being sponsored by the 


ment, National Association of Pur- 
chasing Agents, according to Walter 
E. Willets, 8th district chairman. 

Dr. Howard T. 
emeritus, Harvard Graduate School 


Lewis, professor 
of Business Administration, will be 
the keynote lecturer for the program. 

The Clarkson coordinator for the 
purchasing workshop is Professor 
Harry J. Waters of the industrial dis- 
tribution department. He will work 
with Dean F. Gordon Lindsay, di- 
rector of Clarkson’s Summer Pro- 
gram. 

During the workshop, Professor 
Richard H. Rawdon, assistant pro- 
fessor of business administration at 
Clarkson, and Dr. J. Ronald Frazer, 


chairman of the division of business 


Richard Knobloch 


John Keeble 


sultant throughout southern Indiana, 
the Dayton-Cincinnati area of Ohio, 
Kentucky, and parts of Illinois. His 
headquarters will be in Indianapolis. 

Prior to joining 4 firm, Mr. 
Knobloch was with U. S. Rubber Co. 
as a sales engineer bor six years. 

Mr. Keeble will serve distributors 
in southeastern Pennsylvania, south- 
ern New Jersey, Maryland, Dela- 
ware, northern Virginia, and the Dis- 
trict of Columbia. His headquarters 
will be in Philadelphia. 

Prior to joining Parker-Kalon, 
Mr. Keeble was with Pheoll Mfg. Co. 


as a sales representative. 


administration, will present a session 
on “Decision Rules for Inventory 
Control.” They will combine theo- 
retical quantitative analysis with 
practice in maintaining inventories 


under simulated business conditions. 


Thor Appoints Milton Slater 
Executive Assistant To President 


Milton E. Slater was appointed execu- 
tive assistance to President Neil C. 
Hurley, Jr., of Thor Power Tool Co. 

Mr. Slater will join Thor’s execu- 
tive management staff in general cor- 
porate administration of all Thor 
divisions and subsidiaries and in all 
areas of product development, sales 
and production. 

Mr. Slater joined Thor in 1948 as 
electric tool service engineer in Mil- 
waukee. He aided in the development 
of popularly priced electric tools for 
the farm market and established a 
network of distribution through Thor 
field staffs. 

He is currently supervising a Thor 
exhibit in Cairo, Egypt. 
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Bis the word for... 


(CEND MILLS 


Super Tool’s End Mills are specifically manu- 
factured to meet the highest standards of 
quality workmanship and rugged, long-lasting 
performance. 


Super carries a complete line of solid Carbide 
and Carbide tipped mills with 2, 3, or 4 flutes, 
straight or tapered shanks. Each End Mill 
is selected for the best possible performance 
on all materials. 


Super Shear End Mills feature Carbide 
tips that run uniformly the full length 
of each high helix angle flute. This de- 
sign assures cleaner, smoother cutting 
action and in turn, requires up to 25% 
less machine power. 


Super Tool stocks a complete line of 
End Mills, or, they will make them to 
your specifications. The last word... 
for the finest performance on your 
milling operation . .. is SUPER 
TOOL! BACKED BY PROVEN 
PERFORMANCE IN THE 
FIELD! 


SUPER .. . THE TOOLS THAT TESTIFY 
IN THEIR OWN BEHALF... BY GiV- 
ING LONGER LIFE AND PRODUCING 
AT LOWER COST. 


TOOL COMPANY SUPER TOOL COMPANY 


Division of Van Norman Ind., Inc 
a MMA First & Bridge Sts. Elks Rapids, Michigan ay 





help reduce costs... 


SELL 
BETTER 


for steam lines 


IT PAYS 
TO SELL 


A Quality Stop 
Ya" through 3° sizes 
With or without 

lever handle 


One of the Complete 
HAYS LINE of 


Industrial Stops 
write for folder 103-9 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 


Garrett Supply Division Is Appointed A Distributor For Thor Power Tools 


i 


This demonstration session developed at Garrett Supply, Los Angeles, Division of 


Garrett Corp., a new southern California distributor for Thor Power Tools. 


Opera- 


tional features are explained by Bob Householder, Thor district sales manager, to 
Howard Settle, Thor service engineer, and Charlie Hubbs, Bob W aters, Garrett salesmen, 


Maddock & Company Officials Attend Morse Sales Meeting In Philadelphia 


Ralph W. McIntosh, left president of Maddock & Co., Philadelphia, and Carl J. 
Meister, center, assistant to the president of Maddock, look over the Morse Code, a 
document detailing many of Morses’ sales policies. Looking on is C. F. Duff, vice 
president, Morse Twist Drill & Machine Co., Div. of Van Norman Industries, Inc. 


Corning Appoints Stuart Pollack 
Eastern Sales Representative 


Stuart B. Pollack was appointed a 
field sales representative for Eastern 
sales district of Corning Glass Works’ 
Technical Product Division. 

Mr. Pollack, 


sale of industrial components in the 


who will handle the 


metropolitan New York-New Jersey 


area, has been with Corning since 


1945. For the past ten years he has 
neld sales, engineering and sales serv- 
ice assignments. 

Walter W. Siegfried was named 
works supervisor of Corning, N. Y., 
based personnel who are handling the 
development of new industrial com- 
ponents. 

He joined the firm in 1956. From 
1959, he was an Eastern district sales- 
man for technical products division. 
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INPUT DRUM 
ASSEMBLY 


FIELD COIL 


OUTPUT FIELD 
ASSEMBLY 


Get Stepless Adjustable Speed from AC Power 


Pp ne 
with }])YNAMAI|[, Fractional HP Ajusto-Spede" Drives 


Wherever infinite adjustment and accurate control of speeds are 
required, Eaton-Dynamatic Ajusto-Spede Drives offer a simple, low- 
cost solution to the problem—stepless adjustment from zero to full out- 
put speed, and accurate control of any speed within the speed range. 


The Dynamatic Ajusto-Spede Drive is an integral combination of 
AC constant speed induction motor, eddy-current coupling, and 
plug-in type single-tube electronic control. Torque developed in the 
motor is transmitted to the driven member by electro-magnetic attrac- 
tion; there is no mechanical contact between the driving and driven 
members. 


Dynamatic Ajusto-Spede Drives operate on standard 115/230 volt, 
single phase, 60 cycle or 220/440 volt, 3 phase, 60 cycle alternating 
current—no special power source is required, Sizes are 4, 2, and % 
horsepower at 1600 RPM; 1/2, 94, and 1 horsepower at 3200 RPM. 


With standard, special, or remotely mounted transistorized control, Dynaraatic 
Ajusto-Spede Drives offer many worthwhile advantages not found in other 
methods of speed control. Send for illustrated descriptive literature. 





DYNAMATIC AJUSTO-SPEDE DRIVE WITH ELECTRI- 
CALLY OPERATED BRAKE. With the safety type friction 
brake, it is possible to achieve rapid deceleration and 
quick stop, thus providing fast cycling operation. 


DYNAMATIC AJUSTO-SPEDE DRIVE WITH INTEGRAL 
SPEED REDUCER. Because of the variety of gear ratios 
available in the reducer, this compact assembly is 
adaptable to a wide range of slow speed applications. 





DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3122 FOURTEENTH AVENUE © KENOSHA, WISCONSIN 


ORIGINATORS OF EDDY-CURRENT SPEED CONTROL EQUIPMENT 
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Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 
Ye" to 12” Standard and Extra 


Strong Weights, Black Grode 
“~~ 


’”" tol “”a"Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode*B” Galvanized, Cold 
Drown in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fbsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 


300 
275 


New Order Index Of Industrial Supplies & Machinery Up 2.8% In February 


FRE SEASONALLY ADJUSTED INDEX 
IMOUSTRIAL PRODUCTION 


MANUFACTURES DURABLE 
war 08 + 


Prepered by Amencon Supply & MoxRinery Moniactwers Assoc aten Inc 


SEASONALLY ADJUSTEO NEW ORDER INDEX 


I a a 
SPMAMITASON DS FMAMISAS ONO FP MAMI ASOND J FMAMIJASONDS FMAMIJASOND IF MAMIJASOND 


1956 1957 1958 


1959 1960 1961 


The index of new orders placed by distributors with suppliers rose sharply in 
February, 2.8%, or five points to 181, according to the American Supply & 
Machinery Mfr’s. Association. This is a reverse of the recent downward trend. 


Chem Seal Corp. Plans 
To Add 250 Distributors 


Chem Seal Corp., Los Angeles Based 
manufacturer, plans to add 250 dis- 
tributors to its national sales organi- 
zation during the first half of 1961, 
to handle the firm’s line of poly- 


| haven’t seen the 
Mr. D. movie yet, 
have you? 


sulfide and epoxy products for in- 
dustrial and construction uses, ac- 
cording to Carl G. Uppman, vice 
president and general sales manager. 
According to Mr. Uppman, the ex- 
pansion program is aimed at blanket- 
ing all 50 states with a full comple- 
ment of distributor-dealer outlets. 
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Earl R. Waddell & Sons Moves Into New Office-Warehouse In Fort Worth 


. » YOUR RIGID 
a PIPELINE 
=a CONNECTIONS 


Standard 
ALLFLEX MNH 


flexible pipe 
connectors 
FROM STOCK 

in STAINLESS STEEL 


New office and warehouse of Earl R. Waddell & Sons, has 12,000 sq. ft. of floor space. : MONEL i BRONZE 








solve your pipeline 


Earl R. Waddell & Sons, Fort Worth Kansas, Arkansas and _ northern J 
flexation problem! 


manufacturers’ representative firm, Louisiana. The firm handles ma- 
recently moved into a new $125,000 chine and cutting tools and materials write, wire, phone today 
office-warehouse at 3601 East handling products. f 

aed or your Allflex Datalo 
Vickery Blvd. The 12,000 sq. ft. dis- The Waddell company was estab- y © 6 
tribution center is located in a new lished in 1924. Partners in the firm 
industrial section in east Fort Worth. are Earl R. Waddell, Earl R. Waddell, 


. i . - ~ le . . . 7 
It is now open for business. Jr., and Lloyd S. Waddell. Including 7m $702 Viet Sweet 


The firm sells to recognized indus- _ the partners, the firm has five outside Long Island City 1, N. Y. 
STillwell 4-5173 


18] 


JL LLIED METAL HOSE CO 





trial distributors throughout Texas, salesmen, and five clerks and ware- 
Oklahoma, New Mexico, southern housemen. 


Yes...and 
you can borrow 
the film from SPS— 
Booths 451 and 453, 


Triple Industrial 


Supply 
Convention. 


( 


ia 


SPEED REDUCERS 


of worm 
ntal 


gear vertical 


speed reducers 


and double reduction 


32 


64:1 for 


1/30 to over ll h.p 


STOCK GEARS 


input 


mplete line of stock gears: Spur 
Gears and Pinions. Miter, Bevel 
and Worm Gears. Custom 


Gears 


SPROCKETS AND CHAINS 
Cut cast iron and steel stock 
and custom sprockets— 

light 


or 
duty 


FLEXIBLE COUPLINGS 


uv 
to 500 h.r 
100 rpm 


heavy 


Central Supply Association Sponsors Its First Sales Development Institute 


Robert Pierson, vice president-marketing of Rheem’s Home Products Division ex- 


plains an approach to quantitative measures of a salesman’s performance, at CS 


*s first 


sales development institute, the 14th school held by CSA in the past four year period. 


Problem solving session was held for member sales managers. From left, Ralph Bell, 
Richmond Supply Co., Richmond, Ind.; Fred Daunt, A. P. Engelhart Co., Flint; Robert 
Cowden, N. O. Nelson Co., Pueblo, Colo.; and Edward Brubaker, Inland Supply Co. 


Central Supply Association sponsored 
its first Sales Development Institute 
for plumbing and heating distributor 
sales managers recently. The week- 
long meeting, attended by 26 CSA 
members, sparked thought on new 
ideas for sales management and 
training. 

CSA 
secretary, pointed out that “CS 


ssistant 
A tries 
about 


Durward Humes, 


to promote new ideas sales 


management. We don’t tell a man 
how he should manage his salesmen, 
but we do try to start him thinking 
about how to improve his sales man- 
agement. We promote thought, not 
grind out lectures.” 

Informal workshop sessions and 
small discussion groups played a 
major role at SDI, held at Hotel 
Highland Park, 


early each morning 


Moraine, Illinois. 


Work 


started 


with a brief talk and conversation 
starter on some phase of sales man- 
agement; what the sales manager is; 
how to run sales meetings; evaluating 
what 


makes a salesman tick and similar 


and supervising salesmen; 
subjects. 

Workshops following every lecture 
session gave all members a chance to 
hash out new ideas and talk about 
how those ideas might apply to each 
man’s firm. Workshops generally ran 
overtime when members became in- 
volved personally in talking about the 
pros and cons of new ideas. 

The CSA staff presented practical 
problems for members to solve during 
workshop sessions. These problems 
required thought on such subjects as 
analyzing customers in terms of 
their value to distributor salesmen; 
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WE’RE TAKING 
THE WRAPS OFF 


STARTING NOW... 


| 


UTICA 
ELECTRONIC | 
PLIER OF THE 
MONTH 
PROGRAM 


ACTUAL SIZE 


Now available on a tool-of-the-month basis is a new Tools are finely finished, produced to the highest 
series of Utica pliers. These pliers, never before standards of Utica quality, thoroughly market tested 
offered on an industry-wide basis, were developed and backed by Utica’s famous full guarantee. Your 
especially for difficult and all-purpose jobs in elec- Utica Distributor will be calling on you soon to discuss 
tronic wiring, assembly and sub-assembly. the new program. 


UTICA 265-5 TOOL FOR MONTHS MAY AND JUNE. 


Electronic Wiring Plier with cutter designed to snap-cut, loop or twist solid or stranded 
wire. Ideal for printed circuit or subassembly work. Like all Utica electronic pliers, edges 
will not cut or mark wire and are electronically induction hardened for greater wear. 
Handles are prime coated and dipped in heavy plastisol for contour fit—maximum 
comfort—minimum fatigue. 


UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 


UTICA 


May 1961 301 
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YOUR BEST 
PERFORMERS 


NEW PROCESS 
HAND TAPS 


* Accuracy and Dependability in the 


Hand Tap family join the list of star 
performers in the NEW PROCESS 
line! You'll want to see our new 
group of hand taps and fractional 
hand taps . . . available in Taper, 
Plug, Bottoming and Sets. 

They come from an industry approved 
line that assures you of accurate and 
dependable results . . . always. 

To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to Sales Manager at the 
address below. 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 








planning a sales promotion for items 
offered at reduced price; what parts 
of a sales manager’s job take up most 
of his time; responsibilities of a sales 
manager; evaluating salesmen; and 
self-evaluation for sales managers. 

CSA handed out a complete sales 
training kit, intended to be taken 
home by members where they would 
lead training sessions for their own 
personnel. The kit contained enough 
material for five sessions: Planning 
Your Sales Report; Approaching 
Customers; Making The Sales Pres- 
entation; Closing The Sales; and 
Selling Your Services. 

CSA also presented a problem for 
sales managers to take home with 
them: evaluating one of their own 
salesmen, finding out where his 
weaknesses lie, and helping him over- 
CSA asked 
each sales manager to mail the re- 
sults of this assignment (minus 
names) back to CSA headquarters. 
CSA will evaluate the replies and try 
to help sales managers determine 
why they did or did not succeed in 
eliminating 
pointed out by the study. 


come those weaknesses. 


salesmen’s weaknesses 


G. C. Wall 


Allen Mfg. Appoints Wall 
San Francisco Representative 


G. C. Wall was appointed field sales 
representative in the San Francisco 
area for the Allen Mfg Co. 

Mr. Wall’s territory will include 
San Francisco and the northern 
Pacific coast area. 

Prior to joining Allen, he was 
associated with Machinists’ Tool & 
Supply, Los Angeles, 19 years. 





Jacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 


most accurate 
chucks to 


AMERICAN MACHINIST 

MACHINERY 

TOOL and MANUFACTURING ENGINEER 
TOOLING and PRODUCTION 
PRODUCTION 

MILL & FACTORY 

CANADIAN MACHINERY 

WESTERN MACHINERY & STEEL WORLD 
PURCHASING 

IRON AGE 

BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 
MACHINE & TOOL BLUE BOOK 
METLFAX 


PLUS ... continuous support for our distrib- 
utors through— 


* New Products 

* Helpful Advertising 

* Smart Promotional Material 

You can depend upon Jacobs to help 


you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND GRIP... 


When you buy new tools 
or rebuild old ones 


INDUSTRIAL TEAMWORK 


Precisely the point where the tool does Your industrial supply distributor knows 
its work. your business. He is always ready to fill 
your needs quickly and economically.When 
you need chucks you can depend on this 
industrial team—Jacobs and your Jacobs 


Precisely the point where the accuracy industrial supply distributor. 
and grip of Jacobs Chucks reduce tool 


breakage, downtime and rejects. 


Precisely the point where profits are 
made and lost. 


This is precisely the point, start up front 
with Jacobs. 


Finest machinists everywhere know the 

Jacobs Plain Bearing Chuck as standard 

equipment for portable power tools. They 

know it for precision accuracy and powerful 

grip...the most widely used chuck in THE JACOBS MANUFACTURING COMPANY, 
the world. WEST HARTFORD, CONNECTICUT 


May 196! 
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Heart Of America Hardware Club Elects New Officers For The Coming Year 


At a recent meeting in Kansas City, the Heart of America Hardware Club elected new 
officers for the coming year. Those elected were (Il to r), George F. Clarke, Diamond 
Tool & Horseshoe Co., president; George E. McMahon, Fayette R. Plumb, Inc., vice 
president; Richard S. Hodges, C. Gray Hodges & Co., secretary; and Gerald A. Hill, 
Clemson Bros. Inc., treasurer. The Club’s Annual Golf Party will be held June 2nd. 


Valdura Holds Plant Training Sessions To Acquaint Distributors With Lines 





a new line of 
air-operated 
hydraulic presses 


RING UP SALES ON THESE FOUR MODELS: 


> 25 tons for general pressing and 
production work. 


> 50 tONS for assembling, straighten- 
ing, and bending in minimum time. 


) 75tons for handling heavy-duty 
press jobs quickly and easily. 


150 TONS meets the need for extra- 
heavy press work in heavy industry. 


CHECK THESE IMPORTANT DAKE FEATURES: 
Rapid Ram Approach—automatically 
changes to power stroke when it con- 
tacts the work. 

Extra Long Stroke— handles 
pressing jobs more easily. 
Movable Workhead— self-contained, 
easy to center over work. Workhead 
can be purchased separately. 
Modern Design—all operating con- 
trols at convenient working height. 


Write for Bulletin 350-A 
DAKE CORPORATION 


631 Robbins Read 
Grand Haven, Michigan 


long 





Distributor salesmen receive basic information on paint and Valdura’s heavy duty 
maintenance paints during a three day session at Valdura’s plant in Kankakee, Illinois. 


To acquaint a group of distributor 
salesmen with the Valdura heavy 
duty maintenance paints that their 
firms handle, meetings were held re- 
cently in Kankakee, Illinois, by Val- 
dura Div. of American-Marietta Co. 

Basic information was given to the 
men concerning paint in general and 
each product in the line was dis- 
cussed thoroughly, according to the 
firm. Special emphasis was placed 
on product application. 

The 


brush and spray. Previously prepared 
pray ' 


products were applied by 


panels showing complete systems 
were exhibited and discussed. 
The sessions were conducted by 


Al Wendt, Bob Jake 


Franklin. In addresses 


Doyle and 
addition, 
were given by James A. Stansbury, 


Valdura_ general sales 
Lloyd Owen, 


and Oliver Manter, technical service 


manager ; 
technical director; 
manager. 

Among those attending are (seated 
| to r): Emery Artz, Kendall Mill 
Supply, Battle Creek, Michigan; Verl 
Millbaurer, Painters Supply, Jackson, 
Michigan; Harold Tellin, 
Supply, lowa City; Len Feuerhelm, 
Cedar Rapids Mill Supply, Cedar 
Rapids, lowa. 


Copen 


Standing are Oliver Manter, Lloyd 
Donald Garrett 
Supply, Los Angeles; James Green, 
Keith Sinclair, _Nashville, 
Bruce Augustine, F. R. Dengle, Mil- 
Bruce Woody, Canton- 
Buffalo, New York and 
James Stansbury. 


Owen: Anderson, 
Tenn. ; 
waukee; 


Hendler, 
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A PROVEN sucess ¥ UR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Series “23” 
FAIRBANKS “LOCKWELD” CASTERS 
Without A King-Pin 
Give You An Exclusive Door Opener 


You will ring-up steady repeat 
caster sales by making the “LOCK- 
WELD” Steel Casters your sales 
leader this month. Two patented 
construction features provide an 
exclusive sales presentation for you: 
Unique “LOCKWELD” construc- 
tion has eliminated the king-pin, 
the major cause of caster failures; 
spherical leg design disperses shocks 
and overloads over a greater portion 
of ball race. Combined, these two 
features, available in both single 
and double ball race swivel casters, 
give you an outstanding, proven, 
sales leader and your customers 
stronger, easier swiveling, longer 
lasting casters. 


The “LOCKWELD” Casters are but 
part of Fairbanks line of industrial 
casters and wheels made to give 
your customers easier and more eco- 
nomical materials handling and 
satisfaction that will bring them 
back to you. 


BUILDING 


UP 


BUSINESS 
AND 
PROFITS 
YEAR 


AFTER YEAR 


ericeriici 


Fig. 0832 


Greatest Name in Unions — 
Build Sales And Profits For You 


Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 

Two bronze to bronze seats ground 

to a true ball and socket joint — 

Practically indestructible malle- 

able iron bodies — 

Drip tight joints made time and 

again without jamming — 

Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
your business on a solid foundation 
by making Dart Unions your Sales 
Leader this month. 


BRANCH OFFICES 


THE 
+ ~ 
Telia efels) 4 L 
COMPANY 
EXECUTIVE OFFICE 
V t | i te ° ‘ i Whee FACTORIES 


iT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 





Ne OW. . big machine quality 


in an economy priced compact 
band saw 


SAW SPECIALISTS SINCE 1925 Wolds 


Use it as an upright 
band saw. 


Use it as a horizonta! 
cut-off machine. 


. : ' I. 


ine ew wen MODEL 300 


METAL CUTTING BAND SAW 


Would you like to make your metal cut-off jobs easier and more 
efficient? Would you like to be able to cut angles, slots, notches 
and bevels in the same machine? 

You can do all of this with the new economical-to-buy and 
economical-to-use Wells Model 300 Metal Cutting Band Saw. 

The Wells Model 300 gives you big 3%” x 6” rectangular 
capacity—up to 314” diameter on rounds. It gives you three 
selective speeds, 54, 100 and 190 feet per minute, to handle a 
variety of metals efficiently. It features a positive screw action 
vise, gravity feed and automatic shut-off for horizontal cut-off 
work. The frame is exceptionally rigid. The entire unit is well 
guarded and the blade can be changed without removing a guard, 

The Wells Model 300 provides exceptional value for the smaller 
shop or for utility work in the larger shop. It is priced remarkably 
low for such a well-built, well-performing unit. Ask your Wellsaw 
Representative for full details or write for Bulletin No. 230. 


The Wells MODEL 300 
Becomes Completely Mobile 
With Wheels and Handle 


An optional wheels and 
handle unit makes it easy 

to move the Model 300 to the 
job to save time and money. 


Weta saws, 


WELLS MANUFACTURING CORPORATION 
606 Adams St., Three Rivers, Michigan 





Stephen K. Hawkins 


Flexible Tubing Corp. Sets-Up 
Ten-Man Advisory Council 


A ten-man Industrial Distributor 
Advisory Council was formed by 
Flexible Tubing Corp. The board will 
serve as liaison between the firm’s 65 
industrial distributors and its sales 
management team. 

According to the Guilford, Conn., 
firm, Stephen K. Hawkins, national 
sales manager-general products, 
started the council to strengthen the 
link between the industrial distributor 
and the company. “What was lacking 
was some feed-back on an organized 
basis,” he said. 

Company sales are broken into 
eight sales regions and at least one 
council member was selected from 
each region. 

“Most of the work of the new group 
will be carried out by mail because of 
the distance covered,” Mr. Hawkins 
said. Each council member is ex- 
pected to express his opinions on 
potential new products, selling mar- 
kets, literature and selling policies of 
the company. 

Present members of the council 
are: R. R. Bader, Affiliated Engineer- 
ing Equipment, Ltd., Montreal, Que- 
bec, Canada; Roy G. Douglas, H. N. 
Cook Belting Company, San Fran- 
cisco, California; P. T. Horn, 
Federal-Bryant Machinery Company, 
Chicago 44, Illinois; W. G. Archer, 
Fulton Supply Company, S. W., 
Atlanta, Georgia; S. K. Durfee, L. A. 
Rubber & Asbestos Works, Inc., Los 
Angeles, California; John O. Dozier, 
Oberjuerge Rubber Distributing Co., 
Inc., St. Louis 2, Missouri; George J. 
Wade, The Philpott Rubber Com- 
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Day-Glo has little in common with standard safety 
paints. This paint is fluorescent, with a brightness 
up to four times greater than ordinary safety paints. 
Applied to plant hazards and equipment, it shouts 
its warning on first sight, and up to four times further 
and faster. 

The applications illustrated above are just a few of 
the many ways in which Switzer Day-Glo is now 
being used in plants throughout the world. It’s easy 
to see why Day-Glo is needed in every plant where 
you call. 


There are five brilliant colors, for indoor or outdoor 








= 
= 


< 


SWITZER BROTHERS, INC. Dept. 1D-460 


Industrial Finishes Division 


4732 St. Clair Avenue « Cleveland 3, Ohio 


Please send me complete product and sales information on 
Day-Glo Industrial Safety Paint 


Name Title 
Company 
Address 


City Zone State 


() Send full information C) Have representative call 





use, brush or spray application. For information on Sales offices: New York, Chicago, Los Angeles and Berkeley, California 
this profitable, selective-distribution line use the 


coupon today. 


Day-Glo is a registered trademark of Switzer Brothers, 
Inc., originators of daylight fluorescent colors. 





Another good reason for Confidence in a growing America 
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YOUR FUTURE RIDES HIGH ON THIS CURVE! 


GET READY FOR AN UPSWING! 
MORE RESEARCH—We’re now spending $12 


If you’re uncertain about what lies 
ahead, take a good look at the white 
line. It represents America’s past 
production rate and economists’ es- 
timates of future production, with 
the peaks and valleys smoothed out. 
Over the long pull the curve keeps 
rising. 

In fact, American production more 
than doubles every 20 years. 

You can expect even faster growth 
during the Sixties. Because at the 
present rate, the $12 billion a year 
we’re spending on research and de- 
velopment may well reach $22 billion 
by 1971. The outpouring of new prod- 
ucts and processes will be in pro- 
portion. Research is the fountain- 
head of progress. Ready now are 
such innovations as foods preserved 


308 


by radiation, cleaning with sound 
waves, machines that can translate 
foreign languages, and solid radio 
sets without wires. And many more 
are on the way. 

Judging by past experience, two 
million more businesses will be es- 
tablished to make and distribute our 
growing production during the next 
25 years. Whole industries will 
emerge to turn out the new products 
that are coming from the laborato- 
ries. America has a brilliant future 
but to realize it fully, we must all 

work together for the 
common good. 


FREE~— Write for illustrated 
booklet, ‘‘The Promise of 
Ame rica.”’ Boz 10, Ne Ww 
York 18, j 


billion a year—and that’s expected to double 

during tl xties! 

MORE INCOME—Today’s $6500 average per 

family represents an all-time high! 

MORE SAVINGS—Now at the highest level ever 
net savings of individuals exceed $375 billion! 

MORE JOBS—Despite unemployment there are 

15 million more jobs than in 1939—will be 22 

million more by 1975! 

MORE EDUCATION—By 1970 we'll have 20 

million more high school graduates than today, 

and 3 million more college graduates. They'll 

earn more, live better! 

MORE LEISURE—40 million Americans get paid 

vacations and there are 16 million people over 

65, many of them with retirement income to 

spend! 

MORE MARKETS—U.S. exports, plus output on 

U.S.-owned plants overseas, already account 

for over $50 billion in sales! 

MORE NEEDS—Schools, hospitals, 

highways, homes—we need billions 

in improvements right now, and 7 ; 

the need keeps growing! _ 
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pany, Cleveland, Ohio; Mr. E. M. 
Mateer, Southern Rubber Company, 
Inc., Greensboro, North Carolina; 
L. C. Price, Stockwell Rubber Com- 
pany, Philadelphia, Pennsylvania; A. 
G. Tackaberry, A. G. Tackaberry 


Company, Houston, Texas. 








Paul M. Jarabek 


Walworth Appoints Jarabek 
Manager, Plastic Valve & Fittings 


Paul M. Jarabek was appointed 
manager of the newly formed plastic 
(PVC) valve & fitting division, Wal- 
worth Co. 

Mr. Jarabek has been a salesman 
with Walworth for five years. He will 
be responsible for the coordination 
of promotional and sales activities 
relating to PVC valves and fittings. 

Prior to joining Walworth, he was 


with Ceco Steel Products Corp. 


Electronic Agents Meet: 
Urge Liason With Distributors 


Some 300 members turned out to the 
2nd annual convention of the Elec- 
tronic Representatives Association at 
the Ambassador Hotel in Los Angeles 
Feb. }. 1. 

Theme of the conference was “Grow- 
ing,” and it included a call for in- 
creased liaison with the National 
Electronic Distributors Association 
and other distributor groups. It was 
pointed out that ERA last year spon- 
sored a half dozen joint seminars in 
various areas of the country and that 
these had been well attended by dis- 
tributors. 

Wally Shulan, president of Wally 
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Complete 
CAMPBELL 
CHAIN plants 
cover the 
country... 


to give you faster 
service and delivery! 


PENNSYLVANIA 
IOWA 
CALIFORNIA 


Yes, Campbell Chain has com- 
plete manufacturing facilities all 
across the country—in the East, 
the Mid-West and the Far West. 
This means money-saving, time- 
saving convenience for local 
industrial, commercial and auto- 
motive buyers—without the 
problems of delay in shipment. 
Backing up these three factories 
are Campbell warehouses with 
full stocks of all chain types 
and grades. It’s a coast-to-coast 
network that assures the service 
and delivery you want—and need! 





CAMPBELL CHAIN 
COMPANY 






3 FACTORIES: York, Pa.; West 
Burlington, lowa; Union City, Calif, 
WAREHOUSES: Medford, Mass.; 
Atlanta, Ga.; Dallas, Texas; Chicago, lll.; 
Portland, Ore.; Seattle, Wash.; Los 
Angeles, Calif. 











“IDEAL” 


BANDSAW WELDERS 
For High Speed Steel 





Model BAS-3, Electric Flash Welder For 
ing Controls. For Ye" to 296" Wide Bands, 
It's quicker, more economical and 
more convenient to make band 
tools from your own coil stock on 
these precision-built welders. Seven 
models for carbon steel, nickel 
chrome and high speed steels. For 
bands from Ye” *o 6” in width. 
Shear attachment for cutting true 
90° butt ends in bands and grind- 
ing wheel for dressing welded joint 

optional. 


“BEXOR” Bandsaw Blades 





Top Quality. Favorable Price. Better 
Profit Margin. In 100’ and 250’ 
coils. 





HACKSAW BLADES 
Hand sizes in tungsten alloy and 
high speed steel. Light and heavy 
power in high speed steel. 


DISTRIBUTORS WANTED 


Write for literature and complete informa- 
tion today to 


E. R. SAMSEY & CO. 


TOLEDO 14, OHIO 











Shulan Co., Jersey City, N. J. was 
re-elected president of ERA at the 
Los Angeles conclave. 

Larry Harriss, president of L. A. 
Harriss Co., San Mateo, Calif., was 
named chairman of the board, suc- 
ceeding Charles N. Hoemig of 
Hoemig Sales Co., Fort Wayne, Ind. 
Other officers named were: Grant 
Shaffer of Detroit, secretary; and 
Harry Halinton, Chicago, was re- 
elected treasurer. 

District vice-presidents elected were: 
Kenneth E. Hughes, Union City, 
N. J., Eastern district; R. Edward 
Stemm, Chicago, Central district; 
J. Robert Natoli, Dallas, Western dis- 
trict; William C. Weber, Jr., Chicago, 
was re-elected to the paid post of 
national executive director. 

New chairmen of ERA’s four trade 
divisions are: Grady Duckett, At- 
lanta, Distributor district; Norman 
Marshank, Los Angeles, Audio dis- 
trict; Walter Roth, Hartsdale, N. Y., 
Industrial Components district ; Frank 
Waterfall, Chicago (re-elected), In- 
strument district. 

The Association’s Award of Excel- 
lence in Sales Management for 1960 
was presented to E. Bachorik of 
Allied Controls Co., New York. 
Speakers at the Los Angeles meeting 
included: Tyler MacDonald, account 
executive, Hixon Jorgenson advertis- 
ing agency, “Advertising for the 
Representatives”; W. F. 
Service 


Glavin, 
“Practical 
Jack Schwartz, 


Bureau Corp., 


Data Processing”; 
Los Angeles rep, “How to Increase 
Sales by Telephone”; Dr. Thomas 
Gordon, UCLA psychologist, “Mak- 
ing Effective Decisions”; Dr. Frank- 
lin W. Gilchrist, USC professor of 
marketing and vice president of 
Psychological Services, Inc., “You 
Can’t Tell a Sales Engiener By His 
Degrees”; Bob Ringer, sales consult- 
ant, “The Complete Salesman”; 
Harold Berlfein, public accountant, 
“Profii Sharing & Benefit plans”; 
Dr. Robert Tannenbaum, USLA pro- 
fessor of industrial relations, “Under- 


Your 


Your Personnel”; Jerry Frank, presi- 
j I 


standing Customers and 


dent Industrial Market Associates, 
“What Makes a Line Really Profit- 
and Dr. Floyd Corbin, “The 


Masculine Viewpoint.” 


able”; 





why you should 


see Unimet Carbides 


at the Triple-Mill 


Convention 


ONE Unimet Carbides is the 


newest of the major suppliers 
in the carbide field. Unimet 
combines the youth and vigor 
of a young company with the 
sound experience it draws 
from its parent organization, 
the United-Greenfield Corpo- 
ration, It's the perfect combi- 
nation for better producer- 
distributor relationships. 


TWO Unimet is the carbide 


supplier that puts every item 
it manufactures through 45 
rigorous quality-control tests. 
Carbides from Unimet have 
to be better or they simply 
are not shipped. 


THREE Unimet's catalog 


has been called ‘‘easiest to 
use in the whole industry”. 
It gets orders for Unimet 
distributors. 


FOUR Unimet's promotion 


is outstanding. The exclusive 
Unimet ‘Performance Data 
File’’ is on the wanted list of 
every carbide buyer. Plenty 
of other distributor aids, too. 


For more profits from Carbides 
visit Bouth 611 at the 
Triple Industrial Supply Convention 
in Atlantic City 


UNIMET CARBIDES 


Division of United-Greenfield Corporation 
435 W. Ontario Street 
Chicago 10, Illinois 
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Third Material Handling institute Regional Show Held In San Francisco 


The San Francisco Cow Palace was the site of the Third Material Handling Institute 
regional show. More than 6,000 viewed the booths set up by 122 exhibitors at the show. 


There were 122 exhibitors displaying 
equipment performing handling and 
packaging operations at the Third 
Material Handling 
show in San Francisco’s Cow Palace. 
50,000 sq. ft. ex- 


hibit area were displays of powered 


Institute regional 


Spread over the 
monorail 


and hand industrial trucks; 


and conveyor systems: hoists and 


cranes; casters and racks; pallets and 


ALEXANDER 
BROTHERS 


1-B-WILLIAMS 
& wn 


E nea 


HOLYOKE BELTING 


SOMPAISS 


1868 


May 1961 


strapping equipment and other 
similar devices. 

In addition to the displays, a series 
of technical meetings were held, with 
separate sessions devoted to materials 
handling and packaging. Title of the 
show, “Profit Through Integrated 
Handling and Packaging,” indicated 
the overall connection of the two in 
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GRATON & KNIGHT 
COMPANY 


STEVENSON 
MFG. CO. 


DO YOU WANT TO SELL 
MORE DRILLS? 


This HUOT 
DRILL DISPENSER 


holds a large supply of drills 


n order! 


keeps them 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7 x 7 x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional drills 


Write for catalog pages and circulars 


HUOT MFG. COMPANY 
551 No. Wheeler St. * St. Paul 4, Minn. 


CHAS-A-SCHIEREN 
COMPANY 


WARREN BELTING 
COMPANY 


JOHNSON BELTING 
COMPANY 
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Manufacturers of over 100 Lubricating 
Dispensing Products for Industry 


e Forces feed Oilers e Welded Steel Bench Oilers 
e Adhesive Guns e Barrel Pumps and Suction Guns 


WELDED STEEL 
BENCH OILER 


¥§ to 1 pint capac- 
ity. Interchange- 
able rigid and 
flexible spouts 
from 4 in. to 12 in, 


CONTROLLED FEED 
PISTOL OILER 


6 oz. to 1 qt. capacity. 
Interchangeable 
spouts from 4 in. to 
24 in, 





PISTOL 
OILER 


From 4 oz. to 1 qt. 
capacity. Rigid 
and flexible spout. 











PLEWS OILER INC. | 





FORCE-FEED 
HANDLED OILER 


% pt. to 1 qt. ca- 
pacity. Detach- 
able rigid and 
flexible spouts (in- 
terchangeable). 
Rigid spouts up to 
60 inches long. 


701 South Seventh St. 
Minneapolis 15, Minn. 





Distributors Sell. . . 


ANGLE OR GLOBE 
No. 14—Single Seat—Pilot Stem 
Size 2" to 
No. 15—Balanced. Doubled Seated 
Size V2" to 12 


Float Valves 


BECAUSE they know repeat orders and 
good profit will follow— 


BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service— 
BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points. 

BECAUSE they know they can get 
prompt shipments as Keckley carries 
complete stocks not only of float 
Valves but Temperature Regulators, 
Pressure Regulators, Strainers, Safety 
and Relief Valves. 


Write for 46th Anniversary Catalog No. 58A 


eee 


C. 


3400 CLEVELAND ST., S 


Pressure Requialors Temperat R 


Reg 


KECKLEY COMPANY 


General Offices and Factory 
KOKIE, ILLINOIS 
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cost reduction and quality control. 
Robert F. 


manager of Hyster Co., and president 


Moody, general sales 


of the Materials Handling Institute, 
said the show is not aimed at any 
particular industry. “Industry is rac- 
the West. 
Western states are growing in popula- 


ing ahead throughout 
tion at twice the rate for the balance 
of the country. Industry in this area 
is vitally in need of the cost-cutting 
and increased production facilities 
assured by modern material handling 
and protective packaging systems.” 
Initiation of the regional show pro- 
gram in Boston, was done to make it 
conventient for men in prime indus- 
trial centers around the country to 
visit well-planned shows and see the 
newest developments in materials 
handling, without making long and 


costly trips to national expositions. 


Distributor Reactions 


the 
fav or- 


Reactions of distributors to 


show was mixed, but mostly 
able. Lewis Goldenson, San Leandro, 
Calif., branch manager for Yale & 
Towne, said that interest is high at 
the moment, and contacts made at 
this show should prove invaluable. 
Henry Hoffman of Baker & Hamil- 
ton, San Francisco, said that the show 
was extremely good. “We saw many 
existed 


things that we never knew 


before. Although we were not work- 
ing in the booths of manufacturers, 
we have already had calls for demon- 
strations. The contacts we have made 
should be most helpful.” 

On the other hand. Bob Daniels, 
manager of the Mardweel Division, 
Garrett Corp., San Francisco, said 
that manufacturers should make more 
use of local distributors in the show. 
“The work of carrying forth a sale 
after the show ends, falls to the local 
people. The manufacturers should 
take cognizance of this fact, and make 
sure their lines are identifiable with 
the local people. This is helpful obvi- 
ously both to the distributor and 
to the manufacturers themselves.” 
Daniels said, though, that they were 
able to make contacts at the show, 
and if more participation by the dis- 
tributor the show 
would be even more successful on a 


was achieved, 
local basis. 
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Paul R. Nagle 


W-K-M Appoints Paul Nagle 
Northeastern District Manager 
Paul R. Nagle was appointed North- 


eastern district manager for the 
W-K-M division, ACF Industries, Inc. 

Mr. Nagle will 
quarters at the ACF executive offices 
in New York. 

He was formerly with Andreason- 
W-K-M’s 
sentative, and prior to that, with 
Baash-Ross Tool Co., 
Mfg. Co. 


make his head- 


Lundberg, export repre- 


division Joy 


Hydro-Line Names Representatives 
In Texas and Louisiana 


Leo J. Schindler Co., Inc., Dallas. was 
Hydro-Line Mfg. Co.’s 
representative in Texas. At the same 


time Edwards Engineering Co., New 


appointed 


Orleans, was appointed Hydro-Line’s 


new distributor in Louisiana and 
southern Mississippi. 
Both firms will engineer, sell and 
service all Hydro-Line products. 
Schindler Co. has offices in both 
Dallas and Houston. Edwards Corp. 


is at 715 Camp Street, New Orleans. 


Instant Snowless Streets 


Philadelphia is considering a pro- 
posal that would give parts of the city 
instant snowless streets, states Engi- 
News-Record, McGraw-Hill 


publication. The proposal would re- 


neering 


quire new construction of all large 


industrial, commercial apartments 
and hotel buildings to install radiant 
heating in sidewalks for automatic 
snow removal. 
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bench vise prices 


Tokes all the gaff 
workmen dish out. 


a | 


Finger-touch control 
of both screw and 
swivel. 


MILWAUKEE MECHANICS VISES 


... at lowest 
NEW 


DISTRIBUTORS 


IN KEY 
AREAS 


- ‘ 


— 1 
CAP THIS 


FINE 


| 


LINE 


+ 


MECHANICS 
VISES 


Effortless finger-tip control of both screw and 


swivel plus massive ruggedness ... . these are the 
wanted features of Milwaukee Mechanics Vises. 
Sell them to garages, service centers, industrial 
plants and home workshops .. . 


At left 
ig =) O]gelelel aslel: 
. wherever the ' 


accent is on precision performance and realistic 
rices. Full 160° swivel. Factory lubricated screw. 
rrated tool steel replaceable jaws. Three sizes: 
5”, 4” and 314” jaw widths. Write for data. 


MILWAUKEE Tool and Equipment Co. 
2773 S$. 29th St., Milwaukee 46, Wis. 
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ECONOMY “OSCAR’:, BLIND RIVETS 
JOIN THE WELL-KNOWN OLYMPIC 
) FAMILY OF FASTENERS! 


SCAR’ blind rivets save you fastener and labor dollars 
replacing screws, solid rivets — all other blind rivets. 


OFFER THESE ADVANTAGES: 


Low installed cost. 
Almost all existing blind rivet tools install “OSCAR” rivets. 


New, inexpensive Olympic ‘“‘Oscargun’’ or Olympic’s full line of 
fast, efficient power tools install “OSCARS” with maximum speed 


Oscar rivets have serrated stems for easier pulling, more uniform 
clinch and upset and positive gun grip. 


Break type stem is made to break clean, head of stem remains 
tightly in rivet body to seal against dirt and water. 


Oscar's precision manufacture assures uniform clinch and uni- 
form upset. This permits easy riveting of materials formerly un- 
suited for riveting. 


Manufactured in aluminum alloys and mild steel. 
Popular head styles available 


Also available Olympic’s revolutionary ‘‘Hit'’ and ‘‘Driv-tite’’ 
rivets — the blind drive pin rivets securely installed by a 
hammer blow. 


Automatically adjusts 
for variable thickness 


Positive clinch — 
maximum sheet pull-together 








Write now for complete details. 
Choice Jobber and Distributor openings available. 
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Paper Distributors Meet in New York, 
Hear Space Expert von Braun 
With a theme of “Profit with Paper,” 


the National Paper Trade Association 
recently held its 58th annual con- 
vention at the Waldorf-Astoria in 
New York City. 

Of particular interest to the 4,000 
attending was the address by 


EXTRA-LONG-LIFE ELEMENT éy oe N.P.T.A. President Floyd H. Back- 
DOUBLE-LIFE CLAD TIP + man at the general session when he 
’ outlined Association progress and 


Does the work of 101 reviewed programs being instituted 


I 
i 
' 
ir to promote the paper distributor- 


yet weighs but 2 ounces ee iineon 


wholesaler as the industry’s “number 


- easel iiadiiien tae Siealiin one paper salesman.” Mr. Backman 
ew uniqu ign i niet : . ' 
saniaieatinn plus liad ven steel is vice-president of the Stone & 
housing, insures a cool handle. MODEL 24S — Forsyth Co., Cambridge, Mass. 


A new development makes 4 Equipped with 4” XTRADUR iatlitinn itm taliaass ’ 
possible a poe tent copper TIP for extra long life. Solder Two other ses: oom anes ting at 
tip which gives long life under adheres to working surface only. tention from the distributors were 


the severe conditions brought 9 No drip or creep. “Paper Plus Planning Equals Profit,” 


mone ed hoy pomene o WRITE FOR CATALOG chaired by Ralph Schnitzer, Sr., presi- 


showing most complete line of dent, Magnolia Paper Co., Houston, 
Industrial Irons and Long-Life Clad Tips. and the “brass tack” workshop, with 


Robert L. McCormick, Sr., Oklahoma 


HEXACON ELECTRIC co. Paper Co., Oklahoma City, presiding. 


138 WEST CLAY AVENUE, ROSELLE PARK, N. J. At the annus! luncheon Dr 


SERVING INDUSTRY FOR A QUARTER OF A CENTURY Wernher von Braun, the missile 
expert, addressed the convention on 


“Why Must We Conquer Space?”. 
tH | G 4 p RO F | TS i, “ie ——. — oe 
= uaa “4 yf , eget a a pu 

ORDE R after ORD ER multi-billion-dollar space program. 


from FAST REPEAT SALES 


Townsend Appoints Kornman 

Vice President, General Manager 

H. C. Kornman was appointed vice 
president and general manager of the 
engineered fasteners division, Town- 


send Co. At the same time, P. F. 


Anti-Corrosive Z| NC-RICH Coating Barry was appointed sales manager. 


, ‘ Associated with Townsend since 
Drastically Cuts Maintenance Costs 1946, Mr. Kornman joined the firm 


as an industrial engineer and served 








DRYGALYV is easily applied by brush or spray — outlasts all 
other anti-corrosive materials. Composed of 95% metallic zinc, in various supervisory and executive 
DRYGALYV permanently protects iron and steel from the cor- positions for several Townsend Divi- 
rosive effects of weather and industrial fumes. DRYGALYV has sions. Moet recently he was assistant 
the same cathodic protection as galvanizing. Result: Perma- pieiar wae ee 
nent elimination of rust and corrosion; and years of cost-free 
repairs. 


general manager of the engineered 
fasteners division. 

DRYGALV OFFERS HIGH PROFITS TO DISTRIBUTORS Mr. Barry, with Townsend for 
—AND AUTOMATIC REPEAT SALES seven years, was most recently East- 
Write for Details ern district sales manager. 
AMERICAN SOLDER & FLUX co. Malcom Wilson, former plant engi- 
1901 WEST WILLARD STREET pmanmna ca, pa,| 2 Ellwood City, Pa., was ap- 


Soldering Fluxes ° Welding Compounds e Soldering Equipment ° Since 1910 pointed plant manage there. 
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Raymond A. Waterfield 


Page Belting Appoints Waterfield 
General Sales Manager 
Raymond A. 


pointed general sales manager, indus- 


Waterfield was ap- 


trial products, by Page Belting Co. 

Mr. Waterfield came to Page in 
1954 as manager of the packings 
division. Prior to that he was with 
International Packing Corp. and 
Graton & Knight Co. 


Brewing Up Strike 


A London shampoo plant using beer 
as its main raw material touched off 
a strike by trying to stop its women 
workers from dipping beer from pro- 
duction vats at tea time, Factory, 
McGraw-Hill 


The women returned to work only 


publication, reports. 


after management agreed to dispense 


free beer in the employee canteen. 


Salt Lake Hardware Appoints 
Richard L. Fuller 


Richard L. Fuller was named man- 
ager of steel sales for the Salt Lake 
Hardware Co., Salt Lake City, Utah, 


according to H. W. Russell, industrial 


Two-Stage Automatic 
Compressors 


* RANGE OF USES for air and 
water under pressure is increasing 
year by year. Assure yourself your 
share of this industrial growth by 
being a Champion distributor. 
Champion manufactures two lines 
of air compressors; Champion, from 
1, to 20 hp., single and two stage, 
many of which are equipped with the 
exclusive Oil Monitor which pre- 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 
compressor made to a price. 


Le 


Single-Stage 
Automatic Compressors 


Portable 
Compressors 


exclusive 
oil monitor 
prevents 


breakdowns 


Hi-Pressure Jet Rig Washers de- 


liver up. to 25 gpm. at 500 psi. 

<> They are widely used in canner- 

High Pressure Washers i¢S and food processing plants, 
oil extractive and automotive industries. 


WRITE FOR CATALOG 


HAM PION 


PNEUMATIC MACHINERY CO. 


810 Pleasant Avenue °* 


... StOps 


sales manager. 
Fore the past 21 years, he has been ; 
losses ! 


buyer and steel sales manager for 
Structural Steel & Forge Co. 


Troubled Peace 


Although 20 million man-days were 
lost during strikes in 1960, the gov- 
ernment calls last year one of the most 
peaceful in the post-war period, re- 





ports Factory. Princeton, Illinois 


May 196! 








HARRISBURG 


COUPLINGS 


FOR OIL DRILLING AND 
WHEREVER PIPE COUP- 
LINGS ARE USED Harrisburg 


Steel has been well-known for 
many years — well known for 
high quality seamless steel coup- 
lings — of strength and accuracy 
— with threads unexcelled in cor- 
rectness of form, height, angle 
and lead. 


Manufactured to A.P.I. specifica- 
tions, Harrisburg tubing and cas- 
ing couplings are under constant 
inspection for uniformity of qual- 
ity —- to bring to you a product 
which will meet the most critical 
requirements. 

FOR ALL TYPES OF COUPLINGS 


Specify Harrisburg. 


—_— 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 
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G. A. May 


Chicago Pneumatic Appoints May 
Chief Officer Of Allen Mfg. Co. 


G. A. May was appointed executive 
vice president and general manager 
of Allen Mfg. Co., subsidiary of 
Chicago Pneumatic Tool Co. 

He joined Chicago Pneumatic in 
1940 and was appointed assistant 
manager of the firm’s Utica plant in 
1951. He was named general man- 
ager of the company’s Oil Tool Divi- 
sion at Fort Worth in 1956. 

Mr. May replaces M. J. Mather. 


who resigned as chief officer of Allen. 


Hucksters Elect New Officers 
For The Coming Year 
New 


dustrial 


officers for the Hucksters, in- 


manufacturers’ representa- 
tives club of Chicago, were elected 
at a recent meeting of the members. 

Paul Boehne, Skil 


elected president; Phil Whittemore, 


Corp., was 
Cushman Chuck Co., vice president; 
Bob Rachlau, Nicholson File Co.. 
treasurer; and Dave Montgomery, 
Lufkin Rule Co., secretary. 

Chet Gaudian, Supreme Products 
Corp., was elected chairman of the 
New Members Committee. Others on 
the committee are John Gaudian, 
Armstrong Bros. Tool Co. and Bud 
Schlitt. Lufkin Rule Co. 

The golf committee is headed by 
Ed Fuller, Nicholson File Co. Assist- 
ing him are Bud Barlow of Jacobs 
Chuck Co. and Bud Schlitt of Lufkin. 

Russ Rasmussen, Lufkin Rule Co. 
and Bob Cloonan, Armstrong Bros. 
Tool Co. head up the entertainment 


committee. 





A Personal Message 


from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


SIMPLE =f DIVISION! 


Divide initial cost 
and your customers 


will see the extra 
advantages of Veelos 


If you divide the initial cost of a reel 
of Veelos v-belt by all the advan- 
tages it offers, it’s easy to prove that 
Veelos is priced right! 


Only genuine Veelos, the link v- 
belt, provides your customers with 
all the benefits that result in top 
economy. 


1. Show how maintenance costs are 
much lower because belt replace- 
ment man-hours are greatly re- 
duced. Veelos can be replaced in 
minutes instead of hours. 


. Show how inventory investment 
and storage space costs are cut. 
Just four reels of Veelos—O, A, 
B and C sizes—replace up to 316 
sizes of endless belts; can be 
stored in space 16 inches square. 


. Show how production loss and 
work spoilage is reduced because 
Veelos cuts machine vibration as 
much as 90%. 


. Show how first cost is really 
much less when broken down 
over much longer service time. 


These are just a few of the money- 
saving advantages your customers 
get with Veelos. When you show 
them how to divide the initial cost 
by all the plus values Veelos pro- 
vides, you’ll make extra sales—and 
friends! 


P.S. Let me send you a copy of our 


folder, ‘Selling Veelos Quality is as 
easy as + — X +.”’ It’s free. 


yEELOF 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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BARNES looks 
to the future... 
BY STRESSING 

QUALITY TODAY! 


Barnes quality pays dividends every time a Barnes blade bites into metal. 


Dividends to your customers in the form of smooth, clean cuts, longer blade life and less 
downtime for blade changes. 


Dividends to you in the form of lower sales costs, higher profits and a greater percentage 
of repeat business. 


Get the facts on the complete Barnes iine and Distributor Sales Policy at Booth No. 703. 
May 23, 1961 
Fourteenth Annual Conference Booth Program 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


Atlantic City, New Jersey 


W. oO. BARNES co., inc. 


1297 TERMINAL AVENUE © DETROIT 14, MICHIGAN 











BARNES 
BARNES BLADES 


BLADES 


SELL MORE...PROFIT MOR 


with the complete 


BARNES LINE 


BAND SAW 
BLADES 





POWER 
HACK SAW 
BLADES 





HAND 
HACK SAW 
BLADES 


FOR QUALITY, PROFITS AND CUSTOMER 
SATISFACTION, LOOK TO BARNES! 


w.o. BARNES co., inc. 


1297 TERMINAL AVENUE @e DETROIT 14, MICHIGAN 








Black Bros. Ltd. Holds Three Day Industrial Show in Vancouver, B. C. ager, “the reactions from our cus- 


tomers and potential customers, who 
attended the show were extremely 
gratifying.” 

Black sent three mailings to a list 
of 2,100 persons in the trade. 

The first letter said it had been 
decided to hold a show. The second 
was a reminder that it was coming up. 
The third was a personal invitation 
to attend, signed by R. E. Black, 
president of the firm. The response 
was most gratifying. 

One of the better features, accord- 
ing to Mr. Fyfe, was the spread of 
knowledge that the firm handled all 
types of industrial supplies. 

“You can tell them about these 
things,” Mr. Fyfe observed, “but it 
helps a lot when they can see your 
lines for themselves.” 

The industrial trade show was so 

Black Bros. salesmen manned some of the booths at the show. A great many of Black cccessfyl. according to the firm, that 
Bros. personnel were involved in organizing of firm’s first industrial show. , Migs 
it plans on repeating the event at two- 
More than 850 quality guests attended Canadian and American manufac- year intervals. 
the three day industrial trade show turers manned booths at the show. Mr. Fyfe said that turnover this 
held by Black Bros. Ltd., Vancouver, Many of the exhibits had actual year is running more than three per- 
British Columbia, in their offices and demonstrations going on. According cent ahead of last year, and last year 
warehouse at 1200 Hornby Street. to T. R. Fyfe, Black’s general man- was better than the year before. 








S$ AFETY IS YOUR “ASSISTANT” SALESMAN! 


PLUNGER TYPE | SAFETY CANS FLEX. HOSE ATTACHMENT LABORATORY 
(Seven sizes—1 Pint to 5 Gal.) For Type | Cans CANS 


Your customers know the danger in the flammable liquids and materials 
which they must use. The fine work of safety education programs, fire de- 
partments and insurance inspectors is showing the wisdom, and the economy, 
in the use of approved safety containers for these would-be “block busters”. 
All Justrite Safety Cans and Oily Waste Cans are approved by Underwriters’ 
Laboratories or Factory Mutual (Associated Factory Mutual Fire Insurance 
Companies); meet the requirements of Fire Departments and Insurance In- 
spectors; comply with applicable Federal Specifications. In the Justrite line, 
there's a wide range of types and sizes to meet your customers needs. 
Type || You'll find orders for Justrite easy to gather wherever Safety has led the way. 
SAFETY Complete catalog information on Justrite Safety Containers and Justrite 


CANS Safety Flashlights and Lanterns is available on request. OILY WASTE CANS 


(FIVE SIZES) 
Justrite Manufacturing Company e¢ Chicago 14, Illinois 
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HOLD-E-ZE 


THE ORIGINAL AUTOMATIC 


SCREWDRIVERS 


st 
in FEATURES , 


in QUALITY 4 | 
in VALUE 


Gripe 


For complete customer satis- 


faction, sell the feature- 


packed drivers that give 
BITS 
ARE 
HAND 
GROUND 


all purpose use—sell 


HOLD-E-ZEES 


/ 


FEATURES (exclusive) | 
include: LOK-BLOK, fa 
makes blade impact, A 
twist proof; GRIPPER 
recedes deep into 

handle; Special Bit, 
recognized as best 

for both cross 

point screws. 


QUALITY is o 
vanadium blade 


Tenite handlég 
to last ooh 


VALUE is unsurpassed 

Hold-E-Zees give full use 

Plus... yet cost no more 
than ordinary drivers. 


Pre-Sold by aggressive na- 
tional advertising and out- 
standing merchandising units. 


UPSON BROS., Tie 


ROCHESTER 14, N. Y 





To Help You Sell 





GRINDING 


Michigan 


Macklin Co., Jackson, 
Booklet on grinding and 
sharpening. 


STEEL—Lyon Metal Products, Inc., 
1 Plant Ave., Aurora, Ill—Catalog 
on complete line of steel equipment 
products for business, industry, insti- 
tutions, homes. 


FIRE SAFETY—tThe Fyr-Fyter Co., 
221 Crane St., Dayton, Ohio—Cata- 
log on portable type interior fire 
safey equipment. 


IDLERS—Brewer Machine & Gear 
Co., 1441-43 N. Second St., St. Louis, 
Mo. 


drive 


Catalog sheets on universal 


tensioner and bronze bushed 


idlers. 


DRILL BUSHINGS 


Bushing Co., 


ACE 
Inc., 5407 
Ave., Los Angeles, Calif. 


standard nomenclature and uniform 


Drill 
Fountain 


Catalog on 
symbol system for drill bushings. 


QUALIT) 
Zine Institute, 
Ave., New York 
protective zinc coatings on products 
hot dip galvanized after fabrication. 


CONTROL — American 


Inc., 292 Madison 


Manual governing 


CONTROLS 
8000 


Bowmar Instrument 
Bluffton Road, Fort 
Wayne, Indiana—Folder on control 


Corp., 


and indicating components and pack- 


ages. 


VOTORS 
Milwaukee 


motors. 


Allis-Chalmers Mfg. Co.., 


Bulletin on “Super-Seal” 


CLUTCHES—F ormsprag Co., 23601 
Hoover Rd., Warren, Mich.—Catalog 
on automatic centrifugal clutches and 
clutch couplings. Also: Catalog on 
holdback clutches to prevent runback 
or reverse travel of 


inclined con- 


veyors, etc. 


COMPOUNDS Services, 
Inc., P. O. Cleveland— 
Brochure on a moldable exothermic 


Foundry 


Box 8728, 


Now Condon 


ENGINEERING CO. 


SPECIALISTS IN SOLVING 
CONVEYING PROBLEMS FOR 
BULK OR PACKAGED PRODUCTS 


TR-12 SERIES 
Trough-Belt 


MOTO-BELT 
Lengths up to 80’ 


PARTS 
CONVEYOR 


Available with 
Wire Mesh Belts 


TYPE 32 
Bag Fiattener 


STEEP-GRADE 
Working Angles 
up to 60° 


New London also manufactures 
the Coal-Chuter, Cost-Cutter, 
and Material Mover conveyors 
as well as vertical lift, floor-to- 
floor, and vibration models. 
Write today for full information 
on all models. 


4 


NEW LONDON ENGINEERING co 


New London, Wisconsin 








anti-piping compound. 
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WEIGH-FEEDER Exact Weight 


age 541 East Town St., Colum- - Move SEMI-SOLIDS 


Bulletin on weigh-feeder 


for small capacity injection molding ar = fast and 
machines. “3 os 
ae ‘ smooth 


ake = : 6-inch 
CONTROL SYSTEM Diamond discharge 
Power Specialty Corp., Lancaster, oa 
Ohio — Bulletin on “Selectromatic” 


boiler cleaning control systems. 


LINK-V BELTS—Fort Worth Steel & 
Machinery Co.. Fort Worth. Texas— 


ae ae ee with VIKING ROTARY PUMPS 


Moving thick, viscous materials is routine work for this Viking Pump 

because it's made to do that job. Vikings are built to cut costs and 

VALVES Homestead Valve Mfg. do jobs better. For example, like the unit shown above . . . Tile miiliel als 
. + The is all bronze. 

Co., Coraopolis, Pa.—Bulletin on oR Age 4 8” suction and a 6” discharge. are appearing 

* It has a steam jacketed casing and head. in <i) leading 

: * It delivers a corrosive thick material of 350,000 S.S.U. viscosity, ” 

seats and seals to handle practically at 50 G.P.M. against 150 P.S.1. publications 

anv fluid. You may be surprised, surely you'll be pleased to learn how easily ; f 

Viking Pumps can handle semi-solids for you. to help you sell 


Send today for Catalog CMM VIKING PUMPS 
PULLEYS — Industrial Engineering 
Equipment { n ‘ a. “ee ith i VIKING PUMP COMPANY 


Davenport, lowa—Brochure on line 





ball valves in combinations of metals. 


of 5-. 20-, and 50-ton hydrauli Cedar Falls, lowe, U.S.A. Seo Oy Copeleg 
. In Canada, , ‘e Fil 
pulley pulle rs. It’s ‘‘Roto-King’’ Pumps SO Plant Engineer’s File 
YEARS 


INSULATIONS Johns - Manville 
Corp.. 22 East 40th St., New York 











Catalog on thermal insulations for 
commercial and industrial require- SPECIAL TOOLS. FOR SPECIAL JOBS 3) 





ments. 


vvrivppee_viche: veszy,, || NEW OFFSET RATCHET BIT SET SPEEDS CRAMPED 
Co., Crystal Lake, Il.—Bulletins on ASSEMBLY WORK 


air and hydraulic cylinders. ; 
r a - Combination of reversible, double-ended 
ratchet wrench and short bits fit where 
GRINDING WHEELS—Nesen Dia- most regular tools cannot—permits you 
ke ; — . to do difficult jobs quickly, easily. The | 
mond Tool Corp., 111 Lake Ave., bits are designed to hold securely even 
Tuckahoe. N. Y.—Catalogs on dress- for upside-down work. All parts are top 

. 2 - Pig quality tempered steel for long service, 
ing tools and diamond grinding hard use. 


wheels. The No. 27SG set has these nine bits, 
shown from left to right, to handle 
a 5p : almost any production fastener: 
GEARS—Perfect Gear and _ Instru- © atibh Reed eraeadiiver th 


ment Corp., 339 South Isis, Ingle- smallest through No. 9 sizes 
stock ¥%-in.-wide screwdriver blade 
S44 and ¥% in. hex keys 
precision I, II, and III gears and .050 and Me in. hex keys 
Ye and % in. hex keys 
Ya-in.-wide screwdriver blade 
ye 
tho. _— a oor Another special tool for a 
RIVETS—“Pop” Rivet Div., United ; ond MI Pan roblem job in industry by 
, Ps : J © % and He in. hex keys -D, the nation’s largest 
Shoe Machinery Corp., Shelton, Conn. (No. 27 set with four—No. 27SM with fve— maker of special tools for pro- 
—Bulletin on appplications for “Pop” assorted bits also available) fessional auto maintenance. 


rivets in the building industry. Watch for the solution to your problem 


WELDING—The McKay Company, K-f TOOLS °/ Making Hard Jobs Easy Since 1919 


1005 Lib Ave.. Pittsburgh — 
agg amet he teat K-D MANUFACTURING COMPANY 


Folder on welding electrcdes in three 
Lancaster, Pa. 


wood, Calif. — Catalog on 


precision instrument clamps. 








varied industries. 
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JACKSON 
ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< G3 ->—~< Since 1829 


The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 





COMPRESSORS 


are designed to sell! 





Quiet cushioned steel! 
valves 


Strong, light-weight 
Lynite connecting rods 


Balanced crankshaft 
with integral 
counterweights 


Oversize Timken roller 
bearings 


These are only a few of the reasons behind Quincy 
sales power. 

Stocking the 1960 “Q-LINE” means gaining new 
compressor customers . . . and because of QUINCY’S 
performance and reliability, those customers will be 
with you to stay! 


uincy QUINCY COMPRESSOR.CO. 


compressors Quincy, Illinois 





PUMPS—Kenett Corp., 320 Wash- 
ington St., Brookline, Mass.—Catalog 


on hydraulic and pneumatic pumps. 


VALVES—Koppers Co., Inc., 200 
Scott St., Baltimore—Brochure on 


mechanical goggle valves. 


GRINDERS — Michigan Tool Co., 
7171 E. MeNichols Rd., Detroit— 
Bulletin on deburring and chamfer- 


ing grinders. 


BUFFING MACHINES—Packer Ma- 
chine Co., 456 Center St., Meriden, 
Conn.—Folder on automatic polish- 
ing and buffing machines. Also: 
Catalog sheets on five types of auto- 


matic units. 


LATHES—Rivett Lathe & Grinder, 
Inc., Brighton 35, Boston—Bulletin 
on the “Rivett 60” series precision 
turret lathe. 


DRILL PRESS—Rockwell Mfg. Co., 
185 North Lexington Ave., Pittsburgh 
—Bulletin on radial drill press. 


VOTORS—Reliance Electric & Engi- 
neering Co., 24701 Euclid Ave., 
Cleveland — Bulletin on fractional 
horsepower duty master motor. 


KEY SEATER—Star Cutter Co., P. O. 
Box 376, 34500 Grand River Ave., 
Farmington, Mich.—Catalog on auto- 
matic-feed keyseater. 


RIVETS—Cherry Rivet Div., Town- 
send Co., Box 2157-Z, Santa Ana, 
Calif—Booklet on rivets. 


VALVES — Vacuum - Electronics 
Corp., Terminal Drive, Plainview, 
L. I, N. Y.—Bulletin on bellows- 
sealed, air-operated solenoid con- 
trolled valves. 


BLADES—Victory Carbide Saw & 
Tool Co., 1027-41 Anita Ave., An- 
tioch, Ill—Catalog on carbide tipped 
blades and tools. 


SCREWS — Standard Pressed Steel 
Co., Jenkintown, Pa.—Bulletin on 
socket head cap screws. Also: Bulletin 
on line of standard precision indus- 
trial fasteners. 


INDUSTRIAL DISTRIBUTION 





5 Sizes—10 Models 


Power 
Hacksaws 


Cut Cutting Costs 
JEFFERSON “601” 


Complete with 
motor, switch 
ready - to - go. 
F.0.B. factory 


ony $95 


Less motor only, $65.00 


No. 3CH WET CUT 
644” x 644” 

15° Vise, 

Controtied 

feed 


pressure 
40-170 tbs 


A rugged saw that cuts fast AND 
accurately. Automatic lift on return 
stroke saves blades. Other features 
include 2 speeds, automatic stop, 
foot lift to saw frame, Oilite bear- 
ings throughout, built-in coolant 
tank & pump, etc. 


Write for details, prices, discounts on KELLER 
Power Hacksaws and KELLER Die Filers TODAY 


KELLER DIVISION 


Sales Service Mig. Co. 


2361 University Ave., St. Paul 14G, Minnesota 





Literature 
on all the WSFiey 
Industrial . 
Uses of © 


\ 
’ | 
\ a esi | 
, a a es 
iJ.a2.162X 


METAL HOSE AND COMPONENTS 


© Corrugated—highly flexible 
@ Interlocked—ruggedly built 





Both handling liquids and gases 


@ Tar and Asphalt Hose Assemblies 

@ Ducting, Stainiess—for pressure and 
high temperature 

@ Aircraft, Missile, Rocket Components 


Write for details of specific applications 


U.S. FLEXIBLE TUBING CO. 


1223 MAIN STREET, BARTLETT, ILL. | 





SILICONES—Union Carbide Corp., 
270 Park Ave., New York—Booklet 


on silicones. 


DRIVES- T. B. Wood's Sons Co.. 
Chambersburg, Pa. 
ing-belt drives for mechanical power 


Catalog on tim- 


transmission. 


{1BRASIVES — The Carborundum 
Co., P.O. Box 337, Niagara Falls, 
N.Y.- 


masonry and concrete trade. 


Bulletin on abrasives for the 
Also: 
Brochures on abrasive belt machines 


for several other trades. 


FLOORS—A. C. Horn Co. Div., Sun 
Chemical Corp., 2133 85th St, N. 
Bergen, N.J.—Catalog on colored and 
natural floor hardeners, patching and 
resurfacing compounds, chemical re- 
sistant coatings, primers and epoxy 
Also: 


and slip resistant coatings. 


Catalog on “Clear Seal.” 

DRILLS — American Twist Drills, 
14301 West Chicago Blvd., Detroit 
Catalog on high speed steel, carbide 
tipped solid carbide, drills for hard 
steel and special twist drills. 


V ALV ES — American 


Ave., 


Valve Mfg. 
Co., 22 Bayview Manhasset, 
L.I.—Data Sheet on compact bronze 


gate valve. 


ABRASIV ES—Armour Alliance In- 
16123 N.E.., 


Alliance, Ohic—Brochure on water- 


dustries, Armour St., 


proof coated abrasives. 


FITTINGS—Crane Co., 300 Park 
Ave., New York, N.Y.—Catalog on 


valves and fittings. 


VOTORS—Century Electric Co., St. 
Mo.—Bulletin on 
horsepower vertical motors. 


integral 
Also: 
Bulletin on close coupled pump motor. 


Louis, 


CHAINS—Chain Belt Co., Milwaukee 
—Bulletin on “Rex” side bow roller 
Also: 


chains for conveyor curves. 
Bulletin on bucket elevators. 


BLENDING—Blackmer Pump Co., 
Grand Rapids, Mich.—Bulletin on 
“Vari-Flo” proportioners in continu- 
ous line blending. 











TAPS « DIES 
THREAD PLUG GAGES 


A COMPLETE SELECTION OF SIZES 





WE ALSO STOCK 


ACME & METRIC 


TAPS and DIES 


RING GAUGES 
SPECIAL REAMERS 
EXTRA LONG DRILLS 


SPECIAL TAPS ALSO MADE TO 
YOUR PRINT SPECIFICATIONS 
QUOTATIONS FURNISHED UPON REQUEST 





WRITE FOR SPECIAL TAP AND DIE 
PRICE LIST AND WALL CHART 
LISTING SIZES IN STOCK 


TOOL SUPPLY CO. 


Industrial Cutting Tools 
29-31 SOUTH DESPLAINES STREET 
CHICAGO 6, ILLINOIS 


All Phones: Financial 6-1195 








HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


( Standard & Double\ 

Extra Heavy 
UNIONS 

Available with 

screwed or socket 

weld ends. 3000- 

Ib. sizes /y” to 3”; 

\ 6000-lb. sizes Vg” 


78 
to 2”. a 














GASKETLESS 
CUP-ORIFICE 
UNIONS 


Choice of stainless 
orcarbon steel cup- 








type plate. 3000- 
Ih. service. 








(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


nae only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 











my 








\ service. yl 
Write for Catalog 60 


Showing the Complete Catawissa 
line of Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 


Catawissa, Penna. 








JOINING—Al1-State Welding Alloys 
Co., Inc., White Plains, N.Y.—Chart 
on welding, brazing and soldering 
alloys and fluxes are rapidly selected 
according to the base metal to be 


joined. 


CLAMPS — Adjustable Clamp Co.., 
417 N. Ashland Ave., Chicago, IIL- 
Catalog on usefulness of “Jorgensen” 


hold-down clamps. 


SEALS—Del Mfg., 1584 E. 20th St., 
Los Angeles, Calif. 
for 


tronic, missile and high-performance 


Bulletins on spe- 


cialized seals industrial. elec- 


aircraft applications. 


Pl VPS The Co.. 
Ohio—Bulletin on centrifugal pump 


Deming Salem. 


line. 


,RINDERS 
Corp., New Haven, Conn. 


Eastern Machine Screw 
Catalog 
abra- 


on “Loungway” rise and fall 


sive belt grinder. 


BUILDING MATERIALS—Keasbey 
& Mattison Co., Ambler, Pa.—Folder 
on line of asbestos-cement building 


materials. 


CONV EYORS- 


dential Plaza, Chicago 


Link-Belt Pru- 
Book on trol- 


Co., 
ley conveyors. 


SEALERS Minnesota Mining & 
Mfg. Co., 900 Bush Ave., St. Paul 

Catalog listing official US Govern- 
ment specifications for variety of ad- 


hesives, coatings and sealers. 


WHEELS — Maco Industries 
4312 So. Paulina S., Chicago 


chure on 


Inc., 
Bro- 
polyurethane _ industrial 


wheels and tires. 


MICROMETER — Mahr Gage Co., 
Inc., 274 Lafayette St... NY, NY— 
Bulletin on indicating bench microm- 


eter. 


GROUTING — Master Builders Co., 
Bulletin 


grouting methods. 


Cleveland — on effective 


WIRE ROPE—Macwhyte Wire Rope 
Co., 


“7.Flex” wire rope. 


Kenosha, Wisc.—Bulletin on 








Pick the one that’s 
right for your job! 


It pays 
to specify 


DRILLS 
REAMERS 
BLANKS 


Carbide Tipped and Solid Carbide 
Premium Quality High Speed Steel 


BLANK SETS 


Uniformly hardened high 
speed steel reamer and drill 
blanks precision ground to 
new close tolerance limits. 


DRILL SETS 
Standard stock sets include Fractional, Wire and Letter 
size drills, packaged in convenient folding index cases. 


Call your local distributor today—or write Ace 
direct for latest catalog and price information. 


ACE DRILL 


Adrian, Michigan 








ORIGINATORS OF *‘‘GROUND-FROM-THE-SOLID™ DRILLS 


INDUSTRIAL DISTRIBUTION 





RATINGS—Foote Bros. Gear and 
Machine Corp., 4545 S. Western 
Blvd., Chicago—Catalog on _horse- 
power ratings proposed for adoption 
to the American Standards Associa- 
tion by the Association of Roller and 
Silent Chain Manufacturers. 


CUTTING TOOLS—Greenleaf Corp., 
512 Franklin Ave., Pittsburgh — 
Booklet on mechanical metal cutting 


tools and accessories. 


GRINDING—Herig Mfg. Corp., 5757 
W. Howard St., Chicago—Bulletin 
on steptool relief-grinding fixture. 


SOLDERING—Hexacon Electric Co., 
138 W. Clay Ave., Roselle Park, N.J. 
—Catalog on line of long-life iron 


coated soldering tips. 


HANDLES—Heli-Coil Corp., Shelter 
Rock Lane, Danbury, Conn.—Bulle- 
tin on adjustable depth gage handle. 
Also: Bulletin on drilling and tapping 


techniques. 


RINGS—Industrial Retaining Ring 
Co., 57 Cordier St., Irvington, N.J.— 
Catalogs on pre-stacked internal and 
axially 


external retaining rings 


applied. 


V ALVES—Jamesbury Corp., Worces- 
ter, Mass.—Brochure on “Fire Safe” 


ball valves. 


TOOLING COSTS—Jergens Tool 
Specialty Co., 712 E. 163 St., Cleve- 
land—Folder on cost-cutting advan- 
tages of jig and fixture standards vs. 


making specials. 


REGULATORS—OPW-Jordan, 6013 
Wiehe Road, Cincinnati—Bulletin on 
ductile iron regulators and control 
valves. 


CASTERS — The Rapids-Standard 
Co., Inc., 342 Rapistan Bldg., Grand 
Rapids—Catalog on five standard 
series of casters. Also: Bulletin on 


textile casters. 


V ALVES—Sprout, Waldron & Co., 
Inc., 130 Logan St., Muncy, Pa.— 
Bulletin on two-way rotary diverter 
valves. 
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ROYERSFORD 
SPLIT JOURNAL 
BEARINGS 


SPLIT 
& 
REAMED 
BABBITTED 
BEARINGS 


Here is something you can 
sell to original equipment 
manufacturers accounts plus 
your regular customers. Avail- 
able for immediate shipment. 
Shaft sizes V2” to 2-15/16”. 


ROYERSFORD FOUNDRY & 
MACHINE COMPANY, INC. 


ROYERSFORD, 
PENNSYLVANIA 








The new Royersford Split Journal 
Bearings are designed for moderate 
speeds and loads with the use of 
babbitt. The slotted holes in the 
two-bolt base provide alignment 
and adjustment. The removable 
cap has an oil groove and is 
drilled for grease cups or pressure 
fittings which provide lubrication 
throughout the length of the bear- 
ings. The angular parting of the 
cap is provided with shims to com- 
pensote for wear and adjustments. 
The bases are ground and the ends 
are faced making dimensions A 
and L the same on all bearings. 
The compact design and high qual- 
ity gray iron gives strength and 
rigidity which makes the bearing 
the best in its class. 








owe 





HYDRAULIC PACKINGS ) 
IMPREGNATED WITH 
THIOKOL, ACCRILOIDS, SILICONES, 
or WAX FORMULAS 


Detailed engineering data and specification sheets furnished on request 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, ILLINOIS 





(Established 1916) 


GASKETS and WASHERS 


. . . cut from all types of non-metallic materials, such as: 
Leather © Accopac @ Asbestos © Rubber ¢ Silicone 
Nylon © Fibreglass © Felt ¢ Fibre * Cork © Vinylite 
Tefion ¢ Viton “A" © Mylar, etc. 


= 

















Oldest and Largest 
Wheelbarrow 
Maker In America 


MODEL M-11 
(5 cu. ft. max. cap.) 


OTHER FAMOUS 
JACKSON PRODUCTS 


Deep press-formed trays. Rounded front permits 
easy pouring, and they are narrow enough to pass 


WHEELBARROWS through doors. 
Choice of hardwood or steel pipe handles and 


pneumatic, semi-pneumatic or steel wheels. Models 


GAS available with 4, 4'2 or 5 cu. ft. maximum capacity. 


SALAMANDERS 
MIXING BOXES 


MORTAR 
PANS 


WRITE FOR FREE LITERATURE 


Jackson 


alelaatiollige Maas 


eam ome mm aoe me ome oun aoe aes oe ee od 


Manufacturing Co. ¢ 

















never before...so many sales features 
in a machinists’ vise! 


) VISES 


Guaranteed 
Unbreakable! 








New Columbian Machinists’ Vises are smashing sales records 
everywhere. 

Reasons? Superior design, finer workmanship and a host of popular 
features unmatched in any other vise. The latter include ‘“T”’ section 
hardened tool steel replaceable jaw faces . . . steel handle balls forged 
from handle stock . . . self-lubricating graphite bronze thrust bearing 

. unbreakable malleable iron castings . . . easy conversion of 3—3% 
—4—4'—5-inch stationary vises to swivel base type with addition 
of swivel kit. A-2204A 


),) THE COWMBIAN VISE & MFG. CO. 


Cleveland 4, Ohio 











MOTORS — US Electrical Motors 
Inc., P.O. Box 2058 Terminal Annex, 
Los Angeles—Brochure on right- 
angle worm gear motors. 


THERMOMETERS—Manning, Max- 
well & Moore, Inc., Stratford, Conn.— 
Catalog on bi-metal actuated dial 
thermometers. 


BELTS—Manheim Mfg. & Belting 
Co., Manheim, Pa. — Interchange 


Guide on variable speed belts. 


MICROMETERS — J. T. Slocomb 
Co., 68 Matson Hill Road, South 
Glastonbury, Conn.—Catalog on di- 
rect reading micrometers. 


CONVEYORS — Syntron Co., 900 
Lexington Ave., Homer City, Pa.— 
Catalog on vibratory mechanical 


conveyors. 


DUST COLLECTORS —Torit Mfg. 
Co., 1131 Rankin St., St. Paul— 
Folder on automatic dust collectors. 


SEALS—US Seal Mfg. Corp., Dept. 
PR-2, 60 Lispenard St.,. NY, NY— 


Catalog on line of pump seals. 


TOOLS—The Universal Vise and 
Tool Co., Parma, Mich.—Catalog on 
complete line of tools. 


AIR COMPRESSORS — The Wayne 
Pump Co., Fort Wayne, Ind.—Book- 
let on 1 and 2 cylinder, single stage 


air compressors. 





“One left sir —Mr. Feldman of the Live 
Wire Mesh Company.” 
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AOLEDO 


PIPE s TUBING TOOLS and MACHINES 














\\, provucts 7 


“GOOD as GOLD” 
Dy w? 


SS 


Hundreds of ‘‘Toledo’’ Authorized Distributors 
Are, Also, Celebrating New Milestones — 
YEARS WITH ‘‘TOLEDO’’! 


PIPE WRENCHES... THREADERS...POWER DRIVES & .MACHINES...TUBING TOOLS & MACHINES 


TOLEDO PIPE THREADING MACHINE CO... TOLEDO 3, OHIO 





RADICALLY 
NEW YARWAY 
STEAM TRAP 
DEVELOPMENT 


item se 


YARWAY SERIES 130 is a bright, new 


addition to the Yarway line of steam traps—and its 
enthusiastic reception forecasts a profit bonanza for 
Yarway distributors! 
Hardly had SERIES 130 been announced when 
orders and comments like these started pouring in: 
“Radically new and di ffere nt end 50” 
TEXAS INDUSTRIAI 
“We want 100 immediately’”’ 
WISCONSIN MEAT PACKER 


f standardization program” 


ring 60 as fu part of ne l 
LOUISIANA REFINERY 
mportant development in steam trapping in years”’ 
MICHIGAN INDUSTRIAL 
more later”’ 


OHIO PETRO-CHEMICAL 


STEAM TRAP ; we 


ea 


Sa 


BLOW-DOWN 
VALVE 


New SERIES 130 Yarway Impulse Steam 
Trap combines steam trap, strainer and 
blow-down valve in one small, compact 
unit. Saves time, money, space, main- 
tenance. Ideal for tracer lines, steam 
main drips, instrument boxes and other 
steam equipment. 


Nice business ? Sure it is—and Yarway distributors 
are getting it! In the first 90 days after the Series 130 
introduction, 35 distributors ordered two or more 
times; 8 distributors ordered three times and 4 
distributors ordered four times! 

The popularity of this new Yarway Steam Trap— 
coupled with the all-out support of Yarway’s nation- 
wide field engineering force and a strong Yarway 
advertising and promotion program—will make 
distributors’ cash registers ring loud and long. 

Yarway’s well-known high profit margin will 
sweeten the ‘‘take’’ where it counts! 

If you’d like to know more about Yarway’s dis- 
tributor policy, write R. S. Pollard, Vice President, 
Distributor Product Sales, Yarnall-Waring Com- 
pany, 100 Mermaid Ave., Philadelphia 18, Pa. 


2 


SERIES60 SERIES120 SERIES30 SERIES40 SERIES 130 


iE YARWAY LINE 


INDUSTRIAL DISTRIBUTION 





SAVE 
TIME and 
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PONY - 203 ki | 








BRONCO - 203 


Select 
the RIGHT shovel 
for the RIGHT job 


PONY America’s most popular medium 
weight solid shank shovel. The double taper 
forged blade, made from one solid bar of 
steel, is unconditionally guaranteed. 


BRONCO A heovier weight in solid shank 
construction, available when you need extra 
rugged service. Blade is unconditionally 
gvaranteed. 

STEEL-LITE A light weight double taper 
forged shovel. Shock band for less handle 
breakage. Turned step protects shoes. 
Blade unconditionally guaranteed. 


a 


STEEL-LITE - 803 


AT-95 


Oo. AMES Co. 


PARKERSBURG, WEST VIRGINIA 
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Manufacturer’s 
Appointments 





DonaLp F. BLAKE was named adver- 


tising manager for H. K. Porter 


Company, Inc. 
Ropert A. WARD was appointed 
secretary, treasurer of Templeton, 


Kenly & Co. 


ALLEN G. SHEPHERD, JR., was ap- 


pointed senior wmetallurgist for 


Bostich, Inc. 


RaLpH J. RASMUSSEN was appointed 
project engineer for Formsprag Co. 


Joun H. DreEHL was named assistant 
vice president, manufacturing for 


Rockwell Mfg. 


Tool Division. 


Company’s Power 
pany) 


Rosert B. ParKER was named direc- 
GERALD A. 
GRAHAM, production control manager 


at Hoover Ball & Bearing Co. 


tor of materials and 


Joun H. Bates was appointed busi- 
ness manager, foundry and forge op- 
erations at West Allis Works by Allis 


Chalmers Industries Group. 


Georce A. GARRISON was appointed 
purchasing agent at Norton Co. He 
will report to George D. Seguin, gen- 
eral purchasing agent. At the same 
time, Rurus M. FRANKLIN was ap- 
pointed Norton’s patent attorney. 


K. W. ASHMAN was named produc- 
tion and materials control monager of 
Yale Materials Handling Division, 


Yale & Towne Mfg. Co. 


Epwarp F. CANNON was appointed 
works manager and ALec D. SHaw 
replaces Mr. Cannon as general su- 
perintendent for the Boston Gear 
Works Division, The Murray Co. of 


Texas. 


Wayne E. HELFRICH was appointed 
sales promotion manager of the elec- 
tric products division, Fostoria Corp. 


FRANK E. Monrie is factory manager 
and T. R. HALL, plant superintendent, 
Greystone Plant, for Cutting Tool Di- 
vision, Brown & Sharpe Mfg. Co. 





INQUIRIES 
Open Doors 


Every year, thousands 
of inquiries for Belmont 
Packing Products, re- 
ceived from national 
advertising and other 
sources, are referred to 
local Belmont Distribu- 
tors to follow up for 


potential sales. 


And every inquirer is 
introduced to his local 
Belmont Distributor, 
through an efficient in- 
quiry acknowledgement 
system, so that he knows 
who is available for fur- 
information and 


ther 
prompt service. 
* 


Another Reason Why 


ners 


oe 
“THE BIG PROFIT LINE” 
for Distributors 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa 





The Odds are 
A+] 
in favor of the 
Wjleox-CrrHtenden 
Uni-semble! Plan 
for droptorged 
tymbuckles 


You get: 


1.Sizable reductions in 
urnbuckle inventory 


2. Flexibility of stock 
neyer bere possible 


3 Quicker service to customers 


4. Increased s4les 


5. You make more money with 
+he ‘Uni-Semble' Plan 


Those are big odds 
but | believe | can 
prove it to you. 


will aoe write me? 


datten M ova 


MANAGER INOUSTRIAL SALES 


old 


Shackle Turnbuckle Hook Wire Rope Socket 


“2 


WILCOX-CRITTENDEN 


Division, North & Judd Manufacturing Co. 
101 South Main St., Middletown, Conn. 
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Book Reviews 





PRODUCTION FORECASTING, 
PLANNING AND CONTROL, 
THIRD EDITION, by E. H. Mae- 
Viece. John Willey & Sons, Inc., 440 
Park Ave. South, New York 16, N. Y., 
$9.75. One of the more obvious trends 
developed on the managerial horizon 
is that toward upgrading the status, 
and functions, of industrial supply 
salesmen. Examples abound: out in 
California a distributor is training his 
salesmen to analyze and improve cus- 
tomers’ paperwork procedures; in the 
Midwest, a distributor firm recently 
held a sales meeting at which sales- 
men participated in a full blown 
management 
make them “ 


stimulation game to 
better businessmen”; in 
the East, a manufacturer is training 
its salesmen to train distributor ex- 
ecutives in control; _re- 
cently the Harvard Business Review 


carried an article 


inventory 


suggesting that 
salesmen be relieved of the task of 
developing new business so they can 
devote themselves to the full time job 
of selling and servicing present 
customers, 

Whether these straws in the wind 
presage the introduction of a new 
type of “egghead” salesman to replace 
the old time personality kid type 
(“You’ve-got-to - sell - yourself - before- 
you-can-sell-your-product”) is per- 
haps irrelevant at this stage. What is 
important, though, is the obvious fact 
that, in the face of the increased com- 
petition and advanced, rapidly chang- 
ing technology characteristic of this 
rather exciting age, the industrial 
supply salesman, personality kid or 
no, is going to have to get smart and 
stay smart or risk ending up in the 
old salesmen’s home long before his 
time. 

All of which, in a roundabout sort 
of way, brings me to Mr. MacNiece’s 
excellent book. (The reason I think 
it’s excellent is because an articulate 
production manager I know read it 
Actually, 
I just skimmed through it and dis- 
covered that it was well written and 
organized but that motion analysis 


and said it was excellent. 


continued 





IT’S A 


FACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE THE EXTRA PRECISION 
in materials, dies, manufacturing 
and finishing pays off when you 
specify DE-STA-CO products. 


ARBOR SPACERS, SHIMS, 
SHOULDER-SCREW SPACERS 


Arbor Spacers, complete 
range of sizes and thick- 
nesses from .001” to .125” 
with key. Shims same less 
keyway. Same high 
quality in Shoulder-Screw 
Spacers. Spacing Collars in 
popular diameters, thick- 
nesses from %”" to 3”. 


FEELER STOCK IN BOTH 
COILS AND STRIPS 

Made from tempered 
stock and rolled to close i. 
limits. 4%” x 12” or %" x 
25’ finished lengths in a) 
thicknesses from .001” to PAD 
032”. Especially helpful 
in precision fitting, check- 
ing clearances and close 
tolerance work. 

ACCURATE SHIM STOCK 
Selected steel or brass, 
materials rolled to close 
limits—oiled, clean and 
flawless. Rolls 6” x 120” 
in thicknesses .001” to 
032”. 6” x 12” sheets 
packaged in 1 or 12 
assorted gauges. 

WRITE NOW FOR COMPLETE 
BROCHURE AND PRICE LIST 
“DETROIT STAMPING COMPANY 


INDUSTRIAL DISTRIBUTION 





studies and production flow charts 
are not my cup of coolant.) Without 
going into the jacket comment on 
Mr. MacNiece’s background (edu- 
cator, consultant, administrative ex- 
ecutive), suffice it to say that he quite 
obviously knows what he is talking 
about, and what he is talking about is 
probably the kind of information that 
salesmen interested in understanding 
and solving customer production 
problems (possibly as good a way as 
any to make sales) should be listen- 
ing to. More specifically, what Mr. 
MacNiece is concerned with in this 
book is the “methods, plans and 
techniques of production forecasting, 
planning and control that enable in- 
dusty to operate efficiently, and the 
concepts that support these methods 
and techniques’—an area that en- 
compasses automation, electronic 
data processing, specialization, stand- 
ardization, work simplification, fi- 
nance and quite a few other aspects 
of “economic and social implication”. 

The book abounds in practical, 
specific examples to illustrate basic 
principles, and each chapter ends 
with a “case study” which highlights 
some of the major points covered in 
the chapter and would provide an 
excellent starting point for a sales 
meeting discussion. As with the 
Harvard Business School case studies, 
these simply present the facts (and, 
occasionally, deliberately leave some 
out) and allow the reader to arrive at 
his own decisions. 

In all probability, this book wasn’t 
written with industrial supply sales- 
men in mind. However, in this re- 
viewers opinion, it is easily worth any 
ten of the multitude of “How to Sell” 
books which yearly flood the market 
as a guide to successful—and profit- 


able—selling. 


TOP MANAGEMENT HANDBOOK 
edited by Dr. H. B. Maynard, pub- 
lished by McGraw-Hill Book Co., 330 
West 42nd Street, New York 36, N. Y. 
Sixty business leaders, from com- 
panies both large and small, have 
combined to provide this broad and 
experience-based reference under the 
editorship of Dr. H. B. Maynard, long 
a well-known authority in the man- 
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IT’S THE BEST...IT'S FROM BOSCO! 


Your customers deserve the best . . . but this is just one reason why 
Bosco is your best single source of supply for filling all your fastener 
orders. Bosco’s unlimited stocks (available in bulk or conveniently 
packaged and labeled) simplify ordering and handling, while Bosco’s 
speedy, personalized service is truly a distributor’s “dream come true!” 


For fast, overnight shipments from the most complete line of top quality 
fasteners in the Southwest. . . 


PHONE HA 68-5156 DALLAS...or WRITE FOR BOSCO’S JOBBER WET PRICE CATALOGUE 


‘BO 


BOLT e NUT e; 
1900 SOUTH CENTI 








NEW 
WILSON 
PORTABLE 
AIR DRILLS 


New Wilson Series 93 air drills are powerful and 
compact. They have a drilling capacity up to ¥% in, 
You have a choice of 7 speeds for efficient drilling of 
a wide range of materials. Available in straight 
models with lever or pushbutton throttle and offset 
grip models with trigger throttle. 

All Wilson portable pneumatic production tools are 
lightweight, compact, designed for easy handling. 
© Catalog PT-58 gives all the facts. Write for your 
copy. TW917 


THOMAS C. WILSON, INC. 


21-11 44th Avenue, Long Island City 1, New York 
1) em 2 Bele) te) i eae ee ce) 14 
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“DA” DUAL ACTION 
Superior for sanding primer surfaces, 
removing gloss and taking off old 
finishes .. . the unique “‘Dual-Action”’ 
Air Sander creates no heat . makes 
no swirls or abrasive scratches 
paper does not fill up 

It’s new on the market and there are 
thousands of prospects. Our Abrasive 
Kit for demonstration will aid you 
in selling 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 


with 
NATIONAL-DETROIT 


NATIONAL WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc. 
ROCKFORD, ILLINOIS 


“MITY-MIDGET” 
Here’s a dependable profit maker for 
industrial distributors . . . the ‘“‘Mity- 
Midget” orbital action Air Sander is 
the most reliable popular 
proven sander on the market 
Powerful, light weight and vibra- 
tionless it cuts sanding time and 
lowers costs. 





agement field. They have aimed to 
provide a source of information, both 
on fundamentals and on their own 
proved practices, by dealing with 
management; what it is, not only at 
the top level, but also in each area 
of activity management; what it calls 
for in the manager’s thinking and 
ability; and how it can best be carried 
out for the good of the company, the 
manager, and society at large. 

The author list ranges from David 
Rockefeller, vice chairman of Chase- 
Manhattan Bank, who contributed 
the foreword, through such well- 
known names as Thomas J. Watson, 
IBM president; Owen Cheatham, 
chairman of Georgia-Pacific; Clar- 
ence Francis, Studebaker - Packard 
Brady, 


Corn Products Company chairman. 


chairman; and William T. 


Also Milton Lightner, chairman of 
Singer Manufacturing Company; 
Judge Byron K. Elliott, president, 
John Hancock Mutual Life Insurance 
Company; Admiral Ben Morrell, re- 
tired chairman of Jones and Laughlin 
Steel, and many others combine to 
give the book a “who’s who in busi- 
ness’ first impression. Actually, how- 
ever, many of the authors are from 
smaller firms in order to provide the 
reader with management and man- 
aging at the broadest level. 

The book covers each function of 
management, from the point of view 
of the top executive, usually the presi- 
dent, as well as the head of such 
activities as sales, production, market- 
ing and finance. What others are 
doing—the elements with which they 
deal, and their thinking processes—is 
brought out from the experiences of 
the many top management men who 
contributed to the handbook. 

Emphasized is the nature of man- 
agement and managing, in a develop- 
ment of overall concepts of the art 
and science. Such elements as the 
task of management; gathering in- 
formation; directing, guiding, and 
leading; evaluating and measuring 
results; promoting innovation; man- 
aging the marketing activity; build- 
ing and retaining top management; 
and other important areas are cov- 
ered with case material intended to 
help the reader appraise and reor- 
ganize his own activities. 


continued 


THE TRADE CALLS 


for 
DYKEM 
$144 


NM Steel 5 
wath pvet ‘ -_ 


A ee od package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North llth St. «+ St. Lovis 6, Mo. 











COLTON’S 


Reg. U. S. Pat. Off. 


NO. 10 FILE CLEANER 
POPULAR With Distributors 


CLP ONS 


i, BAcKn fRAM«MEL FACE, 


Steel Back, Frame, and Face 


CLEANS 
ALL TYPES OF FILES 


Because a good file is worth cleaning, 
skilled workmen in railroad shops, air- 
craft factories, mills, mines, shipyards, 
vocational schools, and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obsti- 
nate substances. The COLTON’S File 
Cleaner is of strong metal construction 
—no wood—no nails—no glue... 


SOLD ONLY THRU DISTRIBUTORS 
Write for prices and samples. 


Tempered steel 
bristles are 


a c 
5 ( —_| 
here magnified i) Ay =a } 
to show proper == if REE = 
alignment and y 2 


spacing. 


E. Cc. KNUDSON 


MANUFACTURER 
Dept. M—616 W. Randolph St., Chicago 6, Ill. 
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The structure for the integrated 


approach to the task of managing has seat SOA See sen toes gt ! 
been based on a concept developed by sale cate ae ae 

the Association of Consulting Man- 

agement Engineers during an inves- 

tigation and definition of the common 

body of knowledge which should be 


. Bond 36-A VG Series Bond 40-A Series 
possessed by all competent profes- Double Ball Race Semi- Double Ball Race Struc- 
‘ P | ; s Steel Swivel Caster with tural Steel Swivel Coster 
sional consultants. V-Grooved Wheel. with Wheel Brake. J 


president of Maynard Research Coun- Now 2? lines Keep profits rolling in 


cil, Ine. —-sell both lines! Write, 


gy jen wire, or phone for facts 

a f ’ san ; on Bond Industrial and 
PRICE DISCRIMINATION AND ett Lt wy a f i e.. Institutional Casters. 
MARKETING MANAGEMENT by SS. a BOND FOUNDRY 

Brian Dixon Phd, published by The cy i CASTE RSs & ne —— 
University of Michigan Bureau of Sharthitide, Penna 


Business Research. 125pp.. $5.00. eee for on-the-move efficiency 
The author contends U. S. companies — ° ° e ° ° 
' ; BN} aR in industrial and institutional services 


should have greater freedom to use 
. ir pe ts errata sn ea 


Bond 62-J Series Light Duty 
= Swivel Caster with Escalator 
Bond 63-A Light Duty Boll Race and bolt and nut 


— Plate-Type Rigid Coster. construction, 


Bond 62-A Series Light Bond 64-P Series Light 
Duty Plote-Type Swivel Duty Stem-Type Swivel 
Caster with Escalator Boll Caster with Escalator Ball 
Race. Race. 


Dee cee cme cas ce cae ee Ge Ge Ge Ge ss ee ee ee ee es ee ee oe eld 


price differentials in marketing thei: 
products. He recommends repeal or 
sharp modification of the Robinson- 
Patman Act to achieve this purpose. 

In general, Dixon declares, busi- 
nessmen must be free to seek maxi- 
mum profits in marketing as in other 


areas of economic activity. 


Laws which impair this freedom 





impose staggering costs on society, 
causing wasteful use of material 
resources and slowing economic 
growth, he adds. 

According to the author, repeal of 
this act would not mean throwing 
victims of differential pricing to the @ ..- 
wolves. The Sherman Anti-Trust Act << cee w DRIVER SET 
—~ 2 interchangeable biades . . . 
Ye" regular and No. 2 Phillips 


monopolize markets or restrain trade > A $4.00 
porize me ;' . —_— = Value ONLY 


eet 


could still be used to prosecute firms : aa 
using differential pricing simply to 


SILICONES edited by S. Fordham, 
published by Philosophical Library 
Inc., 15 East 40th St., New York 16, 


New York, $10.00. This book offers = ‘ Extra | 8 
eee eet Ghee hee EN Clutch § 


Ss CONVERTS } in 1 
° . P . —_ . Handle 
of science that has expanded very Carded Display . from 2 “Regutar” ’ 
; , wed é ee 
rapidly in the space of a few years. No. HW-61 x nd on ¢ 
Si: nhs SECONDS! TA 
Silicones have been the subject of No More “Fishing Around” 
much research. Their manufacture For the Right Screw Driver 
is undertaken on a large scale, and 


a comprehensive treatment of a field as en aa 





; “Handi-Angler” 
Everyone has wanted a high torque ‘'T”’ FREE BONUS includes: 


their applications are quite varied. adel notin nas ; 
pplice 4 | F handle screw driver . . . and VACO’s Sobber 


The present work gives up-to-date side Arm’ design now gives you the — {( 

: ', . per F T” handle plus regular . . . in ONE - ] 
information on the subject by pro- unit. The FREE BONUS gives you a — 
complete fishing kit in addition . . . J 

Ree! 


viding a condensed, documented ac- 
at no extra cost. 


| 
J Hook 


count of organosilicon chemistry to- 
Write for Catalog and Prices A regular $1.00 seller 








gether with a systematic treatment 
of manufacturing processes and the VACO PRODUCTS CO., 317 E. Ontario St., Chicago 11, Ilinois 


applications of silicones. In Canada: Vaco-Lynn Products Co., Lid., Montreal 1, Quebec 
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for Solid Satisfaction 
there’s nothing like 


Sold Quality 4 


TAPER PINS 


.. they're solid, boss— 


S-O-L-I-D 


\ 
“?) 
You're sure of strength, precision and satis- 


faction with Stanho solid Taper Pins... 
uniformly made to close tolerances from 
selected stock, microscopically free from defects. Like- 
wise: Straight Pins, Cotter Pins, 
types of Machine Keys and Special Steel Parts. 
Available also in Stainless, 


and other metals. 


methods assure economical 
prices. Bulk or packaged. Write for details. 





Woodruff Keys, 


Monel, Brass, Alu- 
Modern manufacturing 
production 


Since 
1872 


all 





feature by feature.. 


Industry's Most 
Efficient Variable 
Speed Pulley 


1. Both sides of the driving 
disk open simultaneously 
and equally to give con- 
stant belt alignment. 

. Power is transmitted 
through sides of the belt 
to a grooved sheave to in- 
sure maximum efficiency 
and prevent slippage. 





. Each side of the driving disc is independently actu- 
ated by its own spring, eliminating ratchets, cogs, gears 
or other moving parts subject to constant mainte- 
nance and wear. 

. Oilite bronze bushings on fractional hp. units provide 
life-time lubrication. 

. Curved pulley faces maintain full contact with belt 
sides at all times, greatly increasing overall efficiency. 

Pulleys are available in a complete range of sizes, frac- 

tional to 15 hp.— full 3 to 1 ratio. Immediate delivery 

from stock. 

Request recommendations for your application. Ask for 
Catalog P-58 


LOVEJOY 
UIT BS 
ARE 


PRE-SOLD 


through ads 
like this 
.in leading 


national 
publications 





Dates to Remember 





May 3-13 
Fifth U. S. World Trade Fair. New 
York, Coliseum, N. Y. 


May 8-10 

National Welding Supply Associa- 
tion, 7th Annual Convention, Hotel 
Commodore, New York City. 


May 9-11 

The Material Handling Institute, 
Eastern States Show, Trade & Con- 
vention Center, Philadelphia. 


May 22-25 

Design Engineering Show, sponsored 
by American Society of Mechanical 
Engineers, Cobo Hall, Detroit. 


May 22-26 
1961 ASTME Engineering Confer- 


ence, Exposition, N. Y. Coliseum. 


May 23-25 
Annual Triple Industrial Supply Con- 
vention, Convention Hall, Atlantic 


City, New Jersey. 


May 24-25 

National Association of Purchasing 
Agents, Annual Meeting, Conrad Hil- 
ton Hotel, Chicago. 


May 24-26 
Electronic 
37th Annual Convention, Pick-Con- 


Industries Association, 


gress, Chicago, Ill. 


May 29-30 
Canadian Purchasing Agents Asso- 
ciation, 36th Purchasing Conference 


Royal York Hotel, Toronto. 


June 4-7 


National Association of Purchasing 
Agents, International Convention, 
Conrad Hilton Hotel, Chicago. 


June 4-7 


American Iron & Steel Institute, An- 
nual Meeting, Waldorf-Astoria, N. Y. 


June 5-9 


National Plastics Exposition, New 


York Coliseum, N. Y. 


meme LOVEJOY FLEXIBLE COUPLING CO. 


4879 West Lake Street, Chicago 44, Illinois 
Telephone: EStebrook 9-3010 


FIRST NAME 
IN VARIABLE 
SPEED PULLEYS 
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PROFIT 
PROFIT ' 
PROFIT 


WITH THE QUALITY VISE LINE... i 
when you handle Simplex indus- | 
trial vises. Vigorous promotion 
like this appears in 12 trade pub- 
lications .. . circulation 336,000 
among your prospects. Write for 
details. 


VISE 
| FEATURES 


1. exclusive steel slide 
milled from solid bar 


held by top-entering 
pins 


| . replaceable jaw inserts 


. Outside screw retainer 


. positive locking 360° 
swivel base 


. longest wearing alloy 
steel nut 


handle 


SOLID 
STEEL SLIDE 


Simplex industrial vises give you 
the advantage of solid steel slides, 
jaws, nuts for maximum strength 
and ruggedness long after their 
modest cost is written off. Line in- 
cludes milling machine, pipe, 
sheet metal and other models. 


he: TS: it, Te a 


| . one-piece non-pinch 


| Desmond! 
Simplex | 
The Desmond-Stephan Mig. Co. 
Urbana, Ohio | 
Ries J fe A AaB 
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June 28-30 


Instrument Society of America, 1961 
Joint Automatic Control Conference, 
Boulder, Colorado. 


July 18-20 
Western Plant Maintenance & Engi- 


Pan- 


neering Show, Los Angeles 


Pacific Auditorium, Los Angeles. 


Sep. 21-22 

Woodworking Distrib- 
utors’ Association, 2nd Annual Meet- 
ing, Sheraton-Blackstone Hotel, Chi- 


Machinery 


cago. 


Oct. 2-6 


The 16th Annual National Hardware 
Show, New York Coliseum, N. Y. 


Oct. 23-25 
Mechanical 
Equipment Distributors Association, 
Annual Convention, Edgewater Beach 
Hotel, Chicago. 


Power Transmission 


Oct. 23-27 

American Society For Metals, 43rd 
National Metal Exposition & Con- 
gress, Convention & Exhibits Build- 


ing, Detroit, Michigan. 


Nov. 1-3 


Central Supply Association, 67th 
Annual Meeting, Palmer House, Chi- 


cago. 


Nov. 7-9 

Electric League of Western Penn- 
Electric 
Hotel, 


sylvania, 8th Industrial 


Exposition, Penn-Sheraton 


Pittsburgh, Pa. 

















“Atchison, of Round Steel Ball!” 





... the prestige line 
that’s in demand! 


Progressive 
distributors select 


atl 


DARNELL 


for increased 
sales and profits 


TYPES AND SIZES 
to meet all needs of industry 


There is a type of Darnell Caster or 
Wheel for every kind of use and 
floor. Made for light, medium and 
heavy-duty service, you are sure to 
find in the Darnell line the exact 
caster or wheel to meet your indi- 
vidual requirements .. . 


DaRNEIT] 
CASTER 
OWHEEL 
MANUAL 


New 
DARNELL 
MANUAL 


Write today for specific information on 
the opportunities offered to industrial 
supply organi zations 


36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, G 





sell every 
manufacturer 


... including The “MANUFACTURER 
WHO HAS EVERYTHING” 


Regardless of how well stocked a 
prospect may be, he’s always 
“open” to new ways to improve 
his operation. The BVI Bantam 
Sprayer and BVI Vibro-Graver 
are in this category. Both are 
new-——unique—unlike any other 
production or maintenance tools! 
Both have unlimited, time-saving 
efficiency applications in every 
plant! Both are priced low enough 
to make single or quantity pur- 
chases a routine order. 


“aerosol” sprayer— 

no bigger than a 

flashlight — speeds 

the application of light oils, lubri- 
cants, water, rust inhibitors, 
sealers, coolants. Saves user $8 a 
gallon over ordinary aerosols. 
“Just plug in— and spray.” 


Handy electric marker writes 
like a pencil on steel, plastic, wood, 
glass. Gives permanent identifica- 
tion to tools, parts, machinery, 
personal property. Faster, easier, 
better than any other marking 
method ! 

You know the potential. Now 
get the facts about BVI’s direct- 
to-distributor profit program. 


el. a. 96 
@ Baruess Virocrafters, inc. 


a 
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New Lines taken on 
by Distributors 





Vascoloy-Ramet appointed two new 
distributors: 
¢ H. R. Huston Co. 
New Castle, Pennsylvania 
¢ Bossert Co. 
Coffeyville, Kansas 


J. T. Slocomb recently appointed two 
selected distributors for its microm- 
eter division: 
¢ The Enco Supply Co. 
Springfield, Massachussets 
¢ Ellsworth Industrial Supply Co. 
Stratford, Connecticut. 


Allis-Chalmers appointed three dis- 

tributors for its material handling 

division: 

¢ Francis & Sims, Inc. 
Denver, Colorado 

¢ Ohio State Equipment, Inc. 
Columbus, Ohio 

* John H. Ross & Co., Ltd. 
Edmonton, Alberta, Canada 


R. K. LeBlond Machine Tool Co. 

named two new distributors: 

* D. M. Duncan Machinery Co., Ltd. 
Windsor, Ontario, Canada 

* J. R. Carlson Machinery Co. 


Jacksonv ille, Florida 


Hydro-Line Mfg. Co. appointed two 

new distributors: 

* Lax Industrial Products 
Cleveland, Ohio 

¢ Sturgis Equipment Co. 


St. Louis, Missouri 


Herron Electrical Service Co., Law- 
renceville, Ill., was appointed a dis- 
tributor for Allis-Chalmers motors 
and control equipment in Lawrence 


and Crawford counties in Illinois. 


Scranton Welding Supply Co., Scran- 
ton, Pa., was appointed to handle 
Metal & Thermit Corp.’s Murex line 
of products. 


Cummins Diesel of Northern Ohio, 
Inc. Cleveland, Ohio was appointed 
a franchised distributor for Parker- 
Hannifin Corp.’s industrial hose and 
reusable fittings. 

Esco Electrical Supply Co., Inc., 
Philadelphia, was named a distribu- 


continued 





A Complete Line 
Geared for 
Distributors 


Services 
with 
A Modern Sales Policy 


Today, more than ever, it is to 
the advantage of distributors to 
choose a source of depend- 
ability. New profits are earned 
working with a manufacturer ad- 
justed to service distributors ef- 
fectively and efficiently. 

Let Madesco serve your cus- 
tomers’ needs in a way that 
assures repeat business for you. 


MADESCO TACKLE BLOCK CO. 
Main Office, Easton, Pa. 


HAE—MAD 824/259 


INDUSTRIAL DISTRIBUTION 








tor for Allis-Chalmers cont: ol equip- 
ment in Bucks, Chester, Delaware, 
Montgomery, and Philadelphia coun- 
ties in Pennsylvania; Burlington, 
Camden, Gloucester, and Mercer 
counties in New Jersey, and New 


Castle county in Delaware. 


Cal-Ore Machinery Co., Inc., Med- 
ford, Oregon, was appointed a dis- 
tributor for Allis-Chalmers motors, 
vacuum pumps and accessories and 
rotary compressors in parts of 


Oregon, Washington, and California. 


Tridel Equipment Ltd., Vancouver, 
B. C. was appointed a distributor for 
Parker-Hannifin Corp.’s hydraulic 


accumulators. 


Tri-State Industrial Equipment Corp., 
Flushing, Long Island, New York, 
was appointed a distributor for 
Allis-Chalmers motors and control 
equipment in New York, Queens, 
Kings, Bronx, Westchester, and 
Nassau counties. 


Wm. S. Bolden Co., Inc., Charleston, 
W. Va., was appointed an authorized 
distributor of Standard’s complete 
line of Stanscrew fasteners by West- 
ern Automatic Machine Screw Co., 


Division of Standard Screw Co. 


The Rocky Mountain Supply Co., 
Denver, Colo., was appointed by 
Hauck Mfg. Co. to distribute the 
firm’s entire line of portable roofing 


and maintenance equipment. 


Victor Equipment Co., San Francisco, 
was appointed prime distributor for 
Murex welding products in South- 
ern California by Metal & Thermit 
Corp. 


Power Pumps, Inc., Long Beach, 
Calif., was appointed distributor for 
Allis-Chalmers line of motors, gen- 
erators, pumps, and compressors in 
all of Kern county and Los Angeles 


county in California. 


Dupar Dynamics Corp., Seattle, was 
appointed distributors of Parker rail- 
road air brake hose and fittings made 
by Parker-Hannifin Corp. 


Beltline Electric Co., Paducah, Ken- 
tucky, was appointed a distributor for 
Allis-Chalmers Industries Group. 
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DRILLING ons TAPPING 


Adjustable Spindle Multiple 
KNUCKLE-HEADS 


Easy access for quick set-up. Univer- 
sal, lubricated ball joint spindle 
provides complete flexibility while 
maintaining accuracy and align- 
ment. Fast conversion from drilling 
to tapping on any drill press. 


Ettco makes a complete line 
One source of supply 
One source of responsibility 


One source of satisfaction 
See us at Booth 3202 ASTME 
You want a profitable line—we want good distributors —let’s get together—write 


Art Stehle, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 








for standard and 
special screws 
make 


pe 








Selling Mac-it quality prod- 
ucts and dependable service 
guarantees greater satisfac- 
tion for your customers— 
changes prospects into cus- 
tomers—builds bigger busi- 
ness and increased profits for 
you! Write today for details. 
MAC-IT PARTS COMPANY 4 


Dept. 15, Lancaster, Penna. 


av @) 
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TURN-CLEAN® PULLEYS 


- 


WITH @or-o 


NEW 


REGULAR WING PULLEY 
: FOR THE TAIL END 


. 
- 


LAGGED WING PULLEY 
FOR THE DRIVE END 


GET IN A BETTER PULLEY PROFIT PICTURE 


@ An overwrite on all O.E.M. Sales © No inventory investment ® Top profit return with a service-free item 


Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


@ Rugged, light weight, all-welded steel construction, 
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Dodge Taper-Lock bushings 
@ Prompt shipment of popular sizes in stock 
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sizes of the NEW Rubber Lagged 


y 


@ More than 700 


ys> 


Turn-Clean Pulle 


WRITE FOR CATALOGS AND DETAILS « DEPT. ID, VAN GORP MFG., INC. PELLA, IOWA 


JS 
t,, © 
{lL THE PULLE 





Y MARKET AT BOTH ENDS e NOW SELL THE PULLEY MARKET AT % 





Obituaries 








Stanley Sheldon 


Stanley Sheldon, 
Chase Parker & Co. 


Stanley Sheldon, 75, vice president in 
charge of sales for Chase Parker Co.. 
died March 9. 

Mr. Sheldon had been active in the 
firm for many years. He was well 
known throughout the industrial dis- 


tribution industry. 


William M. Jewell, 
Westinghouse Electric Supply Co. 


William M. Jewell, 66, Western 
Region Manager for the National 
Association of Electrical Distributors, 
died March 3. 

Mr. Jewell was named manager of 
the NAED Western region in 1953. 

He of 
career Westinghouse 
Supply Co. Up to the time of his 


spent most his business 


with Electric 
retirement from Wesco in 1952, he 
had spent 38 years with the firm. 

He began Wesco 
Washington, D. C., and from there, 


his career in 
was transferred to Richmond. Va. He 
to Detroit, 
where he was manager of Wesco’s 
to 
Francisco. He was appointed district 


made successive moves 


central district and _ then San 
manager in Seattle in 1943, and re- 
mained in that post until his retire- 
ment. 

Before coming to NAED as West- 
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see you 


at the 
convention 


. at INDUSTRIAL DISTRI- 
BUTION’S conference booth or 
our headquarters room at the 
Shelburne-Empress Hotel. 


INDUSTRIAL 
TION’S 


0 
(350 9) 


DISTRIBU- 
booth 
May 


conference 
will be open 


24th, from 9 AM to 5 PM. 


The staff of 1D will be at your 
service. Drop in if you have a 
problem, or just for a friendly 
chat. You’re welcome any time. 


INDUSTRIAL 
DISTRIBUTION 
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| MR. MANUFACTURER: 


| Is this the way distributor sales- 
| men react when your salesmen 
| speak at their meetings? 

' 

| We've worked with NIDA-SIDA 
members; we know what kind of 
} meetings their salesmen want. 

Let us help you step up your sales by: 


= Planning meetings for your 








salesmen to conduct 
® Providing audio-visual props 


= Training your salesmen to run 
the meetings 


| PORTER HENRY &CO., INC. 


| 342 Madison Avenue, New York 17, N.Y. 


ee ee - 


WITH A 
HAMMERBLOW .:.. 
3 SHARP RAPS 
CUT WIRE ROPE 
CLEAN ... leave it 


round, ready for splicing 
or threading 


%”" capacity 
12.00 


Sold exclusively through distributors. 
Write or phone collect for 
the complete details of our profit plan. 


HAMMERBLOW 
iB Prof ie tpreghela T= DRexel 6-4767 
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ern Region Manager, Mr. Jewell was 
an active member of the Association. 
In 1949, he was elected chairman of 
the Pacific Zone of NAED. 

He is survived by his wife, Renee, 
of San Francisco; a son, Capt. Wil- 
liam M. Jewell, Jr., of Los Angeles, 
and a daughter, Mrs. Frances Grove, 


of Washington, D. C. 


Gertrude C. Kline, 
Burke Steel Co., Inc. 


Mrs. Gertrude C. Kline, 80, vice 
president of Burke Steel Co., Inc., 
Rochester, N. Y., died February 26. 

Mrs. Kline was the widow of 
Webster H. Kline who was president 
of the firm for many years before his 
death in 1951. 

Mrs. Kline is survived by a son, 
Richard B. Kline, who is president 
and general manager of the firm. 


Fletcher D. Street, 
Keystone Lubricating Co. 


Fletcher D. Street, 73, general sales 
manager of Keystone Lubricating 
Co., died March 12. 

Mr. Street, widely known among 
industrial distributors, joined Key- 
stone in 1922. 


engaged in sales since then. 


He had been actively 


He was a director of the Indian 
Rock Building & Loan 


and was active in the Roxborough 


Association 


Male Chorus. 

He is 
Dorothy; two sons, John W., and 
Fletcher D., Jr.; two daughters, Mrs. 
Griffiths, and Mrs. Byron 


Cotter; a sister, seven grandchildren 


survived by his wife, 


James 


and two great grandchildren. 
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FINEST 
SEEING TOOLS 
EVER 
DESIGNED 


for machine tools, assembly, inspection 
Millions in use for fast, accurate, safe seeing. 
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55-BH-701 100-watt lamp illumination 
Write for complete catalog of Localite Models 
for every industrial need. 
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Harold E. McKee 


Harold E. McKee, 
Weinberg & McKee, Inc. 


Harold E. McKee, 61, president of 
Weinberg & McKee, Inc., Chicago, 
died March 8. 

Mr. McKee was co-founder of this 
industrial catalog publishing firm and 
continued as its executive until his 
death. He was well known among 
industrial distributors. 

Mr. McKee is survived by his wife, 
Ellen; a son, Harold E. Jr.; a daugh- 
ter, Loretta and his mother Loretta 


McKee Juerjens. 


Norman Leeds, 
Raybestos-Manhattan, Inc. 


Norman Leeds, 59, assistant general 
manager of the Raybestos Division, 
Raybestos- Manhattan, Inc., died 
March 12. 

Mr. Leeds started with Raybestos 
in 1926 and successively served as 
process engineer, service engineer, 
assistant sales manager, sales man- 
ager, factory manager and since 1956 
as assistant general manager. He was 
elected to the board of directors of 
Raybestos-Manhattan, Inc. in 1955. 

He was graduated from Yale Uni- 
versity in 1923. Mr. Leeds was 
prominent in civic and industrial 
programs. He was a member of the 
Bridgeport Manufacturers’ Associa- 
tion, the Bridgeport Chamber of 
Commerce, Bridgeport Public Li- 
brary and a past president of the 
University Club. 

Mr. Leeds is survived by his wife, 
Elizabeth Barber Leeds; his mother, 
Mrs. Norman Leeds, Sr.; two 
brothers, sister, two grandchildren. 
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Frank Buckner, 
Hans Rees’ Sons 


Frank Buckner, Southern sales repre- 
sentative for Hans Rees’ Sons, died 
March 19. Hans Rees’ Sons is owned 
by L. H. Shingle Co. 

Mr. Buckner was associated with 
Hans Rees Sons for 42 years and had 
a wide acquaintance in the trade. 

He was a director of Hans Rees’ 
for many years. He was also manager 
at the Asheville Tannery, and one of 
most respected 


the leading and 


citizens in his community. 


Harry Van Volgenburgh, 
F&B Mill Supply Co. 


Harry Van Volgenburgh, 72, 
urer and general manager of E&B 
Mill Supply Co., Perth Amboy, N. J., 
Beth 


treas- 


died in Isreal Hospital in 
Newark. 

Mr. Van Volgenburgh began his 
distribution in 


Later he 


career in industrial 
1913, as a 
worked in shipping and inside sales. 

In 1924 be became general man- 
ager, 1937 he 
treasurer and became a part owner. 

Active Mr. Van 


Volgenburgh was a member of the 


messenger. 


and in was elected 


in civic affairs, 
Knights of Columbus. 

He is survived by his widow, a 
daughter, Mrs. O. Bartlett and a son 


Henry Van Volgenburgh. 


Robert Frost, 
Bright Star Industries. 


Robert Frost, 41, president of Bright 
Star Industries, died April 13. 

Paralyzed in the legs and with in- 
complete control over his arms as a 
result of an automobile accident when 
he was in the Army Air Force, he was 
optimistic and outgoing. 

A chauffeur drove him to work 
He had been president 


In his wheelchair, he 


every day. 
since 1955. 
would visit every part of the factory. 

In his spare time, Mr. Frost de- 
voted himself to work for disabled, 
sick, 


Surviving are his widow, Alma; a 


and other veterans. 


son, Peter; his parents, three brothers 
and a sister. 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





Let it stand: “We have just passed 
the first decade, the initiatory mile- 
stone of the twentieth century. Prob- 
lems which appeared quite intricate 

and undertak- 
ings which 
seem insur- 
mountable at 
the beginning 
of the century, 
fall- 


line 


are fast 
ing into 

with the domi- 
fo ervey 
this 


commercialism, and fading before the 


nant facts sup- 
porting age of evolution in 
onslaughts_ of minds”. 
The Clay 
Cooper, first editor of Mill Supplies, 
to start off the editorial in the first 
Times change 


progressive 


words were written by 


issue, January 1911. 
but good ideas don’t. 


Creation of Mill Supplies to im- 
prove communications in the industry 
the 


manufacturers, who aided the Craw- 


was idea of distributors and 
ford Publishing Co., Chicago, in the 
venture. The first advisory board of 
stockholders John 
American Injector Co., ex-president 


of ASMMA; W. M. Pattison, W. M. 


Pattison Supply Co., Cleveland, then 


included: Trix, 


president of the National Supply & 
Machinery Dealers Association, now 
NIDA; E. H. Hargrave, Cincinnati 
Tool Co.; Alyin H. Smith, Smith- 
Courtney Co., Richmond, Va., secre- 
tary-treasurer, Southern Machinery 
& Supply Dealers Association, now 
SIDA; George Puchta, Queen City 
Supply Co., Cincinnati, ex-president, 
NSMDA;: D. K. Swartout, The Ohio 
Co.; C. B. Jenkins, The 
Cameron & Barkley Co., Charleston, 


Blow er 


S. C. and president of General As- 
bestos & Rubber Co., and ex-presi- 
dent of SSMDA; George W. Taite. 
Sawyer Belting Co.; E. E. 


Strong, Carlisle & Hammond Co., 


Strong, 


Cleveland, ex-president, NSMDA; 
Melville W. Mix, Dodge Mfg. Co., 
ex-president, ASMMA; W. L. Rod- 
gers, Pittsburgh Gage & Supply Co., 
Pittsburgh, Pa.; W. A. Somers, 
Fitler & Todd Co., Pitts- 
burgh; W. L. Deming, The Deming 
Co.; W. L. Hallpike and D. L. Pier- 
son, Burr Oak Belting Co.; J. E. 
Mach’y 
Co., Dallas, Tex.; S. P. Browning, 
Ohio Valley Pulley Works, then presi- 
dent of ASMMA. 


Somers, 


Thatcher, Briggs-Weaver 


The original publisher, Crawford 
Publishing Co., was at 209-13 No. 
Jefferson St., Chicago, but when Mr. 
Cooper died in April 1929, Crawford 
sold the magazine to Howard Ehr- 
lich’s Electrical Trade Publishing 
Co., 520 No. Michigan Ave., Chi- 
cago, a McGraw-Hill 
which merged it with the Industrial 
Distributor and Salesman which the 


subsidiary 


latter firm had been publishing. 
Henry Young became editorial di- 
rector; Albert E. “Al” Paxton, man- 
aging and Edward J. Mc- 
Osker, associate editor. In January, 
The Electrical Trade Publishing Co.. 


moved to New York City. James 


editor, 


Channon became editor, succeeding Al 
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“Pop, what will your customers think 
if that belting breaks down on this 
job?” (Reprinted 

1937 Mill Supplies.) 


from November 











Paxton who was moved up to manager. 
Subsequent editors were McOsker, 
John Welch and Walter Crowder. 
Arch Morris, now retired, joined the 
magazine in the late 20’s and but for 
a brief period during the war re- 
mained with it, ending as publisher. 


What was 1911 like? Well, Wil- 

liam Howard Taft was in the White 

House. His wife, the former Ellen 

Louis Axson of Georgia, was the 

first Southern 

first lady 

since the Civil 

War. Chester 

A. Arthur's 

the 

former Ellen 

Lewis Hern- 

don of Virginia, died a year before 

her husband’s inaugural . . . C. P. 

Rodgers flew a plane from New York 

to Pasadena the trip lasting from 

Sept. 17 to Nov. 5 but only 82 hours 

and 4 min. of actual flying time 
The Supreme Court ordered 

Standard Oil combine dissolved in 

May and a few days later decreed 

the same for the American Tobacco 

Co. . . . The Pennsylvania Railroad 

showed its confidence in 1911 busi- 

ness by placing an order for 150,000 


wife, 


tons of steel rails . .. However, Edwin 
Frickey’s index of Production for 
Manufacture in 1910 had hit an all 
time high of 173 but slid off to 161 
in 1911 . . . The American flag had 
only 46. stars, and 
Arizona wouldn’t make it until next 
year ... Two steamships fully loaded 
with agricultural machinery bound 
for Russia left Baltimore . . . Dis- 
tributors were aroused by manufac- 


New Mexico 


turer-suppliers abolishing the cash 
discount 
supply 

“captive” supply houses, i.e., firms 
established by potential customers to 


J.A.W. 


Another sore point, 
supporting 


manufacturers 


obtain wholesale prices. 
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a salute to Industrial Distribution 


On the golden anniversary of Industrial Distribution, 
congratulations from Nicholson File Company. 


A recognized spokesman for the distribution industry, 
Industrial Distribution has been a valuable source 

of information to its readers in the last half century— 

keeping them informed on such vital subjects as merchandising, 
selling, buying and stock control. In the same 50 years, 

it has provided a sound medium for advertisers to speak to 


distributors throughout the country. 


Nicholson products are sold exclusively through distributors 
and we, therefore, look forward to the continued 
effectiveness of Industrial Distribution and the industry 
itself in the next fifty years. 
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@ Since 1929, Holo-Krome Forged Socket 
Screw products have been sold only 
through authorized, stock-carrying dis- 
tributors. We believe this method of 
distribution is both economically sound 
and efficient; we are convinced it works 


to the mutual benefit of everyone. 


@ The industrial distributor associated 


with Holo-Krome is considered an im- 


PTT , 
mt 


portant part of the H-K organization 
... equally as important as any other 


department of the company. 


@ We assist and promote his selling effort, 


advertising widely to the distributor’s 


— 

— 
~~ 
= 
~~ 
~~ 
~~ 
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customers; we stand squarely behind 


his contact with his customers. 


We'll be at 


BOOTH 852 


this year at the 


convention 
Drop in and say hello! ae 


ANY 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
*U. S. Patents 2,901,583 and 2,953,794 
SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 








